Newspaper 


What  is  the  best  way  to  reach  IS  managers? 


T 


Once  again,  according  to  Simmons,  Computerworld. 


T 


It’s  official.  Simmons  has  just  released 
the  largest  independent  study  of  computer 
professionals,  CompPro  II. 

For  the  second  straight  year, 

Computerworld  ranks  first  among  top- 
level  IS  professionals. 

Our  readers  control  gigabyte-sized 
budgets  for  Fortune  500-sized  corpora¬ 
tions.  They  buy  networks,  PCs,  work¬ 
stations,  software,  operating  systems, 

even  printers  —  nearly  half  of  all  IT  sold  nationwide.  people  who 


Simmons 


And  we  deliver  more  than  139,000  of 
them  every  single  week. 

Want  to  get  in  on  the  action? 

Just  call  us  at  1-800-343-6474,  ext.  169  for 

a  free  custom  reach  and  frequency  run. 

If  you  like,  we’ll  throw  in  a  CompPro 
top-line  report,  too. 

You  see,  we’re  not  only  still  number 
one  with  people  who  buy  information 
technology,  we’re  also  number  one  with 
need  to  reach  them. 


COMPUTERWORLD 

The  Newspaper  of  IS 


For  your  FREE  Reach  &  Frequency 
Fax  this  form  back,  to  (508)  370-9827 


T 


Free  Reach  &  Frequency  Analysis  Request  Fax  Back  Form 


To  get  your  free  Reach  &  Frequency  Reports,  fill  out  the  form,  and  fax  completed 
form  back  to  Simmons  CompProII  Study  Research  Request. 

Simmons  CompProII  Study  Research  Request 
Attn:  Computerworld 
Fax:  (508)370-9827 

Report  will  give  you  the  “reach”  achieved  with  the  proposed  schedule. 

Please  note:  Use  a  separate  fax  sheet  for  each  query  target. 
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Choose  one  or  more 


qualifiers. 


Title 

Scope  of  Purchase  Involvement 

Company  Size 

□  All  Titles 

□  $1 ,000,000  and  above 

□  1 ,000+  Employees 

□  IS  Management 

□  $500,000  and  above 

□  500-999  Employees 

□  Corporate/Departmental  IS 

□  $250,000  and  above 

□  100-499  Employees 

□  Software  Development 

□  $125,000  and  above 

□  <  100  Employees 

□  Programmer/Analyst 

□  All  Fortune  500 

□  LAN/Network  Management 

□  PC/Micro  Management 

□  Other 


Products 


Choose  [A]  Currently  In  Use  or  [B]  Involved  in  Purchase. 


Hardware 

[A] 

[B] 

□ 

□ 

PCs 

□ 

□ 

Desktops 

n 

n 

Notebooks 

□ 

□ 

Other 

□ 

□ 

Workstations 

□ 

□ 

Networks 

□ 

□ 

LANs 

n 

□ 

WANs 

□ 

□ 

Servers 

□ 

□ 

NW  Interface  Cards 

□ 

1 1 

High-Speed  Modems 

□ 

□ 

Hubs 

□ 

□ 

T 1  &T3 

□ 

□ 

Gateways 

□ 

□ 

Bridges 

□ 

□ 

Routers 

□ 

□ 

Intelligent  Hubs 

□ 

□ 

ATM 

□ 

□ 

Packet  Switches 

□ 

□ 

Data  Switches 

□ 

□ 

PBX 

□ 

□ 

Voice  Mail 

□ 

□ 

Mainframe/Minis 

□ 

□ 

Other 

Operating  Systems 


[A] 

[B] 

□ 

□ 

MS  DOS 

□ 

□ 

Macintosh 

□ 

□ 

OS/2 

□ 

□ 

UNIX 

□ 

n 

Windows 

□ 

□ 

AIX 

□ 

□ 

HPUX 

□ 

□ 

OSF/1 

□ 

□ 

Network  OS 

□ 

□ 

Netware 

□ 

□ 

Appletalk 

□ 

□ 

Vines 

□ 

□ 

Pathworks 

□ 

□ 

IBM  PC  LAN 

□ 

□ 

LAN  Server 

□ 

□ 

LAN  Manager 

□ 

□ 

UNIX 

□ 

□ 

Peer-to-Peer 

□ 

□ 

High-Speed  Modems 

□ 

□ 

Other 

Peripherals  Software 


[A] 

[B] 

(please  specify  platform  first) 

[A] 

[B] 

(please  specify  platform  first) 

□ 

□ 

PCs 

□ 

□ 

PCs 

□ 

□ 

Workstations 

□ 

□ 

Workstations 

□ 

□ 

Mainframe/Minis 

□ 

□ 

Mainframe/Minis 

□ 

□ 

Monitors 

□ 

□ 

All  Software 

□ 

□ 

X  Terminal 

□ 

□ 

Application  Software 

□ 

□ 

Hard  Disk  Drive 

□ 

□ 

Spreadsheets 

□ 

□ 

Cartridges 

□ 

□ 

Wordprocessing 

□ 

□ 

Tape  Back-up 

□ 

□ 

Database 

□ 

□ 

PCMCIA  Cards 

□ 

□ 

Application  Suites 

□ 

□ 

UPS 

□ 

□ 

Groupware 

□ 

□ 

CD  ROM 

□ 

□ 

Communications 

□ 

□ 

Optical  Drive 

□ 

□ 

Languages/Dev.  Tools 

□ 

□ 

Line  Printer 

□ 

□ 

Accounting/Finance 

□ 

□ 

Dot  Matrix  Printer 

□ 

□ 

4th  Generation  Language 

□ 

□ 

Laser  Printer 

□ 

□ 

Object  Oriented  Language 

□ 

□ 

Inkjet  Printer 

□ 

□ 

Programming  Tools 

□ 

□ 

Color  Printer 

□ 

□ 

Performance  Management 

□ 

□ 

Scanners 

□ 

□ 

Systems  Management 

□ 

□ 

Other 

□ 

□ 

Project  Management 

□ 

□ 

Network  Management 

□ 

□ 

EMail 

□ 

a 

CASE 

□ 

□ 

EIS 

□ 

□ 

Virus/Security 

□ 

□ 

Fax  Communications 

□ 

□ 

Utilities 

□ 

□ 

Imaging/Graphics 

□ 

□ 

Presentation  Graphics 

□ 

□ 

Draw/Paint 

□ 

□ 

Desktop  Publishing 

□ 

□ 

Other 
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Future  desktop  decisions  loom 


Intel  to  drive  Pentium  boxes  under  $2,000 


Users  unwilling  to  gamble  on  first  release  of  Chicago 


By  Jaikumar  Vijayan 


Intel  Corp.  last  week  confirmed  it 
will  announce  another  round  of 
dramatic  price  reductions  on  its 
Pentium  and  I486  processors  next 
month. 

Analysts  see  the  upcoming  an¬ 
nouncements  as  part  of  Intel’s  con¬ 
tinuing  strategy  to  induce  the  mar¬ 
ket  to  accept  Pentium  as  a  desktop 
standard  by  1995.  For  the  first 
time,  a  60-MHz  Pentium  processor 
will  sell  for  less  than  a  DX4  chip. 

Sources  briefed  by  the  company 
said  there  are  actually  two  an¬ 
nouncements  slated  for  the  third 
quarter.  They  said  Intel  will  lower 
Pentium,  page  15 


By  William  Brandel 


Bill  Gates  and  Microsoft  Corp.  are  grossly  over¬ 
estimating  the  desire  of  information  systems 
professionals  to  deploy  Chicago  at  their  sites 
anytime  soon,  according  to  recent  surveys  of 
IS  managers. 

Users’  attitudes  vary  from  reluctant  to  in¬ 
credulous  over  the  highly  touted  32-bit  version 
of  Windows.  Users  say  they  are  averse  to  func¬ 
tioning  as  extended  beta  sites  for  the  first  re¬ 
lease  of  Chicago  once  it  ships.  Rather,  they  are 
willing  to  wait  as  long  as  necessary  to  ensure 
its  stability  before  they  deploy  it. 

In  fact,  most  plan  to  hold  off  deployment  for 

Chicago,  page  1 6 


Chicago  will  be  laterthan  users  think.  Forthisand 
other  stories  on  PC  Expo,  see  pages  14, 15  and  16. 


Source:  Computerworld  survey 


User  complaints 
eclipse  Sun  planets 


By  Jean  S.  Bozman 

MOUNTAINVIEW,  CALIF. 


Sun  Microsystems,  Inc.  is  pulling 
the  planets  out  of  orbit. 

In  a  move  users  called  long  over¬ 
due,  the  $4.3  billion  Unix  systems 
and  software  vendor  will  close  its 
fiscal  year  this  week  with  a  quiet 
reorganization  that  draws  several 
subsidiary  business  units  — 
or  “planets,”  in  Sun- 
speak  —  back  to 
home  base. 

Sun’s  operating 
system  and  software 
subsidiary,  SunSoft,  Inc.,  will 
thus  move  closer  to  providing  one- 
stop  shopping  for  information  sys¬ 
tems  managers,  who  have  com¬ 
plained  about  having  to  deal  with 
a  confusing  array  of  business 
units  and  too  many  sales  forces. 

SunSoft  President  Ed  Zander 
confirmed  last  week  that  SunSoft 
will  absorb  the  business  units  as  of 


July  1.  A  formal  announcement  is 
slated  for  later  in  the  month. 

"We  will  be  operating  with  a 
new  organization  under  the  name 
SunSoft,”  Zander  said.  “This  will 
effectively  eliminate  the  Sun- 
Connect,  SunPro,  SunSelect  and 
SunSolutions  planets.  We’re  going 
to  operate  under  one  unified  sales, 
service  and  support  organiza¬ 
tion.” 

Yet  even  with  the 
more  centralized 
)  business  model, 
users  said  more 
fine-tuning  may  still 
be  necessary. 

“They’re  going  to  have  to  com¬ 
mit  to  provide  that  single  point  of 
interface  to  the  users,”  said  Stan 
Hanks,  president  of  the  Sun  User 
Group.  “It’s  a  nightmare  in  licens¬ 
ing.  You  get  to  figure  out  how  the 
whole  internal  structure  of  Sun  is 
laced  together.” 

Sun,  page  1 65 


Oracle  untangles  pricing  knot 


ByKimS.Nash 


Under  pressure  from  global  sites,  Oracle 
Corp.  plans  to  recalibrate  its  pricing 
structure  from  top  to  bottom,  starting 
with  its  Oracle  7  Release  7.1  database, 
which  is  slated  to  ship  next  month,  a 
company  executive  confirmed  last  week. 

Specifically,  Oracle  will  ditch  a  compli¬ 
cated  pricing  equation  that  weighs  type 
of  CPU,  operating  system  and  number  of 
users  in  favor  of  a  pure  per-user  license 
fee  model,  said  Mike  Hagan,  director  of 


^  Oracle’s 
new  pricing 
schedule  is 
designed  to 
placate 
companies 
with  multiple 
locations 
worldwide, 
which  pay 
different  fees 
at  different 
sites. 


pricingand  business  practices  at  Oracle. 

Overall,  the  new  prices  (see  chart  page 
165)  should  “make  our  lives  a  lot  easier 
[because]  before,  pricingwas  all  over  the 
map,”  said  Carl  Esposito,  president  of 
the  New  York  Oracle  Users  Group. 

“Current  pricing  is  so  convoluted  that 
it’s  about  time  Oracle  fixed  it,”  agreed 
Bill  Shattuck,  an  analyst  at  Montgomery 
Securities  in  San  Francisco. 

However,  Oracle’s  new  $5,440  entry 
price  for  an  eight-user  database  license 
Oracle,  page  165 


Vertical  industries 

IBM  services  hitting  the  mark 


By  Thomas  Hoffman 


When  Southern  Pacific 
Lines  decided  in  1992 
that  it  would  be  more 
cost-effective  to  out¬ 
source  its  computer  operations 
and  applications  development, 
the  railroad’s  selection  com¬ 
mittee  had  a  tough  time  decid¬ 
ing  among  the  three  outsourc¬ 
ing  vendors  that  bid  on  the 
10-year  pact. 

The  candidates  —  Electronic 
Data  Systems  Corp.,  Perot  Systems  Corp. 
and  IBM’s  Integrated  Systems  Solutions 
Corp. — each  brought  strongtechnical  skills 
to  the  table.  They  pitched  comparable  pric¬ 
ing,  and  each  offered  the  $2.9  billion  rail 


giant  annual  cost  savings  in  the 
$10  million  range. 

After  a  full  year  of  evaluating 
bids,  the  San  Francisco-based 
rail  company  earlier  this  year 
tapped  ISSC  to  handle  its  na¬ 
tionwide  information  systems 
operations.  The  contract  is  val¬ 
ued  at  slightly  less  than  $500 
million  over  the  next  decade. 
Why  ISSC  over  the  others? 
“They  weren’t  learning  the 
business  for  the  first  time,” 
said  Thomas  J.  Matthews, 
Southern  Pacific’s  chief  administrative  offi¬ 
cer.  In  other  words,  what  really  tipped  the 
balance  in  ISSC’s  favor  was  IBM’s  broad  ex¬ 
perience  in  the  railroad  industry. 

ISSC,  page  28 


Southern  Pacific’s  Thomas 
Matthews  says  industry 
expertise  counts 


A  PUBLICATION  OF 


June  27, 1994 


COREY  L.  NELSON 


SOUHDim 


Companies  have  no  right  to  snoop  into  my 
messages,  says  Corey  L.  Nelson,  an  independ¬ 
ent  software  tester.  Oh,  but  they  do,  says 
United  Parcel  Service’s  Bonnie  Brown,  be¬ 
cause  employers  own  the  E-mail  network.  See 
In  Depth,  page  135,  for  more  on  this  debate. 


BONNIE  BROWN 


NEWS 

■  Apple  will  provide  a  sneak  preview  of  its  Sys¬ 
tem  7.5  operating  system  at  this  week’s  PC  Ex¬ 
po,  and  users  are  already  making  plans  to  up¬ 
grade.  Page  4 

■  Microsoft  launched  its  exchange  messaging 
strategy  with  an  eye  to  dominating  the  busi¬ 
ness  applications  market  with  a  suite  of  server 
products.  Page  4 


LARGE  SYSTEMS 

■  IBM  has  created  a  model  that  it  claims  can 
predict  whether  client/server  projects  are  like¬ 
ly  to  succeed  or  fail.  Page  99 

APPLICATION  DEVELOPMENT 

■  IBM  turns  to  multiple  language  platforms  for 
its  VisualAge  development  environment.  Page 
113 


Executive  Briefing 


Technology  is  hot  on  the  retail  front.  At  the  corner 
store,  two  decades  of  fat  and  happy  times  have  come 
to  an  end.  Consumers  are  seeking  lower  prices,  and 
convenience  stores  are  taking  a  beating  from  24- 
hour  supermarkets  and  shopping  clubs.  Technology 
could  hold  the  key  to  playing  catch-up  and  retaking 
the  neighborhoods. Page  127.  For  the  retail  industry 
at  large,  store  aisles  and  checkout  lines  have  become 
key  battlegrounds.  Retailers  are  investing  heavily  in 
technologies  to  capture  more  information  about  cus¬ 
tomers  while  making  the  shopping  experience  more 
satisfying.  One  result  is  a  fundamental  shift  in  the 
way  inventory  is  maintained  and  managed.  Page  99. 
Meanwhile,  the  20th  anniversary  of  the  advent  of  su¬ 
permarket  scanning  raises  a  lingering  issue:  price 
inaccuracies.  Page  8 

Get  ready  for  a  new  round  of  price  cuts  on  Intel’s  I486  and  Pen¬ 
tium  chips.  Sources  briefed  by  Intel  said  two  separate  announce¬ 
ments  are  slated  for  the  third  quarter:  Intel  will  lower  prices  by  up 
to  42%  on  its  Pentium  processors  and  by  a  more  modest  1 1%  on  its 
DX4  chip.  Elsewhere  on  the  PC  front,  research  shows  that  Micro¬ 
soft  may  have  overestimated  users’  desire  to  move  quickly  to  Chi¬ 
cago.  Page  1 


■  Security  specialists  try  to  close  the  security 
gaps  inherent  in  providing  remote  access  to 
LANs  .Page  6 

■  Microsoft  is  pushing  OLE  as  an  al¬ 
ternative  to  its  ODBC  initiative.  Page  7 


MANAGEMENT 

■  An  aggressive  IS  policy  coupled  with  reve¬ 
nue  department  clout  is  having  dramatic  re¬ 
sults  in  Massachusetts,  where  the  state  is  wag¬ 
ing  war  on  delinquent  parents. Page  130 


■  Twenty  years  after  supermarkets  started  us¬ 
ing  electronic  scanners,  pricing  accuracy  re¬ 
mains  a  hot  issue.  Page  8 

■  Next  previews  an  advanced  operating  system 
and  tools  to  help  object-based  applications  em¬ 
brace  relational  data. Pagre  10 

■  AT&T  plans  a  multimedia-ready  800  service. 
Page  12 

■  A  Microsoft  memo  indicates  that  Windows  3.1 
successor  Chicago  maybe  even  later  than  pre¬ 
viously  thought.  Page  14 

■  U sers  lookingat  Microsoft’s  Windows  NT  said 
they  don’t  like  what  they  see  in  terms  of  back¬ 
up.  Page  16 

■  Tools  and  utilities  to  strengthen  today’s 
client/server  installations  will  take  center 
stage  at  Database  and  Client/Server  World. 
Page  20 

DESKTOP  COMPUTING 

■  PCMCIA  standards  are  coming  to¬ 
gether,  and  those  PC  Cards  are  carv- 
i  ng  out  their  niche  for  the  future.  Page  3  7 

WORKGROUP  COMPUTING 

■  Sun  says  users  should  turn  to  multiprocess¬ 
ing  workstations  for  multimedia  applications. 
Page  73 

ENTERPRISE  NETWORKING 

■  After  five  years  of  promises,  the  network 
management  systems  that  corporate  custom¬ 
ers  use  still  cannot  interact  with  those  used  by 
public  data  networks.  Page  85 


CAREERS 

■  Some  shops  prefer  to  grow  their  own  client/ 
server  programmers,  while  others  prefer  a 
quick  fix.  Buying  talent  costs  .Page  141 

MARKETPLACE 

■  Isolated  islands  of  CDPD  are  available  in 
many  areas,  but  don’t  expect  nationwide  ser¬ 
vice  for  another  two  years. Page  150 

COMMENTARY 

■  Charles  Babcock  says  Sun  has  to  build  on, 
not  belittle,  the  results  of  the  PC  revolution. 
Page  6 

■  Bill  Laberis  says  vendors  are  making  the 
most  of  health  hysteria  in  the  workplace.  He  al¬ 
so  solicits  input  on  U.S.  Tech  Corps.  Page  32 

■  David  Davenport  warns  that  we’ve 
lost  touch  with  people  in  all  our  elec¬ 
tronic  communication.  Page  33 

■  Patricia  Seybold  says  business  objects  are 
the  key  to  interoperability.  Page  33 

■  Jeffrey  Henning  says  the  secret  of  Micro¬ 
soft’s  success  is  that  it  led  the  pack  in  develop¬ 


ing  for  the  Macintosh .  Page  45 
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Business  equipment  manufacturer  Pitney  Bowes  maybe  the  ex¬ 
ception  —  a  company  that  succeeded  in  keeping  its  technology 
strategy  closely  tied  to  its  business  strategy.  The  company  is  roll- 
ingout  its  information  architecture  under  a  four-year  plan  that  is 
already  producing  increased  customer  satisfaction.  Page  24 

Oracle  plans toditch  complicated  database  pricingthatdepends 

on  type  of  CPU,  operating  system  and  number  of  users  in  favor  of  a 
per-user  license  fee  model.  The  software  company  reportedly  felt 
pressure  from  large  customer  sites  to  simplify  and  make  pricing 
more  consistent.  Page  1 

The  Bank  of  Boston  is  in  the  early  stages  of  a  $30  million  treasury 
automation  project  that  includes  re-engineering  the  risk-manage¬ 
ment  systems  that  govern  its  foreign  exchange  trading  in  Latin 
America.  Industry  analysts  said  risk-management  automation  is 
one  of  the  hottest  issues  in  bankingthese  days,  as  federal  and  state 
regulators  continue  to  crack  down  on  risk-sensitive  trading  activ¬ 
ities  such  as  derivatives  transactions. Page  102 


The  5th  Wave  by  Rich  Tennant 
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MVS 


Problem  Management 


Now  there’s  a  way  to  efficiently 
manage  your  distributed  systems. 

And  to  protect  against  security  laps¬ 
es,  corrupted  or  lost  data,  systems 
failures  and  backup  disasters. 

It’s  CA-UNICENTER:  the  industry’s 

most  comprehensive  client/server  systems  software  from  the  leading 
systems  software  company.  Thanks  to  the  consistent  GUI  across  all 
systems  and  functions,  you’ll  be  able  to  manage  a  multitude  of  operat¬ 
ing  environments  from  a  single  desktop. 

.  And  CA-UNICENTER 


Best  of  all,  you  can  continue  to 
leverage  your  existing  hardware 
and  software  investments  since 
CA-UNICENTER  supports  a  broad 
range  of  platforms  -  from  main¬ 
frames  to  UNIX  to  LANs. 

You  also  have  the  comfort  of  knowing  it’s  backed  by  CA,  with  20 
years  of  success  in  managing  mission-critical  computing. 

.■jtjjflEfajL.  So  why  take  chances?  Play  it  safe  with 

CA-UNICENTER. 


Resource  A  ccounting 

IS 

/  fmiT.y 

Event  Management 


For  A  Free  Case  Study  On 
Distributed  Systems  Management 
And  Information  On  Seminars 
Call  1-800-225-5224,  Dept.  10102. 


gives  you  absolute 
control  over  absolutely 
everything:  security, 
event  management,  job 
scheduling,  archive  and 
backup,  help  desk,  inven¬ 
tory  control,  performance 
monitoring,  resource 
accounting -you  name  it. 


Learn  how  CA-UNICENTER  can  take  the  risk  out  of 
your  client/server  environment. 

And  why  you  shouldn’t  be  run¬ 
ning  your  systems  -  or  your  busi¬ 
ness  -  without  it.  Call  us  today. 


OMPUTER 
SSOOATES 

Software  superior  by  design. 


UNIX  NETWARE  OS/2  OS/400  VSE  WINDOWS  NT  MVS 


©  Computer  Associates  International,  Inc.,  lslandia.  NY  11788-7000.  Offer  good  in  U.S.  and  Canada  only. 
All  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 


News 


Client/server  strategies 


Microsoft  pitches  server  suites 


By  Lynda  Radosevich 
and  Stuart  J.  Johnston 

SEATTLE 


Users  migrating  to  client/server 
platforms  will  soon  have  a  new 
concept  to  deal  with  —  server  ap¬ 
plication  suites. 

At  the  introduction  of  the  Ex¬ 
change  messaging  platform  here 
last  week,  Microsoft  Corp.  officials 
said  the  product  is  one  component 
of  a  broader  suite  of  Windows  NT- 
based  server  applications  that 
may  be  integrated  and  bundled 
similar  to  the  way  desktop  suites 
are  today.  In  addition  to  Exchange 
(see  story  below),  the  other  server 
pieces  include  the  Hermes  Sys¬ 
tems  Management  Server,  SNA 
Server  and  the  SQL  Server  data¬ 
base  program. 

What  users  want 

Users  and  analysts  said  the  con¬ 
cept  could  be  attractive,  provided 
it  means  lower  costs  and  better  in¬ 
tegrated  products.  A  similar  look 
and  feel,  straightforward  adminis¬ 
tration  and  management  and  con¬ 
sistent  vendor  support  were  other 
goals  mentioned. 

“It’s  a  natural,  but  no  one  ven¬ 
dor  really  had  the  ability  to  do  the 
server  suite  like  this  before,”  said 
Ted  Vegvari,  a  Torrance,  Calif. - 
based  independent  consultant  at  a 
large  West  Coast  financial  institu¬ 
tion. 

Microsoft  would  not  discuss 
suite  pricing,  but  Vegvari  said  the 
vendor  would  have  to  give  users  a 
35%  to  40%  discount  on  total  stand¬ 


alone  prices  in  order  to  sway  them. 
Pricing  for  Exchange  had  not  been 
set,  but  pricing  for  an  unlimited 
number  of  users  on  an  SQL  Server 
is  $14,995. 

Also,  in  order  to  work,  “each 
product  would  have  to  prove  it¬ 
self,”  said  J.  Chris  Bryde,  a  net¬ 
work  communications  manager  at 
a  multibillion-dollar  oil  and  gas  re¬ 
fining  company  in  Wichita,  Kan. 
Otherwise,  he  added,  users  may 
run  into  the  same  problems  in¬ 
herent  in  desktop  suites: 
users  paying  for 
something  they 
don’t  want. 

The  Mi¬ 
crosoft 
server  appli¬ 
cations  run 
exclusively  on 
NT  Advanced 
Server,  and  the 
forthcoming  Ex¬ 
change  and  Hermes 
will  run  only  on  Dayto¬ 
na,  which  is  the  ver¬ 
sion  of  NT  and  NT  Ad¬ 
vanced  Server  due 
out  in  September. 

The  single-platform 
support  could  be  a 
problem  for  firms  that  run  file  ser¬ 
vice  on  Novell,  Inc.’s  NetWare  and 
server  applications  on  Unix  or 
OS/2,  according  to  Microsoft  com¬ 
petitors. 

Glenn  Bader,  a  technology  ana¬ 
lyst  at  a  food  delivery  conglomer¬ 
ate  based  in  Marshall,  Minn.,  is  not 
one  of  those  users.  The  company, 
which  includes  the  Tony’s  Pizza  di- 


What  and  when? 


sers  attending  last  week’s  Microsoft  Information  Ex¬ 
change  conference  said  they  liked  what  they  saw  of  the 
company’s  forthcoming  Exchange  messaging  server  and 
groupware  products.  But  two  questions  went  unanswered: 
What  will  be  delivered  and  when? 

Pricing  for  Exchange  also  remains  somewhat  of  a  question.  But 
Microsoft  Chairman  Bill  Gates  indicated  it  would  be  priced  simi¬ 
larly  to  today’s  electronic-mail  systems,  which  run  roughly  $50  per 
seat  for  large  companies,  including  server  and  client  software  and 
gateways. 

Exchange  is  a  client/server  upda  te  to  Microsoft  Mail  that  will 
add  groupware  features  such  as  shared  databases  that  can  be  syn¬ 
chronized  across  multiple  Windows  NT  servers.  Exchange  has  a 
host  of  management  features  and  can  support  roughly  10  times 
the  number  of  current  Mail  users. 

“They  are  finally  realizingthat  you  can’t  approach  major  cor¬ 
porations  with  just  shrink-wrapped  applications  and  just  lob  it  on 
someone’s  desk,”  said  Shane  Walker,  manager  of  corporate  E-mail 
scmcos  at  Telecom  Australia,  which  has  37,000  Microsoft  Mail  us¬ 
ers. 

A  second  bt  ta  release  of  Exchange  is  expected  to  ship  this  week 
to  hundreds  of  customers,  with  another  beta  release  scheduled 
for  year's  end.  No  commercia  l  release  date  is  available,  however. 

— Lynda  Radosevich  and  Stuart  J.  Johnston 


vision  service,  is  moving  from  Net¬ 
Ware  servers  to  NT  Advanced 
Server  and  already  runs  Windows 
on  the  desktop.  Therefore,  run¬ 
ning  the  server  applications  on  NT 
makes  sense,  he  said. 

But,  “we’re  moving  to  Microsoft 
on  so  many  things,  [buying  a  serv¬ 
er  suite]  would  be  a  concern.  I’m 
seeing  visions  of  Big  Blue,”  Bader 
said.  In  addition  to  replacing  Net¬ 
Ware  with  NT,  the  company  is  roll¬ 
ing  out  Microsoft  Mail 
to  2,500  users.  Adding 
the  other  Microsoft 
server  appli¬ 
cations 
could  give 
Microsoft  too 
much  control 
over  the  com¬ 
pany’s  core 
business  appli¬ 
cations,  he  said. 

In  fact,  that  is 
exactly  what  Mi¬ 
crosoft  has  in 
mind.  According  to  a 
confidential  strategy 
memo  written  on  New 
Year’s  Eve  by  Jim  Allchin, 
vice  president  of  Micro¬ 
soft’s  Business  Systems 
division,  the  plan  is  to  use  the  Mi¬ 
crosoft  server  applications  to  lock 
users  into  NT. 

“These  applications  form  the 
building  blocks  for  writing  LOB 
[line  of  business]  applications.  A 
file  server  can  be  replaced  much 
more  easily  than  a  LOB  applica¬ 
tion  running  in  our  environment. 
...  As  with  anything,  you  can 
charge  forvalue.  [Information  sys¬ 
tems]  organizations  wall  pay  for 
that  value.  After  all,  they  wall  be  de¬ 
pending  on  these  to  run  their  busi¬ 
nesses,”  Allchin  said  in  the  memo 
[CW,  March  28], 

Starting  with  Daytona 

Integrating  the  server  application 
will  take  some  time  but  wall  begin 
wdth  the  initial  round  of  server 
applications  written  for  Daytona, 
which  will  start  shipping  this  year, 
according  to  Tom  Evslin, 
general  manager  of  server  prod¬ 
ucts. 

Those  applications  will  share 
core  NT  Advanced  Server  services 
such  as  a  common  performance 
monitor,  similar  server  manage¬ 
ment  interfaces,  common  securi¬ 
ty,  and  support  for  TCP/IP, 
IPX/SPXand  other  transports. 

The  next  level  of  integration  will 
likely  coincide  with  Cairo,  the  ob¬ 
ject-oriented  successor  to  NT, 
roughly  12  to  18  months  away.  With 
Cairo,  Microsoft’s  goal  is  to  build 
more  of  the  core,  common  server 
application  functionality  into  the 
operating  system,  Evslin  said. 


-  - - 

Apple  offers  peek 
at  Mac  System  7.5 

By  Mark  Hal  per 

This  year’s  PC  Expo  will  have  its  share  of  closed  doors,  and 
behind  one  of  them  Apple  Computer,  Inc.  will  be  showingits 
soon-to-be-released  operating  system,  Macintosh  System 
7.5. 

Apple  has  in  recent  months  publicly  revealed  some  of  Sys¬ 
tem  7.5’s  features,  and  it  will  use  the  PC  event  to  offer  back¬ 
room  previews  of  some  previously  undisclosed  features  that 
users  said  are  compelling.  According  to  a  confidential  Sys¬ 
tem  7.5  product  guide  obtained  by  Computerworld,  they 
include  the  following: 

•  A  scriptable  finder  that  lets  users  write  text  instructions 
into  system  software  and  thereby  automate  system  and 
software  tasks. 

•  A  doubling  of  System  7.1’s  2G-byte  hard  disk  volume  ca¬ 
pacity,  to  4G  bytes. 

•  Utilities  that  extend  the  battery 
life  on  Apple’s  PowerBook  line  and 
improve  laptop-to-desktop  file 
synchronization. 

Multitasking,  too 

For  multitasking  fans,  the  new  op¬ 
erating  system  will  include  a 
thread  manager  that  lets  develop¬ 
ers  write  an  application  conform¬ 
ing  to  multitasking  guidelines,  an 
Apple  spokeswoman  said.  System 
7.5  will  not,  however,  be  a  fully 
threaded  operating  system  that 
imposes  multitasking  conformity 
on  all  applications,  she  said. 

Combined  with  previously  dis¬ 
closed  features  —  such  as  an  en¬ 
riched  version  of  Apple’s  Quick¬ 
Draw  graphics  and  printing 
architecture  —  users  said  the  fea¬ 
tures  represent  a  major  advance. 

System  7.5  has  been  in  beta  test¬ 
ing  since  May.  Apple  plans  a  gen¬ 
eral  release  in  August  and  is  con¬ 
sidering  issuing  public  beta 
releases  on  CD-ROM  early  next 
month,  according  to  users  briefed 
by  the  company. 

“We  will  want  to  do  some  upgrades,  whereas  we  don’t  al¬ 
ways  do  that  for  incremental  releases,”  said  Tim  Yancy, 
manager  of  customer  service  automated  systems  at  South¬ 


ern  California  Edison  Co.  in  Rosemead,  Calif. 

He  described  the  scriptable  finder  as  “a  biggie”  because 
“as  application  developers,  we  haven’t  had  a  very  elegant 
way  to  tie  dissimilar  applications  together.” 


Making  life  easier 

Phillip  Corchary,  network  systems  analyst  at  US  West  Mar¬ 
keting  Resource  Group,  Inc.  in  Omaha,  said  QuickDraw  GX 
will  ease  the  chore  of  driving  some  of  his  2,000-plus  Macin¬ 
toshes  to  produce  yellow  pages  and  printed  sales  and  mar¬ 
keting  materials. 

“We  have  a  heavily  graphical  orientation,  and  making  all 
the  pieces  interact  correctly  can  be  a  challenge.  This  should 
simplify  the  task,”  Corchary  said. 

Matt  Ghourdjian,  national  director  of  technology  at  the 
Los  Angeles-based  law  firm  Howrey&  Simon  agreed.  “Any¬ 
one  who  has  seen  QuickDraw  GX  knows  it  will  make  a  big 
difference  in  howyou  print,”  he  said. 

Corchary  also  noted  that  the  larger  disk  volume  capaci¬ 
ties  will  come  as  good  news  to  “the  more  sophisticted  users 
who  buy  a  large  disk  drive  and  then  discover  they  can’t  eas¬ 
ily  use  half  of  it.” 


The  Apple  Septet 

System  7.5’s  features 
include  the  following: 

•  Scriptable  finder* 

•  4G-byte  disk  volume 
capacity* 

•  PowerBook  battery 
life  extension  * 

•  Thread  manager* 

•  QuickDraw  GX** 

•  Macintosh  PC 
Exchange  for  reading 
Windows  files  ** 

•  PowerTalkfor 
receivingvoice.  E-mail 
and  fax  messages  in 
one  mailbox ** 

•  Built-in  TCP/IP 
support** 

•  Active  “walk 
through”  help  guide  ** 

•  Bug  fixes  from  7.1  ** 
Will  be  disclosed  this 
week* 

Previously  disclosed** 


For  more  PC  Expo  coverage,  see  pages  1, 14, 15  and  16. 
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Relational  Technology,  Ingres,  Ask/Ingres,  and  now  CA  . . .  over  the  years  Ingres  has  had  its  difficulties, 
which  is  why  we're  making  it  as  easy  as  ABC  to  migrate  to  Oracle. 

INTRODUCING  THE  INGRES  MIGRATION  PROGRAM. 

Long  term  security,  for  minimum  risk  and  expense. 

A.  MIGRATION  ASSISTANCE:  Start  building  for  the  future  by  easily  migrating  from  Ingres  to  Oracle.  Oracle 
can  supply  you  with  specially  designed  utilities,  gateways  and  services  to  make  your  migration  fast,  accurate  and 
complete.  Oracle  is  also  teaming  up  with  your  hardware  vendors,  including  SUN,  H-P  and  DEC  to  make  your 
transition  smooth.  With  Oracle,  your  investment  will  be  safe  for  years  to  come. 

B.  WORLD  CLASS  SUPPORT:  Oracle,  winner  of  Software  Magazine's  Best  Customer  Support  award  three 
years  running,  is  committed  to  providing  you  with  the  best  support  in  the  industry,  locally  and  globally. 

C.  SPECIAL  PRICING:  Ingres  users,  who  commit  to  migrating  to  Oracle  between  June  16th  and  November  30th 
1994,  will  earn  extremely  favorable  discounts  that  effectively  remove  pricing  as  a  barrier  to  switching  databases. 


To  get  your  data  and  your  future  back  under  control,  talk  to  an  Ingres-to-Oracle 

Migration  Specialist  today  by  calling:  1“800"633"1071  Ext.  8158 


News 


Sun’s  divided 
mind 


Firms  boost  LAN  security 

Security  Dynamics,  Cisco  team  up  on  authentication 


hen  you  listen  to  a  vintage  Scott  McNealy  monologue, 
you  see  a  vision  of  the  future  for  Sun  Microsystems, 
as  well  as  the  possible  recurrence  of  problems  that 
have  plagued  its  recent  history. 

McNealy  addressed  the  attendees  of  SunWorld  ’94 
n  San  Francisco  on  June  14.  Sun  is  still  the  leader  in 
workstations,  but  it  is  a  price/performance  leader,  not  the  SPEC- 
mark  leader  or  qualitative  leader.  It  sells  the  best  workstations  at 
its  price  points,  but  that  is  not  the  same  as  selling  the  best  work¬ 
stations. 

In  addition,  Sun  has  brought  forth  the  Solaris  operating  system 
for  both  SPARC  and  Intel  hardware.  As  the  largest  workstation 
vendor,  Sun  is  the  de  facto  leader  in  Unix  operating  system  sales, 
but  the  quality  issues  that  apply  marginally  to  Sun  hardware  came 
home  to  roost  with  the  early,  rushed-out  versions  of  Solaris. 

“I  looked  out  at  our  engineers  one-and-a-half  to  two  years  ago 
and  said,  ‘We  can  make  In¬ 
tel/Microsoft  applications 
run  on  SPARC  Solaris  II,  but 
we  can’t  make  Solaris  I  ap¬ 
plications  run  on  Solaris  II. 

What’s  wrongwith  that  pic¬ 
ture?’  ”  McNealy  acknowl¬ 
edged  to  the  crowd. 

Sun  has  fixed  that  prob¬ 
lem,  but  the  fact  that  it  need¬ 
ed  fixingtouches  on  one  of 
the  modern  characteristics 
of  Sun.  In  the  person  of  Scott 
McNealy,  it  is  derisive  to¬ 
ward  the  older  companies  it 
has  displaced,  such  as  Digital  and  IBM.  “If  you  want  to  see  stupid 
pet  tricks,  you  have  to  go  visit  the  DEC  booth,”  he  said  to  the  laughs 
of  a  partisan  audience.  At  the  same  time,  Sun  has  more  in  common 
with  Digital  and  IBM  than  with  Microsoft  and  Intel,  which  are  fuel¬ 
ing  the  explosion  at  the  base  of  computing.  Sun  is  envious  of  the 
success  of  these  latter  two  firms,  so  SunSoft  rushed  out  Solaris  for 
Intel  rather  than  getting  it  right  for  its  own  customers. 

Sun  has  yet  to  come  to  grips  with  the  fact  that  beinga  leader  in 
Unix  systems  doesn't  necessarily  put  it  at  odds  with  the  burgeon¬ 
ing  PC  revolution  that  continues  apace.  This  growth  is  as  much  an 
opportunity  for  Sun  as  anyone  else,  but  McNealy  miscasts  it  as 
struggle  with  Sun  for  legitimacy  and  leadership. 

“I’ve  actually  argued  with  quite  a  few  senior  executives  and  MIS 
directors  that  I  could  lower  my  costs  at  Sun  and  raise  productivity 
if  I  could  just  remove  every  spreadsheet,  every  word  processor, 
every  presentation  graphics  package,”  McNealy  said.  In  other 
words,  end  users  would  be  better  served  by  the  server  end  of  client/ 
server  computing  than  the  PC  desktop. 

There  is  something  almost  Olsenish  in  McNealy’s  desire  to  mini¬ 
mize  the  PC  revolution,  which  makes  his  mockery  of  Digital  all  the 
more  suspect.  Despite  its  many  accomplishments,  the  modern  Sun 
embraces  a  kind  of  schizophrenia  that  says  repeatedly,  “The  rap¬ 
idly  expandingbase  of  PCs  is  not  important.  We  just  wish  we  could 
participate  in  it  more  directly.”  Indeed,  this  division  runs  through 
much  of  the  Unix  community. 

On  other  fronts,  vintage  McNealy  is  fine  wine  fermented  in  oak. 

Once  desktop  users  are  attached  to  the  Internet,  he  figures  they 
will  want  to  use  PCs  that  can  handle  video,  audio,  ease-of-use  arti¬ 
ficial  intelligence  software,  etc.  “Are  you  goingto  stick  a  Briggs  & 
Stratton  [one-cylinder  lawn  mower]  engine  in  there?  No.  Why  not 
throw  in  two  or  four  or  even  eight  microprocessors?”  He  envisions 
a  multiprocessing,  multithreaded  SPARC  machine,  of  course. 

He  sees  \ideo-on-demand  or  the  ability  to  download  video  infor¬ 
mation  to  desktops  as  the  next  killer  application  that  will  result 
from  such  processing  power  on  the  Internet.  And  he  sees  video- 
conferencing  with  playback  and  store  as  the  successor  to  the  im¬ 
mensely  popular  E-mail. 

Sun  is  likely  to  assert  its  leadership  in  these  areas.  At  the  same 
time,  it  should  listen  more  and  lecture  less  to  IS  and  try  to  augment 
the  end-user  gains  spawned  by  the  PC  revolution. 


Being  a  leader 
in  Unix 
systems 
doesn’t 

necessarily  put 
Sun  at  odds 
with  the 
burgeoning  PC 
revolution. 


Charles  Babcock 


Babcock  ,s  ( 'onifn/lrr  war  Id's  technical  editor.  His  MCI  Mail  address  is  575-2737. 


By  Stephen  P.  Klett  Jr. 


Network  administrators  are  beginning  to  look 
for  more  robust  security  applications  as  they 
struggle  to  keep  pace  with  exploding  LAN  and 
remote-access  connectivity  needs. 

“It  used  to  be  that  simple  password  schemes 
were  enough.  Now,  all  of  a  sudden,  networks 
are  wide  open  and  people  are  screaming.  It’s  a 
mess,”  said  Matt  Jacoby,  senior  network  ana¬ 
lyst  at  Norwest  Mortgage  in  Minneapolis,  a 
Cisco  Systems,  Inc.  site. 

Last  week,  Security  Dynamics,  Inc.  in  Cam¬ 
bridge,  Mass.,  and  Cisco  in  San  Jose,  Calif.,  an¬ 
nounced  a  partnership  designed  to  provide  a 
more  secure  method  of  providing  users  such  as 
Norwest  with  access  to  distributed  resources 
in  large  internetworks. 

Security  Dynamics  will  provide  a  version  of 
its  SecurlD  Card  and  Advanced  Computing  En¬ 
vironment  (ACE)/Server  security  system  that 
is  compatible  with  Cisco  routers  and  communi¬ 
cations  servers.  Well  known  in  the  Unix  world 
for  protecting  individual  systems  such  as 
VAXs,  Security  Dynamics  is  making  its  first  at¬ 
tempt  to  scale  up  SecurlD  to  provide  enter¬ 
prisewide  authentication. 

Observers  said  partnerships  such  as  this  are 
needed  because,  unlike  in  the  mainframe 
world,  no  single  vendor  today  can  meet  the  se¬ 
curity  needs  of  distributed  networks  on  its  own. 

By  focusing  on  the  issue  of  authentication, 
analysts  and  other  observers  said  Security  Dy¬ 
namics  and  Cisco  were  providing  an  important 
piece  of  the  security  puzzle. 


The  SecurlD  Card  is  a  credit  card-size  device 
that  generates  and  displays  a  six-number  user- 
access  code  that  changes  every  minute.  Com¬ 
bined  with  a  personal  identification  number  for 
each  user,  the  system  provides  a  two-factor  au¬ 
thentication  scheme  to  ensure  that  only  autho¬ 
rized  users  can  access  a  protected  system. 

The  passwords  are  collected  by  the 
ACE/Server  software  located  on  a  Unix-based 
workstation  at  a  central  site.  ACE/Server  veri¬ 
fies  user  access  —  whether  through  data  lines, 
gateways  or  remote-access  servers  —  to  net¬ 
work  resources,  establishing  a  security  perim¬ 
eter  around  selected  network  resources. 

Enhanced  protection  needed 

Users  said  most  internetworking  vendors  ship 
proprietary  security  applications  with  their 
products.  But  they  only  provide  basic  dial-up 
password  protection  and  encryption  and  do 
not  account  for  roamingor  mobile  users. 

“Security  is  a  big  problem,  and  products  like 
SecurlD  are  definitely  helpful,”  said  Jon  Castle, 
a  message  engineer  at  Commonwealth  Edison, 
a  Cisco  site  in  Chicago.  However,  while  Castle 
said  SecurlD  would  make  it  easier  to  prevent 
unauthorized  access  from  remote  users,  he  did 
not  think  it  would  ease  the  larger  problem  of 
administering  internal  user  access  to  data. 

“It’s  necessary  to  protect  a  company  from  it¬ 
self,  making  sure  users  only  have  access  to 
data  they  need  access  to,”  Castle  said. 

ACE/Server  for  Cisco  products  will  ship  in 
the  third  quarter  starting  at  $1,950.  SecurlD 
Card  pricing  starts  at  $34  per  card. 


PC  NetView  garners  mixed  response 


By  Steve  Moore 


With  the  introduction  last  week  of  NetView  for 
Windows,  IBM  closed  a  low-end  gap  in  its  Net- 
View  network  management  product  family, 
which  already  spanned  the  OS/2,  AIXand  main¬ 
frame  platforms. 

“Given  that  IBM  is  in  the  forefront  of  using 
PowerPCs  to  integrate  the  Unix  and  Intel/DOS 
worlds,  the  effort  of  porting  all  this  onto  a  Win¬ 
dows  base  seems  somewhat  questionable,” 
said  Anura  Guruge,  an  independent  analyst  in 
New  Ipswich,  N.H. 

Users  expressed  divergent  opinions  about 
investing  in  Windows-based  network  manage¬ 
ment,  however. 

“Windows  is  our  companywide  standard  for 
our  man/machine  interface,  and  if  IBM  brought 
out  NetView  for  Windows,  I  would  assume  that 
we  would  migrate  to  that  almost  right  away,” 
said  Nancy  Wong,  manager  of  computer  and 
network  operations  at  Pacific  Gas  &  Electric 
Co.  in  San  Francisco. 

Reaction  missed 

Yet  other  users  were  unconvinced. 

“NetView  for  Windows  really  wouldn’t  fit  a 
need  for  us,”  said  Michael  Roy,  network  man¬ 
ager  at  Samsonite  Corp.  in  Denver.  “Right  now 
we’re  using  3Com  cards  at  the  SNMP  level.  For 
the  higher-level  application  interface,  we’re 
waiting  for  the  [Desktop  Management  Task 
Force]  and  [Desktop  Management  Interface] 


Juggling  the  pieces 

In  addition  to  NetView  for  Windows,  IBM  an¬ 
nounced  the  following  network  management 
products: 

•  LAN  Network  Manager  for  AIX:  June  30  for 

$13,700. 

•  NetView  Performance  Manager  2.2:  June  24. 
Prices  vary  with  MVS  or  VM  bases  and  optional 
Novell,  Inc.  features. 

•  AIX  NetView  Distribution  Manager/6000  1.1: 

June  30  fora  $900  base  charge.  Volume-based, 
per-client  charges  range  from  $2.50  to  $300. 

stuff  to  settle  out.” 

Along  with  NetView  for  Windows,  which  will 
be  available  July  29  at  $1,895  per  client,  IBM  in¬ 
troduced  several  other  products  (see  box). 

Analysts  questioned  Windows’  attractive¬ 
ness  to  third-party  application  developers,  as 
well  as  its  lack  of  power  relative  to  OS/2. 

“If  IBM  supports  all  the  same  NetView/6000 
APIs  on  this  Windows  platform,  that  gives  [in¬ 
dependent  software  vendors]  and  network 
equipment  providers  half  of  what  they  need  to 
port  applications  to  it,”  said  Dave  Passmore, 
principal  consultant  at  Decisis,  Inc.  in  Hern¬ 
don,  Va.  Passmore  noted  that  the  other  half  of 
the  Application  Programming  Interfaces 
(APIs)  are  Unix-specific  and  must  be  changed 
to  run  on  Windows.  “It’s  not  a  simple  port  even 
if  the  management  APIs  are  the  same,”  he  said. 
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Microsoft  downplays  ODBC,  pushes  OLE 


By  Melinda-Carol  Ballou 


Microsoft  Corp.  is  shifting  its  stance  on 
its  Open  Database  Connectivity  (ODBC), 
potentially  undermining  a  database  in¬ 
teroperability  standard  that  is  building 
momentum.  Instead  Microsoft  is  pushing 
developers  to  focus  on  supporting  Object 
Linking  and  Embedding  (OLE),  third- 
party  sources  and  company  officials  said 
last  week. 

Microsoft  has  touted  ODBC  in  the  past 
year  or  so  as  the  key  standard  for  data¬ 
base  interoperability  from  the  desktop. 
Major  independent  software  vendors 
and  some  corporate  developers  sank  sig¬ 
nificant  resources  into  supporting  the 
standard,  which  became  a  checkoff  item 
on  the  list  for  tools  and  applications. 

By  pushing  developers  to  support  OLE 
instead,  analysts  said,  Microsoft  is  seek¬ 
ing  to  maintain  its  edge  over  third-party 
vendors  while  movingbeyond  what  some 
analysts  see  as  the  limited  capabilities  of 
ODBC. 

Grace  under  pressure 

Dave  Seres,  Microsoft’s  OLE  product 
manager,  insisted  that  “we’re  not  back¬ 
ing  away  from  ODBC.  We  have  50  ODBC 
drivers  out  there.”  But,  he  added  “we  will 
provide  a  very  graceful  way  for  people  to 
evolve  from 


Channel 

change 


ODBC  to  OLE  if 
they  choose  to 
do  that.” 

And  Micro¬ 
soft  is  strongly 
advising  that 
choice.  Its  rea¬ 
sons  for  doing 
so  include  what 
Seres  de¬ 
scribed  as 
OLE’s  flexibili¬ 
ty  to  support  a 
range  of  data 
needs  moving 
into  a  future 
that  will  re¬ 
quire  access  to 
object-oriented 
databases.  Ul¬ 
timately,  OLE 
will  also  offer 
the  ability  to 
distribute  ob¬ 
jects  with  OLE 
3.0  and  Cairo, 
he  said. 

Cairo,  Microsoft’s  object-oriented  op¬ 
erating  system,  is  expected  in  1996. 
ODBC  allows  for  interoperability  among 
SQL  databases  but  does  not  support  ac¬ 
cess  to  object-oriented  databases. 

To  enable  developers  to  preserve  in¬ 
vestments  in  ODBC,  Microsoft  will  encap¬ 
sulate  ODBC  drivers  and  plug  them  into 
OLE  interfaces,  Seres  said.  Because  new 
OLE  interfaces  are  under  construction, 
he  declined  to  give  specifics  about  timing 
or  other  details. 

Some  developers  said  that  while  Mi¬ 
crosoft’s  shifts  in  strategy  may  make 
sense  in  some  ways,  they  also  create  con¬ 
fusion  and  makeplanningdifficult. 


Industry  sourcessaid 
connectivity  between 
Microsoft’s  Access  Jet 
Engine  database  and 
SQLServer,  now 
handled  by  ODBC,  will 
ultimately  be  handled 
by  OLE  interfaces 
called  Database 
Access  Objects.  Micro¬ 
soft  “will  continue  to 
give  lip  service  to 
ODBC,  but  their  own 
database  engines  will 
be  communicating 
without  ODBC,”  said 
Rich  Finkelstein,  presi¬ 
dent  of  Chicago 
consultancy  Perfor¬ 
mancecomputing. 


According  to  Carol  Thomson,  senior 
analyst/programmer  at  Duke  University 
Medical  Center  in  Durham,  N.C.,  using 
SQL  to  get  to  relational  database  man¬ 
agement  systems  while  movingto  object- 
oriented  environments  is  “kind  of  a  force 
fit,”  so  it  makes  sense  for  Microsoft  to  al¬ 
ter  its  course. 

But  other  corporate  developers  who 


have  been  using  third-party  drivers, 
such  as  those  from  Intersolv,  Inc.  subsid¬ 
iary  Q+E  Software,  said  Microsoft’s 
strategy  shift  will  not  cost  it  much  effort 
because  third  parties  will  handle  it. 

Art  Phidd,  an  assistant  vice  president 
at  Bankers  Trust  Co.,  an  investment  firm 
in  New  York,  said  his  strategy  is  to  imple¬ 
ment  high-level  development  and  widget 


sets,  allowing  the  third  parties  to  deal 
with  the  low-level  grunt  work. 

But  some  developers,  along  with  in¬ 
dustry  analysts,  see  this  as  a  way  for  Mi¬ 
crosoft  to  control  the  market. 

“Microsoft  wants  to  stall  the  market. 
All  those  [independent  software  ven¬ 
dors]  put  their  necks  on  the  line  for  ODBC 
as  a  database  strategy,  [and]  this  is  hard¬ 
ball,”  said  Judith  Hurwitz,  president  of 
Hurwitz  Consulting,  Inc.,  a  consulting 
firm  in  Watertown,  Mass. 


PC/LAN  TO 

MAINFRAME 

BACKUP 


Disaster  Recovery  for  PC’s  and  Networks 
to  Mainframe  Where  it  is  Safest 


PC  Backups 

FDR/UPSTREAM  will  backup  and 
recover  LAN  File  Servers  (NOVELL® 
NetWare®,  IBM®  LAN  Server, 
Microsoft®  LAN  Manager  and 
BANYAN®  VINES®);  disks  on  DOS, 
WINDOWS™  and  OS/2®  Workstations 
on  a  LAN  and  the  disks  of  PC’s  con¬ 
nected  directly  to  the  MVS  Mainframe. 

One  PC  can  Backup 
an  entire  Network 

FDR/UPSTREAM  allows  a  single  PC 
to  backup  and  recover  the  disks  of 
Workstations  attached  to  a  LAN  with¬ 
out  requiring  Host  communications 
software  on  any  other  Workstation. 


Performance 

FDR/UPSTREAM  uses  state-of-the-art 
APPC  LU  6.2  communications.  Data 
Compression,  File  and  Network  han¬ 
dling  techniques  assure  the  fastest 
possible  transfer  to  the  Mainframe. 

Data  Security 

On  the  Mainframe  PC  backup  files  are 
written  directly  to  tape  or  stored  on 
disk  which  can  then  be  staged  to  tape 
at  a  later  time. 

Unattended  Operations 

FDR/UPSTREAM  can  run  off-shift — 
performing  Incremental  or  Archive 
backups  from  unattended  Workstations. 


USER  FRIENDLY  PRICING 


For  example:  Low  entry  Price  of  $12, 000...  purchase  FDR/UPSTREAM  for  5  NOVELL  File  Servers 
For  less  than  $18  a  year  each...  lease  FDR/UPSTREAM  for  1,000  Workstations  on  a  LAN 

nuri — — - — — — - — — - - — — — -- — - «*..* 


Call  for  a  FREE 
No  Obligation  90  Day  Trial 


•I"  DATA  PROCESSING 


Available  for  MVS/XA  and 
MVS/ESA  Operating  Systems 


CORPORATE  HEADQUARTERS:  275  Paterson  Avenue,  Little  Falls,  New  Jersey  07424  .  (201)  890-7300 
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News 


News  Sho rts 


Lotus  shareholders  in  a  snit 

Lotus  Development  Corp.  was  slapped  with  at  least 
one  shareholder  lawsuit  following  its  stock  plummet 
last  week  (see  story  page  30).  The  plaintiffs  contend 
Lotus  deliberately  misled  investors  on  April  20  when 
it  forecast  its  second-quarter  earnings  in  the  42  cent 
to  50  cent  per  share  range.  Last  week,  Lotus  revised 
those  forecasts  to  20  cents  to  25  cents  for  the  quarter, 
which  ends  July  2.  Lotus  contends  it  did  nothing  im¬ 
proper  and  that  the  lawsuits  are  without  merit. 

Cabletron  reports  record  earnings 

Cabletron  Systems,  Inc.  last  week  reported  record 
earnings  for  its  first  quarter,  which  ended  May  31.  The 
Rochester,  N.H.,  company  reported  a  profit  of  $36.2 
million,  up  from  the  $26.2  million  reported  for  the 
same  period  last  year.  Net  sales  for  the  quarter  were 
up  37%  to  $180.7  million. 

Sequent  enters  the  flow  with  E-mail 

Sequent  Computer  Systems,  Inc.  last  week 
launched  a  program  to  help  users  assess  their  mes¬ 
saging  needs  and  implement  the  needed  infrastruc¬ 
ture.  Sequent’s  EnterFlowis  geared  toward  providing 
Microsoft  Corp.’s  Microsoft  Exchange  messaging 
technology  on  Sequent  hardware. 

Novell-ready  license  manager  ships 

Saber  Software  Corp.  has  begun  shipping  Version 
1.1  of  its  Saber  Enterprise  Application  Manager 
(SEAM),  a  Novell,  Inc.  NetWare  Loadable  Module  for 
enterprisewide  software  license  management.  SEAM, 
which  can  monitor  DOS  and  Windows  applications 
running  under  Windows,  is  priced  at  $695  per  server. 

AT&T  expands  Unisource  effort 

AT&T  Corp.  confirmed  last  week  that  its  World  Part¬ 
ners  alliance  with  carriers  in  Japan  and  Singapore 
will  expand  with  the  addition  of  Unisource,  a  consor¬ 
tium  owned  by  the  Dutch,  Swiss  and  Swedish  tele¬ 
phone  authorities.  The  deal  is  the  latest  effort  by  a 
U.S.-based  carrier  to  create  a  seamless  international 
voice  and  data  network  with  foreign  partners.  MCI 
Communications  Corp.  and  Sprint  Corp.  have 
struck  similar  deals  with  overseas  carriers. 

Dual-processor  desktops  debut 

Desktop  multiprocessing  has  taken  one  step  closer  to 
the  commercial  mainstream  with  the  announcements 
of  dual-processor-based  desktop  systems  by  NEC 
Technologies,  Inc.  and  AST  Research,  Inc.  The  NEC 
RISCstation  2000,  a  multiprocessor  RISC-based  sys¬ 
tem  based  on  a  64-bit  RISC  CPU,  is  expected  to  sell  for 
$6,000  to  $  10,000.  Meanwhile,  AST’s  new  Premmia  GX 
line  will  feature  dual  Pentium  90-  and  100-MHz  pro¬ 
cessors  and  64-bit  graphics  at  a  starting  price  of 
$4,850. 

SHORT  TAKES  Eastman  Kodak  Co.  announced  that 
former  Apple  Computer,  Inc.  Chief  Executive  Officer 
John  Sculley  will  become  a  part-time  marketing  ad¬ 
viser,  assisting  Kodak  in  building  its  digital  imaging 

and  brand  marketing  strategies _ Michael  Lezenski 

last  week  was  named  chief  technology  officer  at  Bank 
of  Boston —  Optical  disc  inventor  David  Gregg  has 
sued  Philips  Electronics  N.V.  and  its  advertising 
agency  for  $20  million,  alleging  false  advertising  and 
misappropriation  of  his  invention _ Traveling  Soft¬ 

ware,  Inc.,  in  its  first-ever  corporate  layoff,  last  week 
gave  pink  slips  to  10  people  from  its  130-person  work 
force —  Kenneth  N.  Pontikes,  a  pioneer  in  the  com¬ 
puter  lea  sing  industry,  died  last  week  of  colon  cancer 
at  the  age  of  54.  Pontikes  was  chairman  and  president 
of  Comdisco,  Inc.  in  Rosemont,  Ill. 


Human  error  trips  up 
laser  scanner  accuracy 


By  Mitch  Betts 


It  was  20  years  ago  yesterday  that 
a  clerk  at  Marsh  Supermarket  in 
Troy,  Ohio,  passed  a  10-pack  of 
Wrigley’s  Juicy  Fruit  gum  over  the 
first  laser  scanner  for  bar-coded 
merchandise. 

That  inaugural  scanner  beep 
signaled  the  launch  of  a  huge  tech¬ 
nology  success  story.  Yet  while 
scanners  have  provided  faster 
checkouts  for  consumers  and  de¬ 
tailed  sales  data 
for  businesses, 
they  have  failed  to 
produce  the  100% 
pricing  accuracy 
consumers  would 
like. 

Critics  argue 
that  consumers 
are  overcharged 
an  estimated  $1 
billion  to  $2.5  billion  a  year  be¬ 
cause  a  small  but  significant  por¬ 
tion  of  merchandise  bears  a  higher 
price  in  the  scanner’s  database 
than  on  the  shelf. 

Padding  the  profits? 

A  1992  study  by  the  University  of 
California  at  Los  Angeles  (UCLA) 
found  an  error  rate  of  9%,  with 
overcharges  outnumberingunder- 
charges2-to-l. 

“Some  unscrupulous  store  man¬ 
agers  are  paddingtheir  profit  mar¬ 
gins  by  allowing  overcharges  to 
happen,”  claimed  Travis  Plunkett, 
a  consumer  advocate  at  the  New 
York  Public  Interest  Research 
Group  in  Albany. 

Experts  said  the  usual  problem 
is  that  the  shelf  label  shows  an  in¬ 


correct  price,  such  as  a  sale  price 
after  the  sale  has  ended.  In  other 
cases,  the  scanner’s  “price  look¬ 
up”  database  has  not  been  updat¬ 
ed  with  the  latest  advertised  price 
changes. 

Because  states  generally  re¬ 
quire  that  merchandise  be  sold  for 
the  price  marked,  several  stores 
have  been  prosecuted  for  scanner 
discrepancies. 

Industry  executives  say  the  er¬ 
rors  are  innocent  mistakes  driven 
by  the  fact  that 
stores  make  thou¬ 
sands  of  price 
changes  a  week. 
“We  emphasize 
that  it’s  human  er¬ 
ror  at  the  shelf,  and 
stores  need  staff 
training  and  proce¬ 
dures  in  place”  to 
ensure  price  accu¬ 
racy,  said  Edie  R.  Meleski,  spokes¬ 
woman  for  the  Food  Marketing  In¬ 
stitute  in  Washington. 

Even  the  fiercest  critics  say  the 
scanners  themselves  are  not  the 
culprits.  “I  blame  poor  shelf  tag 
management,  not  the  scanners,” 
said  Mary  Bach,  a  Murrysville,  Pa., 
consumer  advocate  known  as  “the 
scanner  lady”  for  her  persistent 
complaints  about  overcharges. 

Whereas  overcharges  are  most 
common  on  sale  items,  a  follow-up 
UCLA  study  found  that  store  man¬ 
agers  are  quite  good  at  raising 
prices  after  a  sale  ends,  said  Ron¬ 
ald  C.  Goodstein,  assistant  profes¬ 
sor  of  marketing  at  UCLA. 

“I’m  not  sure  if  it’s  intentional, 
but  the  stores  seem  to  have  better 
efficiency  at  marking  prices  up 


than  they  do  at  marking  prices 
down.  Equal  care  is  needed  in  both 
directions,”  he  said. 

The  mismatch  between  shelf 
tags  and  databases  has  led  some 
stores  to  experiment  with  “elec¬ 
tronic  shelf  labels”  —  digital  price 
displays  generated  by  the  same 
database  used  by  the  scanners. 

Check  your  receipts 

Pricing  errors  occur  on  2%  to  3%  of 
grocery  store  items  and  5%  to  15% 
of  merchandise  at  hardware,  con¬ 
venience  and  drugstores,  estimat¬ 
ed  Ken  Butcher,  weights  and  mea¬ 
sures  coordinator  at  the  National 
Institute  of  Standards  and  Tech¬ 
nology  in  Gaithersburg,  Md.  Man¬ 
ual  cash  registers  had  error  rates 
of  10%  to  15%,  he  noted. 

“The  big  chain  grocers,  the  first 
to  go  to  scanning,  have  gotten  their 
act  together.  Now  the  smaller  con¬ 
venience  stores  are  making  the 
same  mistakes  grocers  made  in 
the  1970s,”  Butcher  said.  “Having 
your  lowest-paid,  least-trained, 
part-time  employee  do  price 
changes  will  le$d  to  a  very  high  er¬ 
ror  rate.” 

An  industry  guidebook  recom¬ 
mends  hiring  a  price  accuracy  co¬ 
ordinator  and  conducting  regular 
self-audits. 

In  some  ways,  the  undercharges 
are  just  as  bad  as  the  overcharges, 
experts  said,  because  they  reduce 
store  profits  and  cause  inaccura¬ 
cies  in  the  point-of-sale  databases 
used  to  track  specials,  profits  and 
market  share. 


Convenience  stores  enter  the  scanner 
world.  See  page  127. 


CELL  78640 


Still  beeping  after  all  these  years 


Implementing  the  first  super¬ 
market  scanner  required  a 
tremendous  amount  of  sys¬ 
tems  integration,  testing 
and  coordination,  recalled 
Clyde  Dawson,  who  at  the  time 
was  a  technology  manager  at 
Indianapolis-based  Marsh 
Supermarkets,  Inc. 

All  of  the  store’s  products 
had  to  have  bar-code  labels,  a 
new  mainframe-to-terminal 
link  had  to  be  tested  and  a  pric¬ 
ing  database  had  to  be  created 
from  scratch — with  each  item 
on  its  own  punched  card,  Daw¬ 
son  said. 

At  8:01  a.m.on  June  26, 1974, 
the  system  was  ready  for  its 


— 


Spectra-Physics’  Model  ^scanner 
(left)  dwarfs  it  modern  cousin 


first  customer.  The  price  of  a 
package  of  Wrigley’s  Juicy 
Fruit  gum,  clearly  marked  at  69 
cents,  showed  up  on  the  scan¬ 
ner  as  67  cents. 

“We  stopped  breathing  for  a 
minute,”  Dawson  said.  “Then 
we  realized  that  the  [database] 
was  right.  We  had  always  sold 
that  product  for  less  than  the 
marked  price.” 

The  historic  Model  A  laser 
scanner  from  Spectra-Physics 
Scanning  Systems,  Inc.  in 
Eugene,  Ore.,  has  been  added 
to  the  collection  of  the  Smith¬ 
sonian  Institution  in  Wash¬ 
ington. 

— Mitch  Betts 
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Reengineer  your  business 


wittiout  walpapering  your  office. 


MAXIIVI  *m^rove  a  ^us^ness  pr°cess- 

*  you  first  must  understand  it.  And  that 


means  analyzing  existing  work  flows 
and  organizations  and  then  evaluating 
new  ones.  Until  today,  office  walls, 


Call  1-800-675-2100  whiteboards,  and  flip  charts  were  the 
standard  tools  for  business  process  reengineering. 

Now  MAXIM™  from  KnowledgeWare  gives  you  a  whole  new 
way  of  looking  at  the  way  you  work.  MAXIM  is  a  Windows®  tool 
that  diagrams  business  processes  and  organizational 
structures  -  and  captures  the  critical  details  behind  them.  So, 


identify  the  real  trouble  spots:  black  holes,  miracles,  redundant 
approvals,  excess  paperwork,  misused  resources,  and  missing 
steps.  And  if  new  application  development  is  part  of  your  plans, 
MAXIM’s  objects  give  you  a  head  start. 

Department  managers,  IS  professionals,  BPR  specialists, 
consultants,  CIOs  -  virtually  anyone  who  manages  or  analyzes 
business  processes -will  benefit  from  MAXIM. 

Whether  you’re  interested  in  improving  a  single  process 
or  reengineering  the  enterprise,  MAXIM  can  make  an 
immediate  difference.  Available  now  at  an  introductory 
price  of  just  $249,  MAXIM  comes  with  30  days  of  free  sup- 


for  any  task,  you  can  see  how  long  it  takes,  how  much  it  costs,  who’s  responsible, 
and  the  expected  deliverables. 

With  MAXIM,  you  can  quickly  model  today’s  processes  and  then  reuse  your 
work  to  develop  “what  if”  scenarios.  For  real-life  perspective,  you  can  add  copies 
of  purchase  requisitions,  transaction  forms,  or  other  essential  documents.  Plus, 
MAXIM  lets  you  export  information  to  spreadsheets  for  further  analysis. 


port  and  a  money-back  guarantee.  To  order  call  1-800-675-2100.  It’s  the  first  step  to 
successful  business  process  reengineering.  And  it  saves  on  tape  and  pushpins. 


4  KnowledgeWare 


Solutions  At  Work 


The  bottom  line?  Perhaps  for  the  first  time  ever,  you  and  your  colleagues  can  ©1994  KnowledgeWare  Inc.  Maxim  is  a  trademark  of  KnowledgeWare  All  other  trademarks  belong  to  their  respective  holders 


News 


Next’s  object  future  heads  for  Mecca 


By  Kim  S.  Nash 

SAN  FRANCISCO 


Next  Computer,  Inc.  previewed  plans  for 
an  advanced  operating  system  last  week 
—  code-named  Mecca  —  that  will  be 
based  on  the  NextStep  object-oriented 
environment.  Officials  also  outlined 


more  immediate  product  plans  for  Next- 
Step,  including  tools  to  help  object  appli¬ 
cations  embrace  relational  data. 

Next  Chief  Executive  Officer  Steve 
Jobs  and  other  executives  at  the  Next- 
Expo  conference  here  were  short  on  de¬ 
tails  about  specific  features  to  be  includ¬ 
ed  in  Mecca.  They  did  say  Mecca  will  be 


based  on  the  operating  system-indepen- 
dent  pieces  of  NextStep,  which  Next  calls 
OpenStep  and  has  licensed  to  Sun  Micro¬ 
systems,  Inc. 

However,  Mecca  will  also  have  a  new 
interface  and  more  object  development 
tools,  Jobs  said.  It  will  not  ship  until  1996, 
he  added,  but  applications  built  with 


NextStep  will  be  fully  binary-compatible 
with  Mecca. 

More  tangible  than  Mecca,  however,  is 
a  major  NextStep  upgrade  due  out  next 
summer.  In  NextStep  4.0,  Next  rebuilt  its 
electronic-mail  system  to  support  multi- 
media  mail.  Release  4.0  is  expected  to  be 
fully  compliant  with  OpenStep  and  will 
support  plat¬ 
forms  based  on 
chips  from  Intel 
Corp.,  Hewlett- 
Packard  Co., 

Motorola,  Inc. 
and  Sun. 

Elsewhere, 

Next  formally 
announced  En¬ 
terprise  Ob¬ 
jects  Frame¬ 
work  (EOF),  a 
tool  intended  to 
let  users  build 
legacy  data, 
such  as  that 
stored  in  rela¬ 
tional  databas¬ 
es,  into  object- 
oriented 
development. 

With  EOF,  users 
of  NextStep- 
based  object 
applications  would  be  able  to  query  in¬ 
formation  in  Informix  Software,  Inc.  or 
Sybase,  Inc.  databases,  for  example. 

“I  can’t  tell  you  how  important  it  is  to 
make  sure  we  can  get  to  relational  stuff 
through  our  object  applications,”  said 
James  Loree,  a  business  and  technical 
analyst  at  Chrysler  Financial  Services  in 
Southfield,  Mich.  The  company  has  been 
using  an  object/relational  buffer  from  a 
third-party  provider  to  connect  NextStep 
applications  to  Sybase  databases. 

EOF  also  contains  pieces  of  Mecca 
technology,  according  to  Jobs,  and  is 
scheduled  to  ship  in  October. 

Sneak  preview 

Users  can  peek  at  Mecca’s  new  interface 
by  examining  the  latest  release  of  Nex- 
time,  a  tool  kit  for  adding  multimedia  ex¬ 
tensions  to  NextStep  applications.  Nex- 
time  is  priced  at  $99,  but  user  group 
conference  attendees  could  buy  it  last 
week  for  $20. 

Other  product  plans  from  the  Redwood 
City,  Calif.,  object  technology  vendor  in¬ 
clude  NextStep  3.3,  a  $199  maintenance 
release  to  support  PC  technologies  such 
as  8-bit  color  and  PCMCIA  cards.  Next- 
Step  3.3  is  slated  to  ship  in  November. 

Digital  Equipment  Corp.  expanded  its 
relationship  with  Next  in  a  deal  that  calls 
for  Digital  to  add  OpenStep  as  a  layer 
atop  its  OSF/1  operating  system. 

With  the  new  version  of  SoftPC,  a  PC 
emulation  package,  Next  users  can  run 
popular  PC  software  such  as  WordPer¬ 
fect  Corp. ’sword  processingapplication. 
Improvements  include  more  efficient 
running  of  Novell,  Inc.’s  NetWare  and, 
eventually,  support  for  Microsoft  Corp.’s 
Chicago  operating  system.  Jobs  said. 
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ing  and  deploying  sophisticated  applications,  ca 
now  to  trade  up. 


Announcing  OMNIS®Z3  ment  and  deployment,  and  easy  access  to  all  the 
If  you  need  more  power  databases  in  your  enterprise.  Our  Version  Control 
for  designing,  develop-  System  enables  teams  to  collaborate  on  develop¬ 
ing  large  applications.  Our  Change  Management 

System  auto- 


YOU  NEED  TRUE 

portability;* 

You  want  to  de¬ 
velop  and  deploy 
applications  for 
Windows  and 
Macintosh  users, 
but  you  don't 
want  to  buy  two 
development  kits. 

The  OMNIS  73 
Portable  Client- 
Server  Enterprise 
Kit  includes  both 
Windows  and 
Macintosh  cross¬ 
platform  develop¬ 
ment  environ¬ 
ments,  an  unlimit¬ 
ed  application 
deployment  li¬ 
cense  and  a  nine- 
month  warranty. 

YOU  NEED 
CONTROL  AND 
FLEXIBILITY. 

You  want  maximum  control  over  design,  develop- 


TRADE  UP 
FROM  THE 
CLIENT/SERVER 


/love* 


TO  THE 

CLIENT/SERVER 

SOFTWARE 


matically  distrib¬ 
utes  changes  to 
endusers.  Plus, 
OMNIS  73  gives 
you  transparent 
connectivity  to 
middle  ware  soft¬ 
ware  and  all 
major  databases. 
YOU  NEED  A 
PRODUCT  THAT 
REALLY  WORKS. 

OMNIS  73  is  used 
today  by  many 
Fortune  500  com¬ 
panies  such  as 
Monsanto  and 
Polaroid  to  create 
industrial  strength 
applications. 
Companies  that 
need  power, 
control  and  true 
portability  find 
it  with  OMNIS. 
Call  us  now.  This 
limited  time  trade  up  offer  expires  Sept.  30, 1994. 


BLYTHSOFTWARE 


trade  up  from:  PowerBuilder,  SQL  Windows,  Uniface ,  Galaxy,  4th  Dimension,  Smalltalk, 

Paradox,  FoxPro,  Object  view,  and  C++. 

CALL  NOW  FOR  SPECIAL  TRADE  UP  PRICING  INFO:  1-800-840-3152  EXT.  12 

BLYTH  SOFTWARE* OMNIS  AND  THE  BLYTH  CUBE  ARE  TRADEMARKS  OF  BLYTH  SOFTWARE  INC.  ALL  OTHER  MENTIONED  NAMES  ARE  TRADEMARKS  OF  THEIR  RESPECTIVE  HOLDERS.  ©1994  BLYTH  SOFTWARE  INC. 


NextStep:  An 

object-oriented 
development 
environment  initially 
built  to  run  on  Next 
proprietary  hardware 
but  nowavailable  in 
various  forms  on  Intel 
and  HP  PA-RISC 
platforms.  Sun  Solaris 
and  Digital  OSF/i  ports 
are  due  early  next  year. 
OpenStep:  A  set  of 
specifications 
available  from  the 
X/Open  Co.  that  define 
the  operating 
system-independent 
pieces  of  NextStep. 
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We’ve  always  thought  our 
UNIX-based  development 
tools  were  the  best. 
Apparently,  you  do  too. 


We’ve  always  believed  nobody  comes  close  to 
Micro  Focus  when  it  comes  to  UNIX-based 
application  development  tools. 

Now  you’ve  confirmed  it.  Unequivocally. 

According  to  the  1993  Computers orld  PC 
Software  Brand  Preference  survey,  you  voted 
our  tools  number  one  for  Best  Technology  and 
Ease  of  Use.  That’s  not  all.  Our  UNIX-based 
compilers  and  utilities  also  won  top  honors  in 


Price/Performance ,  Best  Documentation, 
and  Plan  to  Buy.  Most  importantly,  you  chose 
Micro  Focus  as  the  company  you  Prefer  to  do 
Business  With. 

It  was  a  clean  sweep.  In  all  eight  categories. 

Actually  it  came  as  no  real  surprise  to  us. 
There  is  no  better  technology  for  developing 
new  systems  or  re-engineering  existing  applica¬ 
tions  on  the  workstation.  Programmers  find  our 


UNIX-based  products  put  them  directly  in  con¬ 
trol  of  their  development  environment,  deliver¬ 
ing  quality  applications  on  time  and  on  budget. 

Quite  simply,  you  told  us  if  it  isn’t  Micro 
Focus,  it  isn’t  in  the  running.  For  your  free 
copy  of  the  1993  Compute rw orld  survey,  or 
for  more  information,  call  8(X)-MF-COBOL. 
Micro  Focus.  It’s  unanimous. 


£)  1 994  Micro  Focus,  Inc. 

Micro  Focus  is  a  registered  trademark  of  Micro  Focus  Ltd. 
Other  trademarks  are  property  of  their  respective  companies. 
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Race  for  multimedia  crown  speeding  up 


Companies  team  to  get  jump  on  interactive  services 


AT&T  plans  multimedia-ready  800  service 


By  Suruchi  Mohan  and  Jean  S.  Boznian 


AT&T  Network  Systems  and  Silicon  Graphics, 
Inc.  (SGI)  last  week  launched  Interactive  Digi¬ 
tal  Solutions  (IDS),  a  joint  venture  designed  to 
beat  other  players  to  multimedia’s  first  base. 

No  longer  the  realm  of  small  companies  try¬ 
ing  to  make  it  big  through  this  technology,  in¬ 
teractive  multimedia  is  now  where  all  the  big 
players  want  to  be. 

Industry  analysts  said,  as  with  all  nascent 
technologies,  the  appearance  of  giants  such  as 
AT&T  Corp.  in  this  arena  will  grow  multimedia 
as  it  becomes  the  focus  of  more  attention.  The 
alliance  “is  a  validation  that  multimedia  is  not 
a  passing  fancy,”  said  Steven  Abraham,  a  part¬ 
ner  at  Price  Waterhouse  in  Los  Angeles. 

Joining  forces 

Industry  players  certainly  agree.  Tandem 
Computers,  Inc.  in  Cupertino,  Calif.,  an¬ 
nounced  last  week  that  it  is  joining  forces  with 
On-Demand  Technologies,  Inc.  in  Austin,  Tex¬ 
as,  to  develop  a  video  server  product  solution 
for  the  interactive  multimedia  market. 

Earlier  this  month,  SGI  in  Mountain  View, 
Calif.,  signed  a  memorandum  of  understanding 
with  Nippon  Telegraph  and  Telephone  Corp., 
the  Japanese  telecommunications  giant,  to 
build  an  interactive  multimedia  service  in 
Japan  by  1996. 

“This  is  a  second  groupingor  clustering  that 
has  followed  a  series  of  announcements  a  year 
ago,”  said  Phil  Dodds,  executive  director  of  the 
Interactive  Multimedia  Association  in  Annapo¬ 
lis,  Md.  “Organizations  are  figuring  out  busi¬ 
ness  plans  in  multimedia.  Multimedia  requires 
skill  sets  different  from  what  they  have,  [which 
is]  drivingcompanies  together.” 

Not  that  companies  have  never  formed  part¬ 
nerships  before.  Computer  industry  history  is 


replete  with  examples  of  large  players  trying 
to  bury  the  hatchet.  But  they  have  not  often 
been  successful. 

“What’s  different  about  the  recent  partner¬ 
ships  is  that  they  are  stretching  to  a  different 
industry  —  a  crossing  over  to  a  different  spe¬ 
cies,”  Dodds  said. 

Invest  now 

Despite  the  activity,  it  is  hard  to  tell  when  the 
multimedia  market  will  take  off  —  companies 
must  jump  in  so  as  not  to  be  left  behind,  Abra¬ 
ham  said.  “If  you  want  to  do  anything  [other] 
than  play  catch-up,  you  have  to  invest  early,” 
he  said. 

That  is  indeed  what  AT&T  and  SGI  may  be 
doing  with  the  formation  of  this  new  com 
pany.  IDS,  which  will  be  based  in 
Mountain  View,  Calif.,  will  leverage 
the  strengths  of  both  companies  to 
deliver  products. 

AT&T  will  provide  the  sales  force 
to  sell  the  multimedia  turnkey  sys¬ 
tems  to  large  customers  —  network 
operators — and  service  and  support 
for  the  devices  once  they  have  been 
installed.  AT&T  will  also  provide  its  expertise 
to  integrate  the  SGI  video  server  with  public 
switched  networks. 

SGI,  for  its  part,  will  provide  network  opera¬ 
tors  with  a  high-end  media  server  and  software 
integrated  on  top  of  the  server,  said  J im  Barton, 
president  and  general  manager  of  IDS. 

It  will  still  be  some  time  before  the  broadband 
networks  these  services  will  require  become  as 
ubiquitous  as  the  telephone,  however.  “Con¬ 
ceptually,  what  they’re  doing  is  terrific,  and  I 
applaud  them,”  said  S.  Ann  Earon,  president  of 
Telemanagement  Resources  International, 
Inc.,  a  management  consulting  firm  in  Lake  Wy¬ 
lie,  S.C.  “But  call  me  when  it’s  available.” 


By  Ellis  Booker 


AT&T  Corp.  last  week  announced 
it  will  offer  a  multimedia  version  of 
its  800  service  next  spring  — 
called  WorldWorx  800  —  that  will 
create  toll-free  numbers  able  to 
transport  voice,  data  and  video. 

Such  a  service  could  provide  re¬ 
tailers,  their  suppliers  and  eventu¬ 
ally  the  buying  public  with  access 
to  an  inventory  database  featuring 
images  of  merchandise.  Or  it  could 
encourage  customers  to  conduct 
simultaneous  voice  and  data  calls 
with  customer  service  agents. 

A  tariff  for  WorldWorx  800 
has  yet  to  submitted  by 
AT&T,  although  a  com¬ 
pany  spokesman  said 
rates  would  be  consis¬ 
tent  and  competitive 
if  with  its  existing  800 
services. 

i  111  One  of  the  largest  us¬ 

ers  of  800  services  in 
the  nation,  800-Flowers,  Inc.  in 
Westbury,  N.Y.,  said  it  could  see 
many  uses  for  such  a  service. 
“We’ve  been  throwing  around  pos¬ 
sibilities  all  day,”  said  Chris 
McCann,  vice  president  of  opera¬ 
tions.  800-Flowers  currently  logs 
more  than  5  million  toll-free  calls  a 
year  with  AT&T,  which  created  the 
toll-free  800  market  in  1967. 

“Our  vendors  could  show  us 
what  the  flowers  and  containers 
look  like  before  we  purchase 
them,”  he  said.  Another  use,  he 
said,  could  be  to  send  instructional 


video  to  remote  retail  outlets. 

“This  is  an  incredibly  logical 
progression  for  800  service,”  ob¬ 
served  Daniel  Briere,  president  of 
TeleChoice,  Inc.,  a  networking 
consulting  firm  inBerona,  N.J. 

Briere  said  this  and  other  recent 
announcements  underscore 
AT&T’s  faith  that  the  much-ma¬ 
ligned  Integrated  Services  Digital 
Network  (ISDN)  will  be  important 
at  the  residential  level.  Two  weeks 
ago,  AT&T  announced  plans  for  a 
multipoint  videoconferencing  sys¬ 
tem  for  its  WorldWorx  network. 

The  users 

But  McCann  wagered  that  the  user 
base  for  this  ISDN  service  will 
come  first  from  business-to-busi- 
ness  links.  Next  will  be  home  users 
who  may  be  using  ISDN  connec¬ 
tions  to  access  systems  at  work, 
and  finally,  ordinary  folks  will 
have  ISDN  installed  at  home. 

To  make  a  high-speed  connec¬ 
tion  to  WorldWorx  800,  a  caller  will 
need  at  least  a  56K  bit/sec.  access 
line,  an  ISDN  128K  bit/sec.  basic 
rate  interface  or  an  ISDN  1.544K 
bit/sec.  primary  rate  interface 
line.  The  firm  offering  a  World¬ 
Worx  800  number  will  need  an 
ISDN  primary  rate  interface  line. 

WorldWorx  800  will  also  be  intel¬ 
ligent  enough  to  detect  the  type  of 
incoming  call — voice,  low-  or  high¬ 
speed  data  —  and  route  it  accord¬ 
ingly.  This  means  companies  will 
be  able  to  maintain  their  existing 
800  numbers,  AT&T  said. 


IBM’s  Ramac  RAID  device  challenges  Iceberg 


ByCraigStedman 

NEW  YORK 


IBM’s  introduction  last  week  of  its  Ramac  storage  sub¬ 
systems  for  mainframes  gives  large  systems  shops  a 
second  fault-tolerant  redundant  arrays  of  inexpensive 
disks  (RAID)  choice.  And  some  users  said  Ramac  may 
be  easier  to  implement  than  Storage  Technology 
Corp.’s  first-to-market  Iceberg  9200  array. 

While  Iceberg  has  added  features  that  could  prove 
beneficial,  such  as  data  compression  and  the  ability  to 
write  data  updates  to  any  available  spot  on  a  disk  drive, 
its  greater  complexity  makes  it  a  harder  sell  than  the 
more  conventional  IBM  products,  according  to  users 
and  analysts. 

“For  our  environment,  the  fit  of  the  new  IBM  products 
looks  very  good,”  said  Luther  Perry,  information  ser¬ 
vices  director  for  Santa  Cruz  County  in  California.  “It 
looks  like  we  just  unplug  the  old  stuff  and  plug  in  the 
new  ones,  and  that’s  all  we  have  to  do.” 

Easier  approach 

“IBM’s  approach  certainly  looks  like  less  of  a  bigleap,” 
agreed  Douglas  Underhill,  a  technical  specialist  at  CSX 
Technology,  Inc.,  the  information  systems  subsidiary  of 
CSX  Corp.  in  Jacksonville,  Fla.  However,  Underhill  add¬ 
ed  that  CSX  considers  Ramac,  Iceberg  and  EMC  Corp.’s 


Symmetrix  arrays  to  all  be  viable  alternatives  for  a  po¬ 
tential  storage  upgrade  in  early  1995. 

Iceberg  also  includes  storage  management  software 
that  gets  high  marks  from  early  customers,  and  indus¬ 
try  observers  noted  that  it  is  avail¬ 
able  now  while  IBM’s  arrays  will  not 
ship  until  the  fall,  as  expected  [CW, 

June  6].  But  StorageTek  needs  to 
convince  customers  that  its  technol¬ 
ogy  is  workable,  analysts  said. 

“There  are  still  a  lot  of  people  sit¬ 
ting  on  the  fence”  about  Iceberg, 
said  Nick  Allen,  an  analyst  at  Gart¬ 
ner  Group,  Inc.  in  Stamford,  Conn. 

"It  is  a  different  beast,  and  addition¬ 
al  time  is  needed  to  understand  its 
features.”  In  contrast,  implement¬ 
ing  IBM’s  arrays  should  be  “fairly 
simple,”  he  added. 

However,  users  who  already  have 
Iceberg  said  the  extra  effort  was 
worth  their  time.  “To  understand 
what  is  in  the  box  is  harder,  but 
that’s  only  because  Icebergis  a  more 
comprehensive  piece  of  equipment,”  said  Tom  Birk,  op¬ 
erations  manager  at  the  Environmental  Protection 
Agency’s  national  computer  center  in  Research  Trian¬ 


gle  Park,  N.C.,  which  is  running  a  200G-byte  Iceberg. 

Bill  Finefield,  administrator  of  the  Defense  Informa¬ 
tion  Systems  Agency’s  information  processing  center 
in  Richmond,  Va.,  said  the  center’s  migration  from  Sto¬ 
rageTek  3380-class  drives  to  Iceberg 
has  been  “very  smooth.”  Iceberg  al¬ 
so  “gives  us  a  lot  more  tools  to  man¬ 
age  and  troubleshoot  with  than  tra¬ 
ditional”  storage  devices,  he  added. 

Wayne  Pattison,  director  of  data 
center  operations  at  Kansas  City 
Southern  Railway  Co.  in  Kansas  City, 
Mo.,  agreed  that  Iceberg  appears  to 
have  more  functionality  than  Ra¬ 
mac.  “IBM’s  method  is  more  like 
what  we  do  today,  and  I’m  not  so  sure 
that’s  a  good  thing,”  said  Pattison, 
who  plans  to  evaluate  both  products 
for  a  possible  upgrade  of  his  IBM 
3390  storage  in  the  fall. 

Nevertheless,  some  analysts  ex¬ 
pect  Iceberg  sales  to  be  relatively 
small  this  year.  StorageTek  is  still 
predicting  about  $350  million  in  Ice¬ 
berg  business  this  year,  but  International  Data  Corp.  in 
Framingham,  Mass.,  lumps  it  into  an  “other”  category 
that  is  estimated  at  only  $150  million  total. 
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“  This  technology  gives 
us  the  flexibility  we  need 
for  the  future 


Ron  Griffin,  VP  Application  Services, 
The  Home  Depot 


M  n  just  14  years,  Home  Depot’s  low  ware¬ 
house  prices  and  high  level  of  customer 
service  have  made  them  the  #1  retailer  in 
the  home  improvement  market.  And  a  house¬ 
hold  word  in  the  business  community,  too. 

Their  record  growth  rate  also  over¬ 
whelmed  their  old  computer  systems. 

^  So  they  picked  HP  9000  Series  800 
replicated  servers  and  Informix’s 
|)jjp>  OnLine  RDBMS  to  replace  them. 
Now  hundreds  of  these  in-store 
processors,  linked  via  satellite  to 
multiple  data  centers,  give  Home 
Depot  another  competitive  edge. 

Beyond  technology,  HP’s  expertise  in 
Open  Systems  helped  sharpen  it.  With 
consulting,  planning  and  on-site  instruction 
As  well  as  worldwide  service  and  support. 
And,  adds  Ron  Griffin:  “HP’s  system 
engineers  had  more  UNIX®  experience 
than  anyone  else.  We  were  able 
to  convert  all  our  stores  in  just 
five  months.” 

For  details  on  how  HP  has 
helped  other  companies, 
call  1-800-HP-KNOWS. 

We’ll  help  build  a 

success  story  for  you.  TTTLx 


f ihl 

HEWLETT® 

PACKARD 


UNIX  is  a  registered  trademark  of  UNIX  System  Laboratones,  Inc.  in  the  U  S.  and  other  countnes  ©1994  Hewlett-Packard  Company.  GSY9401 
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Further  delays  expected  for  Chicago  ship 


Confidential  memo  predicts  Windows  4.0  may  not  ship  until  Q1 1995 


By  Stuart  J.  Johnston  and  Ed  Scanned 

REDMOND, WASH. 


An  internal  memo  posted  briefly  on  CompuServe  by  a  dis¬ 
gruntled  employee  indicates  it  is  doubtful  Microsoft  Corp. 
will  be  able  to  ship  the  much-anticipated  Chicago  operating 
system  by  the  end  of  the  year. 

The  memo,  written  in  mid-June  by  a  lead  Chi¬ 
cago  developer,  showed  that  the  original  ship 
date  for  Chicago  was  last  December.  In  fact,  the 
memo  made  it  clear  that  Chicago’s  ship  date 
has  been  slipping  for  cjuite  some  time  and  may 
well  slip  another  four  to  five  months  into  early 
next  year. 

Separately,  the  memo  detailed  Microsoft’s 
failure  thus  far  to  make  the  overdue  operating 
system  perform  even  as  well  as  Windows  3.1 
does  on  older  machines.  Microsoft  officials  re¬ 
cently  said  Chicago  was  running  existing  ap¬ 
plications  about  as  well  as  Windows  3.1. 

Although  company  officials  still  claim  Chica¬ 
go  will  ship  by  year’s  end,  many  users  and  ana¬ 
lysts  now  say  they  do  not  expect  it  before  March  or  April 
1995  [CW,  June  13]  because  of  the  lateness  of  deliveries  un¬ 
der  the  current  schedule. 

Is  it  possible? 

If  Microsoft  does  get  Chicago  out  by  the  end  of  December,  it 
will  be  a  close  shave.  According  to  the  schedule  outlined  in 
the  memo,  if  Microsoft  is  to  ship  the  product  by  Nov.  11,  it 
will  have  only  one  month  between  the  time  the  second  beta 
ships  and  delivery  of  the  Release  Candidate  for  Chicago. 

“You  can’t  collapse  a  planned  beta  cycle  from  six  months 
to  less  than  one  and  expect  to  ship  a  product  that  means 
anything,”  said  one  analyst  who  received  the  memo  last 
week.  “There  is  no  way  they  can  ship  this  until  late  first 
quarter,”  he  added. 


Microsoft  officials  confirmed  the  existence  of  the  confi¬ 
dential  memo  but  downplayed  any  negative  interpretation 
of  its  contents,  including  the  potential  for  changes  in  the 
interface  and  its  slow  performance  running  16-bit  applica¬ 
tions. 

“There  is  some  incremental  work  to  be  done”  on  the  user 
interface,  said  Rich  Freedman,  a  product  man¬ 
ager  at  Microsoft’s  Personal  Operating  Sys¬ 
tems  division.  According  to  the  memo,  the  fea¬ 
ture  set  of  the  second,  and  supposedly  final, 
beta  will  be  frozen  by  mid-July.  This  was  con¬ 
firmed  by  Freedman. 

A  ways  to  go 

Some  corporate  users  experienced  in  dealing 
with  beta  versions  of  Microsoft  operating  sys¬ 
tems  are  already  digging  in  for  what  they  an¬ 
ticipate  will  be  Chicago’s  arduous  creep  to¬ 
ward  perfection  (see  story  page  1). 

For  one  thing,  Microsoft  officials  last  week 
admitted  that  the  user  interface  may  still 
change  some.  Also,  the  performance  achieved 
running  16-bit  Windows  programs  under  Chicago  on  low- 
end  PCs  is  still  not  as  good  as  it  is  on  the  current  version  of 
Windows. 

Performance  of  16-bit  Windows  applications  on  4M-byte 
386-based  PCs  is  still  a  problem  —  15%  slower  than  under 
Windows  3.1 1  —  but  fixing  that  before  the  product  ships  is 
still  achievable,  Freedman  said. 

“I  think  the  evaluation  cycle  on  this  product  will  be  longer 
than  on  other  products  of  [Microsoft’s]  because  it  repre¬ 
sents  a  pretty  extensive  change  to  what  they  have”  in  Win¬ 
dows  3.1,  said  Andy  Butler,  a  staff  engineer  at  the  National 
Association  of  Broadcasters  in  Washington.  “That  is  not 
meant  to  be  a  negative  comment  necessarily,  but  people 
have  become  pretty  accustomed  to  the  Windows  interface 
and  how  it  works.” 


Frozen  in  time 


With  20,000  copies  of 
Chicago’s  first  beta 
release  shipping  in  the 
next  two  to  three 
weeks,  it  may  be 
difficult  for  users  to  get 
comments  in  before 
the  second  beta  is 
frozen,  some 
observers  said. 


Looking 
before  leaping 


Some  users  said  they  may  wait  for 
several  months  for  the  first  up¬ 
grade  of  Chicago,  or  Windows  4.0, 
before  betting  their  careers  on 
what  is  virtually  a  new  operating  system. 

Several  beta  testers  agreed.  They  said 
it  took  a  fewweeks  to  get  comfortable 
with  the  new  interface  and  features  such 
as  its  “walking”  or  cascadingmenu  sys¬ 
tem. 

“When  I  first  started  using  it  I  didn’t 
like  it.  But  I  am  getting  used  to  it,”  said 
John  Burting,  manager  of  software  engi¬ 
neering  at  Rheometrics,  Inc.  in  Piscata- 
way,  N.J.  “The  biggest  problem  they  have 
is  [Chicago’s]  newness.  It  just  drives  dif¬ 
ferently  than  Windows  3.1.” 

Any  changes  to  the  user  interface  will 
be  based  on  beta  test  reports  and  further 
testingin  thecompany’s  usability  lab. 
However,  beta  testers  who  want  to  have 
an  impact  on  the  user  interface  had  bet¬ 
ter  respond  quickly  once  they  get  their 
copies. 

The  feature  set  of  the  second,  and  sup¬ 
posedly  final,  beta  will  be  frozen  by  mid- 
July,  according  to  an  internal  Microsoft 
memo.  Rich  Freedman,  a  product  manag¬ 
er  at  Microsoft’s  Personal  Operating  Sys¬ 
tems  unit,  confirmed  this  time  frame. 

—  Stuart  J.  Johnston  and  Ed  Scanned 


Show  spotlights  key  applications,  system  software 


By  Computerworld  staff 

NEW  YORK 


Much-anticipated  —  and  in 
some  cases  long-awaited  —  sys¬ 
tem  and  desktop  software  un¬ 
veilings  will  top  a  long  list  of 
products  debuting  at  this 
week’s  13th  annual  PC  Expo 
here,  which  is  expected  to  draw 
some  100,000  PC  and  informa¬ 
tion  systems  managers. 

While  Microsoft  Corp.  formal¬ 
ly  unveils  Chicago,  or  Windows 
4.0,  (see  related  stories  above 
and  on  page  1), IBM  will  bedoing 
its  best  to  shine  the  spotlight  on 
its  competingoperating  system, 
OS/2. 

Warp  speed 

IBM  will  announce  the  formal 
beta  program  for  LAN  Server  4.0 
and  demonstrate  the  latest  beta 
version  of  Warp,  the  code  name 
for  a  lite  version  of  OS/2  de¬ 
signed  to  run  comfortably  with¬ 
in  4M  bytes. 

LAN  Server  4.0,  which  users 
can  request  beginning  in  mid- 


July,  features  a  new  graphical 
interface  borrowed  from  IBM’s 
Presentation  Manager,  as  well 
as  a  significantly  improved  in¬ 
stallation  procedure.  The  prod¬ 
uct  is  expected  to 
largely  compete  with 
Novell,  Inc.’s  NetWare 
4.01. 

The  essential  code 
base  of  Warp  will  serve 
as  the  base  for  all  fu¬ 
ture  versions  of  OS/2 
stretching  from  the 
desktop  to  the  enterprise,  offi¬ 
cials  will  explain  at  the  show 
this  week. 

IBM  is  also  expected  to  show' 
off  its  recently  shipped  PC- 
DOS  6.3  working  with  a  version 
of  the  Workplace  Shell,  a  scaled- 
down  version  of  the  graphical 
interface  that  sits  on  top  of  OS/2 
2.1.  The  DOS  version  of  the 
Workplace  Shell  has  been  de¬ 
layed  until  sometime  late  this 
year. 

Other  expected  debuts  at  PC 
Expo  include  WordPerfect 
Corp.’s  new  suite  of  desktop  ap¬ 


plications  [CW,  June  13]  and 
Borland  International,  Inc.’s 
much-demonstrated  and  much- 
delayed  dBase  for  Windows 
[CW,  June  20], 

WordPerfect’s  suite 
will  include  two  shrink- 
wrapped  versions  as 
well  as  a  CD-ROM- 
based  version.  Break¬ 
ing  away  from  the  bun¬ 
dled  pricing  of  existing 
suites  with  its  CD- 
ROM-based  product, 
WordPerfect  will  charge  users 
only  for  the  applications  they 
load.  The  suite  will  also  include 
WordPerfect’s  Perfectfit  tech¬ 
nology,  wdiich  will  enable  users 
to  integrate  their  existing  and 
shrink-wrapped  applications 
into  the  suite. 

Borland  is  announcing  a  new 
version  of  dBase  for  DOS  as  well 
as  the  long-awaited  dBase  5.0 
for  Windows.  The  new  Win¬ 
dows-based  version  will  offer 
two-way  tools,  object-oriented 
dBase  extensions  and  Visual 
Basic  Controls  support.  SQL 


drivers  will  ship  separately.  The 
product  will  be  priced  at  $350 
and  $199  for  an  upgrade. 

Also  on  the  software  front,  Lo¬ 
tus  Development  Corp.  is  ex¬ 
pected  to  announce 
and  ship  Notes  VIP, 
a  set  of  tools  for  de¬ 
veloping  graphical 
front  ends  to  Notes 
[CW,  June  6],  It  will 
ship  Notes  SQL,  a 
set  of  Open  Data¬ 
base  Connectivity 
(ODBC)  drivers  that 
allow  users  to  ac¬ 
cess  Notes  data 
from  other  ODBC 
applications. 

More  on  the  way 

Roughly  20  third-party  vendors 
are  expected  to  make  related 
Notes  announcements. 

Other  show  highlights  will  in¬ 
clude  the  following: 

•  An  entry-level  notebooks  from 
Zenith  Data  Systems  that  will 
introduce  the  Z-Star  EX.  Featur- 
inga  removable  AC  adapter  that 


can  be  exchanged  with  a  bat¬ 
tery,  removable  hard  and  floppy 
drives,  CPU  and  display,  it  will 
range  in  price  from  $1,799  to 
$3,699.  It  will  weigh  5.7  pounds 
or  less,  depending 
on  the  screen.  Ze¬ 
nith  will  also  an¬ 
nounce  Z-Player, 
an  external  CD- 
ROM  drive  that  at¬ 
taches  to  the  note¬ 
book  via  a  PCMCIA 
card,  for  $499. 

•  3M  Corp.  will  re¬ 
lease  what  it  bills 
as  the  first  new  ad¬ 
vance  in  the  372-in. 
floppy,  a  version  “ruggedized” 
for  mobile  computing. 

•  Software  PublishingCorp.  will 
roll  out  Harvard  Graphics  3.0 
for  Windows.  The  new  product 
focuses  on  ease  of  use,  offering 
new  features  such  as  Quick  Pre¬ 
sentations,  Quick  Advice,  Quick 
Tips  and  Design  Tips.  The  prod¬ 
uct  will  ship  in  July  and  is  priced 
at  $395.  Competitive  upgrades 
wil  be  available  for  $99. 


While  Microsoft 
formally  unveils 
Chicago,  IBM 
will  be  doing  its 
best  to  shine  the 
spotlight  on  its 
competing 
operating 
system,  OS/2. 
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Pentium  boxes 

CONTINUED  FROM  PAGE  1 

prices  by  up  to  38%  on  its  Pentium  pro¬ 
cessors  and  a  more  modest  1 1%  on  its 
DX4  chip. 

For  users,  this  could  mean  Pentium- 
based  systems  that  cost  less  than  $2,000 
could  become  widely  available  by  the 
third  quarter. 

Already,  Dell  Computer  Corp.  has  re¬ 
leased  a  fully  configured  Pentium-based 
desktop  system  that  will  hit  the  market 
with  an  entry-level  price  of  $1,999.  The 
PCs,  which  began  shippinglast  week,  are 
based  on  a  60-MHz  Pentium  processor 
and  include  a  340M-byte  hard  drive,  8M 
bytes  of  memory  and  a  15-in.  monitor. 

Other  vendors  are  expected  to  an¬ 
nounce  similar  reductions  following  In¬ 
tel’s  July  announcement,  analysts  said. 

Beefed-up  production 

Intel  has  been  struggling  with  a  shortfall 
of  Pentium  chips  but  said  it  is  spending 
about  $2  billion  to  increase  capacity.  By 
the  end  of  next  year,  Intel  said  it  hopes  to 
have  four  fabrication  facilities  produc¬ 
ing  only  Pentium  processors.  In  fact,  one 
reason  for  the  DX4  shortfall  is  that  Intel 
is  producing  Pentium  processors  on  the 
same  production  lines. 

hi  Intel’s  first  announcement,  which  is 


Crossing  over 


In  line  with  its  effort  to  nudge  Pen¬ 
tium  sales  forward,  Intel  now  ex¬ 
pects  the  crossover  from  its  I486 
chip  to  Pentium  will  be  completed 
by  mid- 1995.  At  that  point,  the  chip 
maker  expects  Pentium  sales  will 
outstrip  I486  sales. 

In  short,  the  486  market  may 
have  already  peaked,  said  Thomas 
Macdonald,  marketing  director  of 
Intel’s  microprocessor  products 
group. 

“The  SX  and  DX  markets  are  go¬ 
ing  into  a  decline  mode,  and  we  do 
see  a  strongtransition  to  the  Pen¬ 
tium,”  he  said. 

Analysts  said  they  expect  Intel 
will  drop  DX  prices  to  current  SX 
levels  at  some  point  later  this  year 
or  early  next  year  and  will  elimi¬ 
nate  SXs  altogether. 

In  the  meantime,  there  are  indi¬ 
cations  that  Intel  will  continue  to 
limit  supplies  of  its  popular  DX4 
75-MHz  and  100-MHz  chips,  which 
it  announced  earlier  this  year,  ac¬ 
cording  to  some  analysts  briefed 
by  Intel. 

Intel  is  positioningthe  DX4, 
which  is  not  yet  in  desktop  volume, 
at  the  notebook  segment  of  the 
market,  while  pushingthe  DX2  as 
an  entry-level  desktop  processor. 
According  to  Macdonald,  desktop 
volume  on  the  DX4  is  likely  to  begin 
next  year. 

— Jaikumar  Vi  jay  an 


scheduled  for  July  1,  it  plans  to  roll  back 
prices  on  its  Pentium  P60-  and  P66-MHz 
processors  by  nearly  14%.  This  an¬ 
nouncement  is  expected  to  be  followed  in 
August  by  a  second  even  heftier  reduc¬ 
tion  that  will  drop  prices  on  the  two  pro¬ 
cessors  by  28%  and  18%,  respectively. 

Prices  on  Intel’s  DX4  75-  and  100-MHz 
processors  will  also  drop  next  month  by 
9.7%  and  1 1%,  respectively. 

While  next  month’s  announcement  is 
part  of  a  scheduled  quarterly  price  cut 


from  Intel,  this  is  the  first  time  the  com¬ 
pany  plans  to  announce  two  separate 
cuts  in  the  same  quarter. 

“Pricing  for  Intel  is  a  way  to  manage 
the  market.  When  Intel  moves  pricing, 
it’s  their  way  of  movingthe  market,”  said 
Martin  Reynolds,  an  analyst  at  Computer 
Intelligence/InfoCorp  in  Santa  Clara, 
Calif. 

Intel  will  most  likely  continue  to  ag¬ 
gressively  drop  prices  on  Pentium  pro¬ 
cessors  in  an  effort  to  nudge  users  to¬ 


ward  wide  acceptance  of  the  chip,  Reyn¬ 
olds  said.  DX2  and  DX4  processor  prices 
will  also  be  lowered,  although  somewhat 
less  aggressively,  he  added. 

Driving  this  acceptance  is  a  growing 
home  and  consumer  market  that  is  ex¬ 
pected  to  represent  42%  of  total  demand 
by  late  1995,  according  to  Randal  Giusto, 
an  analyst  at  BIS  Strategic  Decisions  in 
Norwell,  Mass.  A  number  of  analysts 
agreed  with  Giusto,  citing  the  Pentium’s 
multimedia  capabilities. 


For  years,  little  has  changed  in  the 
publishing  and  printing  of  documents. 

Created  in  isolation  and  expensive 
to  produce,  documents  tie  up  storage 
space  and  are  costly  to  transport. 

In  many  respects  their  value  is 
often  outweighed  by  their  price.  But 
now  it  doesn’t  have  to  be. 

Because  Xerox  has  developed 
“Open  Document  Services.” 

It’s  a  new  way  of  looking  at  print. 

A  way  that  overcomes  the  limitations 
of  printing  by  embracing  the  “digi¬ 
tal”  future. 

So  you  can  create  and  capture  text 
and  images. 

Anywhere. 

Manage  and  store  them. 

Anywhere. 

Print  and  finish  them. 

Anywhere. 

And  do  it  in  any  format  and  run 
length. 

Anywhere. 

Through  a  series  of  alliances  and 
partnering  arrangements,  Xerox 
offers  flexible,  scalable,  and  inter¬ 
operable,  quality  printing  and  pub¬ 
lishing  solutions  so  you  can  mix  and 
match  the  components  you  need. 

The  end  result  will  always  be  the 
same:  Quality  documents  exactly 
when,  where,  and  how  you  need  them. 

Truly,  Print  On  Demand. 

Finally,  Print  On  Your  Terms. 

Any  way  you  look  at  it,  the  world  of 
publishing  will  never  be  the  same. 

For  more  information  on  Xerox 
Open  Document  Services,  call 
1  -800-ASK-XEROX,  ext.  729. 


THE  DOCUMENT  COMPANY 
XEROX 


We’re  setting 
the  world  of  printing 
and  publishing 
on  its  end. 


XEROX?  The  Document  Company*  and  Open  Document  Services  are  trademarks  of  XEROX  CORPORATION 
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Backup  lags  behind  as  NT  moves  ahead 


Dearth  of  utility  options  puts  some  users  on  edge 


ByMaryBrandel 


b  Companies  drawing  up  their  Windows 
NT  plans  today  will  find  at  least  one 
piece  of  the  infrastructure  coming  up 
short  —  backup. 

“People  almost  uniformly  hate  their 
backup  for  NT,”  said  Adam  Lynn,  senior 
LAN  engineer  at  Micro  Research  Indus¬ 
tries  in  Alexandria,  Va. 

Microsoft  Corp.’s  Windows  NT  operat¬ 
ing  system  does  include  a  basic  backup 
utility,  and  users  can  purchase  tape 
backup  applications  today  from  Arcada 
Software,  Inc.  in  Lake  Mary,  Fla.,  that  are 
also  sold  through  Conner  Peripherals, 
Inc. 

But  other  LAN  backup  vendors,  includ- 
ing Palindrome  Corp.  and  Cheyenne  Soft¬ 
ware,  Inc.,  last  week  said  their  NT  wares 
wall  not  be  available  until  later  this  year. 

That  is  not  soon  enough  for  Chris  Rad- 
ziminski,  manager  of  technical  services 
at  Weldwood  Ltd.  of  Canada,  a  large  for¬ 
est  products  manufacturer  in  Vancouver, 
British  Columbia.  In  the  next  three 
months,  “I  have  to  come  up  with  two  to 


three  proposals  to  decide  where  we  are 
with  backup  and  NT,”  he  said. 

So  far,  he  said,  he  is  lookingtoward  Ar¬ 
cada  and  IBM,  which  has  promised  NT 
support  in  its  Ad  star  Distributed  Storage 
Manager  (ADSM)  LAN  back¬ 
up  system. 

“It’s  going  to  be  slim  pick¬ 
ings  for  NT  users  until  well 
into  the  fall,”  said  Gene  Na¬ 
gle,  product  marketing 
manager  at  ADIC,  an  OEM 
in  Redmond,  Wash.  “It  will 
be  a  bit  of  a  problem  for  the 
NT  user  in  that  he’s  really 
not  going  to  have  any 
choice.” 

Time’s  a-wasting 

Even  if  users  don’t  need 
backup  right  this  minute,  the  lack  of  even 
first-release  applications  has  some  won¬ 
dering  how  long  it  will  take  to  build  a  sol¬ 
id  backup  system.  “NT  is  a  moving  tar¬ 
get,”  said  Ed  Hiller,  a  data  processing 
supervisor  at  Little  Rock  Wastewater 
Utility  in  Little  Rock,  Ark. 

Hiller  said  he  already  went  through  a 


“nine-month  battle”  stabilizing  a  backup 
application  on  Novell,  Inc.’s  NetWare  4.0, 
which  also  came  on  the  market  with  no 
workable  backup.  He  said  he  fears  the 
same  experience  with  NT. 

Some  throw  the  backup  ball  in  the  op¬ 
erating  system  vendors’  court. “It  seems 
natural  to  me  that  Novell 
and  Microsoft  —  knowing 
the  most  about  their  prod¬ 
ucts  —  should  be  able  to 
write  the  best  utilities,” 
Lynn  said. 

But  NT’s  backup  utility, 
written  by  Arcada,  “is  not 
geared  toward  lots  of  serv¬ 
ers  or  consolidating  back¬ 
up,”  said  Tom  Bernhardt,  a 
technology  analyst  at  Star 
Enterprise  in  Houston. 
Bernhardt  said  he  plans  to 
standardize  on  Legent 
Corp.’s  Enterprise  Storage  Manager 
(ESM),  for  which  Legent  has  promised 
native  NT  support.  ESM  is  a  mainframe- 
based  system  that  costs  $25,000  for  the 
mainframe  portion  and  up  to  $6,000  for 
the  server. 

Starting  this  week,  users  can  back  up 
NT  clients  through  a  NetWare  server  with 


a  new  release  of  Cheyenne’s  Arcserv.  “I’d 
prefer  not  to  do  that,”  Hiller  said.  “If  I’m 
going  to  change  operating  systems,  I 
would  like  to  go  clean.”  Palindrome  said 
it  will  have  a  similar  capability  in  Sep¬ 
tember. 

Some  users  said  they  see  promise  in 
the  current  solution  set. 

“Arcada  has  the  resources  to  build  a 
quality  product,  and  they’ll  have  compet¬ 
itors  at  some  point,”  said  David  Green¬ 
berg,  director  of  new  systems  develop¬ 
ment  at  Orlando  Health  Care  in  Orlando, 
Florida. 

Others  said  there  is  plenty  of  time  for 
solutions  to  emerge.  “All  of  the  major 
backup  players  and  the  enterprise  back¬ 
up  vendors  know  they’ll  support  NT 
someday,”  said  Michael  Peterson,  an  an¬ 
alyst  at  Peripheral  Strategies,  Inc.  in 
Santa  Barbara,  Calif.  “But  it’s  not  a  top 
priority”  because  NT  has  not  demon¬ 
strated  stability,  he  said. 

Just  the  same,  users  are  getting  antsy. 

“Right  now,  it  doesn’t  affect  us  that 
much,”  said  a  senior  communications 
analyst  at  a  large  food  manufacturer  in 
Minneapolis.  “But  once  we’ve  got  super¬ 
servers  in  place  and  a  multiprocessor 
box . . .  we’ll  scramble  to  do  something.” 


Backup  boom 


Demand  foralltypesof 
backup  tape  libraries  is 
forecast  to  grow  from 
3,603  units  in  1993  to 
more  than  96,290  units 
in  1999,  a  growth  rate 
of  73%,  according  to 
Freeman  Associates  in 
Santa  Barbara,  Calif. 


Users  unwilling 
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at  least  six  to  12  months  to  thoroughly  evaluate  the  op¬ 
erating  system. 

This  thinking  flies  smack  in  the  face  of  Microsoft’s 
marketing  message  that  users  will  snatch  up  Chicago 
as  fast  as  Microsoft  can  make  it.  Instead,  users  said  they 
are  holding  Chicago  at  arm’s  length  for  the  following 
reasons: 

•  Only  41%  have  even  migrated  to  Windows  from  DOS. 

•  They  have  not  yet  gained  returns  on  their  Windows 
investments. 

•  They  see  no  need  to  upgrade  Windows  applications. 

•  They  are  reluctant  to  upgrade  hardware  to  run  the 
new  operating  system. 

•  They  are  still  figuring  out  how  to  get  the  existingtech- 
nology  to  work. 

•  Based  on  past  experiences  with  Windows  and  Win¬ 
dows  NT,  they  do  not  believe  Microsoft  will  deliver  a  sta¬ 
ble  version  of  the  operating  system  its  first  time  out . 

“We’ll  wait  even  longer  than  usual  for  this  one,”  said 
Dwayne  Sawyer,  a  scientific  systems  analyst  at  Eli  Lilly 


Best  guess 


Microsoft 


Gartner 

Group 


Dataquest 


International 
Data  Corp. 


&  Co.  in  Indianapolis.  “I  don’t  see  any  direct  advantages 
frommovingtoit.”  • 

Chicago,  or  Windows  4.0,  moved  into  full  beta  testing 
last  week  (see  related  story  page  14).  It  represents  Mi¬ 
crosoft’s  second  attempt  to  provide  a  32-bit  upgrade  to 
the  DOS  and  Windows  operat¬ 
ing  environments.  Microsoft’s 
first  attempt  was  Windows  NT. 

The  NT  upgrade,  Daytona,  is 
expected  to  ship  before  the 
end  of  the  summer  (see  relat¬ 
ed  story  page  4). 


94%  of  100  IS  managers  surveyed  said  they  are 
not  currently  developing  applications  for  Chicago. 
When  asked  if  they  would  deploy  Chicago  before 
commercial  applications  become  widely  available, 
75%  said  they  would  not. 


Don’t  know 
Base:  100  IS  managers' 


Source:  Computerworld  survey 


Microsoft  projections  of  how  many  units  of  Chicago  will 
ship  in  the  first  year  vs.  those  of  industry  experts 


Patricia 

Seybold 

Group 


Not  at  all  likely 

Long  haul 

Some  users  said  it  would  take 
them  at  least  a  year  to  make 
sure  Chicago  runs  with  their 
existing  applications  and 
then  another  two  to  three 
years  to  fully  deploy  it. 

“These  things  take  time,” 
said  Rick  Pultorak,  a  LAN  ad¬ 
ministrator  at  MBNA  America  in  Newark,  Del.  “It  took 
us  three  years  just  to  get  everybody  on  the  same  version 
of  DOS.” 

Users  also  appear  less  willing  to  fork  over  the 
money  for  32 -bit  applications  that  will  take  advan¬ 
tage  of  Chicago.  A  survey  conducted  by  Internation¬ 
al  Data  Corp.  (IDC)  in  Framingham,  Mass.,  found 
that  65%  of  users  do  not  consider  it  necessary  to  up¬ 
grade  their  current  Windows-based  applications. 

While  some  users  expressed  enthusiasm  over  the 
perceived  speed  improvements  that  could  be  gained 
by  moving  to  a  32-bit  operating  system,  most  of 
those  interviewed  said  they  do  not  see  this  as  reason 
enough  to  upgrade.  According  to  a  survey  conduct¬ 
ed  by  First  Market  Research  in  Austin,  Texas,  27% 
of  users  saw  speed  improvements  as  the  main  rea¬ 
son  to  move  up  to  Chicago.  But  30%  said  there  was 
no  advantage  in  moving  to  Chicago. 

“The  real  value  of  moving  over  is  not  apparent. 
We’ll  have  to  run  it  through  our  evaluations.  Maybe 
then  the  advantages  will  become  clearer  to  us,”  said 


Not  very  likely 


Somewhat  likely 


Very  likely 


Phil  Hulet,  a  software  engineering  specialist  at  3M  Co. 
in  Murray,  Utah. 

“We  are  anticipating  a  product  like  this  having  some 
fairly  significant  bugs  so  we  are  layinglow.  We  don’t  see 
a  lot  of  [our  users]  being  tickled  about  it  so  far,”  said 

one  PC  LAN  manager  who 
works  at  a  large  Midwestern 
pharmaceuticals  company 
and  who  requested  anonym¬ 
ity. 

While  Microsoft  has  prom¬ 
ised  a  raft  of  32-bit  applica¬ 
tions  that  take  full  advantage 
of  Chicago  60  to  90  days  after 
the  operating  system  ships, 
users  are  not  anticipating 
such  arrivals.  Even  if  many  of 
those  applications  do  arrive, 
the  additional  productivity 
advantage  is  not  clear  to 
many.  Most  users  do  not  ex¬ 
pect  applications  to  be  stable 
enough  to  run  on  Chicago  for  at  least  18  months  after  it 
ships,  according  to  Mary  Conti-Loffredo,  an  analyst  at 
IDC. 

“I  am  not  sure  when  the  32-bit  applications  are  com¬ 
ing,  and  I  am  not  sure  what  the  advantages  are  to  up¬ 
grading  all  our  16-bit  [applications]  except  for  things 
like  memory  management,”  Hulet  said. 

An  easier  beta 

Microsoft  officials,  however,  contradicted  users  by  say¬ 
ing  they  expect  Chicago’s  beta  journey  will  be  signifi¬ 
cantly  easier  than  those  of  previous  operating  systems 
because  of  the  aggressive  beta  program  the  company 
has  in  place. 

“With  up  to  50,000  beta  users,  it  is  the  perfect  oppor¬ 
tunity  to  put  the  prerelease  product  through  its  com¬ 
patibility  paces.  Microsoft  feels  a  special  responsibility 
to  provide  great  compatibility  with  the  thousands  of  ap¬ 
plications,  modem,  network  cards  out  there,”  a  spokes¬ 
woman  said. 

Senior  editor  Ed  Scannell  contributed  to  this  story. 
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EDA/SQL  From  Information  Builders. 

The  Data  Access  Standard  For  Client/Server  Computing  That  Grows  With  You. 

MAKING  THE  MOST  OF  YOUR  ASSETS 


Data  is  one  of  the  most  strategic  assets  any  business 
can  have.  Because  businesses  that  utilize  data  well, 
will  succeed.  Businesses  that  don’t,  won’t. 

The  trick  is  knowing  how  to  use  your  data  resources 
in  the  most  cost  effective  way. 

That’s  where  Enterprise  Data  Access/SQL  (EDA/SQL) 
as  a  client/server  solution  can  make  the  difference. 

OPENNESS,  POWER  AND  FLEXIBILITY 

Implementing  client/server  applications  can  be 
tough,  particularly  when  you  need  to  access  remote 
data  on  diverse  platforms. 

With  EDA/SQL,  you  have  the  freedom  to  access 


data  in  over  50  different  databases  and  files,  running 
on  35  computing  platforms  using  any  major  network 
protocol.  And  there  are  dozens  of  applications  and 
tools  available  from  more  than  50  leading  software 
vendor  partners  that  support  EDA/SQL. 

No  other  SQL  solution  on  the  market  gives  you  this 
much  flexibility. 

BIG  OR  SMALL,  IT’S  ALL  THE  SAME 

EDA/SQL  has  the  power  and  the  ability  to  drive  the 
largest  enterprise-wide  implementation,  or  to  simply 
connect  a  single  client/server  application  to  a  specific 
data  source. 

And  because  there’s  an  EDA/'SQL  solution  for  every 
popular  platform,  and  network  protocol,  you  can  use 


it  in  the  environment  of  your  choice. 

Only  EDA/SQL  has  the  scalability  and  configuration 
flexibility  to  meet  your  client/server  requirements 
both  today  and  tomorrow.  You  can  start  with  the 
EDA/SQL  solution  you  need  today.  Then,  efficiently 
and  economically  grow  any  configuration  to  meet 
your  changing  business  requirements.  Big  or  small. 

For  more  information  on  EDA/SQL,  our  coasulting 
and  education  programs,  or  to  attend  a  FREE  Seminar... 

Call  800-969-INFO 

In  Canada  call  1-416-364  2760 

Information 

Builders 


EDA/SQL  is  a  trademark  of  Information  Builders.  Inc.,  1250  Broadway,  New  York,  NY  10001. 
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They  say  workgroup  computing  will  require  a  combination  of  new  and 
sophisticated  technologies  on  the  horizon.  They're  wrong. 

People  at  the  hundreds  of  companies  using  Lotus*  Notes*  and  Lotus 
SmartSuite*  are  already  enjoying  all  the  benefits  of  workgroup  computing 
right  now.  And  it's  so  easy  and  so  complete,  it's  almost  hard  to  believe. 


’$299  promotional  price  available  while  supplies  last.  **ln  Canada  call  1-800 -GO -LOTUS.  Prices  may  vary.  ©1994  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  All  rights  reserved.  Lotus,  Working  Togeth' 


O ns  oM  msitiU'  cM  ont. 

You  already  know  Lotus  SmartSuite  is  a  powerful  collection  of  Windows™ 
applications,  featuring  1-2-3,®  Ami  Pro®  word  processor,  Freelance  Graphics® 
presentation  software,  Lotus  Approach®  relational  database  and  Organizer™ 
personal  information  manager.  All  top  rated  applications. 

What  you  probably  assumed,  and  rightly  so,  is  that  Lotus 
has  equipped  them  with  elegant  links  to  Lotus  Notes.  If 
you  have  Notes,  these  FX,  OLE  and  API  links 
let  you  manage  and  collaborate  on  work,  using 
information  and  functions  from  any  of  your  desktop  applica¬ 
tions  shared  in  workgroup  "libraries"  in  Notes.  So  you  can 
work  together  simultaneously,  securely,  and  even  remotely. 

Lotus  defined  groupware,  and  the  power  of  work¬ 
groups,  with  Notes.  And  Lotus  continues  these  groupware 
innovations  with  SmartSuite. 

dM%l&p  GipplicoZiMiA'  fa  g.yiSut£smII. 

The  fusion  of  Notes  and  SmartSuite  actually  extends 
the  character  and  function  of  these  familiar  desktop  tools. 

1-2-3  ceases  to  be  just  a  spreadsheet  and  becomes  a  model  management 
system  that  lets  team  members  search  a  library  of  different  versions  of 
worksheets  and  ranges  while  maintaining  active  financial  reports  equipped 
with  alarms  and  thresholds  that  trigger  work  flow  processes. 

Ami  Pro  evolves  from  word  processor  to  a  highly  flexible  environment  for 
creating  and  managing  the  flow  of  workgroup  documents. 

Freelance  Graphics  becomes  a  presentation  management  system  where 
team  members  can  work  together,  or  browse  through  individual  slides  of  past 
presentations,  to  create  their  own  custom  presentations. 


For  anyone  working  with  Notes  data,  Approach  database  becomes  a 
shared  reporting,  forms  and  analysis  tool.  With  Approach  and  Notes/FX™ 
sharing  data,  enterprise-wide,  information-intensive  workgroup  applications 
are  a  sudden  reality. 


NOTES  FROM  THE  FIELD. 

To  improve  productivity,  the 
State  of  Oklahoma  chose  to  equip 
many  of  its  public  agencies  with 
SmartSuite  and  Notes.  Used 
by  officials  for  idea  and  strategy 
sharing,  these  applications  are  also 
used  by  thousands  of  employees 
around  the  state  with  desktop  and 
laptop  computers  to  share  informa¬ 
tion  on  finance,  health,  and  crime 
control,  among  other  applications. 
The  move  has  proven  very  popular, 
and  more  government  departments 
are  considering  going  on  line  with 
both  SmartSuite  and  Notes. 


cAddyouh  own  apptficc&oni'. 

As  an  information  manager,  the  combination  of  Notes 
and  SmartSuite  offers  you  a  powerful  set  of  tools  with  which 
to  build  and  deploy  a  new  class  of  workgroup  applications. 

These  custom  applications  are  fast  and  easy  to  build 
and  can  fit  the  specific  needs  of  specific  workgroups  like 
a  glove,  to  significantly  speed  up  processes  and  improve 
individual  and  group  productivity. 

Cfflote  pfroduicturt  psopdk. 
c4  mote.  phoducZtArt  ok^an^iyiXiori . 


Your  organization  doesn't  have  to  be  limited  to 
individual  productivity.  Different  people  working  across 
different  applications  can  easily  be  a  part  of  an  integrated 
solution  today,  with  SmartSuite  and  Notes. 

This  unique  and  highly  developed  combination  of  applications  has 
consistently  helped  individual  teams  and  entire  enterprises  show  dramatic 
improvements  in  productivity. 

Best  of  all,  you  don't  have  to  wait.  And  you  don't  have  to  put  together 
any  puzzles.  All  you  have  to  do  is  buy  two  boxes. 

For  a  white  paper  entitled  "The  Lotus  Notes-Enabled  Desktop  Strategy” 
just  call  1-800-TRADE-UF?  ext  9901  **  Or 
you  can  order  your  Lotus  SmartSuite  upgrade 

for  just  $299*  Working  Together* 


,  Ami  Pro,  Freelance  Graphics,  Approach.  SmartSuite  and  Lotus  Notes  are  registered  trademarks  and  Organizer  and  Notes/FX  are  trademarks  of  Lotus  Development  Corporation.  Windows  is  a  trademark  of  Microsoft  Corporation. 
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Client/server  tools  take  next  step 


By  Rosemary  Cafasso 


Dozens  of  small  software  vendors  and 
a  handful  of  bigger  industry  players 
will  launch  new  tools  at  Database  & 
Client/Server  World  this  week  in  Boston. 
Their  wares  will  be  aimed  at  the  in¬ 
creasingly  sophisticated  user  of  client/ 


server  technologies. 

“The  easy  client/server  is  done,”  said 
John  Mann,  an  analyst  at  The  Yankee 
Group  in  Boston.  He  noted  that  many  of 
the  scheduled  rollouts  will  include  pack¬ 
ages  to  improve  database,  system  and 
development  tool  set  performance. 

“You  no  longer  have  just  a  simple 


client/server  application,”  Mann  said. 
“It’s  going  to  get  very  complicated.” 

Topping  the  list  of  product  rollouts  will 
be  Information  Builders,  Inc.’s  Release  3 
of  Enterprise  Data  Access/SQL  (EDA/ 
SQL).  Company  officials  said  they  plan  to 
ship  Release  3  functions  in  phases 
throughout  this  year. 


$199 


Shipping  now!  Packed  with  even 
more  power  and  mainframe 
compatibility  than  ever  before! 


•  Full  ISPF/PDF  Compatibility  •  COBOL  Workbench  Integration 

•  Modifiable  Panels  •  Optional  COBOL  Source  Analyst™ 


These  functions  include  facilities  to 
manage  heterogeneous  distributed 
databases,  improve  access  to  IBM  trans¬ 
action  processing  systems  and  assist  us¬ 
ers  in  building  so-called  warehouses,  or 
end-user  databases. 

For  example,  the  upcoming  release 
will  support  Call  Level  Interfaces  as  de¬ 
fined  by  the  SQL  Access  Group  and 
X/Open  Co.  as  the  ap¬ 
plication  pro- 
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gramming  inter¬ 
face  for  SQL 
access. 

In  addition,  In¬ 
formation  Build¬ 
ers  will  restruc¬ 
ture  its  EDA 
packaging  by  of¬ 
fering  back-end  functions  such  as  stored 
procedure  services  in  individual  compo¬ 
nents.  Currently,  users  must  license  an 
entire  EDA/SQL  package,  which  ranges 
in  price  from  $8,000  to  $1 18,000. 

Jan  Hopson,  a  project  leader  for  client/ 
server  database  services  at  Caterpillar, 
Inc.  in  Peoria,  Ill.,  tested  some  compo¬ 
nents  of  Information  Builders’  EDA/SQL 
Release  3  and  said  the  warehouse  func¬ 
tions  could  come  in  handy.  Information 
Builders  plans  to  provide  data  staging, 
directory  creation  and  some  data  repli¬ 
cation  functions  in  Release  3. 

“We  are  in  the  throes  of  building  a 
warehouse,  and  this  would  make  it  more 
feasible,”  she  said.  “I  know  we  will  have 
more  than  one  warehouse,  so  we  have  to 
keep  that  managed.” 


•  Table  Services 

•  UNDO/REDO 

•  Enhanced  REXX  Support 

•  SUPERC  File  Compare 


•  Windows  3.x/NT  Compatibility 

•  DOS  &  OS/2  32-bit  executables 

•  Over  20  other  NEW  features ! 

•  Corporate  Pricing/LAN  version 


Order  this  powerful  new  version  of 
SPF/PC®  today  and  see  why  over 
300,000  programmers  have  made 
SPF/PC  their  tool  of  choice! 

Call  for  the  name  of  a  reseller  near  you 
or  to  order  now.  Allow  4-6  weeks  for 
delivery  if  ordering  direct  from  CTC. 

I !u.-  ry!  Savings  end  June  30.  1994. 


New  Users 

List  Price 

$295 

Now  thru  June  30, 1994 

$199 

Upgrades 

From  SPF/PC  v.  3.0 

$59 

From  SPF/2  v.  2.0 

$69 

From  SPF/2v.  1.0 

$79 

All  older  versions 

$89 

Call:  800-336-3320 
Fax:  510-521-0369 


CTC 


Command  Technology  Corporation 
1040  Marina  Village  Parkway 
Alameda,  CA  94501-1041 


l _ 


a  ’r  .  r  < :  ar«  registered  trademarks  and  COBOL  Source  Analyst  Is  a  trademark  of  Command  Technology 
tner  products  are  trademarks  or  registered  trademarks  of  their  respective  owners. 


Increasing  importance 

Wayne  Eckerson,  a  senior  consultant  at 
Patricia  Seybold  Group  in  Boston,  said  he 
expects  data  management  and  replica¬ 
tion  functions  to  become  increasingly 
significant  for  users  setting  up  ware¬ 
houses  on  client/server  platforms. 

Other  software  rollouts  expected  at 
the  conference  include  Legent  Corp.’s 
plan  to  extend  its  Legacy  Data  Mover 
software,  which  currently  supports 
IBM’s  DB2  and  Oracle  Corp.’s  database 
management  systems,  to  Sybase,  Inc.’s 
platform.  Legacy  Data  Mover  extracts 
data  from  a  host  database  and  stages  it 
on  client/server  platforms. 

Legent  will  also  rollout  additional  test- 
ingtools  for  the  Oracle  database  environ¬ 
ment,  including  a  scheduler  for  the  Ace 
Tester  line. 

PeopleSoft,  Inc.  will  demonstrate  its 
HRMS  Release  4,  which  it  announced  in 
April  and  has  scheduled  for  shipment 
next  month.  The  upgraded  client/server 
human  resources  software  is  expected  to 
include  new'  modules  such  as  human  re¬ 
sources  operations  and  international  as¬ 
signments. 

Several  add-ons  or  enhancements  to 
development  platforms  will  also  be  showr- 
cased,  including  tools  for  Lotus  Develop¬ 
ment  Corp.’s  Notes  workgroup  software. 
Brainstorm  Technologies,  for  example, 
will  demonstrate  its  VB/Link  for  Notes,  a 
link  between  Lotus’  software  and  Micro¬ 
soft  Corp.’s  Visual  Basic. 
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High  performance  486' 'DX2 

Blazing  66MHz,  backed  by  our 
exclusive  turbo  cache,  for  unpar¬ 
alleled  workstation  performance. 


Optional  Built-in  5.25" 
CD  ROM.  The  medium 
with  capacity  for  video 
clips,  graphics,  photo  CDs, 
or  an  entire  set  of  manuals. 


Built-in  Stereo 
Speakers. 

Quality  audio  adds 
another  dimension 
to  any  program. 
With  Microsoft' 
Microphone'1 
included,  your 
work  can  speak 
for  itself. 


Two  Full-length  ISA  Slots. 

Connections  are  everything. 
And  this  machine  allows 
for  plenty — Ethernet,  ^ 

video,  you  name  it. 
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PCMCIA  Expandability. 

The  T6600C  offers  a  huge 
wealth  of  communication 
and  expansion  options, 
including  a  16mm 
PCMCIA  2.01  compliant 
slot  large  enough  for  a 
hard  drive! 
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Take  your  entire  show  on  the  road.  The  Toshiba  T6600C  Series  represents  the 
most  advanced  technology  and  muscle  weVe  ever  put  into  a  portable.  With  its 
486  T)X2  processor,  dual  ISA  full-slot  expansion,  and  huge  storage  options,  the 
T6600C  Series  delivers  the  power  and  capacity  for  the  most  demanding  portable 
applications.  From  network  analysis  to  software  development  to  full-blown 
multimedia,  if  you  need  to  tour  with  a  great  deal  of  force,  this  is  your  system. 

Feel  the  force.  For  your  nearest  dealer,  call  1-800  457-7777. 


In  Touch  with  Tomorrow 

TOSHIBA 


The  T6600C  Series 


•  Intel  486’"DX2/66MHz 

•  8MB  RAM  expandable  to  40MB  RAM 

•  10.4"  color  active  matrix  TFT-LCD  screen 

•  SVGA  display  with  640x480x256  color  resolution 
•510MB  HDD 

•  Two  full  length  16-bit  ISA  slots 

•  One  16mm  PCMCIA  slot 

•  Built-in  SCSI  with  external  SCSI-11  port 

•  Microsoft*  Sound  System'" 

•  5.25"  half  height  200ms  double  speed  CD-ROM 
(T6600C/CD  model  only) 


©  1994  Toshiba  America  Information  Systems,  Inc.  The  Intel  Inside  logo  is  a  trademark  of  Intel  Corporation.  All  products  indicated  by  trademark  symbols  are  trademarked  and/or  registered  by  their  respective  companies. 
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The  best  database  and  manufacturing  technology  in  the  industry 
now  has  the  support  of  the  world’s  leading  software  company 
As  an  industry  leader  in  client/server  soft¬ 
ware  solutions  and  with  close  to  $3  billion  in 


A 


in  Ingres  and  ASK  Manufacturing  software.* 

We  have  the  people,  the  resources  and  the  commitment  to  give 
you  a  whole  new  level  of  service,  support  and 

^  ASK  Group  .  .  .  , ,  , . .  1W 

product  development.  And  by  combining  all  of 


revenues,  we  can  and  will  guarantee  the  future  of  your  investment  this  new  technology  with  our  client/server  business,  systems  and 


application  development  software,  well  be  able  to  offer  you  -  and 
all  of  our  clients  -  the  software  solutions  you  need  today 

Proven,  mission-critical,  client/server  applications  that  nobody 
else  can  provide. 

Not  Oracle.  Not  Sybase.  Not  SAP.  NotSSA.  Nobody 

‘Including  MANMAN  Classic,  MANMAN/X,  Sim/400  and  MaxCim.  ©  Computer  Associates  International, 


Plain  and  simple,  that’s  the  reason  we  acquired  The  ASK  Group. 

To  Reserve  Your  Copy  Of  Our  White  Paper 
Detailing  Strategies  And  Plans  For  ASK  And 
Ingres  Users  Call  1-800-225-5224. 

And  that’s  why  for  thousands  of  loyal  Ingres  and  ASK  users,  it’s  a 
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Pitney  ties  technology  to 
customer  service  goals 


By  Elisabeth  Horwitt 


Well  into  the  rollout  phase  of  a 
four-year  systems  architecture 
design  effort,  Pitney  Bowes,  Inc. 
stands  out  as  one  of  the  few  corpo¬ 
rations  that  has  managed  to  keep 
technology  decisions  tightly  cou¬ 
pled  with  its  business 
goals. 

In  doing  so,  the 
Stamford,  Conn., 
business  equipment 
manufacturer  has 
combined  several  un¬ 
usual  approaches. 

First,  it  took  a  tech¬ 
nological  stand  by  re¬ 
fusing  to  build  its  fu¬ 
ture  around  untried 
technologies,  no  mat¬ 
ter  how  leading-edge. 

Second,  it  resisted  the 
temptation  to  blindly 
follow  the  corporate  crowd  down 
the  rightsizing  road.  And  third,  it 
picked  the  applications  first  and 
then  designed  the  framework  to 
support  them. 


With  the  first  step  —  the  net¬ 
work  transport  phase  of  the  archi¬ 
tecture  —  in  place  and  the  second 
workstation  phase  scheduled  for 
completion  by  year’s  end,  the 
strategy  is  already  beginning  to 
pay  off  where  it  counts:  in  in¬ 
creased  customer  satisfaction. 

The  main  thrusts 
behind  Pitney’s  archi¬ 
tecture  are  “to  pro¬ 
tect  our  investment  in 
legacy  systems  while 
at  the  same  time  pro¬ 
viding  [users]  with 
the  data  they  need  to 
position  us  ahead  of 
the  competition  in 
servicing  custom¬ 
ers,”  Dennis  Jones, 
Pitney’s  chief  infor¬ 
mation  officer,  said  in 
a  recent  interview. 

First-call  service 

The  first  fruit  of  the  company’s  ef¬ 
fort  is  CallCenter  2000,  a  customer 
service  system  “that  empowers 
the  folks  in  the  field  [not  only  to] 


talk  to  customers  but  also  to  fix  a 
billing  problem,  adjust  an  invoice, 
set  up  a  service  call,”  said  Jerry 
Terrell,  director  of  field  adminis¬ 
tration  at  Pitney.  With  the  new  sys¬ 
tem,  service  representatives  re¬ 
spond  to  a  full  range  of  customer 
needs  on  the  first  call  92%  of  the 
time,  he  said. 

In  contrast,  Pitney’s  former  set¬ 
up  bounced  the  customer  from 
person  to  person  and  department 
to  department,  depending  on  the 
query;  service  reps  often  took  five 
to  six  weeks  to  resolve  a  problem, 
Terrell  said. 

As  a  result  of  the  accelerated  re¬ 
sponse  time,  by  the  end  of  last  year, 
47%  of  customers  surveyed  said 
they  were  “very  satisfied”  with 
service,  compared  with  percent¬ 
ages  that  were  in  the  mid-30s  be¬ 
fore  the  service  rolled  out.  The 
goal  is  to  have  100%  satisfaction. 

Once  completely  implemented, 
the  architecture  is  expected  to 
serve  Pitney’s  hardware  and  com¬ 
munications  needs  for  at  least 
eight  to  10  years,  Jones  said.  In  ad¬ 
dition  to  supporting  customer  ser¬ 
vice  applications,  it  will  serve  as  a 
vehicle  for  key  business  applica¬ 
tions  now  in  the  planning  stage, 
such  as  links  between  sales  and 
marketing  and  manufacturing  to 
support  just-in-time  inventory  and 
more  agile  product  turnaround. 

Data  from  the  desktop 

The  workstation  phase  of  the  ar¬ 
chitecture  rollout,  slated  for  com¬ 
pletion  late  this  year,  focuses  on 
facilitating  user  data  access  at  the 
workstation  level.  One  component 
now  in  place  is  a  set  of  event-driv¬ 
en  scripts  generated  by  a  telemar¬ 
keting  package  from  Early,  Cloud 
Co.  that  guides  operators  through 
responses  to  specific  types  of  cus¬ 
tomer  queries. 

“This  gives  people  knowledge 
[on  how  to  cope  with  a  full  range  of 
calls]  without  investing  in  thou¬ 
sands  of  hours  of  training,”  Terrell 
said. 

Another  component,  also  ex¬ 
pected  to  roll  out  by  the  end  of  the 
year,  is  an  X  Window  System- 
based  host  interface  that  will  en¬ 
able  users  to  set  up  host  sessions 
in  four  different  windows  rather 
than  logoff  and  on  each  time  they 
need  data  from  a  different  system, 
said  Tom  Laurie,  director  of  cus¬ 
tomer  systems. 

Eventually,  the  company  will  mi¬ 
grate  to  a  PC  with  a  graphical  user 
interface  so  that  users  can  call  up 
a  host  application  just  by  hitting 
an  icon.  Pitney  is  nowchoosingthe 
components  for  this  architecture. 


Wrap  around  the  legacy 


he  keystone  of  Pitney’s  architecture  is  a  common  trans¬ 
port  platform  that  can  “wrap  around”  legacy  applications, 
providingusers  with  easy  access  to  the  data  they  need 
across  a  range  of  hosts,  according  to  CIO  Dennis  Jones. 
CallCenter  users  initially  query  an  IBM  AS/400,  which 
contains  a  subset  of  IBM  mainframe  data  that  supports  the  major¬ 
ity  of  queries  relating  to  Pitney’s  mailing  system  business.  Howev¬ 
er,  calls  may  require  a  second  query  to  the  IBM  mainframe  or  to  a 
mix  of  computers  from  Tandem  Computers,  Inc.,  Unisys  Corp.  and 
Digital  Equipment  Corp.,  which  handle  other  Pitney  businesses. 

Pitney’s  current  transport  architecture  is  based  on  IBM’s  Multi¬ 
protocol  Transport  Network,  software  that  _ 

allows  applications  written  to  IBM’s  Ad¬ 
vanced  Program-lo-Program  Communica¬ 
tions  (APPC)  and  3270  SNAprotocols  to  com¬ 
municate  over  a  TCP/IP  network. 

APPC  provides  a  common  interface  to  ap¬ 
plications  on  any  of  Pitney’s  hosts.  The 
TCP/IP-based  transport  allows  the  compa¬ 
ny’s  Welifleet  Communications,  Inc.  routers 
:  o  perform  functions  such  as  traffic  load  bal- 
ancingand  dynamic  rerouting,  which  are 
: :  ■  • .  ■  sible  with  SNA,  said  Tom  Mayhew,  Pit- 
r.-  y  s  director  of  technical  services. 

>  ^  -  -tiD- tentative  next  phase  of  the  transport  architecture  will 
'  M'bine  IV ’VIP  with  IBM’s  Advanced  Peer-to-Peer  Network  Plus 
■  AI TN  -t )  i  .  ts-yet-unshipped  IBM  protocol  touted  to  match 
'  ■  'n  i  ughput  and  dynamic  rerouting  capabilities, 

s  v  ever,  Puney  officials  said  they  will  not  make  a  final  decision 
a  n i  i 1  the  product  is  commercially  released  and  fully 
•  i  :  -  sihe  company  shut  itself  off  from  the  possibility  of 
"  <  :  ing< /.her  promising  technologies,  such  as  the  Open 
:  !  lndntion’s  Distributed  ComputingEnvironment,  once 
they  bar-'  matured,  Jones  said. 

— Elisabeth  Horwitt 


The  common 
transport 
platform 
gives  users 
easy  access 
to  data 
across  a 
range  of 
hosts. 


CIO  Dennis  Jones:  Pit¬ 
ney  seeks  customer 
service  advantage 
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Health  care 

IS  faces  challenge  in 
insurers’  HMO  effort 

By  Julia  King 


Metropolitan  Life  Insurance  Co.  and  Travelers  Insurance 
Co.’s  recent  decision  to  join  forces  in  health  care  will  create 
a  formidable  challenge  for  both  firms’  information  systems 
groups. 

According  to  analysts,  the  two  are  clearly  taking  aim  at 
the  thriving  health  maintenance  organization  (HMO)  mar¬ 
ket,  bettingthat  their  combined  size  will  help  them  corner  a 
significant  share.  Yet 
one  of  the  biggest 
hurdles  they  face  is 
the  fact  that  neither 
IS  group  has  exten¬ 
sive  experience  with 
HMOs,  one  of  the  cor¬ 
nerstones  of  man¬ 
aged  healthcare.  ' 

HMO  plans  and  the 
systems  necessary 
to  administer  them 
are  more  complicat¬ 
ed  than  what  the  two 
insurers  have  tradi¬ 
tionally  concentrat¬ 
ed  on  —  so-called 
indemnity  health  in¬ 
surance  plans,  under 
which  the  companies 
pay  a  percentage  of 
subscribers’  medical 
bills. 

That  difference 
could  translate  into 
an  uphill  struggle  for 
the  new  company’s  IS  organization,  analysts  noted. 

“HMOs  are  a  totally  different  scene  from  the  indemnity 
world,”  said  Micheal  Fisher,  an  analyst  at  Technology  Man¬ 
agement,  Inc.,  an  Indianapolis-based  information  technol¬ 
ogy  consultancy  specializing  in  the  managed  health  care 
business.  “There’s  a  need  for  totally  different  systems  and 
applications  for  managing  things  like  specialized  contracts 
with  providers  and  utilization  reviews.” 

Harmony  a  longer-term  prospect 

Meanwhile,  the  inevitable  systems  and  cultural  integration 
issues  that  accompany  any  merger  mean  that  “from  an  IS 
perspective,  getting  these  two  strangers  to  sing  from  the 
same  hymnbook  is  not  going  to  be  trivial.  It’s  going  to  take 
some  time,”  said  Joe  Miller,  a  principal  at  Charles  J.  Singer 
&  Co.,  a  Wakefield,  Mass.,  consultancy  specializing  in  man¬ 
aged  health  care  companies’  use  of  information  technology. 

Bruce  Goodman,  who  left  the  chief  information  officer 
post  at  Met  Life  last  November  to  become  CIO  at  Prudential 
Insurance  Co.,  zeroed  in  on  cultural  differences  as  well. 

“At  first  blush  the  two  seem  pretty  similar,  but  Travelers 
is  a  stock  company,  and  Metropolitan  is  a  mutual  company 
owned  by  its  policyholders,”  Goodman  noted.  As  such,  Met¬ 
ropolitan  has  not  been  subjected  to  the  same  kinds  of  per¬ 
formance  pressures  that  Travelers  has,  he  said. 

Met  Life  and  Travelers  executives,  meanwhile,  said  IS 
plans  for  what  will  become  the  nation’s  largest  health  care 
company  are  still  in  the  making.  An  IS  chief  has  yet  to  be 
appointed  for  the  new  joint  venture. 

A  Met  Life  spokesman  said  it  is  unknown  how  the  merger 
would  affect  the  2,600-person  IS  staff  and  $340  million  IS 
budget.  Travelers,  which  merged  with  Primerica  Corp.  less 
than  six  months  ago,  was  even  more  tight-lipped.  A  spokes¬ 
man  declined  to  specify  even  the  size  of  the  current  IS  orga¬ 
nization.  In  1993,  prior  to  the  Primerica  merger,  Travelers’ 
overall  IS  spendingwas  pegged  at  $387  million. 


A  small  fish  .  .  . 


The  merger  of  Met  Life  and 
Travelers  wilt  yield  a  combined 
HMO  subscriber  base  of  less 
than  400,000,  making  the  new 
company  a  small  player  in  a 
crowded  market 

HMO  SUBSCRIBER  BASE  I 


Kaiser  Permanente 
Health  Plan,  Inc. 

5.8M 

Prudential  Insurance  Co. 

3.3M 

Cigna  Insurance 

2.7M 

United  Healthcare 
Corp. 

1.9M 

US  Healthcare,  Inc. 

1.3M 

Source:  Charles  ).  Singer  &  Co., 
Wakefield,  Mass. 


If  you’re  thinking  about  heading  for 
Chicago,  don’t  forget  to  set  your  watch 
back— about  two  years.  That’s  how 
long  OS/2®  has  been  delivering  what 
Chicago  is  promising. 

There’s  no  need  to  wait  in  a 
holding  pattern  for  a  32-bit  operating 
system  that  delivers  an  intuitive  object- 

oriented  interface,  reliable  pre-emptive  mutitasking,  32 -bit  OS/2  programs  you  can  take  off  with 

drag  ’n  drop  ease,  and  long  filename  support.  Over  And  with  newly  announced  versions  for 

5  million  people  have  been  going  that  route  with  Multiprocessing  (SMP)  systems  and  PowerPC,  OS/2  can  take  you 

way  beyond  Chicago. 
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that’s  already  earned  its  wings,  not  to  mention  a  few 
dozen  awards,  OS/2  is  the  only  way  to  go.  To  order  or 
find  out  more  about  OS/2,  call  1  800  3-IBM-OS2.  In 
Canada,  call  1  800  465-7999.  OS/2  is  also  available  at 
local  software  dealers. 
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News 


Taiwan’s  PC  grip 


World  Cup  soccer 
boots  up  systems 

By  Jean  S.  Bozman 

STANFORD,  CALIF. 


The  U.S.  soccer  team  wasn’t  the  only  Ameri¬ 
can  powerhouse  at  the  World  Cup  ’94  tour¬ 
nament  last  week.  Powered  by  open  sys¬ 
tems,  relational  databases  and  high-speed 
networks,  the  games’  information  systems 
withstood  the  first  week’s  onslaught  of  ac¬ 
cess  by  thousands  of  journalists  nation¬ 
wide. 

World  Cup’ s  systems — pieced  together  by 
sponsors  Electronic  Data  Systems  Corp., 
Sun  Microsystems,  Inc.  and  long-distance 
carrier  Sprint  Corp.  —  are  equivalent  in  size 
and  functionality  to  those  used  by  a  Fortune 
200  corporation,  said  Bill  Alaoglu,  assistant 
vice  president  of  technology  at  World  Cup 
USA  1994,  Inc. 

The  open  sys¬ 
tems  allow  for  a 
flexible  IS  archi¬ 
tecture,  according 
to  Alaoglu.  The  two 
Sun  SPARCcenter 
2000  servers  and 
nearly  1,200  work¬ 
station  clients  will 
be  reconfigured  on 
the  fly  as  soccer 
matches  end  in 
some  cities  and 
playoff  games  are  held  elsewhere  [CW,  Jan. 
24].  Sprint  will  adjust  the  scope  of  World 
Cup’s  wide-area  network  from  Sprint’s  Kan¬ 
sas  City,  Mo.,  control  center. 

Gathering  statistics 

The  client/server  applications  built  on  those 
core  systems  tally  game  results,  store  play¬ 
er  biographies  and  provide  information  on 
team  practice  schedules  for  journalists  cov¬ 
ering  the  games  in  nine  U.S.  cities.  An  Inter¬ 
net  World  Wide  Web  server  that  posts  all 
game  results  —  a  last-minute  addition  — 
was  being  accessed  150,000  times  daily  at 
the  Sun  site  last  week. 

More  than  100  EDS  personnel  staffers 
were  working  for  the  events  last  week;  50  en¬ 
gineers  wrote  the  World  Cup  applications. 

“We’ve  been  able  to  provide  global,  real¬ 
time  access,”  said  Alaoglu,  who  is  based  in 
Los  Angeles. 

A  client/server  design  allowed  secured 
data  in  a  central  Sybase,  Inc.  relational  da¬ 
tabase  located  in  an  EDS  data  center  in  Pla¬ 
no,  Texas,  to  be  displayed  in  many  desktop 
applications. 

Journalists  said  they  used  World  Cup’s 
on-line  statistics  system  as  a  facts  library 
before  filing  them  news  stories.  Sybase’s 
GainMomentum  icon-based  graphical  user 
i  aterl'ace,  installed  on  the  Sun  workstations, 
allowed  users  to  call  up  data  on  players  and 
team  standings  by  clicking  on  different 
brightly  colored  squares. 

Most  users  said  they  did  not  need  any 
training  for  the  on-line  system,  as  Alaoglu 
said  system  designers  had  intended. 

unple,  Geoffroy  Garetier,  a  writer 
malcU  Dimanche  in  Paris,  said 
■  extract  data  from  the  Sun 
system  in  just  a  few  minutes. 


Firms  alter  plans  in 
effort  to  stay  on  top 

By  Michael  Fitzgerald 

TAIPEI ,  TAIWAN 


GuangHua  Shang Chang,  a  sort  of  com¬ 
puter  industry  flea  market  mixed  in 
with  antique  stores,  jade  shops  and  the 
like,  is  crammed  under  a  highway  near 
downtown  Taipei.  The  computer  stores 
in  it  are  filled  with  every  conceivable 
part  needed  to  build  PCs.  The  entrepre¬ 
neurs  who  run  the  stores  are  renowned 
for  their  ability  to  get  components  when 
even  the  biggest  Taiwanese  vendors 
cannot. 

“Those  guys  are  amazing  —  there 
will  be  times  when  we  can’t  get  certain 
components,  and  you  go  down  to  Guang 
Hua  and  they  somehow  have  managed 
to  find  it,”  said  an  official  at  one  Taiwan¬ 
ese  PC  maker. 

Guang  Hua  Shang  Chang  —  “shop¬ 
ping  center”  in  Chinese  —  represents  a 
microcosm  of  Taiwan’s  booming  PC  in¬ 
dustry:  a  crowded  environment  filled 
with  businesses  that  adapt  to  market 
changes  at  astonishing  speeds. 

Cost-driven 

The  competition  has  helped  push  Tai¬ 
wan  to  be  one  of  the  lowest-cost  hard¬ 
ware  providers  in  the  world.  This,  in 
part,  drove  Compaq  Computer  Corp., 
IBM  PC  Co.  and  other  U.S.  manufactur¬ 
ers  to  cut  their  PC  prices  in  1992.  The 
end  result  has  been  lower  prices  for  the 
PC  market.  The  flexibility  of 
the  Taiwanese  PC  industry 
helps  explain  how  it  not  only 
survived  1992’s  price  cutting 
but  in  fact  has  grown  larger 
since  then. 

In  1992  Taiwan  shifted  fo¬ 
cus  from  desktop  systems  to 
building  notebooks  and 
manufacturing  components. 

Although  PC  desktop  vol¬ 
umes  fell  6%  in  1992-93,  note¬ 
book  volumes  were  up  76%. 

Graphics  card  shipments 
rose  by  21%,  and  LAN  card 
shipments  increased  by  13%, 
according  to  Taiwan’s  Insti¬ 
tute  for  Information  Indus¬ 
try. 

“When  Compaq  lowered 
prices,  it  did  not  squeeze  Tai¬ 
wanese  manufacturers.  It 
squeezed  American  resell¬ 
ers,”  said  Ming  Chien,  chair¬ 
man  of  First  International 
Computer,  Inc.,  a  subsidiary 
of  the  Taiwanese  company 
that  owns  Fremont,  Calif.- 
based  Everex  Systems,  Inc. 

Moreover,  Chien  claimed, 

Compaq’s  price  cuts  pushed 
some  U.S.  manufacturers  in¬ 
to  usingTaiwanese  parts. 

But  1992  did  have  an  im¬ 
pact  on  the  Taiwanese.  Pro¬ 
duction  value  growth  was  up 


only  1 4.8%,  compared  with  a  seven-year 
average  of  24.65%. 

Still,  Taiwan  today  produces  83%  of 
the  open  market’s  motherboards,  80% 
of  the  mice,  51%  of  the  monitors  and  49% 
of  the  keyboards.  These  figures  do  not 
reflect  worldwide  market  share  be¬ 
cause  companies  such  as  Apple  Com¬ 
puter,  Inc.,  Compaq  and  IBM  produce 
many  of  their  own  components. 

Strategy  falters 

Despite  its  success  and  re¬ 
silience,  Taiwan’s  $10  bil¬ 
lion  PC  business  faces  ma¬ 
jor  challenges.  For  one 
thing,  its  traditional  sell- 
ingpoint  is  slipping. 

Taiwan  has  based  its 
success  on  being  “the  ulti¬ 
mate  low-end  manufactur¬ 
ers,”  said  Leslie  Fiering, 
an  analyst  at  Gartner 
Group,  Inc.  in  Santa  Clara, 

Calif.  But  now,  “Taiwan  is 
losing  its  [cost]  edge. 

They’re  on  the  wane,  and  Malaysia  is 
the  optimum  spot.” 

For  example,  The  Acer  Group,  the  is¬ 
land’s  largest  PC  manufacturer,  has 
moved  production  overseas,  and  Mitac, 
Inc.  has  a  PC  plant  in  China. 

This  means  that  the  Taiwanese  will 
have  to  learn  how  to  compete  on  some¬ 
thing  other  than  price. 

“This  is  Taiwan’s  problem:  The  only 
thing  they  know  how  to  compete  on  is 
price.  They  don’t  know  how  to  do  any¬ 
thing  else,”  said  Andrew  M.  Seybold, 


wavers 

editor  in  chief  of  the  “Outlook  on  Profes¬ 
sional  Computing”  newsletter. 

The  Taiwanese  have  some  ideas, 
though,  including  the  following: 

•  Shifting  from  being  original  equip¬ 
ment  manufacturers  to  original  design 
manufacturers  (ODM),  meaning  they 
would  do  product  design  and  manufac¬ 
turing,  which  would  give  them  more 
control  over  customer  accounts.  It 
would  also  prevent  customers  from 
dropping  one  supplier  and 
moving  to  another  or  away 
from  Taiwan  entirely. 

•  Focusing  development  ef¬ 
forts  on  new  markets  such 
as  IBM’s  PowerPC  or  per¬ 
sonal  digital  assistants. 

•  Getting  into  the  software 
business,  largely  through 
cooperation  with  U.S.  com¬ 
panies. 

The  ODM  direction  holds 
the  most  promise  for  the 
Taiwanese,  who  generated 
$9.7  billion  in  hardware 
sales  last  year.  The  Taiwanese  are 
hawkingtheir  expertise  in  engineering, 
components  and  design  to  try  to  build 
long-term  relationships  with  custom¬ 
ers. 

“Going  ODM  gives  us  control,”  said 
Ing-Jen  Lee,  vice  president  and  general 
manager  of  sales  and  research  and  de¬ 
velopment  at  Twinhead,  Inc.  in  Hsin  Ti¬ 
en,  a  Taipei  suburb.  If  a  customer  drops 
a  product  or  does  not  meet  order  com¬ 
mitments,  “we  can  just  change  plastics 
and  go  sell  to  someone  else,”  Lee  said. 


Asia  inside 


PC  parts:  How  much  they  cost  and  where 
they  come  from 


Monitor 

ioo%  Taiwan 
Price:  $300 


Software 

(Windows  and  DOS) 
ioo%  U.S. 

Price:  $40 


Video  card 

50%  Taiwan 
30%  U.S. 

20%  Hong  Kong 
Price:  $50 


Memory 

(8M  bytes) 
50%  japan 
50%  Korea 
Price:  $400 


Processor 

(486DX466) 

Made  in  the  U.S.  but  then 
sent  to  Malaysia  to  be  put 
into  the  legs  and  packaged 
and  sent  back  to  the  U.S. 
Price:  $356 


Floppy  drive 

70%  Japan 
30%  Thailand 
Price:  $50 


Keyboard - 1 

40%  Taiwan 
30%  Thailand 
30%  U.S.  and 
South  America 
Price:  $30 

•Prices  for  OEMs  as  of  January  1994 


Case  and 
power  supply 

100%  Taiwan 
Price:  $70 


Mouse 

100%  Taiwan 
Price:  $30 


Motherboard 

40%  Taiwan 
40%  U.S. 

20%  Singapore 
Price:  $150 


Hard  disk  drive 

100%  Singapore 
Price:  $300 


Source:  Computer  Intelligence/  InfoCorp,  Santa  Clara.  Calif. 


WorldCup 

USA94 


Twinhead’s  Ing-Jen 

Lee  says  ODM  looks 
promising 
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with  VisualAge. 

Introducing* 


TM 


A  powerful  new  vision 
of  programming.™ 

Break  the  barrier.  Extend  the 
boundaries.  Free  yourself  from 
the  limits  of  what  procedural 
programming  can  accomplish. 
Get  out  of  the  code  mode  and 
into  the  VisualAge. 

VisualAge  is  IBM’s  power¬ 
ful  new  object-oriented  visual 
programming  tool  that  lets  you 
produce  scalable  client/server 
applications  without  rewriting 


yesterday’s  programs.  And  you 
can  do  it  with  amazing  speed. 

VisualAge  supports  devel¬ 
opment  approaches  that  reward 
code  reuse,  so  you  don’t  have  to 
spend  time  writing  code  you’ve 
already  written.  It  gives  you  pre¬ 
built,  standard-compliant  objects 
to  get  you  started,  intuitive  graph- 
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P5  History  Detail  -  Rltebauch,  Irene  8. 

Policy  n  I66WUM94  94/30 

Contact  PHone  n  (919)  857-4633  Customer  proIHe- 
Hflstory:  Description: 

9/25/93  New  car  New  automobile  was  purchase 

8/17/93  Auto  acclde  See  video  for  details  on  car.  ; 


6/1O/90  House  purer 
2/10/89  New  membe  « 


r Phone  Conversations— 


Initial  contact  (9/25/93) 
Policy  review  (9/30/93) 
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•  Multiple  selection  * 
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For  a  demonstration  diskette , 
call  1  800  3-IBM-OS2. 


ical  user  interface  tools,  and  the 
added  flexibility  of  a  completely 
integrated  Smalltalk  object-orient¬ 
ed  base.  And  it’s  so  extensible,  you 
can  even  write  your  own  add-ons. 

See  VisualAge  for  yourself. 
To  order  or  to  receive  a  VisualAge 
demonstration  diskette,  call 
1  800  3-IBM-OS2  (in  Canada, 

1  800  465-7999,  ext.  657)  or  see 
your  IBM  representative.  Well 
show  you  how  easy  it  is  to  make 
the  barriers  come  tumbling  down. 

Software  For 

0 BJECT-0 RIENTE D  PROG R A M M 1 NG 


IBM  is  a  registered  tradenuirk  and  kisualAge  and  A  powerful  new  vision  of  programming  are  trademarks  of  International  Business  Machines  Corporation.  C  1994  IBM  Corp. 


News 


ISSC  services  hitting  the  mark 


CONTINUED  FROM  PAGE  1 

Industry-specific  expertise  has  helped 
ISSC  and  other  IBM  services  units  land 
significant  contracts  in  the  three  years 
since  IBM  first  embarked  on  a  revenue 
growth  strategy  that  cast  services  in  a 
leading  role. 

For  example,  Southern  Pacific  could 
have  been  satisfied  with  any  of  its  bid¬ 
ders,  Matthews  said.  But  he  and  other 
members  of  the  selection  committee  felt 
IBM’s  railroad  industry  expertise  — 
combined  with  ISSC’s  aggressive  ap¬ 
proach  —  clinched  the  deal. 

“ISSC  was  hungry.  They  demonstrated 
to  us  that  they  would 
be  totally  committed 
to  making  this  a  suc¬ 
cess,”  he  added. 

Another  example 
can  be  found  at  the 
University  of  Miami, 
which  selected  the 
IBM  Consulting 
Group  two  years  ago 
to  help  it  create  a  stra¬ 
tegic  IS  road  map.  M. 

Lewis  Temares,  the 
school’s  vice  presi¬ 
dent  of  information 
resources,  said  he 
was  impressed  with 
his  IBM  account  man¬ 
ager’s  thorough  un¬ 
derstanding  of  the  information  technol¬ 
ogy  requirements  facing  academia. 

“What  was  particularly  good  was  that 
they  didn’t  try  to  tell  us  how  to  run  our 
business,”  Temares  said.  Rather,  the 
IBM  Consulting  Group  “guided  us  in  the 
right  direction.” 

Outsourcing  dropout 

Perot,  meanwhile,  has  all  but  dropped 
out  of  the  outsourcing  business,  accord- 
ingto  a  company  spokesman.  “We’ve  fall¬ 
en  from  outsourcing  because  we  don’t 
compete  well  with  IBM.  We  don’t  have  the 
deep  pockets,”  he  said. 

Two  years  ago,  Perot  tried  to  set  itself 
apart  from  other  out  sourcing  vendors  in 
the  transportation  industiy  when  it 
hired  Charles  Feld  —  then  chief  informa¬ 
tion  officer  at  Frito-Lay,  Inc. — to  oversee 
its  transportation  services  push  and 
help  it  win  a  facilities  management  con¬ 
tract  with  Burlington  Northern  Railroad 
Co.  But  after  less  than  two  months  on  the 
job,  Feld  left  Perot  to  become  interim  CIO 
at  Burlington  Northern. 

Several  IBM  customers  said  they  had 
signed  contracts  with  various  IBM  ser¬ 
vices  units  to  exploit  the  technology 
overlap  between  IBM  divisions. 

Iteebok  International  Ltd.,  for  exam¬ 
ple,  has  worked  extensively  with  ISSC  on 
assorted  projects  and  is  considering  the 
i nit  as  the  prime  contractor 
iu  a  forthcoming  project.  The  Stoughton, 
Mass  -based  athletic  shoe  maker  plans 
.•  idwide  telecommuni- 
e,:  Hons  infrastructure,  acco rding to  Tom 
Trainer,  vice  president  and  CIO. 

i  iu  i  said  Reebok  has  been  discuss¬ 
ing  the  project  with  several  telecom¬ 


munications  vendors,  including  Sprint 
Corp.,  AT&T  Corp.,  ISSC  and  Advantis, 
the  joint  venture  ISSC  formed  with  Sears, 
Roebuck  and  Co.  in  1992  to  provide  data 
and  voice  networking. 

Looking  for  experts 

For  Washington  Mutual  Savings  Bank,  a 
Seattle-based  bank  with  230  financial 
centers  in  Washington,  Oregon  and  Ida¬ 
ho,  the  choice  of  the  IBM  Consulting 
Group  in  July  1992  to  help  re-engineer  its 
loan  processes  was  based  on  the  group’s 
expertise  in  banking. 

Though  several  Big  Six  accounting 
firms  had  approached  the  bank  about  the 
project,  IBM  Consult¬ 
ing  Group  “knew 
what  they  were  doing; 
they  had  done  it  be¬ 
fore,  and  it  fit  into  our 
culture,”  said  Liane 
Wilson,  executive  vice 
president  of  opera¬ 
tions  and  administra¬ 
tion  at  the  bank, 
which  has  $16  billion 
in  assets. 

Since  its  inception 
in  May  1991,  ISSC  has 
landed  more  than  100 
outsourcing  con¬ 
tracts,  including 
deals  with  Southern 
Pacific,  Amtrak  and 
McDonnell  Douglas  Corp.,  according  to 
Dennie  M.  Welsh,  IBM  vice  president  and 
general  manager  of  its  Industry  Solu¬ 
tions  group. 

In  the  first  quarter  this  year,  IBM 
signed  more  than  4,000  U.S.-based  ser¬ 
vices  contracts,  Welsh  said,  including 
deals  to  provide  systems  integration, 
maintenance  and  technical-support  ser¬ 
vices.  Analysts  placed  ISSC’s  1993  reve¬ 
nue  at  $4.5  billion. 

For  its  part,  EDS  claims  to  have  ser¬ 
vices  expertise  in  39  industries,  includ¬ 
ing  manufacturing,  energy  and  telecom¬ 
munications,  according  to  Gail  Rig'ler, 
director  of  marketing  at  the  Plano,  Tex¬ 
as,  systems  integrator. 

“One  of  the  areas  I  believe  has  set  us 
apart  with  customers  is  the  fact  that  we 
have  people  who  are  extremely  experi¬ 
enced  in  [each]  industry,  not  so  much  in 
hardware  or  software  but  in  providing 
the  services  that  meet  the  needs  of  that 
industry,”  added  Rigler,  who  declined  to 
disclose  examples  of  EDS  contracts 
awarded  due  to  industry  expertise. 

Fighting  back 

Several  company  insiders  said  they  be¬ 
lieve  IBM’s  recently  renewed  effort  to  re¬ 
peal  the  1956  Consent  Decree  is  part  of  a 
master  plan  to  place  ISSC  under  IBM’s 
corporate  mantle  as  IBM’s  worldwide 
sales  organization  shifts  to  an  industry- 
focused  customer  account  model  in  the 
next  three  to  five  months. 

IBM  executives,  however,  dispute 
those  claims.  “ISSC  is  still  more  efficient 
stand-alone  than  it  would  be  as  part  of 
IBM,”  Welsh  said. 

Analysts  said  they  believe  IBM’s  ef¬ 


forts  to  have  the  Consent  Decree 
abolished  are  based  on  a  desire  to 
eliminate  market  confusion.  “I 
think  [IBM  Chairman  Louis] 
Gerstner  wants  to  place  the  IBM 
moniker  on  all  of  its  services  units 
and  take  advantage  of  that  strong 
brand  identity,”  said  Julie 
Schwartz,  director  of  professional 
services  at  Dataquest,  Inc.  in  Fra¬ 
mingham,  Mass. 

Under  the  decree,  IBM’s  ser¬ 
vices  subsidiaries  are  not  allowed 
to  carry  the  IBM  name,  nor  are 
they  permitted  to  receive  any 
price  breaks  on  equipment. 

Sam  Palmisano,  ISSC’s  presi¬ 
dent  and  chief  executive  officer, 
recently  said  the  abolition  of  the 
Consent  Decree  “would  help  our 
competitive  posture  dramatical¬ 
ly.”  Plus,  with  competitors  such  as 
Affiliated  Computer  Systems  and 
Sungard  Data  Systems,  Inc.  hav¬ 
ing  filed  antitrust  claims  against 
IBM  in  recent  years,  the  company 
has  yet  another  reason  to  push  for  the 
dismissal  of  the  court  order,  analysts 
said. 

Too  close  for  comfort 

For  example,  ISSC  contin¬ 
ues  to  tap  IBM  salespeople 
to  help  it  land  deals.  That 
type  of  relationship  is  a  little 
too  cozy  for  some  of  its  com¬ 
petitors. 

“What  IBM  is  doing  with 
ISSC  is  walking  on  egg 
shells,”  Schwartz  said. 

“Whenever  they  do  new 
business,  they  have  to  con¬ 
sider  the  Consent  Decree, 
and  it  would  be  nice  for  them 
to  get  tlois  monkey  off  their 
backs.” 

IBM  also  appears  to  have  erased  much 
of  the  doubt  surrounding  conflict-of- 
interest  issues  with  other  vendors  doing 


business  at  its  user  sites.  For  example, 
under  the  McDonnell  Douglas  contract, 
ISSC  is  managing  nearly  30,000  desktop 
seats  for  the  aerospace  giant,  including 
Intel  Corp.,  Motorola,  Inc.  and  Hewlett- 
Packard  Co.  workstations 
and  PCs. 

“There’s  a  willingness  by 
IBM  to  be  absolutely  flexi¬ 
ble,”  Trainer  said.  ‘“They 
haven’t  come  in  with  a  cook¬ 
ie-cutter  approach.  They 
will  literally  take  a  systems 
integration  job  with  DEC  or 
HP  equipment.” 

A  telling  sign  of  that  flexi¬ 
bility,  Trainer  added,  lies  in 
IBM’s  reconstructed  com¬ 
pensation  structure. 
Trainer  pointed  out  that 
“55%  of  our  IBM  account  managers’  com¬ 
pensation  is  based  on  meeting  customer 
satisfaction.” 


Profitability  peristalsis 


As  IBM  works  to  recover  from  its 
devastating  $8  billion  loss  last 
year,  its  services  businesses 
are  facing  increased  pressure 
to  deliver  higher  profitability  more 
quickly,  accordingto  sources  close  to 
the  company. 

Even  though  gross  profit  margins 
for  IBM’s  services  were  a  healthy 
14.7%,  or  $1 .43  billion,  last  year,  ana¬ 
lysts  remain  cautious  about  IBM’s 
ability  to  replace  its  once-vaunted 
hardware  profits  with  services  in¬ 
come.  IBM’s  services  are  “headed  in 
the  right  direction,  but  they  haven’t 
turned  the  corner  yet,”  said  Marc  But- 
lein,  chairman  of  Meta  Group,  Inc.  in 
Westport,  Conn. 

Other  industry  observers  said  they 
believe  ISSC  underbid  on  many  poten¬ 
tial  outsourcingcontracts  in  its  first 
two  years  as  part  of  its  effort  to  estab¬ 
lish  a  customer  base.  ISSC  tallied  an 


estimated  $4.5  billion  in  revenue  last 
year. 

Robert  C.  Timpson,  general  manag¬ 
er  of  the  Finance  Industry  group  at 
IBM  U.S.,  disputed  claims  that  ISSC 
underbid  on  contracts  to  win  market 
share.  But  he  acknowledged  that  IBM 
“in  some  cases  may  have  underesti¬ 
mated  the  size”  of  individual  out¬ 
sourcingcontracts. 

Timpson  added  that  the  newly  cost- 
conscious  IBM  is  now  “biddingcom- 
petitivelybut  in  away  that  won’t  sur¬ 
prise  us  six  months  later.” 

While  many  industry  pundits  have 
a  bearish  outlook  on  ISSC’s  profitabil¬ 
ity,  the  outsourcing  unit’s  30%-plus 
revenue  growth  in  each  of  the  past 
three  years  “has  unquestionably 
been  the  most  successful  part  of  IBM,” 
said  Robert  Djurdjevic,  president  of 
Annex  Research,  Inc.  in  Phoenix. 

— Thomas  Hoffman 


Tom  framer  plans  to  overhaul 
Reebok 's  global  telecommunica¬ 
tions  infrastructure 


“ISSC  was 
hungry.  They 
demonstrated  to 
us  that  they 
would  be  totally 
committed  to 
making  this  a 
success.” 

—  Thomas  J. 

Matthews 
Southern  Pacific 
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The 


Now  there’s  a  great  new  way  to  live 
off  the  LAN.  Whether  you’re  head¬ 
ing  out  of  town  or  just  heading 
home,  LAN  Distance  lets  you  easily 
connect  to  your  office  network  from 

your  Windows™  or  OS/2®  remote  PC. 

Use  LAN  Distance  to  dial  into  the  LAN 
and  do  everything  you  could  do  if  you  were  at 
the  office.  It’s  your  network  node  on  the  road. 

An  in-house  network  in  your  house. 

With  hostlike  security  features,  the  integrity  of  your 
LAN  resources  is  rock  solid.  LAN  Distance  even  filters 
and  directs  WAN  traffic  to  minimize  gridlock,  so  your 
road  node  can  really  move. 

All  you  need  is  the  modem— LAN  Distance 
is  a  software-only  solution.  And  since  it’s  network 
operating  system 
independent,  it  works 
with  IBM 
Novell 

or  more  information,  call  1 800  3-IBM-OS2. 

In  Canada,  call  1 800  465-7999 


Artiso 


Shorten  the  distance  between  you  and  your  LAN— make  the 
LAN  Distance  call. 


. 

IBM 

DCA 

Shiva 

Novell  NetWare 

How  they  compare: 

LAN  Distance 

Remote  LAN  Node 

LAN  Rover 

Connect 

Connectivity  Options 

Remote  to  LAN 

Yes 

Yes 

Yes 

Yes 

Remote  to  Remote 

Yes 

No 

No 

No 

LAN  to  Remote 

Yes 

No 

No 

Yes 

LAN  to  LAN 

Yes 

No 

No 

Yes 

Remote  Connectivity 

Sync,  ISDN,  X.25 
(In  addition  to  ASYNC) 

Yes 

No 

No 

Yes 

LAN  Application  Interfaces 

NetBIOS,  NetBEUI,  802.2 
(In  addition  to  IP  and  IPX) 

Yes 

Yes 

Yes 

No 

Security 

WS  Addr.,  Sec.  Admin., 

Yes 

No 

No 

No 

Logon  Policies, 

Logon  Day/Time 

(In  addition  to  User  ID, 
Password  and  Callback) 

And  the  next  time  you  hit  the 
road,  it’ll  be  like  you  never  left. 

We  ’re  in  the  business 
of  connecting  yours. 

jack. 


This  ad  was  created  by  UNTAS  and  get  to  this  publication  on  time  using  DOS.  Windows  and  OS/2  programs  running  on  OS/2  IBM  and  OS/2  are  registered  trademarks  of  International  Business 
Machines  Corporation.  Windows  is  a  trademark  of  Microsoft  Corp.  All  other  products  are  trademarks  or  registered  trademarks  of  their  respective  companies.  ©  1994  IBM  Corp 
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Dell  explains  uptick 

At  a  shareholder  meeting 
last  week  Dell  Computer 
Cor]).  Chairman  Michael 
Dell  attributed  the  firm’s  un¬ 
proved  financial  results  for 
the  second  half  of  fiscal  1994 
to  a  companywide  focus  on 
liquidity  and  managed,  prof¬ 
itable  growth.  He  said  many 
of  the  product  and  infra¬ 
structure  challenges  that 
have  plagued  the  firm  were 
being  fixed.  Dell  also  ex¬ 
pressed  “guarded  opti¬ 
mism”  regarding  longer- 
term  growth. 

BBNtobuy  BARRnet 

Bolt,  Beranek  and  New¬ 
man,  Inc.  (BBN)  said  it  will 
acquire  from  Stanford  Uni¬ 
versity  the  Bay  Area  Re¬ 
gional  Research  Network 
(BARRnet)  for  an  undis¬ 
closed  sum.  The  deal  will  let 
BBN  merge  its  New  England 
NEARnet  operation  with 
BARRnet,  creating  a  bi¬ 
coastal  provider  of  Internet 
sendees. 

DEC  confirms  talks 

Digital  Equipment  Corp. 

confirmed  it  is  negotiating 
with  MCI  Metro  to  purchase 
Digital’s  internal  fiber  net¬ 
work  and  associated  equip¬ 
ment.  The  talks  are  fueling 
further  rumors  that  MCI  will 
take  a  minority  stake  in  Dig¬ 
ital.  In  related  news,  another 
Digital  executive  has  re¬ 
signed:  Adriana  Stadecker, 
former  vice  president  of  ex¬ 
ecutive  operations  and  a 
close  aide  to  Chief  Executive 
Officer  Robert  Palmer. 

SHORT  TAKES  Bell  Micro¬ 
products,  Inc.  withdrew  a 
planned  public  offering  “in 
light  of  the  reduced  trading 
price  of  the  company’s  com¬ 
mon  stock.” . . .  The  storage 
:  nit  at  Digital  changed  the 
name  of  its  OEM  disk  and 
tape  business  to  Avastor. 

Equifax,  Jnc.  said  it  will 
acquire  FBS  Software  in  a 
st  ock-for-stock  transaction. 

. . .  Electronic  Arts  found¬ 
er  W  M.  “Trip”  Hawkins  will 
not  stand  for  reelection  as 
chairman.  He  reportedly 
plans  to  refocus  on  his  mul¬ 
timedia  start-up  3DO  Corp. 


Lotus  stock  takes  it  on  the  chin 


Lower  earnings  trigger  backlash 

By  William  Brandel 


■  Demonstrating  an  increasing  vulnerability  in  the  desktop  ap¬ 
plications  market,  Lotus  Development  Corp.  last  week  told  a 
clearly  disappointed  Wall  Street  that  it  would  not  meet  analyst 
projections  for  its  second  quarter  due  to  lackluster  sales  of  its 
desktop  products. 

As  a  result,  the  Cambridge,  Mass.,  de¬ 
veloper  said  it  expected  to  report  sales 
of  approximately  $1.80  to  $2  per  share  for 
its  fiscal  year.  Analysts  had  expected  $2 
to  $2.15  per  share  for  the  1995  fiscal  year, 
and  the  market  responded  to  the  news  by 
harshly  punishing  Lotus’  stock. 

Chief  Financial  Officer  Ed  Gillis  said 
Lotus  would  now  report  revenue  of  $240 
million  to  $250  million  for  its  second 
quarter  ending  July  2.  Lotus  is  slated  to 
report  its  official  earnings  for  the  quarter 
on  July  19. 

The  day  after  the  announcement, 

Lotus’  stock  plunged  13.5  points  —  a  drop 
in  value  of  more  than  25%.  At  $37,  the 
company’s  shares  are  now  worth  less 
than  half  the  $86.50  share  price  they 
fetched  on  March  18. 

Who’s  buying? 

“Lotus  has  a  demand-side  problem  for  its  desktop  products,”  said 
Paul  Johnson,  an  analyst  at  Robertson  Stephens  &  Co.,  a  Wall 
Street  brokerage.  Desktop  applications  provide  about  70%  of 
Lotus’  sales.  Johnson  has  lowered  his  estimate  of  Lotus’  1995  fis¬ 
cal  year  from  $2.20  per  share  to  $1.80  per  share. 


Although  Lotus  termed  the  expected  revenue  drop  a  “one 
quarter”  issue,  Johnson  said  Lotus’  problem  is  exacerbated  by 
the  loss  of  market  share  to  Microsoft  Corp.  applications  and  an 
overall  revenue  growth  slowdown  in  the  Windows  application 
market. 

The  company  is  perceived  as  being  under  increasing  pressure 
from  Microsoft,  and  soon  WordPerfect  Corp.,  for  the  desktop  ap¬ 
plications  market.  Microsoft  shipped  a  new  version  of  its  Office 

application  suite,  Version  4.1,  earlier  this 
year.  Microsoft  dominates  between  75% 
and  80%  of  the  desktop  applications  mar¬ 
ket.  WordPerfect  is  expected  to  deliver  a 
dramatically  improved  version  of  its  ap¬ 
plication  suites  in  the  comingweeks. 


Expected  shipments 

Meanwhile,  Lotus  will  not  refresh  its 
SmartSuite  and  desktop  applications 
until  August.  It  said  it  would  ship  1-2-3 
for  Windows  Version  5.0,  1-2-3  for  DOS 
Version  4.0,  Approach  3.0,  Freelance 
Graphics  2.1,  Ami  Pro  3.1  and  the  new 
SmartSuite  before  the  end  of  August. 

Also,  there  is  some  concern  that  Lotus 
customers  might  skip  this  latest  round  of 
upgrades  to  wait  for  versions  based  on 
Microsoft’s  forthcoming  next  generation 
Windows  environment,  called  Chicago. 
As  a  result,  some  analysts  are  skeptical 
that  the  revenue  shortfall  will  be  limited  to  one  quarter. 

Johnson  said  he  did  not  expect  the  stock  drop  to  kill  Lotus’  in¬ 
tended  acquisition  of  SoftSwitch,  Inc.  The  deal  calls  for  Lotus  to 
pay  1.3  million  shares  for  the  company.  It  is  expected  to  close  in 
August. 


Lotus  prepares  SmartSuite  upgrade.  See  page  40. 


Closing  stock  prices 


Lotus’  stock  is  on  a  roller-coaster  ride 
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Microsoft  settles  for  piece  of  the  Stac 


By  Stuart  J.  Johnston 

REDMOND,  WASH. 


If  you  can’t  beat  ’em,  buy  ’em.  That  appears 
to  be  the  message  Microsoft  Corp.  put  out 
last  week  when  it  announced  it  had  settled 
its  long-running  patent  and  trade  secret 
dispute  with  Stac  Electronics. 

Under  the  terms  of  the  settlement,  Micro¬ 
soft  agreed  to  purchase  15%  of  the  Carls¬ 
bad,  Calif.-based  disk  compression  tech¬ 
nology  firm  for  $39.9  million  and  to  pay  an 
additional  $43  million  in  royalties  at  a  rate 
of$l  million  per  month. 

Both  companies  dropped  their  court- 
awarded  judgments  against  the  other  — 
$120  million  against  Microsoft  and  $13  mil¬ 
lion  against  Stac  —  and  agreed  to  cross- 
license  each  other’s  technologies. 

Don’t  worry 

Microsoft  officials  said  it  is  still  unclear 
whether  Chicago,  the  company’s  next  ver¬ 
sion  of  Windows,  will  include  Stac’s  data 
compression  or  a  similar  technology  Mi¬ 
crosoft  developed  itself  and  released  earli¬ 
er  this  month  in  MS-DOS  6.22  [CW,  June  13]. 
Officials  did  say,  however,  that  users 


should  not  be  concerned  because  Micro¬ 
soft  will  provide  whatever  support  is  nec¬ 
essary. 


Rocky  road 


Events  precedingthe  Stac/Microsoft 
deal  include  the  following' 

January  1993  —  Stac  sues  Microsoft 
for  patent  infringement. 

February"  1993  —  Microsoft  counter¬ 
sues. 

February  1994  —  A  California  jury 
finds  Microsoft  guilty  of  patent  in¬ 
fringement  and  Stac  guilty  of  trade 
secret  theft;  grants  Stac  $120  million 
and  Microsoft  $13  million. 

June  1994 — Judge  orders  Microsoft 
to  recall  all  copies  of  MS-DOS  6.0 
and  6.2. 

June  1994  —  Microsoft  and  Stac  set¬ 
tle;  Microsoft  buys  15%  of  Stac  and 
agrees  to  pay  royalties;  both  compa¬ 
nies  cross-license  technologies. 


In  February,  the  Redmond,  Wash.-based 
software  Goliath  lost  a  court  challenge  that 
charged  that  the  DoubleSpace  disk  com¬ 
pression  in  MS-DOS  6.0  and  6.2  infringed  on 
Stac’s  Stacker  technology. 

Earlier  this  month,  a  federal  court  judge 
granted  Stac  ■ —  which  had  loudly  com¬ 
pared  itself  to  the  biblical  David  and  its  suit 
to  a  moral  battle  with  the  forces  of  evil  — 
an  order  forcing  Microsoft  to  recall  all  un¬ 
sold  infringing  products  worldwide.  That 
included  OEM  PCs  with  preloaded  DOS  as 
well  as  shrink-wrapped  copies  on  store 
shelves  and  in  warehouses. 

Symbiosis 

Under  last  week’s  surprise  agreement,  the 
two  companies  have  access  to  each  other’s 
disk  compression  technologies  for  a  period 
of  five  years.  Stac  also  received  a  license 
for  Microsoft’s  DOS  preload  feature.  Stac’s 
copying  of  that  feature  had  led  to  a  jury  ver¬ 
dict  in  February  concluding  that  Stac  had 
stolen  Microsoft  trade  secrets. 

Paul  Maritz,  Microsoft  senior  vice  presi¬ 
dent  of  systems,  said  the  company  chose  to 
settle  in  order  to  end  any  concern  on  the 
part  of  customers  and  users. 
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octane 


Want  to  pump  17  up  the  performance  of 
your  PC?  Fill  ’er  up  with  PC  DOS  6.3.  IBM’s 
award-winning  PC  DOS  is  compatible  with 
previous  DOS  versions,  including  MS-DOS!  But 
PC  DOS  6.3  delivers  more  function,  with  an 
unmatched  range  of  built-in  utilities: 

m  #IBM  AntiVirus;  integrated  compression 

tor  vour 


Includes:  disk  compression. 
IBM  anti-virus,  PCMCIA, 
memory  optimizer 
and  more. 


technology  that’s  safe,  w  fast  and  DoubleSpace" 
compatible;  Central  Point®’s  full-screen  backup 
including  tape  support;  memory  optimizer;  full 
screen  editor;  CD-ROM  support  and  more.  And 
to  top  it  all  off,  PC  DOS  will  really 
get  your  Windows™  whirring. 


WHAT’S  UNDER  THE  HOOD? 

PC  DOS  6.3 

MS-DOS  6.21 

Integrated  compression. 

YES 

NO 

Dynamic  memory  optimizer. 

YES 

NO 

Number  of  viruses  that 
can  be  detected. 

2000 

800 

Full-featured  backup  support. 

YES 

NO 

Program  scheduler. 

YES 

NO 

PCMCIA  and  Pen  support 
features  for  mobile  users. 

YES 

NO 

Version  6.3  3.5"  Disks  Upgrade  Edition 

With  PC  DOS  6.3  under  the  hood,  you  can 
shift  your  hardware  and  software  into  high  gear. 

To  order  or  to  find  out  more, 
call  1  800  342-6672. 

In  Canada,  call  1  800  465-7999.  PC  DOS  6.3  is 
also  available  at  local 
software  dealers. 


IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation.  MS-DOS  is  a  registered  trademark  and  Windows  is  a  trademark  of  Microsoft  Corporation  All  other  products 
are  trademarks  or  registered  trademarks  of  their  respective  companies.  ©  1994  IBM  Corp 


Viewpoint 


Hype-ochondria 

About  eight  years  ago,  one  of  our 

writers  would  show  up  daily,  strap  on  a  weighty  lead 
shield  that  resembled  a  flak  jacket  and  lower  her  sev- 
eral-months-pregnant  self  into  her  chair  to  work. 

Scared  silly  by  groups  like  the  National  Organiza¬ 
tion  for  Women  and  9  to  5,  this  woman  believed  that 
harmful  radiation  emanating  from  her  computer 
screen  would  endanger  her  child.  Despite  the  fact  that 
there  was  no  credible  evidence  to  that  end.  Despite 
the  fact  that  the  TV  she  and  millions  of  others  watched 
nightly  emitted  more  “harmful”  radiation  than  did  the 
VDT. 

Do  you  ever  wonder  why  the  furor  over  VDT  emis¬ 
sions  petered  out  to  a  barely  audible  whimper?  The 
hysteria  was  quelled  by  a  lack  of  evidence. 

More  recently,  the  ergonomics  movement  has 
drawn  ahead  on  repetitive  stress  injury  (RSI),  a  very 
real  disorder  caused  by  faulty  keyboard  design 
and/or  bad  typing  habits.  This  time  it  isn’t  national 
groups  but  various  vendors  that  are  tryingto  exploit 
the  situation. 

Specifically,  there’s  a  flood 
of  products  designed  to  ease 
the  pain  of  RSI.  Yet  many  of 
them  do  not  work  as  represent¬ 
ed,  and  some  can  even  exacer¬ 
bate  the  symptoms  of  RSI  [CW, 

June  6], 

Responsible  ergonomics  ex¬ 
perts  recommend  solutions 
that  are  surprisingly  similar  to 
what  the  same  responsible 
people  said  about  the  work¬ 
place  symptoms  erroneously  attributed  to  VDT  radia¬ 
tion — common  sense  about  posture,  lighting,  work 
breaks  and  ergonomic  furniture. 

Wherever  hysteria  can  be  created,  there  will  be 
those  ready  and  willingto  exploit  it.  Better  to  head 
them  off  at  the  pass  and  make  the  workplace  more 
productive  with  reasonable  approaches  to  safety. 

***** 


Corps  solution 

Recently  in  this  space  we  put  out  a  call  to  arms  to  IS 
professionals  to  get  directly  involved  with  public  edu¬ 
cation  by  sharing  their  knowledge  and  time  with  local 
schools  [“Back  to  school,”  CW,  May  30], 

Computerworld  is  working  with  the  White  House 
Office  of  Science  and  Technology  on  the  U.S.  Tech 
Corps,  a  proactive  effort  to  help  local  schools  imple¬ 
ment  technology;  Through  our  publisher,  Gary  Beach, 
we  are  seeking  comments  and  input  from  business 
and  IS  leaders  as  well  as  from  government  officials. 

The  bottom  line  is  this:  Throughout  the  country  a 
combination  of  tight  budgets  and  a  shortage  of  tech¬ 
nical  skills  are  conspiring  to  forestall  computer  edu¬ 
cation  and  deprive  tomorrow’s  leaders  of  tools  they’ll 
need  to  compete. 

Modeled  after  the  Peace  Corps,  the  U.S.  Tech  Corps 
will  rally  the  skills  of  some  1.9  million  computer  pro¬ 
fessionals  to  assist  schools  in  planning  and  imple- 
m  n  i  ing  information  technology  with  the  most  valued 
contribution  of  all  —  time  and  expertise. 

If  you  want  to  be  a  part  of  this  effort,  share  your 
id<  'as  wi  th  us  by  writing  to  Gary  Beach  on  the  Internet 
al  ust<  ch(§  cw.com.  Let’s  roll  up  our  sleeves  and  do 
the  right  thing. 

Bill  Laberis,  Editor  in  Chief 


This  API  is  no  help 

I  hope  Frank  Dzubeck  was  mis¬ 
quoted  or  misunderstood  in  “IBM 
eyes  new  APIs”  [CW,  May  30],  If 
not,  then  it  appears  IBM  still  just 
doesn’t  get  it.  Developing  applica¬ 
tions  to  take  advantage  of  an  oper¬ 
ating  system  is  inconsistent  with 
providing  value  to  end  users  or  ap¬ 
plication  developers. 

The  microkernel,  like  main¬ 
frame  VM,  exists  to  leverage  exist¬ 
ing  applications  onto  a  hardware 
platform  by  running  multiple  oper¬ 
ating  environments  concurrently 
and  transparently  (VM  called 
them  virtual  machines;  the  micro¬ 
kernel  calls  them  personalities). 
The  microkernel  advantage  is 
much  less  obvious  to  an  end  user 
or  application  developer. 

As  an  end  user,  I  don’t  believe  I 
want  or  need  multiple  personal¬ 
ities  on  my  desktop.  To  the  extent 
that  an  application  has  to  be 
“adapted”  to  the  microkernel,  its 
value  to  me,  and  to  the  application 
developer,  is  diminished. 

Until  there  are  hard  delivery 
dates  and  verifiable  performance 
data,  I’ll  be  able  to  contain  my  en¬ 
thusiasm  for  the  microkernel. 

Bob  Blake 
Ridgefield,  Conn. 

Have  faith  in  CA 

I  need  to  clarify  my  comments  that 
appeared  in  your  May  30  issue 
[“ASK  customers  ponder  future  of 
products  following  CA  buyout”] . 

As  an  ASK  MANMAN  customer,  I 
am  naturally  concerned  over  the 
direction  that  Computer  Asso¬ 
ciates  will  take  with  the  assimila¬ 
tion  of  The  ASK  Group.  However, 
the  article  makes  it  appear  that  I 


do  not  believe  that  CA  has  any 
hope  of  building  a  positive  rela¬ 
tionship  with  the  current  installed 
base.  This  is  untrue. 

In  my  discussions  with  CA  and 
ASK,  they  have  committed  to  con¬ 
tinuing  the  superior  relationship 
ASK  has  enjoyed  with  its  custom¬ 
ers.  Radical  staff  reductions  in  the 
R&D  and  customer  service  areas 
would  not  support  this  pledge,  and 
I  do  not  believe  it  is  their  current 
plan. 

It  is  in  the  best  interest  of  my 
company  and  of  other  ASK  users 
to  ensure  that  CA  meets  its  com¬ 
mitment  to  customer  satisfaction. 
I  encourage  all  ASK  customers  to 
approach  the  acquisition  with  an 
open  mind  and  to  provide  CA  with 
direct,  constructive  feedback  on 
its  progress. 

Michael  Campbell 
Fremont,  Calif. 


Spread  the  word 

Your  editorial  about  donat¬ 
ing  computers  to  local 
school  systems  [“Back  to 
school,”  May  30]  is  right  on 
target.  The  donation  of  your 
old  equipment  to  schools  is 
a  wonderful  idea,  particu¬ 
larly  if  there  is  someone  in 
these  schools  with  the 
knowledge  to  put  the  equip¬ 
ment  to  use. 

There  are  also  many  fine 
nonprofit  organizations  that 
would  be  grateful  for  your 
donations.  There  are  many 
people  out  there  who  have 
never  had  the  opportunity  to 
learn. 

Clemma  C.  Wilson 
Atlanta 


Tests  won’t  tell  all 

Regarding  “Industry  debates  cer¬ 
tification”  [CW,  May  2  ],  there  is  no 
substitute  for  talent  and  experi¬ 
ence.  No  licensing  test  can  prove 
it.  A  test  also  won’t  prove  that  the 
license  holder  has  that  other  nec¬ 
essary  ingredient  —  common 
sense. 

I’ve  known  folks  with  computer 
science  degrees  who  can’t  debug 
their  way  out  of  a  paper  bag  and 
MBAs  who  lack  common  sense  and 
whose  system  designs  are  too  con¬ 
voluted  to  work.  By  the  same  to¬ 
ken,  there  are  many  in  the  profes¬ 
sion  without  degrees  who  are 
absolutely  outstanding  develop¬ 
ers. 

Mandatory  licensing  will  create 
yet  another  government  bureau¬ 
cracy  at  taxpayers’  expense.  It  will 
probably  increase  the  rates  the  li¬ 
cense  holders  can  charge  for  their 
services.  What  it  won’t  do  is  ac¬ 
complish  its  primary  purpose  — 
ensuring  robust,  bug-free  soft¬ 
ware  products. 

Sue  La  la  ma 
Concord,  Calif. 
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■  Computerworld  welcomes  comments 
from  its  readers.  Letters  may  be  edited  for 
brevity  and  clarity  and  should  be  ad¬ 
dressed  to  Bill  Laberis,  Editor  in  Chief, 
Computerworld,  P.0.  Box  9171,  375  Co- 
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Viewpoint 


Can  we  talk — in  person? 


I’ve  finally  given  in.  After  fighting  it  for 
years,  I  now  have  E-mail.  And  voice  mail. 
And  a  fax  machine.  With  a  computer  at 
the  office,  one  at  home  and  a  laptop  for 
the  road,  I’m  wired  and  networked  to  the 
hilt,  loaded  for  bear  in  this  fiber-optic 
world. 

You  know  what  I’ve  discovered?  Everybody’s 
sending  me  information,  but  nobody  talks  to 
me  anymore.  The  great  irony  is  that  with  all 
we  hear  about  the 
information  super¬ 
highway  and  data 
streaking  across 
the  world,  people 
are  hunkered  over 
their  workstations 
and  are  talking  to 
one  another  less 
and  less. 

This  struck  me 
most  powerfully  one 
day  when  I  got  up 
from  my  whiz-bang'  workstation  and  decided 
to  engage  in  that  ancient  ritual  of  leadership, 
“management  by  walking  around.”  With  1,000 
people  working  where  I  do  and  7,500  student 
customers,  this  has  been  a  useful  way  to  stay 
in touch. 

Five  years  ago,  when  I  walked  through  the 
administration  building,  75%  of  the  people 
would  look  up  from  their  work  and  talk  to  me. 


David  Davenport 

This  time,  all  eyes  were  focused  on  cursors  — 
there  wasn’t  a  moment  of  human  contact.  So 
much  for  my  walk. 

Later  it  occurred  to  me  that  many  on  that 
particular  floor  are  fund-raisers  and  public  re¬ 
lations  people  whose  constituencies  are  be¬ 
yond  our  walls.  How,  I  wondered,  can  we  make 
the  personal  contacts  and  connections  that 
warm  people  toward  our  institution  if  they’re 
using  only  computers,  faxes  and  E-mail?  We 

can’t. 

The  trick  about  all 
these  devices  is  they 
make  you  look  like, 
and  even  feel  like,  you 
are  communicating 
when  often  you  are 
not.  After  tapping  key¬ 
boards  and  communi¬ 
cating  through  mo¬ 
dems  all  day,  we  can  go 
home  properly  ex¬ 
hausted  and  feelingef- 
fective,  the  warrior  class  of  the  new  informa¬ 
tion  age.  In  fact,  those  of  us  in  people-oriented 
fields  now  often  make  it  through  a  day  without 
any  person-to-person  communication. 

We  cruise  on  the  information  superhighway, 
but  lo  and  behold,  most  of  us  no  longer  deal  di¬ 
rectly  with  one  another,  and  the  person-to-per- 
son  side  of  our  work  is  becoming  the  road  less 
traveled.  On  my  university’s  organizational 


chart,  I  have  moved  from  the  box  at  the  top  of  a 
pyramid  to  a  dot  in  the  center  of  a  circle.  Part 
of  the  reason  for  this  nonhierarchical  arrange¬ 
ment  is  to  foster  communication.  But  what  I’m 
finding  fostered  is  more  communication,  not 
better.  Sometimes  I  feel  like  the  “Midnight 
Cowboy”  who  left  the  quiet  ranch  for  New  York, 
only  to  find  that  “everybody’s  talkin’  at  me.” 
Except  they’re  faxin’.  E-mailin’  and  voice 
mailin’  at  me.  More  talkin’  at  me  would  be  wel¬ 
come! 

In  the  future,  more  people  will  work  from 
home.  We’ll  share  data  and  coexist  on  interac¬ 
tive,  on-line,  electronic  networks.  Translation: 
User  friendliness  will  replace  people  friendli¬ 
ness.  Not  to  worry.  The  breakthrough  with  CD- 
ROM  into  virtual  reality  may  lead  us  to  virtual 
relationships. 

Add  it  up  and  we’re  redefining  the  word  com¬ 
municate.  We  don’t  talk;  we  share  data.  Yes,  we 
are  transcending  the  barriers  of  time,  space 
and  form.  But  that  had  better  not  make  the 
handshake  obsolete.  Lookingup  from  the  com¬ 
puter  screen,  talking  to  our  colleagues  and  ac¬ 
tually  calling  on  the  customer  still  work  better 
than  anything  so  far  from  Microsoft. 

They  say  it  is  the  simple  idea  that  has  stay¬ 
ing  power.  How  about  this:  We  all  switch  our 
computers  off  for  one  hour  tomorrow  and  talk. 


Davenport,  an  attorney,  is  president  of  Pepperdine 
University  in  Malibu,  Calif. 


People  may 
often  make  it 
through  a  clay 
without  any 
person-to- 
person  com¬ 
munication. 


Business  objects:  The  key  to  interoperability 


hat  are  the  two  toughest  issues 
facing  most  of  us  today?  Deliver¬ 
ing  useful,  timely  information  to 
our  businesses  and  downsizing 
our  legacy  applications  to  lower- 
cost,  more  flexible  platforms. 

Most  organizations  are  making 
progress  in  both  areas,  but  the  process  is  slow 
and  painful.  However,  you  can  speed  up  the 
pace  by  focusing  on  business  objects. 

Business  objects  are  the  terms  your  busi¬ 
ness  people  use  each  day — terms  such  as  “re¬ 
tail  customers”  and  “distributors.”  They  may 
be  artifacts  such  as  “insurance  policy”  and 
“contract.”  They  may  be  actions  such  as  “with¬ 
drawal”  and  “deposit”  or  concepts  such  as 
“risk  management,”  “benefit”  and  “asset.” 

“Now  wait  a  minute,”  I  hear  you  saying.  “Are 
these  business  objects  any  different  from  the 
data  dictionaries  I  already  have?”  Yes  and  no. 
It’s  true  that  business  objects  sometimes  map 
to  existing  data  definitions  for  concepts  such 
as  “customers”  and  “products.”  But  many  of 
these  concepts  and  actions  are  not,  in  fact, 
codified  in  any  dictionaiy.  They  are  stored  in 
the  mental  models  of  your  business  people, 
and  there  are  undoubtedly  several  alternate 
and  equally  legitimate  definitions. 

For  example,  at  an  organization  such  as  Citi¬ 
bank,  the  definition  of  “risk  management”  will 
vary  by  product  line  and  by  geography.  It  is 


Patricia  B.  Seybold 

very  difficult  to  objectify  on  a  global  basis.  And 
it  probably  can’t  be  homogenized  into  one  sim¬ 
ple  formula  to  be  applied  across  the  board. 

An  information  warehouse  or  a  meta-data 
dictionary  in  a  repository  is  not  going  to  cap¬ 
ture  the  real  assets  of  your  business — the  cod¬ 
ified  knowledge  of  the  people  who  make  up  the 
organization  —  un¬ 
less  you  realize  that 
your  job  is  to  serve 
the  business,  not  the 
programmers.  On 
the  other  hand,  if  you 
do  define  your  core 
business  processes, 
key  business  rules 
and  information  ob¬ 
jects  (there  won’t  be 
more  than  a  hundred 
or  so)  and  store  them 
in  an  easily  accessi¬ 
ble  (by  business  people)  and  revisable  form, 
you’ll  have  a  truly  useful  repository  of  reusable 
corporate  knowledge. 

So  howrdo  you  capture  and  codify  your  busi¬ 
ness  objects?  First,  it’s  important  to  do  this 
work  as  part  of  an  actual  development  project, 
not  as  an  intellectual  or  infrastructural  exer¬ 
cise.  Business  objects  will  pop  up  during  any 
business  process  redesign  effort. 

Another  wfay  to  capture  business  object  def¬ 


initions  is  in  the  design  of  executive  or  employ¬ 
ee  information  systems  (EIS).  What  are  you  do¬ 
ing  when  you  design  an  EIS?  Capturing  em¬ 
ployees’  mental  models  in  software  and 
mappingthose  against  legacy  data. 

Once  you  have  business  objects,  they  pro¬ 
vide  the  keys  to  unlock  your  legacy  data.  Busi¬ 
ness  users  are  telling 
you  which  informa¬ 
tion  objects  are 
meaningful  to  them. 
Often,  you  can  deliver 
those  objects  to  the 
desktop  through  a 
simple  query.  At  other 
times,  you  can  encap¬ 
sulate  legacy  opera¬ 
tions  such  as  CICS 
transactions.  Gener¬ 
ally,  you’ll  need  some 
form  of  middleware  to 
encapsulate  legacy  data  as  objects  and  inte¬ 
grate  it  into  your  new  applications. 

So  start  capturing  business  objects  as  a  by¬ 
product  of  your  business  process  redesign  and 
your  decision  support  activities.  You’ll  be 
building  a  valuable  asset  for  your  company. 


Seybold  is  president  of  Patricia  Seybold  Group  in  Bos¬ 
ton.  Her  Notes  address  is  Patricia  SeyboldtaPSOCG. 
Her  Internet  address  is  PSeybold@PSGroup.com. 


A  well-executed 
business 
objects  strategy 
gives  you  a 
truly  useful 
repository  of 
reusable 
corporate  knowledge 
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A  MYTH  EXPLODED!  AUDITED  TESTS  SHOW  THAT  TANDEM  HIMALAYA  SERVERS  DELIVER  50% 
MORE  PERFORMANCE-AT  25%  LESS  COST-THAN  COMPARARLE  MODELS  FROM  HP. 


The  independently 
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COST  COMPARISON 


audited  TPC-C  bench-  $3000 


mark  is  the  best  recog-  52500 


nized  test  available  for 
evaluating  the  perfor¬ 
mance  and  cost  of 
servers  for  real-world, 
on-line  applications. 

So  you  can  imagine 
our  excitement  when 
the  official  TPC-C 
results  for  Tandem’s 
RISC-based  NonStop 
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“ Tandems  Himalaya  server  pricing  is  very 
aggressive,  among  the  leaders  in  the  open  system 
industry.  Lingering  myths  about  the  costs  of 
Tandems  fault -tolerance  are  erased  by  this  proof.” 

-Peter  Kastner,  Vice  President 
The  Aberdeen  Group 


servers  deliver  better 


value  than  any  of 


the  HP  models  tested. 


We  rest  our  case. 


Search  the  world  over, 


but  you  won’t  find 


better  value  in  an 


open  server.  For  a 


free  executive  sum¬ 


mary  of  the  TPC-C 


benchmark  study 


and  a  free  copy  of 


Open  Computing 


Himalaya  K10000  open  servers  were  compared  for  Business,”  call  1-800-959-2492  ext.  1  today. 


with  several  models  from  HP’s  9000  series.  As 
you  can  see  from  the  chart,  Tandem  Himalaya 
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One  look  at  the  Dell  Latitude  and 
it’s  obvious  that  our  notebook  has  more 
features,  service  and  support  than  any 
notebook  in  its  league.  In  fact,  we  dare 
you  to  find  a  better  notebook  at  a 
better  price.  It’s  shocking,  but  it’s  true. 
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PCMCIA  cards  carve  out  their  future 


By  Michael  Fitzgerald 


What  small  item  acts  like  a  desktop  add¬ 
in  card,  is  everywhere  and  nowhere  at 
the  same  time,  and  has  no  name? 

The  answer  is  a  PC  Card  compatible 
with  the  PCMCIA  standard.  The  roughly 
credit  card-size  devices  are  becoming 
ubiquitous:  Dataquest,  Inc. 
projects  that  86%  of  all  porta¬ 
bles  shipping  this  year  will 
have  a  PCMCIA  slot,  and  fore¬ 
casts  for  PC  Card  sales  range 
from  1.4  million  to  7  million  or 
more  this  year.  But  because 
they  typically  sit  inside  a  system,  much 
like  add-in  cards,  the  cards  tend  to  be  out 
of  sight  —  hence,  nowhere  at  all. 

As  for  the  name,  well,  PCMCIA  is  a 
tongue-twister.  The  current  favorite  of 
the  Personal  Computer  Memory  Card  In¬ 
ternational  Association  (PCMCIA),  PC 
Card,  may  or  may  not  catch  on.  But  the 
cards  themselves  seem  to  have  a  guaran¬ 
teed  role  in  the  future  of  computing. 

A  problem  child 

Despite  the  seeming  success  of  the  PC 
Card,  some  say  it  still  has  to  prove  itself 
as  a  standard,  particularly  because  the 
cards  are  not  as  interoperable  as  floppy 
disks.  The  industry  at  times  seems  to 
view  PCMCIA  as  some 
temperamental  wun- 
derkind  with  great 
promise  as  an  add-in 
card,  memory  device 
and  interface  to  all 
sorts  of  peripherals. 

The  industry  expects 
it  to  mature  into  a  sta¬ 
ble  standard. 

But  if  the  PC  Card 
does  not  continue  to 
mature,  it  could  be¬ 
come  a  problem  child, 
analysts  said. 

“If  [interoperabili¬ 
ty]  doesn’t  improve 
from  now  to  the  end  of  the  year,  we  may 
have  to  reexamine  the  whole  PCMCIA  is¬ 
sue,”  warned  Andrew  Prophet,  principal 
at  AP  Research,  a  PCMCIA  consultancy 
and  market  research  firm  in  Cupertino, 
C  alif.  Prophet  emphasized  that  he  is  “op¬ 
timistic  things  will  imp  rove,”  and  he  even 
predicted  that  PC  Card  sales  will  double 
next  year. 

Interoperability  a  must 

Despite  the  fact  that  PC  Cards  are  not 
floppy  disks  and  do  not  serve  the  same 
functions,  “in  thelongrun,  floppy  disk  in¬ 
teroperability  is  critical”  to  increasing 
sales,  said  Michael  French,  an  analyst  at 
Link  Resources  Corp.  in  New  York.  “It’s 
still  being  bought  by  techie  people  who 
will  spend  time  to  make  it  work  right.  If 
you’re  going  to  reach  a  larger  market. 


you  have  to  get  it  so  it’s  real  easy  to  use, 
which  is  a  Plugand  Play  concept.” 

One  “techie  type”  agreed. 

“If  they  have  a  standard,  you’d  think 
they  could  have  a  standard”  driver  for¬ 
mat,  grumbled  Michael  Radigan,  manag¬ 
er  of  the  Nova  sales  force  automation 
project  at  Xerox  Corp.  in  Rochester,  N.Y. 

Radigan  said  his  company  had 
to  get  a  special  driver  to  run  a 
Megahertz  Corp.  PC  Card  mo¬ 
dem  on  its  IBM  ThinkPads. 

Radigan  also  said  PC  Card 
drivers  take  up  too  much  base 
memory,  making  system  con¬ 
figuration  difficult.  He  said  Xerox  may 
choose  to  go  back  to  an  external  Ether¬ 
net  adapter  rather  than  use  a  PC  Card 
version. 

“It  simplifies  the  PC  configuration,”  he 
said. 

Tony  Wutka,  PCMCIA  chairman,  said 
the  memory  issues  are  related  to  the 
EMM386  memory  manager  in  the  DOS  op¬ 
erating  system  but  that  PCMCIA  gets 
blamed  for  problems.  He  said  Microsoft 
Corp.’s  Chicago,  the  next  version  of  Win¬ 
dows,  should  relieve  the  memory  issues 
around  PCMCIA  drivers. 

In  the  meantime,  PC  Cards,  which 
serve  as  either  system  memory  or  as  I/O 
devices,  have  seen  their  widest  use  in 
portables  as  add-in 
cards. 

“We  use  both  of  the 
PCMCIA  slots  in  the 
ThinkPad,”  said  En¬ 
rique  Crespo  Jr.,  man¬ 
ager  of  corporate 
sales  systems  at  The 
Torrington  Co.,  a 
maker  of  bearings  in 
Torrington,  Conn. 
The  company  recent¬ 
ly  rolled  out  IBM  PC 
Co.  ThinkPad  755CS 
notebooks  to  its  sales 
force.  Each  has  a 
fax/modem  card  and 
an  Ethernet  LAN  adapter  card. 

Most  systems  offer  at  most  two 
PCMCIA  Type  II  slots,  stacked  on  top  of 
each  other  to  let  one  Type  III  device  fit  in 
the  slot.  Some  PCMCIA  vendors  have  be¬ 
gun  shipping  combination  cards  that  in¬ 
clude  both  devices,  thereby  freeing  up  a 
slot,  but  Crespo  and  other  users  said  they 
are  not  exactly  sure  what  types  of  func¬ 
tions  they  would  address  with  the  extra 
slot. 

Crespo,  for  instance,  said  he  thinks 
memory  cards  are  too  expensive  but  that 
pager  cards  have  some  intriguing  poten¬ 
tial  —  with  the  emphasis  on  potential. 
Similarly,  he  is  interested  in  the  possibil¬ 
ity  of  sending  out  large  files  or  software 
upgrades  on  a  Type  III  hard  drive.  This 
would  potentially  save  money  compared 
with  the  cost  of  downloading  files  over 


the  telephone. 

In  addition,  there  are  a  myriad  of  new 
types  of  cards  coming  out — sound  cards, 
VGA  connectors,  global  positioning  sys¬ 
tems  and  wireless  modems  —  so  it  would 
be  detrimental  to  the  standard  if  users 
had  strong  doubts  about  its  stability. 

Wutka  said  the  various  PC  Card  speci¬ 
fications  are  largely  stable,  and 
analysts,  for  the  most  part, 
agreed.  The  PCMCIA  chairman 
said  several  things  should  happen 
by  the  end  of  the  year  to  make  the 
cards  more  interchangeable, 
starting  with  the  next  version  of 
the  standard,  code-named  Berlin. 

The  PCMCIA  plans  to  release 
Berlin  in  the  September/October 
time  frame.  While  it  may  not  lower 
walls  for  all  PC  Cards,  it  should 
help  significantly. 

Berlin’s  main  features  include 
the  following: 

•  An  enhanced  Card  Information 
Structure  that  all  PC  Card  makers 
will  be  required  to  build  into  their  cards. 
This  feature  will  be  the  main  factor  in  im¬ 
proving  interoperability,  particularly  in 
Plugand  Play  systems. 

•  A  3.3V  capability  to  reduce  the  PC 
Card’s  power  drain  on  portable  batter¬ 
ies. 

•  A  32-bit  bus  structure,  which  will  let 
PCMCIA  cards  do  bus-mastering  — 
which  could  lead  to  advanced  multime¬ 
dia  functions  for  a  range  of  portable  de¬ 
vices. 

The  PCMCIA’s  biggest  concern  with 
Berlin  is  reassuring  users  that  it  wall  not 
render  existing  cards  obsolete.  PCMCIA 
officials  insisted  this  will  not  be  the  case, 


though  they  acknowledged  that  some  of 
today’s  cards  may  not  work  in  tomor¬ 
row’s  systems  because  of  wattage  or 
voltage. 

“It’s  like  this:  a  486  can  run  Window's, 
but  a  486  with  only  [2M  bytes]  of  memory 
is  not  going  to  run  Windows  but  may  be 
able  to  do  other  things  well,”  Wutka  said. 


In  terms  of  PCMCIA,  this  means  that  a  hy¬ 
pothetical  handheld  system  designed  to 
run  only  3.3V  cards  will  not  accept  any 
5V  or  12V  cards  on  the  market. 

Brendan  McGuire,  the  PCMCIA’s  exec¬ 
utive  director,  added,  “I  want  that  [inter¬ 
operability  challenge]  to  continuously  be 
there  because  it  means  things  are  hap¬ 
pening  that  are  stretching  the  stan¬ 
dard.” 

Microsoft’s  Chicago,  which  will  have 
built-in  PC  Card  support,  is  also  expected 
to  solidify  the  PCMCIA  standard.  Indus¬ 
try  watchers  say  Plug  and  Play  and  other 
ease-of-use  features  wall  solve  the  last 
major  riddle  involvingPC  Cards. 


PCMCIA  growth 


In  the  four  years  since  the  PCMCIA 
released  its  specification  for  PC 
Cards,  the  slots  that  serve  them 
have  become  virtually  standard 
in  portables. 

Large  notebook  vendors  such  as  To¬ 
shiba  America  Information  Systems, 
Inc.  and  AST  Research,  Inc.  have  had 
PCMCIA  slots  for  the  better  part  of 
two  years.  Longtime  holdouts  Com¬ 
paq  Computer  Corp.  and  Texas  In¬ 
struments,  Inc.  in  the  last  six  months 
have  spread  PCMCIA  throughout 
their  portable  product  lines. 

Even  Apple  Computer,  Inc.’s  new 
PowerBook  supports  PCMCIA.  Hew¬ 
lett-Packard  Co.  even  puts  PCMCIA 
slots  in  some  desktop  systems,  some- 
thingthat  IBM  PC  Co.  and  Dell  Com¬ 
puter  Corp.,  among  others,  are  ex¬ 
pected  to  do  later  this  year. 


The  market  has  drawn  contenders 
from  all  corners.  Analysts  estimate 
that  between  200  and  300  PC  Cards 
are  on  the  market  right  now,  the  bulk 
devoted  to  fax/modems  and  LAN 
adapters.  But  any  given  week  seems 
to  see  several  more  cards  either  an¬ 
nounced  or  shipping. 

For  instance,  a  random  sampling 
from  the  last  two  w'eeks  shows  that 
Megahertz  Corp.  released  a  combina¬ 
tion  Ethernet  Adapter/Fax/Modem 
card  and  announced  a  V.34  modem. 
Zenith  Data  Systems  unveiled  Easy- 
Player,  a  portable  CD-ROM  drive  that 
connects  to  notebook  computers  via 
the  PCMCIA  socket,  and  Datasonix 
Corp.  in  Boulder,  Colo.,  said  it  would 
release  a  PCMCIA  version  of  its  new 
handheld  tape  backup  system  before 
year’s  end.  — Michael  Fitzgerald 


Plugging  in 


The  PCMCIA  market  is  expected  to 
grow  rapidly  despite  some  instability 
in  the  platform  standard 


Unit  shipment 
of  PC  CARDS 


‘Projected 


Source:  Link  Resources  Corp.,  New  York 


Storage  leads  the  way 

Breakdown  of  sales  in  the  PCMCIA  card  market 
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Source:  AP  Research,  Cupertino,  Calif. 
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Since  Lante  Corporation  created  a  sales 
toolbox  using  Microsoft  Office  and 
Visual  Basic,  sales  have  increased  128%. 


Microsoft  Office  and  WinResources 
Computing,  Inc.  made  changing  menus  faster  and 
easier  for  this  popular  restaurant  chain. 


MTX  International,  Inc.  and  Stanford  Business 
Systems  joined  this  supermarkets  accounting 
and  point  of  sale  system  with  Microsoft  Access'. 


Wonderware  Corp.  created  a  Microsoft 
Windows”-based  control  system  at  one-fourth 
the  cost  of  a  typical  configuration. 


MDL  Information  Systems,  Inc.  and 
Microsoft  Office  provided  productivity  tools  allowing 
research  scientists  to  better  analyze  data. 


Platinum  Software  and  Paradigm  Technologies 
implemented  a  Windows  NT  "-based 
client/server  architecture,  cutting  costs  65%. 


Gateway  Group,  Inc.  helped  integrate 
Microsoft  SQL  Server  into  an  image-based  billing 
system,  dramatically  improving  productivity. 


This  securities  firm  looked  to  Micro  Modeling 
Associates  and  Microsoft  Office  to  expedite  the 
delivery  of  investment  research  to  clients. 


This  law  firm  now  spends  less  time  on  paperwork 
thanks  to  Quickstart  Technologies’  use  of 
Microsoft  Office  and  the  Windows  NT  family. 


OUR  EXPERTS  MAKE  IT  THEIR 
RUSINESS  TO  KNOW  YOURS. 


m 
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These  days,  businesses  are  in  a 
state  of  constant  technological 

transition,  \bure  upsizing, 
downsizing,  or  just  trying 

MICROSOFT.  , 

Windows,  to  get  your  eclectic  col¬ 
lection  of  hardware  and  software 
to  work  together. 

Enter  Microsoft  Solution 
Providers.  Independent  companies 
who,  working  with  Microsoft 
products  and  support,  are  dedicat¬ 
ed  to  solving  business  problems. 

How?  Simply,  every  Microsoft 
Solution  Provicier  (and  there  are 
thousands)  have  people  with  real- 
world  experience  in  integration, 
consulting,  development,  technical 
training,  and  support.  Talented 
teams  who  understand  that  a  health 
care  provider  has  different  busi¬ 
ness  issues  than  a  bank. 

Many  have  Microsoft  Certified 
Professionals  on  staff.  People  who 
have  proven  their  technical  exper- 

tise  by  passing  MjCfOSOft 
rigorous  certifi-  NliUlllfrMffl.M'MMI 

cation  exams  on  Microsoft  products. 

Microsoft  Solution  Providers 
also  know  that  companies  are  work¬ 
ing  in  mixed  computing  environ¬ 
ments.  So  they’re  well  versed  in 
solving  multiplatform  problems. 
For  a  brochure  on  the  solutions 
represented  here,  or  for  a  referral 
to  a  Microsoft  Solution  Provider, 
call  (800)  SOL-PROV,  Dept.  MNG. 


Microsoft 


SOLUTION  PROVIDER 


©  1994  Microsoft  Corporation.  All  rights  reserved.  In  the  50  United  States,  call  (800)  765-7768,  Dept.  MNG;  in  Canada,  call  (800)  563  9048;  outside  the  U.S.  and  Canada,  call  your  local  Microsoft  subsidiary  or 
(206)  936-8661.  Microsoft  and  Microsoft  Access  arc  registered  trademarks  and  Visual  Basic,  Windows  and  Windows  NT  are  trademarks  of  Microsoft  Corporation. 


Desktop  Computing 


Lotus  to  unveil  SmartSuite  3.0 


By  William  Brandel 


Lotus  Development  Corp.  is  preparing 
to  unleash  an  upgrade  of  its  Smart- 
Suite  application  set.  The  suite  is  ex¬ 
pected  to  be  available  by  the  end  of  the 
third  quarter. 

SmartSuite  3.0  for  Windows  will  in¬ 
clude  the  following: 

•  A  revamped  rendition  of  its  Ap¬ 
proach  database  Version  3.0. 

•  An  upgraded  version  of  the  1-2-3 
spreadsheet  Release  5.0. 

•  An  upgraded  Ami  Pro  word  proces¬ 
sor  Release  3.0. 

•  A  revised  Freelance  Graphics  Ver¬ 
sion  2.1. 

•  The  existing  Organizer  1.1  personal 
information  manager. 

The  four  upgraded  products  are  now 
in  beta  testing.  The  suite  carries  a  sug¬ 
gested  retail  price  of  $795.  Upgrades 
will  be  priced  at  $595  but  are  being  of¬ 
fered  for  a  limited  time  for  $299. 

The  two  leading  features  of  the  new 
suite  are  better  integration  between 
the  1-2-3  spreadsheet  and  the  Ap¬ 
proach  database  and  a  new  SmartCen- 
ter  application  manager  feature,  said 
Jack  Armstrong,  senior  product  man¬ 


ager  for  SmartSuite  3.0. 

Since  SmartSuite  sales  are  largely 
based  on  upgrades  from  Lotus’  1-2-3 
user  base,  Approach  is  being  posi¬ 
tioned  as  a  front  end  to  the  spread¬ 
sheet,  not  as  a  data  store. 

Front-end  tool 

Coopers  &  Lybrand  in  Philadelphia  is 
usingthe  new  Approach  database  as  a 
front  end  for  its  Compass  application, 
said  Michael  Hudlow,  MIS  supervisor 
at  the  firm.  This  in-house-built  applica¬ 
tion  takes  advantage  of  Approach’s 
multiple  joins  technology  to  pull  down 
data  from  a  number  of  disparate  data¬ 
bases  in  Coopers  &  Lybrand  offices 
nationwide. 

Coopers  &  Lybrand  uses  Approach 
as  a  front-end  tool  to  pull  down  data 
from  host  databases  throughout  the 
company.  The  Compass  application, 
built  on  Approach  3.0,  tracks  human 
resources  and  project  management  in¬ 
formation  when  the  company  is  as¬ 
sessing  its  resource  needs  for  a  con¬ 
sulting  project.  The  Approach  engine 
is  used  to  perform  queries  and  data 
analyses  as  well  as  to  present  the 
data. 


Hudlow  said  that  since  Coopers  & 
Lybrand  is  already  a  SmartSuite  and 
Notes  user,  it  can  use  Approach  to  take 
advantage  of  its  integration  with  1-2-3 
and  Notes  as  well. 

This  integration  is  achieved  through 
the  new  SmartCenter  feature.  Smart- 
Center  provides  tools  for  users  to  per¬ 
form  cross-application  tasks  between 
1-2-3,  Approach  or  Notes,  for  example. 

By  the  same  token,  1-2-3  has  been  up¬ 
graded  to  include  integration  with  Ap¬ 
proach.  Using  Approach,  1-2-3  users 
will  be  able  to  perform  multidimen¬ 
sional  analysis  of  data  and  ranges  in  a 
spreadsheet. 

Enhanced  support 

With  the  exception  of  Organizer  1.1, 
the  SmartSuite  applications  have  all 
been  upgraded  to  include  enhanced 
support  for  Notes.  The  applications 
will  include  a  new  release  of  the  Field 
Exchange  (FX)  protocol  Version  1.1. 
The  new  version  of  FX  lets  users 
perform  auto-save  functions  within 
Notes.  Using  this,  users  can  auto¬ 
matically  save  a  document  from  a 
SmartSuite  application  to  the  Notes 
database. 


Pace  quickens  on  notebook  upgrades 


By  Michael  Fitzgerald 


Some  of  the  biggest  players  in  notebook  computing  popped 
out  with  new  notebooks  last  week,  with  Toshiba  America 
Information  Systems,  Inc.  and  NEC  Corp.  leadingthe  way. 

Toshiba  said  it  will  introduce  a  new  version  of  its  Portege 
subnotebook  and  two  newversions  of  its  Satellite  entry-lev¬ 
el  notebook,  including  one  that  fea¬ 
tures  a  multimedia  option.  Mean¬ 
while,  NEC  will  release  aversion  of  its 
Versa  notebook  that  weighs  in  at 
slightly  less  than  5  pounds.  It  is  tar¬ 
geted  at  users  who  are  willing  to  sac¬ 
rifice  modularity  and  a  floppy  drive 
for  lightweight. 

Except  for  the  Portege  subnote¬ 
book,  the  new  products  are  focused 
on  entry-level  markets  but  follow  dif¬ 
ferent  tacks.  Toshiba  is  beefing  up  its 
low-end  notebooks  by  adding  an  inte¬ 
grated  trackball,  multimedia  options, 
active-matrix  color  screens  and  fast¬ 
er  processors.  NEC  is  introducing  its 
first  entry-level  model  and  is  focused 
on  lightweight  and  low  prices. 

Some  corporate  users,  however, 
said  they  were  interested  in  high-end 
notebooks. 

“Prices  fon  the  high  end]  are  com¬ 
ing  down  to  a  point  where  we’re  hittingour  price  point  with 
some  of  the  high-end  machines,”  said  Michael  Radigan, 
manager  of  the  Nova  sales  force  automation  project  at  Xe¬ 
rox  Corp.  in  Rochester,  N.Y. 

Typically,  high-end  notebooks  feature  faster  processors, 
larger  hard  drives  and  more  modularity  than  entry-level 
products.  For  instance,  many  high-end  notebooks  have  flop¬ 
py  drives  that  can  be  removed  in  favor  of  a  second  battery. 

Analysts  said  the  announcements  were  a  sign  of  the  up¬ 
grade  philosophy  trickling  down  to  notebooks,  which  are 
relat  ively  new  to  the  world  of  modular  designs. 


Vendors  “have  learned  that  moving  from  one  generation 
to  the  next  doesn’t  have  to  be  a  complete  redesign,”  said 
Andrew  M.  Seybold,  editor  of  the  “Outlook  on  Portable  Com¬ 
puting,”  an  industry  newsletter  in  Brookdale,  Calif.  Seybold 
said  users  will  benefit  from  this  because  they  will  not  have 
to  pay  the  higher  costs  typically  associated  with  complete 
product  redesigns. 

The  new  Toshiba  products  exem¬ 
plify  this,  Seybold  said.  The  T3600CT 
Portege  is  essentially  the  same  as  the 
T3400CT  model  but  has  a  8.4-in.  ac¬ 
tive-matrix  color  screen  vs.  the  7V2-in. 
screen  on  the  T3400CT.  It  also  has  a 
250M-byte  hard  drive  and  a  25/50- 
MHz  Intel  Corp.  I486DX2  chip.  Due  out 
early  next  month,  the  T3600CT  costs 
$4,799,  $800  more  than  a  T3400CT 
with  a  250M-byte  hard  drive. 

Answering  the  users 

Steve  Lair,  Toshiba’s  vice  president  of 
marketing,  said  the  bigger  hard  drive 
and  faster  chip  were  in  direct  re¬ 
sponse  to  user  complaints.  “The  Por¬ 
tege  has  not  done  as  well  as  we  want¬ 
ed  in  the  sales  force  and  field 
automation  project  areas,”  he  said. 

The  new  Satellite  2400  series  has 
optional  multimedia  capabilities, 
such  as  a  sound  card  and  a  SCSI-2  port.  With  the  debut  of 
the  AccuPoint  device,  alicensed  version  of  IBM’s  TrackPoint 
pointing  device,  the  product  also  marks  the  first  time  Toshi¬ 
ba  has  put  a  built-in  pointing  device  in  a  full-size  notebook. 
Toshiba  has  added  Fn-ess,  a  software  utility  to  control  key¬ 
board  layouts. 

NEC’s  Versa  S,  meanwhile,  starts  at  4.2  pounds  with  a 
monochrome  screen.  The  S  series  offers  a  keyboard  that  is 
98%  of  the  size  of  a  normal  notebook  keyboard.  It  also  uses 
IBM’s  TrackPoint  technology  in  an  implementation  called 
SurePoint. 


Take  note 


New  notebooks  from  NEC,  Toshiba  and 
AT&T  are  hitting  the  market 


NEC 

Versa  S 

Toshiba 

Satellite 

2400 

AT&T 

Gtobalyst 

200 

CPU 

33-MHz 

25/50-MHz  33-MHz 

486SX  or 

25/50-MHz 

486DX2 

486DX2 

486SX  or 

25/50-MHz 

486DX2 

Weight 

4.2  to 

5.0  lbs. 

6.5  lbs. 

6.3  lbs. 

Hard 

2ioM-byte 

2  5  oM- byte 

170M- 

drive 

or 

or 

to 

26oM-byte  34oM-byte 

34oM-byte 

Price 

$1,999  to 

$3,099  to 

$2,450  to 

$3,899 

$4,299 

$4,075 

OmniBook  trips 
up  on  display 

By  MarkHalper 


Although  the  OmniBook  unveiled  this  month  by 
Hewlett-Packard  Co.  enhances  the  perfor¬ 
mance  of  earlier  OmniBook  models,  the  sub¬ 
notebook  was  not  all  analysts  and  users  had 
hoped  for. 

The  OmniBook  530  delivers  faster  through¬ 
put  and  greater  storage  possibilities  than  its 
predecessor  OmniBook  430  [CW,  June  13],  but  it 
does  not  have  abacklit  or  color  display,  as  users 
and  analysts  had  anticipated  [CW,  May  16].  In¬ 
stead,  it  incorporates  the  same  black-and- 
white  reflective  technology  as  the  Model  430. 

“People  were  expecting  a  dramatically  new 
product,  but  this  isn’t  it,”  said  Ted  Julian,  an 
analyst  at  International  Data  Corp.  (IDC)  in 
Framingham,  Mass.  “I’m  sure  we’ll  get  one,  but 
I’m  not  sure  when.” 

HP  product  manager  Marcia  Coffey  declined 
to  elaborate  on  HP’s  future  product  plans  ex¬ 
cept  to  say  that  HP  indeed  recognizes  users’  de¬ 
sire  for  color  screens  and  that  the  company  is 
“looking  into”  providing  such  a  model. 

Weight  not  enough 

Although  the  OmniBook  won  critical  praise  for 
an  innovative  lightweight  design  upon  its  intro¬ 
duction  a  year  ago,  market  acceptance  has 
been  slow.  For  example,  the  company  was  un¬ 
able  to  break  into  IDC’s  list  of  Top  25  portable 
vendors  last  year.  Competitors  such  as  Compaq 
Computer  Corp.  and  Toshiba  Corp.  have  tough¬ 
ened  up  with  their  own  lightweight  and  low- 
priced  entries. 


Users  such  as  Michael  Budd,  LAN  manager 
at  Pacific  Bell’s  network  technology  group  in 
San  Ramon,  Calif.,  have  objected  to  the  lack  of  a 
floppy  drive  in  the  OmniBook  430.  Without  a 
floppy,  Budd  noted,  there  was  “too  much  mum- 
bo  jumbo”  involved  in  transferring  files  from  a 
desktop  machine  to  an  OmniBook. 

As  expected,  Model  530  comes  with  an  op¬ 
tional  floppy  drive,  and  HP  increased  mass 
storage  from  105M  bytes  on  the  430  to  130M 
bytes  on  the  530.  It  also  added  an  extra  PCMCIA 
Type  II  slot  and  increased  memory  capacity  to 
12M  bytes. 

The  enhancements  came  at  a  cost,  however. 
The  entry  price  for  a  Model  530  is  $1,799,  com¬ 
pared  with  $1,399  for  a  105M-byte  version  of 
Model  430.  A  floppy  drive  for  Model  530  costs 
$199. 

Model  530  includes  other  differentiators  as 
well.  The  machine’s  33-MHz  Intel  Corp.  486SX 
processor  supports  faster  throughput  than 
Model  430’s  25-MHz  486SLC  from  Cyrix  Corp. 
Users  urged  HP  to  upgrade  Model  430’s  CPU. 


40  COMPUTERWORLD  JUNE  27,  1994 


The  Enterprise  Client/Server  Company 
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Every  one  of  these  companies  is  using  Sybase. 
Because  Sybase  works. 

Sybase  delivers  on  the  promise  of  client/server  com¬ 
puting,  distributing  mission-critical  business  information 
where  it's  needed,  when  it's  needed. 

Right  from  the  start,  our  open  architecture  was  designed  to  solve  real-world 
business  problems -not  only  better  than  Oracle,  but  better  than  anyone. 

And  that's  made  us  the  fastest-growing  client/server  company  in  the  world. 

To  find  out  why  86  out  of  the  Fortune  100  companies  -  including  all  10 
of  the  top  10- use  Sybase,  call  1-800-SYBASE-l,  extension  5610.  Ask  about 
joining  the  “ Real  World  Client/Server’  seminar. 

You'll  be  in  good  company. 


Outside  the  U.S.,  call  (410)  224-8044.  ©1 994  Sybase,  Inc.  Original  Oracle  ad  ©1 993  Oracle  Corporation  reproduced  in  part  from  6/6/94  i: 

Fortune  is  a  trademark  oi  Time  Inc.  Other  company  and  product  names  may  be  trademarks  of  their  respective  owners 
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Jeffrey  Henning 


The  secret 
of  success 

I  '  '  The  secret  of  Micro- 

soft's  dominance  of 

the  Windows  appli¬ 
cation  market  is  not 
that  the  company's 

applicat  ion  develop- 
■j  ers  work  closely  with 

the  Windows  operat¬ 
ing  system  developers.  In  fact,  the  secret 
of  Microsoft’s  success  in  sales  of  word 
processors,  spreadsheets  and  presenta¬ 
tion  software  is  that  Microsoft  developed 
for  the  Macintosh  before  Lotus,  WordPer¬ 
fect  or  Software  PublishingCorp.  did. 

Long  before  Lotus  developed  1-2-3  for 
the  Macintosh,  Microsoft  pioneered  Ex¬ 
cel.  Longbefore  WordPerfect  developed 
WordPerfect  for  the  Macintosh,  Microsoft 
pioneered  Word.  Microsoft  purchased 
Forethought’s  PowerPoint  for  the  Macin¬ 
tosh  in  1990,  then  ported  it  to  Windows; 
Software  Publishingnever  developed 
Harvard  Graphics  for  the  Macintosh. 


By  developing  for  the  Macintosh  first, 
Microsoft  programmers  learned  the  aes¬ 
thetics  of  the  GUI.  They  created  software 
for  the  Macintosh  GUI  for  six  years  be¬ 
fore  Windows  3.0  came  out.  Microsoft 
mastered  the  nuances  of  icons,  menus 
and  dialog  boxes  while  competitors  were 
still  using  character-based  interfaces. 

Lest  you  doubt  the  difficulty  of  devel- 
opingfor  a  GUI,  take  a  look  at  the  original 
WordPerfect  for  the  Macintosh,  which 
was  an  awkward  hodgepodge  of  DOS 
WordPerfect  and  GUI  conventions.  Lo¬ 
tus,  with  its  initial  release  of  1-2-3  for 
Windows  in  August  1991,  was  also  criti¬ 
cized  for  not  having  mastered  the  con¬ 
ventions  of  the  GUI. 

In  other  words,  Microsoft  dominates 
the  Windows  application  market  be¬ 
cause  it  created  best-of-breed  applica¬ 
tions  for  the  GUI  first,  not  because  of  any 
unfair  advantage  its  application  devel¬ 
opers  might  have  had  through  close  work 
with  its  operating  system  developers. 

Microsoft  has  gone  on  to  solidify  its 
success,  redefining'the  applications 
market  by  inventing  the  suite  (by  which  I 
mean  a  collection  of  applications  with 
rich  enough  feature  sets  to  be  sold  sepa¬ 
rately).  This  leveraged  the  strength  of  its 
two  best-of-breed  applications  (Excel 
and  Word;  PowerPoint  has  lagged  behind 
other  presentation  packages)  at  a  time 
when  its  principal  competitors — Lotus, 
WordPerfect  and  Software  Publishing — 


were  unable  to  field  one  best-of-breed 
Windows  application. 

Microsoft  discovered  a  customer  need 
and  delivered  on  it  before  competitors.  It 
got  where  it  is  today  by  outsmarting  its 
competitors.  Nothingiswrongwith  that. 
Yet  nowMicrosoft  is  tempted  to  defend 
the  position  it  has  won  by  taking  unfair 
advantage  of  its  Windows  operating  sys¬ 
tem.  Microsoft  placed  tight  restrictions 
on  Windows  4.0  (Chicago)  developers, 
making  it  difficult  for  these  developers  to 
also  support  the  promised  alternative  to 
OLE  2.0,  OpenDoc.  Such  restrictions  may 
be  monopolistic  and  certainly  provide  no 
value  to  Microsoft’s  customers. 

Up  to  the  customers 

I  don't  look  to  the  government  to  punish 
Microsoft  for  such  practices;  I  look  to  its 
customers.  Many  large  end-user  organi¬ 
zations  are  tired  of  a  Microsoft  that  will 
support  only  its  own  standards  such  as 
OLE  2.0  and  MAPI.  Microsoft’s  reluc¬ 
tance  to  support  other  standards  makes 
its  products  less  appealing.  This  is  not 
and  neverwill  be  a  Windows-only  world. 
Users  need  Windows  applications  to 
communicate  with  applications  on  other 
platforms.  At  times  that  will  involve  sup¬ 
porting  standards  that  compete  with  Mi¬ 
crosoft  standards.  If  Microsoft  puts  Win¬ 
dows  first,  it  may  come  in  second  when  it 
tries  to  meet  customer  needs. 

As  for  Microsoft’s  competitors,  they 


should  spend  less  time  complaining 
about  Microsoft  and  more  time  gettingto 
know  their  customers.  Application  de¬ 
velopers  can  compete  successfully  with 
Microsoft  .  Look  at  Intuit,  whose  Quicken 
has  65%  of  the  Windows  personal  finance 
market,  compared  with  Microsoft  Mon¬ 
ey’s  10%.  Intuit  has  achieved  this  posi¬ 
tion  by  pioneering  a  phenomenally  easy- 
to-use  product  and  by  providing 
excellent  technical  support. 

Lotus,  WordPerfect  and  Software  Pub- 
lishingdid  not  develop  for  the  Macintosh 
in  time,  not  realizingthat  the  lessons 
they  would  learn  would  offer  them  ad¬ 
vantages  as  the  market  moved  to  the 
GUI.  These  vendors  and  others  need  to 
support  new  platforms  that  represent 
the  future,  even  if  those  platforms  make 
up  only  a  small  percentage  of  the  in¬ 
stalled  base  today.  Perhaps  someday  Lo¬ 
tus  will  dominate  the  Windows  market 
because  it  developed  for  NextStep  first, 
or  Claris  will  dominate  the  market  be¬ 
cause  it  developed  for  the  Apple  Newton 
first. 

If  Microsoft  can  turn  Macintosh  devel¬ 
opment  into  a  strategic  advantage,  who 
knows  what  the  future  holds? 


Henning  is  the  associate  director  for  personal 
systems  and  software  publications  at  BIS  Stra¬ 
tegic  Decisions  in  Norwell,  Mass.  He  can  be 
reached  on  the  Internet  at  649-6654@mci- 
mail.com.  On  MCI  Mail,  send  to  649-6654. 


Document  Environment 


Industries  using  XSoft 
workflow  solutions  include: 
Aerospace 
Advertising 


WORKFLOW. 

NOT  WHY,  BUT  WHEN? 


Automotive 

Banking 

Education 

Electronics 

Engineering 

Film  Production 

Gas  And  Oil 


Legal 

Manufacturing 
Pharmaceutical 
Research 

Telecommunications 

Utilities 


f  a  well-designed,  yet  modifiable,  workflow  system  can  speed  up  and 
improve  the  way  you  do  business  while  it  reduces  your  cost  of  doing 
business,  shouldn’t  such  a  system  be  considered  essential?  If  you  agree, 
then  here  are  some  of  the  things  you  should  keep  in  mind  when  looking  at 
possible  workflow  solutions: 

Without  interfering  with  application  or  document  content,  they 
should  completely  manage  the  flow  of  all  information  as  it  goes  through  the 
work  process. 

They  should  provide  the  technology,  tools,  and  management 
services  necessary  to  allow  the  efficient  passage  of  documents  from  one 
worker  to  another  along  a  clearly  defined  path. 

They  should  be  completely  scalable  so  that  they  can  grow  with  your 
business.  The  technology  should  be  invisible  and  not  get  in  the  way  of  the 
process.  And  the  implementation  of  such  a  system  should  not  need  a  team 
of  rocket  scientists. 

At  XSoft  we  provide  industry  with  advanced  workflow  technologies 
that  substantially  lower  the  cost  of  doing  business. 

For  more  information  on  putting  workflow  to  work  for  you,  or  if  you 
work  within  a  company  that  would  benefit  from  a  free  consultation, 
call  1-800-428-2995,  ext  318. 


“Users  said  they  knew 
of  no  other  workflow 
product  with  the 
flexibility  and  capa¬ 
bilities  ofXSoft’s 
InConcert.  ” 

Gariy  hay 
Senior  Editor, 
Computerworld 


XEROX*  and  XSoft*  are  trademarks  of  XEROX  CORPORATION 
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All  client-server  tools  promise  you 
object  orientation,  a  nice  GUI, 
faster  development  cycles  and,  of 
course,  faster  application  run  times. 

But  these  tools  fail  to  address  the 
very  reason  you're  turning  to  client- 
server  apps  in  the  first  place:  Your 
corporate  survival  depends  upon 
your  ability  to  react  to  rapid  change. 

Changing  customer  needs.  New 
internal  demands.  New  competitors. 
New  government  regulations. 

If  your  client-server  applications 
can't  keep  pace  with  these  frequent, 
real  world  changes,  they’re  simply 
not  doing  the  job  you  need  done. 


client-server  applications  that  are  out- 
of-date  as  soon  as  they're  deployed. 

Enterprise  developer 

DELIVERS  BOTH  RAPID 
APPLICATION  DEVELOPMENT 

AND  RADICALLY  REDUCED 
MAINTENANCE. 

Regardless  of  what  client-server 
tools  you  employ,  there  are  certain 
realities  you  must  face. 

Client  PCs  are  inherently  unsecure. 
So  all  of  your  business  rules  must  be 
enforced  at  the  server 

Yet  to  create  a  functional  user 


SCALE,™  the  very  first  client-server 
framework  that  totally  automates 
all  your  client-server  transaction 
processing  and  data  connections. 

The  SCALE  repository  is  more  than 
just  a  database.  It’s  your  complete 


The  IRS  changes 
a  rule  and  you 
find  yourself 
searching 
through  your 
code  to  find  the 
place  where 
the  rules  are 
enforced.  And 
you  get  that  feeling 
that  you’re 
falling . 


Competitive  pressures  are 
raining  down  on  your  head. 
Your  survival  depends  upon 
how  quickly  you  and  your 
company  can  respond. 

♦  ♦  ♦  ♦ 

interface  these 
rules  must  be  applied 
once  again  at  the 
point-of-entry  in 
your  applications. 
Encoding  these  rules 
at  both  the  server 
and  client  level  is 
redundant  and 
very  expensive. 

Redefining  all  of 
these  rules  across 
every  one  of  your 
applications  to 
accommodate  a 
change  in  your 
business  is  nothing 
short  of  terrifying. 
Symantec  Enterprise 
Developer™  ends  this 
nightmare.  Enterprise 
Developer  incorporates 


logical  data  model  containing  the 
Entity  Relationship  diagrams,  business 
rules  and  data  road  map  of  your 
entire  enterprise. 

With  Enterprise  Developer,  you 
def  ne  your  data  model  once  in  the 
SCALE  business  model  repository. 
On  you  can  quickly  reverse-engineer 
from  your  existing  database  catalogs. 

Either  way,  the  SCALE  transaction 
processor  leverages  the  information 
captured  in  the  business  model 
repository  to  cascade  rules  to  the 
server  and  your  client  applications 
automatically.  SCALE  also  automates 
transaction  processing,  including 
all  master  detail  processing  and  it 
implements  optimized  retrieval  and 
commit  strategies. 

So  you  can  focus  on  building  the 
absolute  best  feature-set  for  your 
users.  While  achieving  true  RAD 
(Rapid  Application  Development). 

Then,  Enterprise  Developer  lets 
you  synchronize  your  applications 
with  the  rules  in  the  repository 
courtesy  of  our  optional  Auto- 
Maintenance  feature.  So  when 


*Call  today  and  upgrade  from  PowerBuilder  Enterprise.  PowerBuilder  Desktop.  KnowledgeWare  ObjecWiew.  ObjectView  Desktop. 
Data  Links  are  trademarks  or  registered  trademarks  of  Symantec  Corporation.  All  other  trademarks  are  the  property  of  their  respective 


They're  just  another  bottleneck. 

At  Symantec,  we're  introducing 
a  new  client-server  development 
environment  that  will  save  your 
company  from  the  nightmarish 
experience  of  creating  expensive 


A  new  work  flow  on  the  plant 
floor  sends  your  entire  client- 
server  application  spinning  out 
of  control.  How  much  time  do 
you  have  to  devote  to  mastering 
the  intricacies  of  transaction 
coding  in  a  first-generation  tool ? 


your  forms  or  their 
constituent  objects  are 
revised,  data  locations 
are  changed  or  business 
rules  are  modified,  and 
all  of  your  applications 
are  automatically  updated. 

So  your  business  and  your 
client-server  applications  can  finally 
keep  pace  with  the  changing  world. 

POWERFUL  PROGRAMMING 
BY  EXCEPTION. 

Using  a  programming  by  exception 
model,  Enterprise  Developer  lets  you 


Look-Up  and  Drill  Down  for  data 
analysis,  as  well  as  Browsing,  Multi¬ 
level  Scrolling  and  Query  by  Form. 

And  there’s  built-in  optimistic 
concurrency  to  prevent  lost  updates 
while  maintaining  concurrent  user 
access.  So  everyone  in  your  company 
always  has  online  access  to  the  most 
accurate  and  up-to-date  information. 


Version  Control  and  an  interface 
to  the  PVCS  interface  system. 

So  you  are  assured  of  absolute 
consistency  across  all  of  your  client- 
server  applications. 

And  to  give  you  optimized 
interaction  with  SQL  Server;  Oracle, 
Sybase,  DB/2,  ODBC,  and  all  the 
many  gateways  to  your  legacy  data 
on  mainframes,  there's  Enterprise 
Developer  SCALE  Data  Links: 

Our  unique  SCALE  Data  Links  let 
you  leverage  the  specific  strengths 
of  these  individual  database  engines 
without  compromising  application 
portability.  So  you  can  make  the 


EASY.  CREATIK  IT  IS  NUT  SO  EASY. 
THAT’S  A  NKHTMARE. 


CUENT/SBWR  AROCiSO* 


MODEL 


design  robust  and  complex  client- 
server  applications  in  minutes. 

You  can  extend  or  override  the 
default  processing  with  your  own 
custom  logic,  or  you 
can  use  the  open 
architecture  to  access 
external  objects  and 
programs  for  added 
flexibility  and  power. 

Built-in  modules 
include  a  graphical 
Entity-Relationship 
data  modeler;  2-D  and 
3-D  business  graphics, 
our  SCALEScr/pt  4GL, 
comprehensive  report 
writing  capabilities,  a 
100%  DB2-compatible 
XDB  local  database 
engine,  ODBC  data¬ 
base  connectivity 
and  a  truly  powerful 
debugger  with  robust 
Breakpoint  Manager 

In  addition,  there’s  a  complete 
set  of  run-time  functions  pre-built 
for  entry  and  report  forms,  including 


Team  Enterprise 
Developer. 

AND  SCALE  DATA  LINKS. 


Team  Enterprise  Developer™  lets 
your  entire  development  team  share 
objects  and  business  models  within 
the  SCALE  repository  with  built-in 
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SCALE  TRANSACTION  PROCESSOR 
SCALE  DATA  LINKS 
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SCALE  provides  three  revolutionary  architecture  features  to  speed 
application  development:  i.)  Robust  business  model  repository  to  centralize 
data  models,  data  locations  and  business  rules;  2.)  Optimized  transaction 
processor  to  automate  processing  of  all  your  client-server  transactions  ;  and 
3.)  SCALE  data  links  to  provide  optimized  access  to  major  database  engines. 


most  of  whatever  database  systems 
work  best  for  you. 

Bottom  line:  Our  new  Enterprise 
Developer  delivers  a  completely 
new  architecture  and  development 
environment  designed  to  let  you 
create  the  most  powerful  and  the 
easiest-to-maintain  client-server 
applications  in  the  world  today. 

So,  before  you  invest  in  client-server 
look  beyond  the  cute  GUIs,  objects 
and  speed  promises.  Look  at  what 
will  happen  six  months  from  now. 

You  just  might  save  yourself  from 
a  nightmare  you  will  never  wake  up 
from. 

CALL  1-800-453-1135. 


Ask  for  Ext.  9B22  and  request  our  TUT,, 

White  Paper:  Client-Server  In  An  j'vv'vU’HiSL. 
Enterprise  Environment.  Also  ask  »  '  RpV.ttS 
about  our  special  $295  competitive  \  .  £  | 

upgrade  to  users  of  other  40 L  tools!'  |  L  _ 

White  Paper  available  in  U.S.  only. 

For  more  information  in  Canada,  call  1-800-667-8661. 


MANAGING  THE  ENTERPRISE. 


Gupta  SQLWindows  or  Microsoft  Visual  Basic  Professional  Edition.  Act  now,  this  offer  expires  9/30/94.  Offer  valid  in  the  United  States  only.  Symantec,  Enterprise  Developer.  Team  Enterprise  Developer.  SCALE  and  SCALE 
holders.  The  Client-Server  Nightmare  illustration  by  Bill  Cigliano.  Enterpnse  Developer  technical  diagram  by  Steve  Keller.  Respect  intellectual  property  rights.  Don't  copy  that  floppy.  ©1994  Symantec  Corporation.  All  nghts  reserved 


The  competition  claims  to  be  ahead 

by  leaps  and  bounds. 


When  they  see  this, 


they'll  croak. 


Independent  performance  comparisons  put  the  QMS  1725  Print  System  on  top! 


The  QMS®  1725  delivers  performance  that’s  40% 
faster  than  many  of  its  competitors  in  a  single  user 
test  and  60%  faster  than  network  printers  in  a 
NetWare®  environment  test.  PostScript™  file  tests 
demonstrate  a  2  to  1  advantage  in  performance  over 
these  same  competitors.*  And  its  blazing  speed  is 
just  one  of  the  unique  features  of  this  exceptional 
network  printer  that  has  the  competition  hopping 
mad  And  now  the  best  is  even  better!  With  the 
1725  SLS,  you  can  easily  upgrade  simply  by  loading 
software  directly  into  your  printer,  virtually  elimi¬ 
nating  the  risks  and  costs  associated  with  old, 
obsolete  technology.  We’re  talking  about  adding  a 
whole  range  of  features...new  operating  systems, 
applications,  the  latest  printer  advances  available. 
And,  if  you  already  have  a  QMS  1725,  an  upgrade 


Outperforms  all  printers  in  tire  critical 
NetWare  environment 
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•Source:  MWA  Consulting,  June  1993. 


package  lets  you  add  SLS  capability  to  it.  Why  kiss 
a  frog  when  you  can  have  a  prince  the  first  time! 
Through  the  power  and  flexibility  of  Crown™ 
technology,  the  QMS  1725  and  the  QMS  1725  SLS 
perform  as  network  nodes  in  mixed  environments 
while  receiving,  interpreting,  spooling,  storing, 
compiling,  rasterizing,  and  printing  different 
documents  -  all  at  the  same  time. 

Hop  to  it  and  call  800  392-7548  Dept.  4012  for 
more  information  and  a  free  copy  of  The  Guide  to 
Network  Printing. 


For  service  on  QMS  and  other  products,  call  800  762-8894  (U  S.) 
Q-Fax  800  633-7213  •  E-mail,  info@qms.com  •  Canada  800  263-5508 


QMS.  the  QMS  logo  and  Crown  are  trademarks  or  registered  trademarks  of  QMS,  Inc.  One  Magnum  Pass,  Mobile,  AL  36618,  205  633-4300.  PostScript  is  a  trademark  of  Adobe  Systems  Incorporated  which  may 
be  registered  in  certain  |unsdictions.  All  other  product  and  company  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  All  results  reported  at  each  printer’s  highest  resolution  available. 


compuiino  Strategies  lor  tne  '90s 


Three  Steps 


WHAT'S  INSIDE 


Businesses  large  and  small  need 
to  use  information  technology  ef¬ 
fectively  to  compete  in  the  1990s 
environment  of  narrow  margins 
and  constantly  changing  market 
conditions.  The  Microsoft  Solution 
Provider  Program  (p.  20)  teams  in¬ 
dependent  organizations  with  Mi¬ 
crosoft  to  help  businesses  build 
computing  solutions  with  the  Mi¬ 
crosoft  Solutions  Platform  of  prod¬ 
ucts  (p.  18).  Businesses  such  as  in¬ 
surance  agencies  and  law  firms 
need  targeted  solutions  to  face 
their  particular  problem  sets  (p. 
13).  So,  too,  do  other  vertical  mar¬ 
kets  and  applications.  See  the  fol¬ 
lowing  pages  for  specific  examples: 


Banking 

3 

Health  Care 

6 

Sales  Automation 

12 

Insurance/Legal 

13 

Manufacturing 

14 

Retail 

15 

Document  Management 

18 

Accounting 

19-20 

In  the  1980s,  the  computing  indus¬ 
try  was  still  in  its  relative  infancy  — 
and  simpler.  There  were  fewer  ven¬ 
dors,  and  in  many  cases  a  single,  major 
vendor  could  supply  a  company  with 
everything  —  computers,  printers,  pe¬ 
ripherals  and  software  —  plus  install, 
service  and  support  it  after  the  sale. 

In  the  1990s,  things  changed.  Open 
architecture  made  computer  systems 
flexible  and,  along  widi  price  competi¬ 
tion,  began  to  make  possible  a  huge 
array  of  new  products  and  suppliers. 
The  upside?  Today  you  enjoy  more 
choices  and  lower  prices.  The  down¬ 
side?  It’s  more  difficult  to  evaluate  and 
decide  among  those  choices. 

How  can  you  integrate  information 
technology  into  your  organization’s 
strategic  direction,  and  keep  your  com¬ 
pany  moving  in  the  smartest  and  most 
cost-effective  technological  directions? 
How  do  you  navigate  the  maze  of  plat¬ 
forms,  vendors  and  environments? 
How  can  you  leverage  technology  not 
only  for  traditional  uses,  like  informa¬ 
tion  retrieval  and  analysis,  but  also  for 
functions  that  may  be  mission-critical 
to  your  industry,  such  as  communica¬ 
tions,  manufacturing,  process  control, 
purchasing  and  financial  management? 

Most  important,  how  ’wall  your  com¬ 
pany  realize  the  benefits  promised  by 
information  technology  —  benefits  such 
as  increased  revenue,  and  enhanced 
productivity  and  customer  service? 

Step  No.  1  in  developing  such  a 
business  computing  strategy  is  identify¬ 
ing  what  problems  your  organization 
and  your  industry  face.  If  your  business 
is  product-based,  how  can  you  shorten 
time  to  market  and  bolster  your  sales 
staff’s  productivity?  If  your  business  is 
service-based,  how  can  you  improve  cus¬ 
tomer  response  time  and  satisfaction? 
Are  there  ways  you  can  streamline  com¬ 
munications  and  business  processes? 

Step  No.  2  is  identifying  the  avail¬ 
able  software,  hardware  and  communi¬ 
cations  systems  that  will  help  you  ad¬ 
dress  your  specific  business  needs. 
Many  successful  businesses  are  imple¬ 
menting  their  strategies  by  building  on 
the  Microsoft®  Solutions  Platform,  a 
complete  and  available  set  of  desktop 
and  server  applications,  development 
tools,  graphical  programming  systems, 
operating  systems,  database  servers, 
and  products  for  connectivity,  messag¬ 
ing  and  systems  management. 


Step  No.  3  —  designing  and  imple¬ 
menting  your  technology  solution  — 
calls  for  rallying  both  in-house  support 
staff  and  external  experts,  including 
consultants,  trainers,  developers,  value- 
added  resellers,  systems  integrators, 
and  resellers.  Taking  advantage  of  out¬ 
side  experts  gives  you  the  best  possible 
resources  for  speedy  implementation 
and  lets  you  use  shrinking  internal  re¬ 
sources  selectively. 

Rallying  external  support 

Outside  support  is  readily  available 
in  the  virtual  army  of  third-party  orga¬ 
nizations  worldwide  that  can  analyze 
your  firm’s  information  technology  situ¬ 
ation,  develop  or  review  a  strategy,  im¬ 
plement  solutions,  troubleshoot  prob¬ 
lems,  and  help  users  get  up  to  speed. 
These  experts  operate  in  a  broad  range 
of  industries  and  across  all  computing 
environments.  Microsoft  initiated  the 
Microsoft  Solution  Provider  program  to 
create  partnerships  with  more  than 
5,000  organizations  that  offer  multiven¬ 
dor  business  solutions  and  services  to 
Microsoft  customers  worldwide. 

Many  innovative  companies,  such  as 
QuickStart  Technologies,  Inc.,  based  in 
Newport  Beach,  Calif.,  have  built  their 
businesses  by  helping  organizations  de¬ 
ploy  solutions  with  Microsoft  products. 
QuickStart’s  product  line,  known  as 
TechcelerationSM,  provides  accelerated 
learning  for  technical  professionals  on 
Microsoft  technology. 

Thousands  of  third-party  organiza¬ 
tions  are  helping  customers  implement 
solutions  based  on  Microsoft  products 
such  as  Microsoft  Windows  NT,  re¬ 
leased  a  year  ago.  In  many  of  the  stories 
that  follow,  industry-  and  company-spe¬ 
cific  problems  are  being  solved  with  so¬ 
lutions  powered  by  Microsoft  Windows 
NT,  Windows  NT  Advanced  Server, 
Microsoft  SQL  Server™,  the  Microsoft 
Office  and  Microsoft  development  tools 
such  as  the  Microsoft  Access®  database 
management  system  and  Microsoft  Vi¬ 
sual  C++™  development  system. 

Business  computing  in  the  ’90s  re¬ 
quires  a  well-thought-out  strategy, 
open  best-of-breed  products  and 
knowledgeable  support  that  is  there 
when  you  need  it.  When  all  are  in 
place,  the  increased  revenue  and  pro¬ 
ductivity  benefits  follow  directly. 

For  more  information  on  Quick- 
Start,  call  (714)  476-7575. 
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SPECIAL  ADVERTISING  SUPPLEMENT 


computing  strategies  lor  tne  '90s 


The  Challenge:  showing  one 
face  to  the  customer  while 
integrating  systems  with 
external  support  organizations. 


Banking  in  the  1990s  shows  a 
rapidly  changing  world,  where 
shakeout  survivors  have 
achieved  economies  of  scale 
with  lower  cost  structures  and 
increased  returns.  The  pressure  on 
banks  comes  from  many  angles,  includ¬ 
ing  a  declining  volume  of  bank  loans 
over  the  last  decade  and  competition 
from  new  vehicles  offering  funding  al¬ 
ternatives  that  may  be  faster,  more  flex¬ 
ible,  or  more  available  than  traditional 
business  loans. 

In  response,  banks  are  working 
harder  to  attract  new  customers  and  re¬ 
tain  current  ones.  Many  of  them  have 
too  much  capacity  and  too  few  cus¬ 
tomers.  As  they  outsource  products  and 
services  to  third-party  organizations  for 
processing,  they  discover  they  need  an 
information  technology  system  that  can 
integrate  with  those  external  support 
organizations,  yet  show  one  face  to  the 
customer. 

Also,  commercial  bankers  them¬ 
selves  are  under  pressure  to  reduce 
costs  and  loan  approval  times  while  im¬ 
proving  risk  management,  service  and 
productivity.  While  they  need  to  find  a 
way  to  do  more  with  less,  they’re  often 
impeded  by  inefficient  workflow,  inflex¬ 
ible  computer  systems,  and  a  lack  of 
front-  and  back-office  reconciliation. 

Top  priority:  customer  relations 

Many  established  banks  that  share 
these  dilemmas,  and  especially  need  to 
focus  on  customer  relations,  have 


Bank  of  Boston’s  Steve  Eastburn 
chose  BancWares  Convergence  to 
support  more  than  60  oj  the  bank’s 
units  worldwide.  The  system  has 
improved  planning  by  standardizing 
uncommon  processes  and  allowing 
greater  access  to  and  understanding 
of  forecast  assumptions. 


BANKING 


Banking  Systems 

Deliver  Improved  Responsiveness 


turned  to  BancA/Andersen  in  Dallas 
for  a  client-server-based  workbench  set 
of  tools  called  Solutions  for  Commer¬ 
cial  Banking  (SCB).  SCB  is  a  product 
relationship  between  Microsoft  Corp., 
BancA  Enterprise  and  Andersen  Con¬ 
sulting,  based  in  Chicago,  to  foster  con¬ 
nectivity  and  capability  between  Mi¬ 
crosoft®  products  and  banking 
software  applications. 

“Seventy  percent  of  the  gain  from 
reengineering  banking  processes  comes 
from  new  technology,”  says  John 
Humphrey,  director  of  solution  engi¬ 
neering  at  BancA.  “Banks  can  say,  ‘We 
want  our  loan  officers  to  write  more 
loans,’  but  if  officers  are  still  writing  on 
yellow  pads  and  secretaries  are  typing 
up  their  notes,  the  banks  won  t  see  the 
results  they’d  see  if  the  officers  had  lap¬ 
tops  and  fast  access  to  data,”  says 
Humphrey. 

Bank  analysts  will  be  able  to  query 
Microsoft  SQL  Server™  relational 
databases  powered  by  the  Windows 
NT™  operating  system  for  loan  histo¬ 
ries  and  real-time  data,  and  then  down¬ 
load  it  for  manipulation  and  analysis  in 
Microsoft  Excel.  Using  Microsoft  Word 
and  BancA’s  POWER  1®  automated 
banking  application,  they  can  generate 
proposals  and  reports  that  contain  the 
Microsoft  Excel  data  and  charts.  Every¬ 
thing  can  then  be  imported  to  Mi¬ 
crosoft  PowerPoint®  for  on-site  or  re¬ 
mote  presentations  to  current  and 
prospective  clients. 

The  SCB  tools  workbench  also  in¬ 


cludes  POWER  1  modules  that  help 
commercial  officers  automate  their 
marketing,  loan  origination,  and  cus¬ 
tomer  review  administration  tasks. 

Standardization  delivered 

A  different  problem  sent  Bank  of 
Boston  Corp.  to  BancWare  Inc.,  a  Mi¬ 
crosoft  Solution  Provider  based  in 
Braintree,  Mass.  The  $41  billion-asset 
bank  holding  company  wanted  to  stan¬ 
dardize  the  way  its  60  unit  managers 
prepared  budgets  and  forecasts  so  that 
everyone  used  the  same  models  and 
tools,  met  the  same  planning  require¬ 
ments,  and  delivered  data  that  was  con¬ 
sistent  and  easy  to  consolidate. 

Bank  of  Boston  chose  BancWare 
Convergence  —  an  object-oriented  in¬ 
tegrated  financial  management  system 
that  uses  the  Microsoft  Windows™  op¬ 
erating  system  and  the  Microsoft  Excel 
spreadsheet  for  data  import  and  analy¬ 
sis  —  as  its  software  solution. 

With  the  new  system,  figures  are 
consistently  presented  and  calculated, 
and  consistency  has  improved  the  cred¬ 
ibility  of  consolidated  numbers,  says  Al 
Reese,  director  of  management  report¬ 
ing  at  Bank  of  Boston. 

The  BancWare  system  helps  man¬ 
agers  look  at  profitability  dynamics  dif¬ 
ferently,  identify  profit  opportunities, 
and  confront  problems  before  they  be¬ 
come  crises. 

For  more  information,  call  John 
Humphrey,  BancA,  at  (214)  761-8136 
or  BancWare  at  (617)  848-5800. 
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hen  a  few  engineers  at 
Microsoft  set  out  to  write  Windows  NT," 
they  sat  down  with  many  cups  of 
coffee,  and  computers  built  around  the 
MIPS'  R4400™  RISC  microprocessor. 

(No  wonder:  the  NEC  VR4400“ 
MIPS  processor  is  at  the  heart  of  some 
of  the  most  powerful  computers  in  the 
world.) 

During  the  next  few  years,  they 
worked  long  and  hard,  missing  quite 
a  few  dinners  with  their  families  and 
untold  televised  sporting  events. 

Today,  Windows  NT  makes  it 
possible  for  companies  to  run  their 
enterprise  software  on  a  whole 
new  class  of  dependable,  affordable 
machines.  Like  the  NEC  Express 
RISCserver™  direct  descendant  of  the 
machines  used  to  write  NT  itself. 

And  it  gives  software  developers, 
designers  and  engineers  access 
to  remarkable  new  tools  like  the  NEC 
Image™  RISCstation™ 

In  short,  a  few  engineers  sat 
down.  And  the  entire  computing  world 
leaped. 


The  only  Windows  NT-specific  sys¬ 
tems  in  the  industry:  NEC  MIPS 

RISC  Systems 

•Express  RISCserver 

•  Image  RISCstation 

for  the  new  generation  of  32-hit 
client/server  and  database 
applications 

•  NEC  Vi/44001"  MIPS  RISC  processors 
with  MultiRISC1 "  architecture  sup¬ 
porting  dual  processor  SMP 
operation. 

•  MultiRISC  system  management  for 
hardware  problem  detection  and 
reporting  ( standard  on  RISCserver) 

•  Fully  optimized  multithreading 
among  four  hardware  subsystems: 
I/O,  processor,  video  and  memory 

•  Up  to  12HMH  RAM  on  the  system 
board:  additional  memory  expan¬ 
sion  up  to  512MB  (ECC  coding) 
using  industry-standard  SIMMs 

•  MultiSpin ®  3Xi  CD-ROM  standard 
on  all  NEC  RISC  Systems ' 

•  Hard  drive  options  up  to  2.  OGli 

•  Fault-tolerant  "hot-swap"  RAID 
option  ( RISCserver) 

•  3  year  limited  ExpressCare1" 
warranty/ *  ExpressCare  upgrade 
options  available 


For  more  information,  call  /  ROD  NEC  INFO  or,  for  details  via  fax,  call  NEC  FastFacts'"  at  I  SOU  3(>(i -04 76,  * 146474721  Image  RISCstation:  #977 74721  Express  RISCserver 
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HEALTH  CARE 


Health  Care  Reform 
Gets  a  Shot  in  the  Arm 


Using  a  pen 
computing 
device 
tied  to  a 
computerized 
medical 
records 
system, 
clinicians 
can  record 
physical  exam 
results  that 
are  updated 
in  real  time. 

Health  care  reform  is  bring¬ 
ing  major  challenges  to 
health  care  providers  across 
the  country,  and  many  tech¬ 
nology-related  issues  con¬ 
tinue  to  surface  as  the  debate  rolls  on. 

For  example,  the  trend  toward  con¬ 
solidation  results  in  the  need  to  inte¬ 
grate  dissimilar  computing  systems. 
There  is  also  a  movement  toward  in¬ 
creased  outpatient  care,  which  necessi¬ 
tates  systems  that  can  scale  from 
standalone,  easy-to-use,  hand-held 
units  for  clinicians  to  community 
health  care  information  systems  that 
serve  as  clinical  repositories  for  com¬ 
munities  or  regions. 

As  costs  climb  and  medical  knowl¬ 
edge  continues  to  explode,  health  care 
organizations  are  finding  it  increasingly 
difficult  to  influence,  monitor  or  pre¬ 
dict  expenditures.  Changing  business 
conditions  and  increased  competition 
make  it  critical  that  health  care  systems 
be  built  as  quickly  as  possible  to  enable 
efficient  processes.  Many  health  care 
organizations  are  reengineering  their 


systems  and  eliminating  obsolete  func¬ 
tions  as  they  search  for  ways  to  stream¬ 
line  other  functions. 

Win2  Technologies,  Inc.  in  San 
Bernardino,  Calif.,  offers  health  care 
organizations  an  information  technol¬ 
ogy  solution  that  addresses  many  of 
these  pressing  issues. 

WinCare™  offers  a  comprehensive 
practice  management  and  computer¬ 
ized  medical  record  system.  Doctors  in 
both  small  rural  practices 
and  large  regional  net¬ 
works  can  use  the  scalable 
system  to  get  information 
about  clinical  protocols 
they  should  follow  to  de¬ 
liver  consistent  health 
care.  During  a  patient 
visit,  the  health  care 
provider  can  download  in¬ 
formation  as  well  as  input 
patient  financial  and  clini¬ 
cal  information. 

Organizations  accom¬ 
plish  this  by  connecting  a 
complex  web  of  legacy 
health  care  systems  with 
new  information  technol¬ 
ogy.  WinCare  gets  the  job 
done  through  extensive 
use  of  the  Microsoft  Solutions  Platform 
of  products.  On  the  back  end,  it  uses 
the  Windows  NT™  operating  system, 
Windows  NT™  Advanced  Server,  and 
Microsoft  SQL  Server™.  On  the  front 
end,  it  uses  Microsoft  Windows™  for 
Workgroups  operating  system  with  in¬ 
tegrated  networking,  the  Microsoft  Ac¬ 
cess®  database  management  system 
and  Microsoft  Mail. 

Here’s  how  it  works:  With  an  easy- 
to-use  pen  computing  device,  a  clini¬ 
cian  uses  WinCare  to  download  a  pa¬ 
tient’s  medical  record  from  a  database 
residing  on  a  server.  The  clinician 
records  observations  and  physical  ex¬ 
amination  results  with  the  click  of  the 
pen  and  the  records  are  updated  in  real 
time.  The  clinician  can  also  sketch  or 
videotape  the  patient,  write  prescrip¬ 


tions,  and  order  lab  tests  or  X-rays  right 
from  a  notebook  computer,  navigating 
easily  through  options  via  the  Win¬ 
dows™  interface. 

During  the  same  visit,  the  clinician 
can  access  and  consult  protocols,  text¬ 
books,  or  the  latest  medical  literature, 
or  send  a  patient  record  to  a  colleague 
via  a  Microsoft  Mail  message.  In  addi¬ 
tion,  the  clinician  or  an  assistant  can 
use  the  WinCare  billing,  appointment 
scheduling,  reporting, 
medical  record  and  phar¬ 
macy  modules  to  stream¬ 
line  administrative  duties. 
Because  WinCare  inte¬ 
grates  graphics,  sound  and 
video,  health  care  pro¬ 
viders  can  use  the  system 
to  educate  patients  or 
consult  with  other  physi¬ 
cians  in  remote  sites.  They 
can  request  contextually 
sensitive  data  when  they 
need  it,  wherever  they 
need  it,  the  way  they  want 
to  see  it.  Health  care  is 
an  information-based  ser¬ 
vice  industry,  so  the  bene¬ 
fits  from  introducing  new 
information  technology 
are  many  for  both  providers  and  con¬ 
sumers.  They  include  the  following: 

•  Lowering  administrative  and  man¬ 
agement  overhead 

•  Quick  access  to  a  patient’s  insurance 
coverages  and  restrictions 

•  Avoiding  unnecessary  and  duplicate 
test  ordering 

•  Easy,  accurate  monitoring  of  drug 
usage 

•  Better  outcomes  analysis,  and 

•  Improved  patient  education. 

Information  technology  is  a  boon  to 

health  care  organizations  that  are  reex¬ 
amining  and  reengineering  their 
processes  during  this  era  of  health  care 
reform.  And  client-server  systems  are 
the  key  to  bridging  the  old  with  the  new. 

For  more  information,  call  Win 2 
Technologies  at  (909)  383-3500. 


Tools  like  WinCare ™ 
give  doctors  quick  access 
to  patients’  medical 
records. 
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WINDOWS  NT  WORKS! 

JUST  BELOW 


There’s  a  vast  expanse  of  chal¬ 
lenges  out  there.  And  you  have  to 
solve  them  from  one  workstation. 

Whether  you  need  to  run  elab¬ 
orate  manufacturing  or  engineer¬ 
ing  applications,  financial,  archi¬ 
tectural,  development  or  other 
sophisticated  applications,  you’ve 
got  to  get  those  complex  jobs  done 
more  efficiently.  More  easily. 

And  without  the  right  operat¬ 
ing  system  running  underneath 
those  advanced  applications,  you’re 
dead  in  the  water. 

That’s  the  reason  Microsoft* 
Windows  NT™  Workstation  oper¬ 
ating  system  is  so  significant.  This 
32-bit  system  gives  you  high-end 
workstation  power  along  with  the 
productivity,  ease  and  compatibili¬ 
ty  of  the  Windows  "  environment. 

All  for  the  cost  of  a  PC. 
Quicker  analysis.  Faster  decisions. 

Our  preemptive  multitasking 
lets  you  simultaneously  run  two, 
three,  or  as  many  applications  as 
you  want.  You  can  seamlessly 
integrate  your  favorite  productivity 


programs  with  your  more  com¬ 
plex  business-critical  applications 
to  create  complete  business  solu¬ 
tions.  All  on  one  desktop. 
Virtually  crash-proof  protection. 

If  one  application  has  prob¬ 
lems,  this  system  keeps  the  others 
running.  Unaffected.  And  impor¬ 
tant  files  and  programs  are  secure 


from  tampering  and  user  error. 
The  simplicity  of  Windows. 

Now  you’ve  got  UNIX’  power 
and  flexibility  without  the  arcane 
commands.  Because  Windows  NT 
Workstation  does  it  all  in  the 
Windows  environment.  It’s  easy  to 
use  and  quick  to  learn.  (And  a  big 
savings  on  training  costs.) 


'When  available.  Obtain  free  upgrade  coupon  at  rime  of  acquiring  current  product.  Must  provide  proof  of  purchase.  Offer  only  good  for  version  upgrade  to  Windows  NT  Workstation  3.5.  Please  allow  812  weeks  for  delivery  upon  availability.  Offer  good  only  in  the  50  United  State 
Microsoft  Is  a  registered  trademark  and  Windows,  Windows  NT  and  Visual  C++  are  trademarks  of  Microsoft  Corporation.  Banyan  and  VINES  arc  trademarks  of  Banyan  Systems,  Inc.  DEC  is  a  registered  trademark  and  Alpha  AXP  is  a  trademark  of  Digital  Equipment  Corporatioi 
is  a  registered  trademark  of  UNIX  Systems  Laboratories. 


IITION.  MASSIVE  POWER. 
THE  SURFACE. 


Use  your  network.  Your  hardware. 

NetWare:  Banyan  VINES: 
UNIX.  TCP/IP.  And  Windows 
NT™  Server.  The  most  popular  net¬ 
works  in  use  today  all  work  with 
Windows  NT  Workstation. 

Hardware?  Its  your  choice. 
From  the  machines  you  have  to  the 
ones  you  dream  about  -  Pentium, “ 


Intel*  386/486,  PowerPC,™  MIPS; 
DEC*  Alpha  AXP.™  And  more. 

Consequently,  this  system  is 
making  waves  everywhere. 

Four  of  the  top  New  York  bro¬ 
kerage  houses  have  chosen 
Windows  NT  Workstation.  In  a 
big  way.  As  have  numerous  banks, 
airlines,  factories  and  government 


agencies.  Large  and  small. 

There’s  a  lot  of  solutions  avail¬ 
able  for  Windows  NT  Workstation. 
New  versions  of  Microsoft  Visual 
C++™  development  system  and 
Microsoft  Office  for  Windows  NT, 
with  32-bit  Microsoft  Excel  and 
Word,  are  around  the  corner. 

So  it’s  time  to  get  started.  Time 
for  you  to  migrate  to  Windows  NT 
Workstation.  Call  (800)  434-3982, 
Dept.  P6V,  for  your  free  in-depth 
evaluation  guide.  Get  Wmdows  NT 
Workstation  now  and  we’ll  send 
you  our  next  upgrade!  For  free. 

With  all  that  power  at  your 
command,  you  might  get  a  chance 
to  come  up  for  air  once  in  a  while. 


Microsoft 


©  1994  Microsoft  Corporation.  All  rights  reserved.  In  the  50  United  States,  call  (800)  4.14-3982,  Dept.  P6V.  For  information  only:  Customers  in  Canada,  call  (800)  563-9048;  outside  rhe  United  States  and  Canada,  contact  your  local  Microsoft  subsidiary  or  call  (206)  936-8661. 

■t  Intel  is  a  registered  trademark  and  Pentium  is  a  trademark  of  Intel  Corporation.  PowerPC  is  a  trademark  of  International  Business  Machines  Corporation.  MIPS  is  a  registered  trademark  of  MIPS  Computer  Systems,  Inc.  NetWare  is  a  registered  trademark  of  Novell.  Ini  UNIX 


WINDOWS  NT  SERVER. 
EVERYONE  ALL  THE 


Your  company  is  a  kind  of 
ecosystem.  An  intricate  network 
of  diverse  types  that  all  feed  on 
information.  Constantly. 

And,  just  as  sophisticated  sys¬ 
tems  in  the  ocean  are  built  on  a 
foundation  of  coral,  your  business 
needs  a  dependable  platform,  a 
solid  infrastructure  on  which  to 
sustain  itself  and  cultivate  growth. 

The  Microsoft  Windows  NT™ 
Server  is  that  foundation.  The  one 
complete  network  operating 
system  that  gives  you  the  solution 
capabilities  of  a  minicomputer 
with  the  speed  and  price  of  a  file 
server.  Nothing  else  can  do  all  that. 
The  widest  range  of  possibilities. 

No  other  network  operating 
system  runs  as  many  business  pro¬ 
grams  or  runs  them  as  well.  From 
accounting  and  payroll  systems 
to  customer  tracking. 

It  supports  and  integrates  a 
whole  spectrum  of  server  applica¬ 
tions,  networks  and  hardware.  So 
you  can  find  the  answers  to  make 
better  decisions.  Faster.  Through 


the  familiar  Windows”  environment. 
Easy  installation.  Easy  integration. 

It’s  all  in  the  box.  A  new  stand¬ 
ard  of  simplicity.  Ready  to  set  up 
and  manage.  Even  with  NetWare^ 
UNIX  and  SNA  systems.  Because 
Windows  NT  Server  integrates 
with  all  your  existing  networks. 


Naturally,  integration  means 
you’ve  got  central  management 
from  a  single  computer.  Load 
balancing.  Troubleshooting.  The 
works.  All  at  your  fingertips. 
Thanks  to  the  best  monitoring  and 
management  tools  around. 

It  can  even  accommodate 


‘When  available.  Obtain  free  upgrade  coupon  at  time  of  acquiring  current  product.  Must  provide  proof  of  purchase.  Offer  only  good  for  version  upgrade  to  Windows  NT  Server  3.5.  Please  allow  8-12  weeks  for  delivery  upon  availability.  Offer  good  only  in  the 
Microsoft  subsidiary  or  call  (206)  936-8661.  Microsoft  is  a  registered  trademark  and  Windows  and  Windows  NT  are  trademarks  of  Microsoft  Corporation.  DEC  is  a  registered  trademark  and  Alpha  AXP  is  a  trademark  of  Digital  Equipment  Corporation, 
trademark  of  MIPS  Computer  Systems,  Inc.  NetWare  is  a  registered  trademark  of  Novell,  Inc.  Sun  and  Net  Manager  are  registered  trademarks  of  Sun  Microsystems  Incorporated.  UNIX  is  a  registered  trademark  of  UNIX  Systems  Laboratories. 


ONE  PLATFORM  GIVES 
Y  NEED  TO  THRIVE. 


built  on  this  core,  lets  you  leverage 
your  current  investments  as  you 
move  to  new  distributed  systems. 

That’s  why  thousands  of  com¬ 
panies  have  already  used  it  to  build 
rock-solid  solutions  for  their  organ¬ 
izations.  Fact  is,  Windows  NT 
Server  has  the  highest  customer 
satisfaction  rating  of  any  Microsoft 
product  in  history. 

So  call  us  at  (800)  434-3982, 
Dept.  P6V,  and  get  your  free  evalu¬ 
ation  kit.  Or  get  Windows  NT 
Server  now  and  the  next  upgrade* 
is  yours  for  free. 

Once  you’ve  got  this  founda¬ 
tion,  your  business  might  just  go 
right  to  the  top  of  the  food  chain. 


Hewlett-Packard  OpenView,'  IBM 
NetView'  6000,  and  the  Sun  Net 
Manager.  So  you  can  manage  the 
largest  mixed  networks  there  are. 
You  pick  the  hardware. 

Choose  the  chips  that  deliver 
the  best  price/performance  for  you, 
Pentium;  MIPS;  DEC  Alpha  AXP.“ 


Single  or  multiprocessor. 

And  this  platform  is  the  essen¬ 
tial  long-term  answer,  too. 

The  microkernel  achitecture 
at  the  core  of  Windows  NT  Server 
means  the  solutions  you  develop 
today  will  last  into  the  next 
century.  Our  object  technology, 


Microsoft 


50  United  States.  ©  1994  Microsoft  Corporation.  All  rights  reserved.  In  the  50  United  States,  call  (800)  434-3982,  Dept.  P6V.  For  information  only:  Customers  in  Canada,  call  (800)  563-9048;  outside  the  United  States  and  Canada,  contact  your  local 
Hewlett-Packard  and  OpenView  are  registered  trademarks  of  Hewlett-Packard  Company.  Pentium  is  a  trademark  of  Intel  Corporation.  IBM  and  NetView  are  registered  trademarks  of  International  Business  Machines  Corporation.  MIPS  is  a  registered 
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Enterprise  Sales  Automation 
Speeds  Data  Access,  Cuts  Costs 


The  ability  to  access  data  remotely 
without  having  to  know  where  data  resides 
cuts  sales  and  marketing  labor  costs  and 
improves  responsiveness. 


In  the  1990s,  firms  are  racing  to 
automate  their  sales  operations  to 
improve  efficiency  in  an  environ¬ 
ment  where  customers  expect 
better  information,  faster. 

To  set  up  an  enterprise  sales  au¬ 
tomation  system  that  will  serve  them 
into  the  future,  these  firms  must  ad¬ 
dress  process  reengineering  issues  and 
incorporate  sales,  marketing  and  cus¬ 
tomer  service  into  the  solution. 

The  French  pharmaceutical  and 
chemical  company  Rhone  Poulenc 
Rorer  (RPR),  maker  of  Maalox  and 


other  household  name  pharmaceuti¬ 
cals,  faced  a  major  data  access  prob¬ 
lem.  Its  sales  and  marketing  staff  had 
poor  or  little  access  to  corporate  and 
third-party  data  that  was  scattered 
throughout  the  company.  For  example, 
marketing  staff  who  requested  data  on 
dollar  volume  vs.  market  share  for  their 
monthly  reports  might  wait  from  two 
days  to  two  months  for  a  response. 

RPR  turned  to  Adaptive  Strategies, 
Inc.,  a  Microsoft®  Solution  Provider 
based  in  Cherry  Hill,  N.J.,  for  a  tech¬ 
nology  solution  that  would  give  its  cor¬ 
porate  users  and  1,500  sales  represen¬ 
tatives  easy  access  to  these  different 
information  sources.  Adaptive’s  client- 
server  sales  force  automation  solution 
—  a  trio  of  products  called  SFA+,  Pro¬ 
tege,  and  MobileSync  —  is  currently 
used  in  financial,  manufacturing  and 
pharmaceutical  organizations.  It  em¬ 
ploys  the  Windows  NT™  Advanced 
Server  operating  system  and  Microsoft 
SQL  Server™  for  Windows  NT  on  the 
back  end  and  Microsoft  Windows™  for 
Workgroups  operating  system  with  in¬ 
tegrated  networking  and  Microsoft  Of¬ 
fice  on  the  front.  The  solutions  archi¬ 
tecture  incorporates  OLE  (Object 
Linking  and  Embedding)  automation, 


Microsoft  Visual  Basic®  for  Applica¬ 
tions,  ODBC  (Open  Database  Connec¬ 
tivity)  and  message-enabled  technology. 

Using  this  solution,  RPR  users 
across  the  enterprise  can  tap  into  the 
data  library  from  various  points  of 
view.  For  example,  Microsoft  Excel 
builds  the  query  for  a  regional  sales 
manager  who  wants  to  look  at  quarterly 
revenue  per  sales  representative  by 
territory.  The  data  is  displayed  in  a  Mi¬ 
crosoft  Excel  pivot  table,  and  the  man¬ 
ager  can  drill  down  into  the  data  li¬ 
brary  for  more  detail  and  history.  The 
next  step:  Create  a  chart,  drag  and 
drop  it  into  a  Microsoft  Word  docu¬ 
ment,  and  send  the  report  as  an  attach¬ 
ment  to  a  Microsoft  Mail  message  for 
distribution  to  the  regional  sales  staff. 
Sales  and  marketing  personnel  can 
now  access  data  without  having  to 
know  where  data  resides. 

“We  estimate  that  we  save  $1  mil¬ 
lion  annually  with  this  system,”  says 
Howard  Mark,  director  of  sales  and 
marketing  systems  at  RPR.  “Our  labor 
costs  have  gone  down,  and  we  have  sig¬ 
nificantly  reduced  our  time  to  market.” 

For  more  information,  call  Bob 
Land,  Adaptive  Strategies,  at  (609) 
482-7886. 


Windows  NT  and  Windows  NT  Advanced  Server 


Together,  the  Microsoft®  Windows  NT™  and  Microsoft 
Windows  NT™  Advanced  Server  operating  systems  make  up  the 
most  powerful  platform  for  client-server  computing.  Both  products 
are  designed  to  be  ready  for  the  most  demanding  computing 
requirements  of  the  1990s  and  beyond. 

Microsoft  Windows  NT  for  the  desktop  is  designed  to  provide 
users  with  the  power  of  a  dedicated  workstation  while  retaining  the 
ease  of  use,  productivity  and  compatibility  of  Windows™-based 
desktop  systems.  Microsoft  Windows  NT  Advanced  Server  for  the 
server  is  a  high-performance  server  designed  to  support  business- 
critical  applications  while  also  providing  complete  file-  and  print¬ 
sharing  capabilities. 

Microsoft  Windows  NT  3.1  features  include: 

32-bit  processing,  scalability,  pre-emptive  multitasking,  support  for 
thousands  of  Windows-  and  MS-D0S®-based  applications,  sym¬ 


metric  multiprocessing,  ability  to  run  on  Intel®,  MIPS®  or  Digital 
Alpha  AXP™  RISC  CPUs,  support  for  OS/2®  character-based  appli¬ 
cations,  POSIX  application  compliance,  built-in  networking  and 
workgroup  capabilities.  In  addition,  Windows  NT  3.1  is  designed  for 
C-2  level  security. 

Windows  NT  Advanced  Server  3.1  features  include  all  of  the 
above,  plus: 

Ability  to  run  business-critical  server  applications  such  as  data¬ 
base,  messaging,  and  systems  management  services,  advanced 
fault  tolerance,  centralized  management,  multiserver  administra¬ 
tion  facilities,  single  network  logon,  remote  access  service  with 
support  for  direct,  X.25  and  ISDN  links,  Macintosh®  services  for  file 
and  printer  sharing,  full  centralized  security  control  and  access  to 
applications  running  on  Windows  NT  Advanced  Server  without 
additional  software  for  Novell®  clients. 
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INSURANCE/LEGAL 


IT  Helps  Level  Playing  Field 
for  Small  Business 


Small  businesses  face  many  of  the 
same  challenges  as  their  larger 
corporate  counterparts,  but 
without  the  same  revenue-gen¬ 
erating  possibilities.  As  a  result, 
anything  that  increases  productivity  or 
reduces  costs  without  sacrificing  prod¬ 
uct  or  service  quality  is  a  boon. 

That’s  why  small  businesses  in  nearly 
every  field  are  turning  to  information 
technology  to  stay  competitive.  They’ve 
seen  that  properly  applied  automation 
increases  productivity  and  efficiency 
and  reduces  costs  to  clients. 

Young  &  Pern  Insurance  in  Bridge- 
water,  N.J.,  needed  to  increase  the  pro¬ 
ductivity  of  its  independent  agents  so 
that  the  office  could  find  and  retain 
commercial  business  without  growing 
beyond  its  current  size  of  24  employ¬ 
ees.  In  addition,  they  hoped  to  control 
the  paper  chase  that  was  burying 
agents  and  support  staff  alike. 

Independent  agents  get  boost 

The  firm  turned  to  Agency  Manage¬ 
ment  Services,  Inc.  (AMS)  of  Nowell, 
Mass.,  which  serves  more  than  half  of 
the  country’s  43,000  independent  in¬ 
surance  agencies.  AMS  recommended 
that  Young  &  Perry  enhance  its  basic 
functions  —  selling,  marketing,  servic¬ 
ing  and  managing  —  via  information 
technology.  AMS’s  Pathfinder  Plus  for 
the  Windows™  operating  system  inte¬ 
grates  these  four  processes,  allowing  an 
agency  to  deploy  new  technology  intel¬ 
ligently  and  focus  its  energy  and  invest¬ 
ment  in  highly  leverageable  areas. 
Each  core-function  module  is  integrat¬ 
ed  with  Microsoft®  Office  applications, 
so  that  underwriting,  rating,  and  other 
data  can  be  imported  easily  into  re¬ 
ports,  analyses,  and  memos. 

When  Pathfinder  Plus  for  Windows 
was  installed  in  his  office,  partner  Bill 
Young  says  he  saw  a  very  positive  re¬ 
sponse  from  his  agents.  In  addition  to 
using  Microsoft  Word  extensively  on 
their  desktops  for  correspondence  and 
newsletters,  agents  on  the  road  use  lap¬ 


tops  and  the  Microsoft  PowerPoint® 
presentation  graphics  software  to  create 
professional-looking  presentations  and 
documents  for  clients  and  prospects. 

Young  &  Perry  agents  use  the  system 
to  coordinate  direct  mail  and  telemar¬ 
keting  efforts,  to -create  graphical  maps 
for  customer  prospecting,  and  to  rate 
personal  and  commercial  lines.  They 
can  incorporate  risk  surveys  into  sub¬ 
missions  and  proposals,  and  they  can 
easily  access  policy  histories  and  client 
notes.  Scheduling,  accounting  and  re¬ 
porting  tools  are  also  integrated  into  the 
core  processes  with  the  new  system. 

The  information  technology  solution 
that  Young  &  Perry  implemented  al¬ 
lowed  them  to  reduce  labor  costs  by 
more  than  $100,000  annually.  It  also  al¬ 
lowed  them  to  convert  some  support 
positions  into  sales  positions,  thereby 
increasing  revenue  opportunities. 

Similar  productivity  increases  and  in¬ 
formation  technology  “transformations” 
can  be  seen  in  the  legal  profession, 
where  nearly  75  percent  of  law  firms 
are  composed  of  five  or  fewer  people. 

Attorneys  from  small  firms  often  find 
themselves  in  court  facing  lawyers  from 
large  firms  that  can  afford  to  maintain 
huge  law  libraries  and  a  stable  of  law  as¬ 
sociates  and  paralegals.  How  can  they 
overcome  this  David-and-Goliath  disad¬ 
vantage?  By  using  their  PCs  and  on-line 
research  such  as  the  LEXIS®/NEXIS® 
services  to  gain  fast  access  to  the  same 
source  materials  as  the  large  firms. 

Access  to  major  league  tools 

The  LEXIS  service,  introduced  in 
the  early  1970s,  is  provided  by  Mead 
Data  Central,  based  in  Dayton,  Ohio. 
LEXIS  is  a  computer-assisted  legal  re¬ 
search  service  that  contains  massive 
archives,  federal  and  state  case  law  and 
statutes,  regulations,  45  specialized  legal 
libraries,  and  an  extensive  collection  of 
public  records.  NEXIS  is  a  news  and 
business  information  service  that  in¬ 
cludes  a  news  library  with  2,300  full-text 
sources  and  2,000  sources  of  abstracts 


segmented  by  market  and  industry. 

Working  on  their  legal  briefs  with 
Microsoft  Office  applications  such  as 
Microsoft  Word,  users  can  directly  ac¬ 
cess  the  LEXIS  service,  check  legal  ci¬ 
tations,  look  at  the  full  text  of  cases 
cited,  and  locate  other  memoranda  in 
the  firm’s  briefs  bank  that  may  pertain 
to  their  case.  Without  leaving  Word, 


Specialized  tools  for  vertical  markets  such 
as  insurance  and  low  help  small  staffs 
compete  with  their  larger  counterparts. 


they  can  download  on-line  information 
into  their  legal  briefs  and  cut  and  paste 
materials  from  Microsoft  Excel  or 
other  Word  documents.  They  can  also 
send  briefs  via  Microsoft  Mail  to  other 
attorneys  on  the  case  for  review  and 
annotation.  Users  can  then  forward  the 
final  revised  document  to  their  clients’ 
in-house  counsel  via  LEXIS®  Counsel 
Connect,  a  legal  communications  and 
information  service. 

Services  and  products  such  as  these 
go  a  long  way  toward  leveling  the  play¬ 
ing  field  with  large  competitors. 

For  more  insurance  information ,  call 
Bill  Coates,  AMS,  at  (617)  982-9400.  For 
more  information  on  legal  services,  call 
Mead  Data  Central  at  (800)  253-5624. 
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MANUFACTURING 


Process  Reengineering 
Maximizes  Efficiency 


Technical  desktop  workstations, 
capable  of  powering  business  and 
engineering  applications  from  the  same 
machine,  let  engineers  work  more 
efficiently  while  decreasing  costs. 


"W"  "W"  ~T  ith  the  need  to  decrease 
%  M  /  time  to  market,  increase 

%  /  »  /  customer  satisfaction  and 

\f  »/  lower  operating  costs, 
manufacturing  firms  are 
taking  a  hard  look  at  all  of  their  enter¬ 
prise  processes  and  reengineering  them 
for  maximum  efficiency.  They  are  find¬ 
ing  that  efficiency  is  derived  from  utiliz¬ 
ing  and  sharing  information  effectively. 
Gone  are  the  days  when  the  shop  floor 
and  business  office  functioned  as  sepa¬ 
rate  entities.  Today,  client-server  com¬ 
puting  lets  firms  design  their  processes 
For  maximum  information  sharing  and 
efficiency  throughout  the  enterprise.  As 
a  result,  factories  are  moving  off  of  cost¬ 
ly  legacy  systems  and  on  to  more  flexi¬ 
ble  client-server  systems. 

For  instance,  process  control  data 
that  has  traditionally  been  downloaded 
to  minicomputer  or  mainframe  ma¬ 
chines  for  analysis  can  now  be  fed  into  a 
PC  running  the  Microsoft®  Windows™ 
or  Microsoft  Windows  NT™  operating 
system  on  the  shop  floor.  Analysis  takes 
place  on  the  PC,  and  the  information  is 
made  available  immediately. 

With  this  speedy  feedback,  operators 
can  continuously  evaluate  line  perfor¬ 
mance,  quickly  respond  to  problems  as 
they  arise,  and  react  to  new  customer 
demands.  This  enables  manufacturers 
to  move  from  batch  manufacturing  to 
“make  to  order”  manufacturing. 

Two  desktops  in  one 

This  type  of  increased  efficiency  can 
be  seen  on  the  technical  desktop  as 
well.  Currently,  many  engineers  have 
two  systems  on  their  desks:  a  UNIX®- 
based  workstation  running  CAD/CAM 
applications  and  a  PC  to  handle  busi¬ 
ness  tasks  such  as  word  processing,  en¬ 
gineering  analysis,  electronic  mail  and 
presentation  graphics.  Today,  with  Mi¬ 
crosoft  Windows  NT  and  the  new  hard¬ 
ware  designed  around  the  MIPS®, 
Alpha  AXP™  and  new  Intel®  chip  ar¬ 
chitectures,  an  engineer  needs  only  one 
machine  on  her  desk  to  run  both  engi¬ 
neering  and  business  applications.  This 


lets  an  engineer  work  more  efficiently 
while  decreasing  operating  costs. 

Several  major  corporations  have 
transitioned  to  this  type  of  client-server 
system  for  CAD/CAM,  plant  data  and 
utilities  management,  integrating  a  Mi¬ 
crosoft  Windows  NT-based  Intel  Pen¬ 
tium™  TD-2  personal  workstation  from 
Intergraph  Corp.,  based  in  Huntsville, 
Ala.,  with  Microsoft  Office,  technical 
applications  and  high-performance 
graphics  subsystems.  With  this  single 
system  an  engineer  can  download  files 
from  a  public  server,  use  them  to  create 
a  design  or  map  with  Intergraph  s  draft¬ 
ing  applications,  embed  that  in  a  docu¬ 
ment  or  spreadsheet,  and  then  send 
those  files  out  to  various  members  of  an 
organization  via  electronic  mail. 

Intergraph  markets  nearly  900  ap¬ 
plications  for  architects,  engineers, 
construction  managers  and  publishers. 
More  than  100  of  those  are  available  on 
Microsoft  Windows  NT,  with  200  more 
expected  by  the  end  of  1994. 

“Microsoft  Windows  NT  offers  a  ro¬ 
bust  operating  system  without  com¬ 
plexity,  and  most  of  our  3,000  develop¬ 
ers  are  focused  on  it  now,”  says  Tom 
Steele,  executive  vice  president  of  soft¬ 
ware  systems  at  Intergraph.  “Within 
about  600  of  our  applications,  we  have 
135  million  lines  of  UNIX  code,  which 
we  have  worked  on  for  more  than  10 
years.  The  fact  that  in  about  two  years 
we  can  migrate  that  whole  set  of  code 
to  Microsoft  Windows  NT  gives  you  an 
idea  of  how  developer-friendly  Mi¬ 
crosoft  Windows  NT  is.  In  fact,  much 
of  the  code  that  we  wrote  for  UNIX  is 
built  in  to  Microsoft  development  tools 
and  Microsoft  Windows  NT.” 

The  bottom-line  impact  of  client- 
server  systems  in  manufacturing  is: 
lower  operating  and  service  costs,  in¬ 
creased  engineer  and  operator  efficien¬ 
cy,  and  shorter  time  to  market.  The 
bottom  line  impact  of  developing  on 
the  Microsoft  Windows  NT  platform: 
robust  solutions,  faster. 

For  more  information,  call  Inter¬ 
graph  at  (800)  345-4856. 
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RETAIL 


Harnessing  Retail  Data 
Yields  Competitive  Gains 


In  this  era  of  diminishing  margins 
and  strong  competition  among  es¬ 
tablished  chains,  retail  organiza¬ 
tions  are  racing  to  reduce  operat¬ 
ing  costs,  shorten  purchasing  and 
stocking  times,  and  get  real-time  infor¬ 
mation  to  decision  makers  as  quickly  as 
possible.  However,  typical  retail  opera¬ 
tions  still  have  a  half  dozen  different 
data  sources  as  well  as  separate  operat¬ 
ing  environments  that  run  hard-to-use 
applications.  Rarely  do  they  have  tools 
to  manage  or  develop  for  that  maze  of 
hardware  and  software. 

In  response,  many  large  retail  oper¬ 
ations  are  migrating  to  an  open,  stan- 
dards-based  architecture  that  utilizes 
and  integrates  existing  systems  with  a 
coherent,  easy-to-use  front  end.  With 
these  solutions,  users  can  access  mer¬ 
chandising,  point  of  sale,  inventory, 
and  financial  data,  even  if  the  data  is 
located  in  disparate  areas.  They  do  this 
via  Microsoft®  Windows™-based  ap¬ 
plications  that  are  easy  to  use  for  less 
skilled  or  unskilled  workers. 

Post  Software  International  (PSI),  a 
Microsoft  Solution  Provider  based  in 
Wake  Forest,  N.C.,  and  the  world’s 
largest  independent  software  vendor 
in  the  retail  industry,  is  working  with 
several  major  discount  and  depart¬ 
ment  store  retailers  to  install  Power- 
STORE,  its  client  -server  in-store- 
based  solution. 

PowerSTORE  provides  an  applica¬ 
tion-development  framework  that  is 
based  on  Microsoft  products  including 
the  Microsoft  Windows™  for  Work¬ 
groups  operating  system  with  integrat¬ 
ed  networking  and  Microsoft  Visual 
Basic®  programming  system.  The 
promise  of  the  multimedia  Power¬ 
STORE  system  is  that  end  users  can 
keep  their  minds  on  business  with 
easy-to-use,  intuitive  tools,  and  those 
tools  can  be  used  to  develop  retail-spe¬ 
cific  applications  for  stores. 

For  example,  at  point  of  sale,  the 
salesperson  at  the  cash  register  is  as¬ 
sisted  by  PowerSTORE  in  several 
ways.  After  the  system  scans  the  item’s 


bar  code,  it  retrieves  the  price  and  de¬ 
scription  from  the  database,  along  with 
customer-specific  purchase  informa¬ 
tion  that  can  be  used  to  assist  the  sales¬ 
person  in  suggestive  selling.  Tax  is 
added  automatically,  and  the  sale  to¬ 
taled.  The  salesperson  is  then  present¬ 
ed  with  a  graphical  depiction  of  pay¬ 
ment  options,  including  pictures  of 
credit  cards. 

An  example  of  effective  use  of  mul¬ 
timedia  is  the  occasion  where  the  cash 
register  receipt  tape  runs  out  of  paper. 
Here,  the  salesperson  can  immediately 
get  a  short  video  training,  shown  on  the 
monitor  used  by  the  cash  register,  on 
installing  more  paper.  The  same  moni¬ 
tor  can  display  current  print  or  TV  ads, 
as  well  as  a  “merchandise  locator”  that 
shows  an  image  of  an  item  and  data 


In-store-based  systems  that  retrieve 
customer-specific  purchase  information 
at  point-of-sale  assist  salespeople  in 
suggestive  selling. 


about  which  stores  have  it  in  stock.  All 
these  features  increase  the  salesper¬ 
son’s  opportunities  to  provide  better 
service  and  improve  sales. 

Managers  can  use  PowerSTORE  to 
monitor  cash  register  activity  and  coor¬ 
dinate  those  numbers  with  inventory 
control,  commission  reporting  and  seg¬ 
ment  marketing.  They  can  analyze 
“critical  success  factors”  —  such  as  in¬ 
ventory  of  primary  items  that  draw  cus¬ 
tomers  in,  or  how  well  high-margin 
items  are  moving  —  or  look  at  the 
store  floor  layout,  then  drill  down  into 
any  department  and  see  what  stock  is 
on  the  shelves. 

If  sales  are  down  in  a  particular 
store,  a  manager  can  get  real-time  data 
on  which  division  and  which  segment  of 
that  division  is  responsible.  Once  that’s 
identified,  a  manager  can  use  a  “reme¬ 
dy”  checklist  to  confirm  what  has  been 
or  can  be  done  to  solve  the  problem. 


The  multimedia  capability  of  Post  Software 
International’s  PowerSTORE  includes 
on-line  help  sequences  for  procedures  such 
as  changing  the  cash  register  tape. 


Managers  can  also  monitor  perfor¬ 
mance  of  individual  salespeople  and 
departments  over  a  week,  month  or 
quarter,  and  call  up  employee  profiles 
that  contain  previous  performance  re¬ 
views,  job  productivity  and  customer 
service  ratings. 

The  competitive  advantage  in  retail 
comes  from  managing  inventory,  serv¬ 
ing  customers  and  accounting  for  sales. 
The  most  successful  chains  are  using 
information  technology  systems  such  as 
PowerSTORE  to  help  them  achieve 
those  ends. 

For  more  information,  call  Post 
Software  International  at  (919)  556- 
6721. 
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Since  Lante  Corporation  created  a  sales 
toolbox  using  Microsoft  Office  and 
Visual  Basic',  sales  have  increased  128\ 


Microsoft  Office  and  WinResources 
Computing,  Inc.  made  changing  menus  faster  and 
easier  for  this  popular  restaurant  chain. 


MTX  International,  Inc.  and  Stanford  Business 
Systems  joined  this  supermarkets  accounting 
and  point  of  sale  system  with  Microsoft  Access . 


Wonderware  Corp.  created  a  Microsoft 
Windows”-based  control  system  at  one-fourth 
the  cost  of  a  typical  configuration. 


MDL  Information  Systems,  hie.  and 
Microsoft  Office  provided  productivity  tools  allowing 
research  scientists  to  better  analyze  data. 


Platinum  Software  and  Paradigm  Technologies 
implemented  a  Windows  NT'-based 
client/server  architecture,  cutting  costs  6 S\ 


Gateway  Group,  Inc.  helped  integrate 
Microsoft  SQL  Server  into  an  image-based  billing 
system,  dramatically  improving  productivity. 


This  securities  firm  looked  to  Micro  Modeling 
Associates  and  Microsoft  Office  to  expedite  the 
delivery  of  investment  research  to  clients. 


This  law  firm  now  spends  less  time  on  paperwork 
thanks  to  Quickstart  Technologies’  use  of 
Microsoft  Office  and  the  Windows  NT  family. 


OUR  EXPERTS  MAKE  IT  THEIR 
BUSINESS  TO  KNOW  YOURS. 
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These  days,  businesses  are  in  a 
state  of  constant  technological 

transition.  You’re  upsizing, 

downsizing,  or  just  trying 

Microsoft  .  . 

Windows  to  get  your  eclectic  col¬ 
lection  of  hardware  and  software 
to  work  together. 

Enter  Microsoft  Solution 
Providers.  Independent  companies 
who,  working  with  Microsoft 
products  and  support,  are  dedicat¬ 
ed  to  solving  business  problems. 

How?  Simply,  every  Microsoft 
Solution  Provider  (and  there  are 
thousands)  have  people  with  real- 
world  experience  in  integration, 
consulting,  development,  technical 
training,  and  support.  Talented 
teams  who  understand  that  a  health 
care  provider  has  different  busi¬ 
ness  issues  than  a  bank. 

Many  have  Microsoft  Certified 
Professionals  on  staff.  People  who 
have  proven  their  technical  exper¬ 
tise  by  passing  MlCrOSOft 
rigorous  certifi-  MMUIllilil'IiiftMfill 

cation  exams  on  Microsoft  products. 

Microsoft  Solution  Providers 
also  know  that  companies  are  work¬ 
ing  in  mixed  computing  environ¬ 
ments.  So  they’re  well  versed  in 
solving  multiplatform  problems. 
For  a  brochure  on  the  solutions 
represented  here,  or  for  a  referral 
to  a  Microsoft  Solution  Provider, 
call  (800)  SOL-PROV,  Dept.  KKT. 


Microsoft 


SOLUTION  PROVIDER 
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Microsoft®  Solutions  Platform 
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Microsoft  has  a  complete  offering  made  up  of 
best-of-breed  components.  Collectively,  it's  referred 
to  as  the  Microsoft®  Solutions  Platform  —  a  combi¬ 
nation  of  products,  technologies  and  services  that 
form  the  foundation  for  building  enterprisewide,  line- 
of-business  solutions  around  cost-effective  micro¬ 
processor  hardware. 

On  the  desktop,  the  Microsoft  Solutions  Platform 
includes  Microsoft  Office,  a  suite  of  applications  that 
can  be  customized  and  programmed  using  an 
embedded  programming  system  (Visual  Basic®  for 
Applications,  Access  Basic  and  Word  Basic)  derived 
from  the  Basic  programming  language.  Other  key 
applications  include  Microsoft  Project,  a  project 
management  tool,  and  the  Microsoft  FoxPro®  data¬ 
base  management  system. 

General-purpose  development  tools  are  available 
for  the  professional  developer,  including  the  Visual 
Basic  programming  system,  Visual  C++™  develop¬ 
ment  system,  Microsoft  Access  database  manage¬ 
ment  system,  FoxPro,  FORTRAN  PowerStation, 
COBOL  and  MASM.  These  client-side  tools  are  all 
based  on  the  Microsoft  Windows™  family:  Microsoft 
Windows  3.x,  Microsoft  Windows™  for  Workgroups 
and  Microsoft  Windows  NT™  operating  systems. 

The  server  uses  Microsoft  Windows  NT™ 
Advanced  Server  and  a  set  of  server-based  applica¬ 
tions,  including  database  management  (Microsoft 
SQL  Server™),  host  connectivity  (SNA  Server),  mes¬ 
saging  and  information  exchange,  and  system  man¬ 
agement. 

OLE  (Object  Linking  and  Embedding)  and  WOSA 
(Windows  Open  Services  Architecture)  provide  the 
open,  extensible  mechanisms  for  adding  software 
components  that  comply  with  these  standards. 

Broadly  defined,  the  Microsoft  Solutions  Platform 
also  includes  third-party  hardware,  networks  and 
operating  systems  running  on  a  variety  of  micro¬ 
processor  architectures.  And  finally,  third-party 
applications,  tools  and  services,  such  as  those 
offered  by  Microsoft  Solution  Providers,  turn  the 
platform  into  true  solutions  for  business  computing. 


DOCUMENT  MANAGEMENT 


Document  Management  Key 
to  Mission-Critical  Communication 


Effective  document  management  systems  enable 
both  military  and  commercial  sites  to  control 
access  to  files,  track  document  versions,  and  speed 
the  doeximent  routing  and  approval  process. 


Today,  corporations, 
government  agencies, 
and  educational  insti¬ 
tutions  around  the 
world  understand  that 
most  vital  business  communica¬ 
tion  occurs  via  documents  — 
everything  from  hard-copy  ex¬ 
ternal  reports  to  in-house  elec¬ 
tronic  mail  messages.  Moreover, 
as  documents  have  become 
more  sophisticated,  enterprises 
have  realized  that  managing 
documents  as  a  commodity 
saves  time  and  money. 

An  effective  document  man¬ 
agement  system  must  allow 
users  to  access,  save  and  archive 
documents  in  a  way  that  makes  them 
quickly  accessible  by  authorized  users. 

For  the  Los  Angeles  Air  Force  Base 
(LAAFB),  which  builds  and  buys  early 
warning  satellite  systems,  preparing 
and  managing  documents  such  as  re¬ 
quests  for  proposals  (RFPs)  had  be¬ 
come  a  protracted  and  fragmented 
process.  As  many  as  40  writers  com¬ 
posed  different  parts  of  the  RFPs  and 
kept  them  on  their  own  hard  drives, 
which  made  tracking,  reviewing,  and 
compiling  documents  slow  and  compli¬ 
cated.  An  RFP  for  one  contract,  for  ex¬ 
ample,  took  six  months  to  develop. 

The  base  generates  thousands  of 
documents  every  year,  including  RFPs, 
contracts,  correspondence,  and  com¬ 
munication  with  Air  Force  officials  in 
Washington,  D.C. 

To  streamline" document  manage¬ 
ment,  LAAFB  staff  consulted  with  PC 
DOCS,  Inc.,  a  Microsoft®  Solution 
Provider  based  in  Tallahassee,  Fla.  The 
base  implemented  the  PC  DOCS 
OPEN  object-oriented  client-server 
system,  which  is  integrated  with  Mi¬ 
crosoft  Office  and  Microsoft  Project  on 
the  client  and  Microsoft  SQL  Server™ 
for  Windows  NT. 

With  PC  DOCS  OPEN,  the  many 
LAAFB  staff  members  who  compose, 
edit,  review,  consolidate  and  publish 


the  various  sections  of  an  RFP  can,  ac¬ 
cording  to  their  roles  and  information 
needs,  find  and  work  with  the  docu¬ 
ments  they  need  at  any  given  time.  A 
user  working  in  Microsoft  Word  can  ac¬ 
cess  PC  DOCS  OPEN  and  conduct  a 
search  for  a  particular  version  of  a  doc¬ 
ument.  That  search  employs  Microsoft 
SQL  Server™  for  Windows  NT™, 
which  retrieves  the  requested  docu¬ 
ment  from  a  storage  database  and  de¬ 
livers  it  to  the  user  in  Microsoft  Word. 

RFP  developers  can  now  control  ac¬ 
cess  to  files,  track  versions  of  docu¬ 
ments,  and  organize  data.  They  log 
documents  in  and  out  more  quickly,  get 
documents  routed  and  approved  faster, 
and  collaborate  better.  They  can  trace  a 
document’s  history,  research  archives 
and  reuse  text,  all  from  their  desktop  or 
a  remote  location. 

LAAFB  users  also  leverage  text 
from  various  documents  to  create  brief¬ 
ings  in  Microsoft  PowerPoint,  to  send 
messages  in  Microsoft  Mail,  and  to  an¬ 
notate  Microsoft  Excel  spreadsheets. 

“We’re  more  productive  in  that  we 
spend  less  time  looking  for  information 
and  more  time  working  with  it,”  says 
1st  Lt.  Mike  Alford  at  the  Space  and 
Missile  Systems  Center  at  LAAFB. 

For  more  information,  call  Marcia 
Artale,  PC  DOCS,  at  (800)  933-3627. 
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computing  strategies  lor  me '90s 


ACCOUNTING 


Accommodating  Change 
in  Accounting’s  New  World 


I  ?  ■  ^  inance  departments  today  are 

■  '  in  flux.  Profit  and  loss  respon- 

II  4  sibilities  are  being  decentral¬ 
ized.  Planning,  budgeting  and 
5  *■  decision  making  all  happen 

[i|  faster.  Financial  data  is  used  strategi- 
I ;  cally  throughout  the  enterprise,  and  ac- 
I  a  counting  can  no  longer  serve  as  a  data 
“silo.”  Many  organizations  are  reengi¬ 
neering  their  businesses  to  focus  across 
departments  on  processes  such  as 
order  management,  cost  analysis,  and 
customer  relations. 

As  corporations  move  to  modernize 
their  financial  systems  to  accommodate 
these  changes,  they  find  that  their  lega¬ 
cy  computing  systems  often  are  not 
flexible  enough  to  adapt.  Increasingly, 
the  interrelated  pressures  of  organiza¬ 
tional  change,  demand  for  real-time  in¬ 
formation,  and  rapid  technology  im¬ 
provements  are  coming  to  bear  on  old 
i  mainframe-based  systems. 

One  corporation  that  unlocked  data 
for  enterprisewide  distribution  is 
Toronto-based  George  Weston  Ltd.  As 
Canada’s  fifth  largest  company  with  an¬ 
nual  revenues  of  $11.9  billion  (Canadi¬ 
an),  Weston  operates  a  family  of  diverse 
firms  in  Canada  and  the  United  States. 

Weston  wanted  to  give  its  corporate 
financial  decision  makers  greater  access 
to  strategic  information  to  reduce  the 
time  and  cost  of  analyzing  that  data. 
The  corporate  office  adopted  a  client- 


server  solution  from  Platinum  Software 
Corp.,  a  Microsoft®  Solution  Provider 
based  in  Irvine,  Calif. 

SeQueL  to  Platinum,  a  client-server 
system  for  graphical  management  ac¬ 
counting,  runs  on  the  Microsoft  Win¬ 
dows™  for  Workgroups  operating  sys¬ 
tem  and  allows  Weston  analysts  to 
download  data  to  their  desktops  from 
various  enterprise  and  divisional 
sources.  The  company’s  former  ac¬ 
counting  package,  developed  in-house, 
had  limited  capabilities;  it  couldn’t  be 
used  for  budgeting  or  accounts  receiv¬ 
able,  and  analysis  tools  weren’t  avail¬ 
able  inside  the  application  so  reports 
had  to  be  custom-programmed. 

Using  SeQueL  to  Platinum,  more 
people  can  contribute.  For  example, 
department  managers  can  complete  fi¬ 
nancial  queries  that  in  the  past  could 
be  done  only  by  the  accounting  group. 
Departmental  budget  analysis  and  ac¬ 
tivity-based  reporting  has  also  begun. 

Users  query  the  Microsoft  SQL 
Server™  relational  database  for  infor¬ 
mation  and  download  it  into  Microsoft 
Excel.  From  Excel,  they  can  perform 
sophisticated  analyses  on  it.  Charts  and 
data  created  in  Microsoft  Excel  can 
then  be  imported  and  linked  to  Mi¬ 
crosoft  Word  documents  and  shared 
quickly  and  inexpensively  via  Microsoft 
Mail.  On  the  back  end,  Microsoft  Win¬ 
dows  NT™  Advanced  Server  is  inte- 


Bij  allowing 
financial  analysts 
to  download  data  to 
their  desktops  and 
do  budgeting  and 
analysis  from  within 
their  applications, 
companies  are 
simplifying  ad  hoc 
reporting  and 
reducing  report 
generation  time. 


Significant  cost  savings  are  being  realized 
by  firms  that  have  given  financial  decision 
makers  greater  access  to  enter]} rise  data. 


grated  with  the  company’s  legacy  sys¬ 
tems,  and  data  is  updated  in  real  time. 

Weston  originally  migrated  its  cen¬ 
tral  accounting  system  to  SeQueL  to 
Platinum  on  an  OS/2®-based  network. 
However,  in  January  1994,  the  firm 
moved  the  system  to  Microsoft  Win¬ 
dows  NT  and  immediately  recognized 
a  30  percent  to  40  percent  increase  in 
system  performance  and  improvement 
in  fault  tolerance,  said  Mark  Lefneski, 
Weston’s  manager  of  business  systems. 

Weston  anticipates  significant  cost 
savings  by  aggregating  the  benefits  and 
insurance  accounting  for  all  of  its  com¬ 
panies  using  the  new  system,  Lefneski 
says.  The  company  is  reengineering  its 
human  resource  processes  to  take  ad¬ 
vantage  of  the  system  as  well. 

Using  the  Microsoft  Solutions  Plat¬ 
form  of  products,  Weston  met  its  goals 
of  widening  access  to  data  for  financial 
managers,  shortening  report  generation 
time,  and  making  way  for  more  cost-ef¬ 
fective  ad  hoc  reporting.  The  firm  is 
encouraging  all  its  subsidiaries  to  mi¬ 
grate  to  the  new  client-server  system. 

A  different  situation  faced  the  Car¬ 
olina  Panthers,  a  new  franchise  of  the 
National  Football  League.  In  building 
a  computing  strategy  from  ground  zero, 
the  Panthers  wanted  a  powerful,  inte¬ 
grated  system  for  handling  all  facets  of 
their  business. 
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Accommodating 
Change 
in  Accounting’s 
New  World 


( continued ) 

Like  other  NFL  franchises,  the  Pan¬ 
thers  started  with  a  DEC®  Alpha 
AXP™  system.  They  chose  to  power  it 
with  the  Microsoft  Windows  NT™  op¬ 
erating  system  to  handle  the  high  vol¬ 
ume  of  transactions  they  expect  —  up¬ 
wards  of  100,000  receivables  and  a 
customer  database  of  25,000.  They  de¬ 
veloped  a  custom  ticketing  application 
and  chose  Great  Plains  Dynamics® 
from  Great  Plains  Software,  a  Mi¬ 
crosoft  Solution  Provider  in  Fargo, 


N.D.,  as  their  accounting  package.  The 
Panthers  will  be  upgrading  to  Dynam¬ 
ics  C/S  +  ,  the  client-server  version  of 
the  product  scheduled  for  release  in 
the  summer  of  1994. 

Boosting  analysis  functions 

The  Panthers’  office  staff,  using 
more  than  30  PCs  running  Microsoft 
Windows  for  Workgroups,  will  be  able 
to  use  the  ticketing  program.  Dynamics 
C/S+  and  Microsoft  Office  applications 
to  perform  ticketing,  accounting  and  all 
business  and  analysis  functions.  Once 
they  enter  data  into  the  system  via  the 
ticketing  program,  it  is  stored  on  and 
accessible  via  the  server.  It  never  needs 
to  be  rekeyed,  and  it  will  be  available 
via  Dynamics  and  Microsoft  Office  ap¬ 
plications.  Because  the  software  is  inte¬ 
grated,  users  can  also  perform  sophisti¬ 
cated  “what  if?”  analyses,  such  as 
projecting  season  ticket  sales,  estimat¬ 
ing  concession  and  souvenir  revenue, 
and  monitoring  player  contracts. 

The  applications  are  integrated  via 


DDE  (Dynamic  Data  Exchange)  anc 
OLE  (Object  Linking  and  Embedding 
2.0,  so  a  Microsoft  Excel  chart  in  a  Mi¬ 
crosoft  Word  document  can  be  changer 
from  within  Microsoft  Word.  The  docu¬ 
ment  and  spreadsheet  can  be  linked  sc 
when  the  data  in  the  spreadsheet  if 
changed,  it  is  automatically  updated  in 
the  document.  Users  formulate  queries 
in  Microsoft  Excel,  the  ticketing  soft 
ware  or  Dynamics  C/S+,  and  Microsoft 
SQL  Server,  on  the  back  end  of  the  sys¬ 
tem,  retrieves  the  requested  data  for 
manipulation  on  the  desktop. 

Whether  you’re  migrating  from  an 
old  system  or  starting  from  scratch, 
client-server  systems  powered  by  Mi 
crosoft  Windows  NT  and  utilizing  Mi¬ 
crosoft  Office  applications  in  conjunc 
tion  with  other  solutions  provide  a  solid 
foundation  for  your  business  comput¬ 
ing  strategy. 

For  more  information,  call  Platinum 
Software’s  Product  Information  Center 
at  (800)  426-0469  or  Great  Plains  Soft¬ 
ware  at  (800)  456-0025. 


I 
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The  Microsoft  Solution 
What's  In  It  for  You? 

Business  users  are  leveraging  new  computer 
technology  to  operate  smarter,  leaner,  and  more 
productively,  to  offer  better  customer  service,  and 
to  gain  a  competitive  advantage.  To  meet  customer 
needs  and  help  users  leverage  technology, 

Microsoft  has  joined  with  third-party  service 
providers  to  implement  business  computing  solu¬ 
tions  with  support,  consulting,  training  and  market¬ 
leading  Microsoft®  products. 

Microsoft  is  implementing  this  relationship 
through  its  Solution  Provider  Program,  which 
includes  thousands  of  independent  organizations  worldwide. 
Microsoft  provides  these  organizations  with  information,  tech¬ 
nology,  products  and  tools  to  help  them  successfully  develop 
and  market  solutions  based  on  Microsoft  technology. 

Customers  receive  the  following  benefits  from  the  Solution 
Provider  Program: 

Industry  Expertise.  The  Solution  Provider,  working  with 
Microsoft,  has  the  knowledge  to  fit  computing  technology  to  the 
specific  needs  of  any  business.  Solution  Providers  assist  orga¬ 
nizations  of  all  sizes  and  industries  and  often  serve  vertical 
markets. 


Microsoft' 


SOLUTION  PROVIDER 


Customized,  wide-ranging  service.  Solution 
Providers  offer  the  kind  of  expertise,  support  and 
training  not  always  available  or  affordable  within 
a  single  organization.  Solution  Providers  offer  a 
broad  range  of  services  from  design  consulting  to 
installation  and  highly  specialized  custom  devel- 
||  opment.  These  services  can  often  be  tailored  for 
customer-specific  needs,  such  as  on-site  training 
and  support. 

Worldwide  Diversity.  The  Microsoft  Solution 
Provider  Program  teams  your  organization  with 
thousands  of  Solution  Providers  and  their  technology  experts 
throughout  the  world.  Solution  Providers  have  certified  profes¬ 
sionals  on  staff  who  have  proven  their  technology  expertise 
with  Microsoft  products. 

Multivendor  Support.  Many  Solution  Providers  are  experts 
in  several  vendors'  products,  so  they  can  integrate  and  build 
solutions  using  the  best  available  products,  regardless  of  origin. 

Many  of  the  solutions  described  in  the  previous  articles  were 
created  by  Microsoft  Solution  Providers.  For  a  referral,  call 
(800)  765-7768.  Mention  the  "Computerworld  Supplement" 
and  we'll  send  you  a  free  Microsoft  Solution  Provider  Directory. 


Copyright  1994  Microsoft  Corporation.  All  rights  reserved. 

Microsoft,  FoxPro,  Microsoft  Access,  MS-DOS,  PowerPoint  and  Visual  Basic  are  registered  trademarks  and  Visual  C++,  Windows  and  Windows  NT  are  trademarks  of  Microsoft  Corporation.  Alpha  .AXP  and 
DEC  are  registered  trademarks  of  Digital  Equipment  Coq:>oration.  Great  Plains  Dynamics  is  a  registered  trademark  of  Great  Plains  Software.  Intel  is  a  registered  trademark  of  Intel  Corporation.  LEXIS  and 
NEXIS  are  registered  trademarks  of  Mead  Data  Central.  Macintosh  is  a  registered  trademark  of  Apple  Computer,  Inc.  MIPS  is  a  registered  trademark  of  MIPS  Computer  Systems,  Inc.  MobileSync,  Protege, 
and  SFA+  are  trademarks  of  Adaptive  Strategies,  Inc.  Novell  is  a  registered  trademark  of  Novell,  Inc.  OS/2  is  a  registered  trademark  of  International  Business  Machines  Corporation.  Techceleration  is  a  trade¬ 
mark  of  QuickStart  Technologies,  Inc.  UNIX  is  a  registered  trademark  of  UNIX  Systems  Laboratories,  Inc.  WinCare  is  a  trademark  of  Win2  Technologies.  Ini-. 
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Desktop  Computing 


Reporter’s 

Notebook 


Computex  is  a  computinggrab  bag 
where  the  Taiwanese  show  off  their  tech¬ 
nical  wares  to  scores  of  potential  busi¬ 
ness  partners  from  around  the  world.  If 
nothing  else,  the  foreigners  are  glad  to 
find  air  conditioning  in  the  sauna-like 
heat  of  Taipei,  but  at  least  some  of  the 
products  displayed  find  theirway  to  mar¬ 
ket  in  the  U.S.  and  Europe.  Pricingis  al¬ 
most  never  revealed  by  the  Taiwanese, 
who  typically  dwell  in  the  netherworld  of 
supplier  to  U.S.  and  European  compa¬ 
nies  that  distribute  systems  in  the  retail 
market. 

While  American  PC  makers  have  gross 
margins  that  range  from  17%  to  25%,  the 
Taiwanese  typically  live  in  the  10% 
range.  But  chip  vendors  such  as  Intel 
have  been  immune  from  the  Taiwanese 
pricingpressure.  This  won’t  change  any 
time  soon,  but  on  display  in  a  Computex 
suite  was  a  motherboard  based  on  the 
new  I486  clone  from  Taiwan’s  United 
Microelectronics  Corp.  Price:  $1 10  U.S. 


Distribution  is  not  expected  anytime 
soon. 

The  Taiwanese  refuse  to  give  up  on  the 
pen-based  market,  billingthe  machines 
as  the  next  personal  digital  assistants 
(PDA).  Computex  featured  several  pen- 
based  handhelds  such  as  Dialogue 
Technology’s  Infoman,  a  1.8-pound 
handheld  with  a  proprietary  operating 
system  and  an  $1,800  price  tagthat 
should  spell  doom.  Interplanetary  In¬ 
formation,  a  company  with  the  whole 
universe  in  its  name  though  not  the  world 
at  its  fingertips,  also  showed  a  pen-based 
system  that  it  claimed  had  audio  capabil¬ 
ities  (although  the  company  couldn’t  dis¬ 
play  this  when  we  came  by).  It  also  has  a 
color  version  of  the  Cyrix  486SLC-based 
product,  but  for  $3,100  ($2,700  mono¬ 
chrome)  it  looks  unlikely  to  attract  much 
interest  in  the  U.S.  Hong  Kong’s  Group 
Sense  Ltd.  may  have  a  shot  in  the  con¬ 
sumer  market  with  its  $170  Instant  Pad, 
designed  to  give  organizer  and  notepad 
functions  in  a  less  than  1-pound  package. 

Acer,  Inc.  displayed  its  AcerPad,  a  ex¬ 
pound  PDA  concept  product  based  on  an 
8086-class  processor,  with  a  separate 
processor  for  character  recognition,  but 


Book.  Apple  has  moved  on,  of  course, 
puttingthe  finger  mouse  in  its  new 
products. 


A  host  of  subnotebooks  were  at  Compu¬ 
tex.  The  Acernote  300  weighs  fromS'Mo 
4  pounds  (depending  on  screen 
type),  has  a  trackball,  built-in  in¬ 
frared  data  link,  two  PCMCIA  slots 
and  a  486SX  from  Intel.  It’s  not 
clear  whether  Acer  will  bring  the 
product  to  the  U.S.,  but  it  will  be 
ready  by  the  third  quarter.  Mitac, 
Inc.’s  4023,  which  weighs  4.4  to  4.8 
pounds,  depending  on  the  screen, 
will  be  out  late  in  the  third  quarter. 


Intel  hopes  its  logo  needs  no  translation  out¬ 
side  the  Computex  trade  show 

to  figure  out  howto  cut  the  $800  to  $900  I\ 
cost  in  half.  s 

d 

One  notebook  design  trend  that  looks 
guaranteed:  PowerBook-like  trackball 
layouts  on  DOS  notebooks.  No  less  than 
12  Taiwanese  vendors  showed  key-  s 

boards  with  a  large  trackball  laid  out  be-  v 

low,  just  like  a  first-generation  Power-  i* 


i  But  Chaplet  Systems,  Inc.  went 
5  one  step  furtherwith  its  Ilufa  350, 
which  it  calls  a  super  subnote¬ 
book.  The  3.3  pound,  9.3-  by  6.6-in. 
box  supports  up  to  an  Intel  25/75- 
MHz  I486DX4  and  can  run  either  the 
standard  Duracell,  Inc.  DR30  battery  or 
double  A  batteries. 

— Michael  Fitzgerald 

Terho  Uimonen,  an  IDG  news  corre¬ 
spondent  and  Arthur  Lee,  Computer- 
world  Taiwan  editor  in  chief,  contrib¬ 
uted  to  this  story. 


it  does  not  expect  to  bring  the  product  to 
market  in  the  near  future.  “We  were  go- 
ingto  introduce  it,  but  Newton  gave  us  a 
big  scare,  so  we’re  back  to  the  drawing 
board,”  said  Ronald  Chwang,  president 
of  Acer  America,  Inc.  In  part ,  Acer  needs 


Newer  Technology  has  introduced 
memory  modules  for  Apple  Computer, 
Inc.’s  PowerBook  Duo  280  and  280C  and 
PowerBook  520, 520C,  540  and  540C. 

Accordingto  the  Wichita,  Kan.,  compa¬ 
ny,  the  PowerBook  Duo  modules  offer  up¬ 
gradable  memory  options. 

The  PowerBook  520  and  540  modules 
come  in  4M-,  8M-,  16M-  and  32M-byte  siz¬ 
es.  A  total  of  36M  bytes  of  system  memory 
are  possible  with  the  32M-byte  module. 

Prices  for  the  PowerBook  Duo  modules 
range  from  $276  to  $1,778,  and  prices  for 
the  PowerBook  520  and  540  modules 
range  from  $258  to  $1,797. 

►  Newer  Technology 

(316)  685-4904 


Procom  Technology  has  announced  the 
SI4303  (internal)  and  MD4303  (external) 
3*/2-in.,  half-height,  4.3G-byte,  Fast  SCSI 
II  hard  drives;  and  the  SI9100  (internal) 
and  MTD9100  (external)  9.1G-byte  hard 
drives. 

Accordingto  the  Irvine,  Calif.,  compa¬ 
ny,  the  SI4303  and  MD4303  drives  offer 
4.3G  bytes  of  formatted  capacity  with  an 
average  access  time  of  8  msec. 

The  SI9100  and  MTD9100  drives 
read/write  a  single-volume  file  of  up  to 
9.1G  bytes  on  SCSI-equipped  PCs,  RISC- 
based  systems  and  Sun  Microsystems, 
Inc.  Unix  platforms. 

Prices  range  from  $6, 149  to  $8,999. 

►Procom  Technology 

(714)852-1000 


ATI  Technologies,  Inc.  has  announced 
Video  Basic  and  Video-It,  two  video  cap¬ 
ture  boards  for  Windows  applications. 

According  to  the  Thornhill,  Ontario, 
company,  Video  Basic  was  designed  for 


true  color  full-motion  and  still-image 
capture  at  up  to  30  frame/sec. 

Video-It  executes  real-time  video  cap¬ 
ture  and  compression  in  a  single  step,  re¬ 
sulting  in  longer  high-resolution  video 
segments. 

Features  found  in  both  products  in¬ 
clude  easy  installation  and  live  video  at 
any  graphics  resolution. 

Video  Basic  costs  $249,  and  Video-It 
costs  $499. 

►  A  77  Technologies 

(905)882-2600 


SofTouch  Systems,  Inc.  has  announced 
GammaTech  Rexx  SuperSet/2,  a  Rexx  li¬ 
brary  of  advanced  functions  for  OS/2. 

According  to  the  Oklahoma  City  com¬ 
pany,  there  are  more  than  300  functions 
in  seven  Dynamic  Link  Libraries  (DLL) 
to  call  from  any  Rexx  program.  The  func¬ 
tions  perform  math  calculations,  initiate 
file  and  system  operations,  manipulate 
processes  and  semaphores,  regulate 
macrospace,  execute  video  I/O  and  issue 
network  commands. 

The  extended  functions  are  registered 
to  the  Rexx  command  processor  sup¬ 
plied  with  OS/2. 

GammaTech  Rexx  SuperSet/2  costs 
$79. 

►  SofTouch  Systems 

(405)947-8080 


SunDisk  Corp.  has  announced  the  Sun- 
Disk  SDP5-1  flash  disk,  a  lM-byte  flash 
mass  storage  card. 

According  to  the  Santa  Clara,  Calif., 
company,  the  card  was  designed  for  por¬ 
table  data  collection  computers. 

The  SDP5-1  is  compatible  with  the 
PCMCIA-ATA  standard  to  provide 
interoperability  across  all  handheld 
platforms  and  does  not  require  a 
battery. 

Prices  range  from  $169  to  $189. 


►  SunDisk 
(408)562-0500 


Momentum  Data  Systems,  Inc.  has  in¬ 
troduced  the  Eagle-56,  a  document  stor¬ 
age  processor  (DSP)  board  for  the 
Peripheral  Component  Interconnect 
bus. 

According  to  the  Costa  Mesa,  Calif., 
company,  the  Eagle-56  comes  in  two  ver¬ 
sions,  40  and  66  MHz,  with  a  Motorola, 
Inc.  DSP56002  fixed  point  DSP. 

Features  include  20  and  33  MIPS  per¬ 
formance  respectively,  1 6-  and  24-bit  par¬ 
allel  host  interfaces  and  fully  expand¬ 
able  zero  wait  state  Static  RAM. 

The  Eagle-56  contains  an  onboard 
user-programmable  I/O  device,  a  daugh- 
tercard  expansion  area  and  DSP  I/O  ex¬ 
pansion  capability  for  external  I/O  de¬ 
vices. 

The  Eagle-56  40-MHz  version  costs 
$2,695,  and  the  66-MHz  version  costs 
$3,695. 

►  Momentum  Data  Systems 

(714)557-6884 


Numera  Software  Corp.  has  introduced 
Visual  CADD,  a  Windows-based,  two-di¬ 
mensional  design  and  drafting  program. 

According  to  the  Seattle  company,  Vi¬ 
sual  CADD  delivers  many  popular  fea¬ 
tures  of  Generic  Software’s  Generic 
CADD  in  a  Windows  environment  ,  includ¬ 
ing  a  two-letter  command  set  and  user 
programmability. 

Visual  CADD  utilizes  Microsoft  Corp.’s 
Object  Linking  and  Embedding  2.0 
technology,  which  lets  users  incorporate 
drawings  into  other  programs  to  create 
presentations,  proposals  and  bills  of  ma¬ 
terial  that  can  be  updated  as  the  draw¬ 
ings  change. 

Features  include  a  multiple  document 
interface;  customized,  context-sensitive 
pop-up  menus;  and  support  for  both 


TrueType  and  Generic  CADD  fonts. 
Prices  range  from  $99  to  $495. 

►  Numera  Software 
(206)  622-2233 


WinBook  Computer  Corp.  has  intro¬ 
duced  the  WinBook  XP  line  of  notebook 
computers  based  on  Intel  Corp.’s  75-MHz 
I486DX4  processor. 

Accordingto  the  Colombus,  Ohio,  com¬ 
pany,  the  notebooks  feature  a  9 ‘/a-  or  10.3- 
in.  dual-scan  color  screen,  4M  to  8M  bytes 
of  RAM,  a  removable  120M-  to  520M-byte 
hard  drive  and  a  choice  of  either  a 
trackpoint  or  19mm  trackball  pointing 
device. 

Options  include  L2  cache,  internal  au¬ 
dio,  an  internal  modem,  a  four-slot  dock¬ 
ing  station,  a  car  adapter  and  a  battery 
pack. 

The  32-bit  local  bus  video  Rocketchip 
Accelerator  boosts  graphics  perfor¬ 
mance,  and  a  10-cell  NiMH  battery  sup¬ 
ports  longer  battery  life. 

Prices  range  from  $1,999  to  $3,999. 

►  WinBook  Computer 

(614)481-8041 


DataLuxCorp.  has  announced  the  Data- 
brick  PC,  a  transportable  PC  smaller 
than  a  notebook  but  with  the  power  of  a 
desktop  computer. 

Accordingto  the  Winchester,  Va.,  firm, 
the  Databrick  has  no  display,  keyboard, 
battery  or  bus  slots  but  was  designed  for 
use  in  confined  spaces  in  offices,  vehi¬ 
cles,  industrial  embedded  systems  and 
point-of-sale  locations. 

The  Databrick  is  a  486-class  PC  with 
floppy  and  hard  drives;  single  in-line 
memory  module-mounted  dynamic  RAM 
up  to  32M  bytes;  and  a  parallel,  two  seri¬ 
al,  keyboard  and  local  bus  VGA  ports. 

The  Databrick  costs  $800. 

►  DataLux 

(703)  662-1500 
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A  New  Company.  With  15  Years  Of 
Global  Experience. 

Every  day  the  job  of  enterprise  networking  gets  more  complex. 
And  every  day  for  15  years,  we've  been  working  with  hundreds  of 
the  world's  most  successful  companies  to  make  things  simpler. 

Now  we’ve  simplified  our  name-from  Ungermann-Bass  to  UB 
Networks-and  streamlined  our  organization.  To  help  you  design 
and  implement  complex  networking  solutions,  step  by  step.  And 
provide  you  better  access  to  information. 

Anytime,  anywhere. 


Scalable,  Flexible  Products. 

We  offer  a  wide  range  of  connectivity,  from  Access/One  intelli¬ 
gent  hubs  for  enterprise  solutions  to  the  Access/Workgroup  stack- 
ables-low-cost,  high-performance  networking  for  workgroups  and 
remote  offices.  And  our  unique  modular  ATM  Anywhere  strategy 
offers  the  most  cost-effective  ATM  connectivity  available. 

All  our  products  are  built  for  a  long  lifecycle  to  protect  your 
investment.  Instead  of  making  drastic,  expensive  changes  every 
few  years,  you  can  evolve  into  new  technologies  on  a  pay-as-you- 
grow  basis. 


©1994  UB  Networks.  UB  Networks  and  Ungermann-Bass  are  trademarks  of  UB  Networks,  Inc.  All  other  trademarks  are  the  property  of  their  respective  holders. 


Solve  the  networking  puzzle  yourself,  or  fold  A  to  B 
and  see  how  much  easier  it  is  to  work  with  us. 
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r  View  Of  Enterprise  Networking. 
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Strategic  Partnerships. 

Your  networking  solution  may  include  needs  we  can’t  supply 
alone.  So  we’ve  assembled  a  team  of  strategic  partners  that’s  a 
who’s-who  of  leading-edge  technology.  Tandem,  Newbridge, 
NetWorth,  Wellfleet,  ACC,  Fujitsu  and  LightStream,  and  more.  Of 
course,  we  provide  single-vendor  support  for  solutions  we  specify. 

Find  out  how  we  can  help  simplify  your  networking  needs.  Call 
for  our  free  guide,  "Flow  To  Solve  Complex  Networking  Problems" 
and  receive  a  poster  of  this  ad. 

We’re  ready,  willing,  and  able  to  make  things  simpler  for  you. 


UB  Networks 

Formerly  Ungermann-Bass 

Our  Experience  Makes  It  Simple. 


(408)  496-0111  Fax  (408)  970-7337 


I  ACCESS/ANYWHERE  from  UB  Networks 

Access/ Workg  rou  psm 

Stackable  hubs  and  management  tools  for  Ethernet  and  Token  Ring  work¬ 
groups  with  Aceess/Stax™  and  Access/TRax? 

Access/One® 

Full-featured  manageable  connectivity  options  for  the  entire  enterprise 

1  using  Token  Ring,  FDDI,  ATM  and  Ethernet  with  VNA'“  supporting  virtual 
networks. 

Access/Management™ 

The  NetAssistant™  for  Windows,"  NetDirector"  for  UNIX*  and  OS  /2"  prod¬ 
ucts  offer  the  network  management  features  you  need,  priced  for  net¬ 
works  of  any  size. 

Access/ATM™ 

Access/ATM  products  distribute  high-bandwidth  capabilities  when  and 
where  you  need  thern-ATM/Anywheresm  for  high-performance  workgroup  i 
or  LAN-to-WAN  connectivity  at  the  right  price. 

Access/Service™ 

Expert  service,  integration,  consulting,  and  training  available  worldwide. 

And  we  can  support  your  network  24  hours  a  day,  7  days  a  week. 


For  information  call  1-800-777-4LAN. 


IN  THE  RACE  TO  BE  #1 
IN  DISTRIBUTED  SYSTEMS  MANAGEMENT, 

ONE  VENDOR  IS  HEADED 
IN  THE  RIGHT  DIRECTION. 


In  today's  race  to  provide  control  of  your  distributed  environment,  some  system  management  vendors  simply  offer  tactical  prod¬ 
ucts  on  as  many  platforms  as  possible.  This  leaves  you  to  worry  about  integration  between  platforms,  and  across  your  network,  as 
well  as  protection  of  your  legacy  investments. 

At  Legent,  we  know  that  the  promised  benefits  of  distributed  computing  included  better  economies  of  computing  and  the  avail¬ 
ability  of  data  on  all  nodes  within  the  network.  If  your  systems  management  solutions  don't  span  the  network,  and  lack  of  inte¬ 
gration  causes  more  staff  demands,  you  haven't  achieved  either  result. 

It's  post  time  ladies  and  gentlemen.  Enter  XPE,  the  Cross  Platform  Environment  that  runs  in  step  with  your  evolving  system  and 
network  needs.  With  XPE,  you  can  choose  the  system  and  network  management  tools  most  appropriate  for  your  present  needs, 
yet  retain  the  freedom  to  change  them  to  meet  your  evolving  distributed  requirements.  Moreover,  only  XPE  provides  full  client/serv¬ 
er  functionality,  while  supporting  your  legacy  environment. 

XPE  provides  the  effective  management  of  mission-critical  applications  across  systems,  networks  and  platforms,  so  you'll  have  the 
control  and  integration  that  was  once  found  only  in  centralized  environments.  And,  of  course,  all  of  this  is  backed  by  the  industry 
leader  in  support.  Legent.  Let  us  show  you  how  Legent's  XPE  can  meet  your  management  needs  while  improving  the  bottom  line  of 
your  business.  Call  1-800- 67 6- LG  NT,  ext.  1001  for  a  copy  of  our  whitepaper  on  XPE  and  distributed  systems  management. 
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THE  EXPERTS  IN  DISTRIBUTED  SYSTEMS  MANAGEMENT 


CROSS  PLATFORM  ENVIRONMENT 


LANs 

Servers 

Software  for  groups 
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Old  backup  alternative 
becomes  new  solution 


By  Mary  Brandel 


Users  in  search  of  high-speed,  high-capacity, 
reliable  tape  backup  solutions  for  then’  LAN  en¬ 
vironments  are  slowly  starting  to  consider  an 
often  overlooked  alternative,  Digital  Linear 
Tape  (DLT). 

This  half-inch  cartridge  technology,  devel¬ 
oped  by  Digital  Equipment  Corp.  in  1985,  is 
used  mainly  by  VAX/VMS  users  today,  accord¬ 
ing  to  Greg  Strakosh,  an  analyst  at  Reliability 
Ratings,  Inc.  in  Needham,  Mass. 

Because  DLT  records  and  reads  multiple 
channels  simultaneously,  its  data  transfer 
rates  are  higher  than  other  tape  technologies. 
It  segments  tape  me¬ 
dia  into  horizontal 
tracks  and,  to  record, 
runs  the  tape  past  a 
stationary  head.  For 
high  throughput,  it  al¬ 
so  incorporates  an 
adaptive  cache  buff¬ 
ering  feature.  It  at¬ 
tains  high  reliability 
because  it  operates  at 
a  low  constant  ten¬ 
sion,  minimizing 
wear  and  tear  on  both 
tape  and  heads. 

In  the  past  18 
months,  Digital  boost¬ 
ed  DLT’s  capacity 


Racer’s  edge 

Speed  is  one  of  the  primary  advantages  of 
DLT  at  the  LAN  level 

4mm: 

Speed:  183K  to  510K  byte/sec. 

Cost:  $i,000-$2,500 

8mm: 

Speed:  250K  to  500K  byte/sec. 
Cost:  $2,500-$5,000 

DLT: 

Speed:  800K  to  1.5M  byte/sec. 

Cost:  $3,300-$7,900* 

3490E: 

Speed:  1.5  to  3M  byte/sec. 

Cost:  $io,ooo-$33,ooo  per  drive 

*End-user  pricing 


Source:  Freeman  Associates,  Santa  Barbara,  Calif. 


from  150M  bytes  to  20G  bytes,  lowered  the  price 
and  fired  up  its  campaign  to  sell  DLT  outside 
its  customer  base. 

Lite-saving  speed 

The  speed  available  on  DLT  “has  saved  my 
neck  more  than  a  few  times,”  said  John  Wil¬ 
liams,  a  consultant  in  Nashville. 

Williams  moved  to  DLT  from  8mm  tape  when 
one  of  his  clients  upgraded  from  an  8G-byte  to 
a  16G-byte  server.  With  8mm  tape,  a  complete 
backup  took  14  to  15  hours.  “It  stretched  into 
the  production  day  on  both  ends,  which  became 
impossible  to  deal  with,”  Williams  said. 

Now,  “we’re  seeing  performance  of  90M  to 
110M  bytes  per  minute,  which  has  reduced 
backup  to  a  couple  of  hours  per  night,”  he  said. 

A  second  DLT  strong  card  is  reliability. 
“They’ve  specified  some  ungodly  reliability 
benchmarks,  much  better  than  any  other  tape 
drive,”  said  Bob  Abraham,  an  analyst  at  Free¬ 
man  Associates  in  Santa  Barbara,  Calif. 

This  high  reliability,  analysts  said,  makes 
DLT  a  good  choice  for  hierarchical  storage 
management  (HSM),  where  less-frequently 
used  data  is  automatically  migrated  off  mag¬ 
netic  disk  to  tape  or  optical  disc  technology. 

“With  HSM,  the  tapes  are  beingused  24  hours 
a  day,  not  10%  to  15%  of  the  time,  as  with  a  tape 
backup  application,”  said  John  Sharp,  vice 
president  of  Avastor,  the  recently  renamed 
group  in  the  storage  business  unit  at  Digital 
that  sells  disk  and  tape  drives.  Therefore,  the 
mean  time  between  failure  needs  to  be  longer. 


DLT’s  higher  capacity,  performance  and  reh¬ 
ab  ility  is,  however,  matched  with  a  higher  price. 

“Compared  with  8mm  tape,  DLT  has  a  15% 
higher  price,  and  8mm  is  significantly  higher 
than  4mm,”  said  Glenn  McDermed,  an  analyst 
at  Gartner  Group,  Inc.  in  Stamford,  Conn. 

Many  interested  parties 

But  the  higher  capacities  have  piqued  the  in¬ 
terest  of  a  number  of  tape  backup  providers. 
Cheyenne  Software,  Inc.,  Conner  Peripherals, 
Inc.,  Epoch  Systems  Corp.,  Legato  Corp.  and 
Palindrome  Corp.,  among  others,  now  provide 
drivers  to  DLT  drives. 

Cam  bex  Corp.  in  Waltham,  Mass.,  announced 
last  week  a  five-car¬ 
tridge  DLT  library  for 
IBM  RS/6000  environ¬ 
ments. 

And  last  month, 
Avastor  signed  up 
Dell  Computer  Corp. 
to  sell  DLT2000  20G- 
byte  tape  drives  and  a 
seven-cartridge  mini 
library  with  its 
PowerEdge  line  of 
servers.  Silicon 
Graphics,  Inc.  is  said 
to  have  a  similar  of¬ 
fering  for  the  fourth 
quarter.  Digital  said 
similar  deals  will  be 
announced  this  summer,  and  it  claims  it  will  in¬ 
crease  DLT  tape  volumes  tenfold  during  the 
next  fiscal  year. 

However,  all  is  not  rosy  on  the  DLT  front.  Mar¬ 
ket  predictions  are  not  bullish  for  the  longterm, 
decreasing  from  the  50,000  units  expected  to 
ship  this  year  to  43,000  in  1997,  according  to 
Freeman  Associates. 

Also,  IBM  is  expected  to  announce  its  Narrow 
Track  Product  tape  technology  before  the  end 
of  the  year.  “If  that  has  application  on  the  low 
end,”  Abraham  said,  “it  would  be  a  formidable 
competitor  with  DLT.” 


Sun:  New  servers 
multimedia-ready 

Firm  also  pushes  multiprocessor  desktop 


By  Jean  S.  Bozman 

SAN  FRANCI SCO 


Sun  Microsystems,  Inc.  has  new 
entrants  in  the  client/server  mar¬ 
ket:  high-end  symmetrical  multi¬ 
processing  enterprise  serv¬ 
ers  and  a  multiprocessor  b 

tions. 


system  on  the  desktop  for 
multimedia  applica- 

C£J 

Sun  Chief  Execu- 
tive  Officer  Scott 
McNealy  pushed  the 
concept  of  a  multiproces¬ 
sor  power  desktop  at  the  re¬ 
cent  SunWorld  ’94  here,  saying 
that  multiprocessor  machines  will 
be  able  to  tackle  power-hungry 
multimedia  and  videoconferenc¬ 
ing  applications  without  sacrific¬ 
ing  performance. 

Lacking  applications 

“Why  not  throw  in  two  or  four  or 
even  eight  microprocessors  on  the 
desktop?”  McNealy  asked  Sun- 
World  attendees  (see  related  col¬ 
umn,  page  6).  “There’s  no  reason 
not  to,  [except]  that  the  software 
hasn’t  been  written  to  take  advan¬ 
tage  of  it.” 

Analysts  agreed  that  progress 
toward  multiprocessor  software 
applications  for  the  desktop  is 
slow.  Independent  software  ven¬ 
dors  are  not  yet  moving  quickly  to 
embrace  the  multiprocessor  desk¬ 
top  as  they  await  more  demand 
from  users,  analysts  said. 

Industry  analysts  and  users 
agreed  that  Sun’s  hardware  plan 


for  multiprocessor  desktops  was 
running  ahead  of  the  available 
base  of  applications  software. 
Dominic  Ricchetti,  director  of 
workstation  research  at  Data- 
quest,  Inc.,  said  most  relational 
database  applications  can  easily 
be  moved  to  multiprocessor 
desktops.  But  users  and  in- 
Ov >  dependent  software  ven- 
dors  would  have  to 
rif  adopt  multiproces- 
y  sor  compilers  to  con¬ 
vert  single-threaded 
applications  for  use  on 
^  multiprocessor  machines, 
he  said. 

Follow  the  leader 

Most  workstation  vendors  sell  uni¬ 
processor  desktops,  and  execu¬ 
tives  at  those  companies  said  they 
do  not  require  multiprocessor 
desktops  to  outpace  Sun.  But  Nan¬ 
cy  Battey,  director  of  workstation 
research  at  International  Data 
Corp.  in  Mountain  View,  Calif.,  said 
she  expects  Sun’s  rivals  to  follow 
suit  on  the  multiprocessor  desk¬ 
tops,  including  Hewlett-Packard 
Co. 

“I  think  we’ll  see  most  of  the 
workstation vendorsjump  in,”  she 
said. 

Battey,  who  spoke  at  SunWorld, 
said  “killer  apps”  are  what  will 
drive  most  workstation  vendors  to 
provide  more  horsepower  on  the 
desktop.  She  said  electronic  mail 
and  video-on-demand  are  the 
“type  of  applications  requiring 
Sun,  page  76 


Speech  recognition 


Designing  doctor-friendly  systems  a  chore 


By  Mitch  Betts 


Pundits  glibly  predict  that  speech  rec¬ 
ognition  will  be  the  user  interface  of 
the  future  in  health  care  facilities.  But 
the  people  actually  trying  to  imple¬ 
ment  and  use  the  systems  find  it  easier 
said  than  done. 

Although  speech-recognition  sys¬ 
tems  are  makingsomeheadwayin  hos¬ 
pitals,  issues  such  as  training,  speed, 
confidentiality  and  other  human  fac¬ 
tors  can  make  implementation  less 
than  routine,  users  said. 


In  one  case,  doctors  disliked  a  voice 
system  so  much  that  it  was  abandoned 
shortly  after  installation,  according  to 
a  study  last  year  by  John  W.  Gosbee,  ex¬ 
ecutive  director  of  the  Center  for  Ap¬ 
plied  Medical  Informatics  at  Michigan 
State  University  in  Kalamazoo. 

Saying  no  to  change 

Busy  doctors  at  the  unnamed  hospi¬ 
tal’s  emergency  department  said  it 
took  too  much  time  to  dictate  a  case 
and  training  was  time-consuming,  the 
study  said.  Furthermore,  the  physi¬ 


cians  disliked  having  to  change  the 
way  they  dictated  a  case  in  order  to  fit 
the  system’s  fill-in-the-blank  format, 
Gosbee  reported. 

In  essence,  the  system  design  failed 
to  meet  the  needs  of  doctors  and  fit  into 
their  existing  work  patterns,  the  study 
said.  Meanwrhile,  at  Kaiser  Perma- 
nente  Medical  Center  in  Santa  Rosa, 
Calif.,  designers  of  a  speech-recogni¬ 
tion  system  are  trying  hard  to  avoid  the 
same  mistakes. 

In  the  Kaiser  project,  which  is  fund- 
Speech  recognition,  page  76 
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Our  Personal  Server 
Not  Much  More  Bread. 


Remove  wrapper.  Plug  in.  Serves 
a  bunch. 

It's  nearly  that  easy  with  Z-STOR/ 
the  new  workgroup  server  from 
Zenith  Data  Systems  that 


like  an  appliance,  the  Z-STOR 

can  be  set  up  in  minutes, 

••..Cl 

1 

allowing  you  to  quickly  con- 

nect  desktop  and  notebook 
computers  to  a  small  workgroup, 
or  remote  users  to  a  central  office. 

When  industry  leaders  coined  the 
term  “Plug  and  Play/'  they  had  products 
like  Z-STOR  in  mind.  Z-STOR  is  so  easy 
to  operate,  switching  the  power  on  and 
off  is  all  you  need  to  worry  about.  And 
it  automatically  reconfigures  itself 
at  start-up  whenever  you  add  users 


card.  And  snap-in  expansion  bays  can 
house  a  CD-ROM  drive,  tape  back-up, 
or  other  mass  storage  devices, 
providing  up  to  five  giga¬ 
bytes  of  internal  storage. 

We  should  also  men¬ 
tion  the  parallel  port  that 
enables  fast  print  shar¬ 
ing.  Built-in  Ethernet, 
which  provides  affordable 
LAN  connectivity  The  almost 
silent  fan.  And  our  Energy  Star- 
compliant*  power  supply  that  draws 
less  than  30  watts. 

All  this  is  packed  into  a  chassis  that’s 
not  much  larger  than  a  toaster.  Meaning 
the  Z-STOR  fits  under  your  desk,  on  the 
bookshelf,  in  the  wiring  closet,  just 
about  anywhere.  Another  example 


NetWare 

or  change  drives.  Plus,  with  Personal  Testedand  of  how  ZDS™  makes  connecting  com 

Approved 

™  puters,  and  people,  easier  than  ever. 


NetWare™  pre-loaded,  the  Z-STOR 
integrates  seamlessly  into  the  cor¬ 
porate  NetWare®  environment. 

Expanding  Z-STOR  is  easy  as  well. 

Its  PCMCIA  slot  accommodates  a  high¬ 
speed  modem  for  remote  access,  a 
Token  Ring  adapter  or  system  recovery 


IP*  POLLUTION  PPPVENTEW 


Oh,  one  more  point.  At  just 
$999,** Z-STOR  is  easy  to  own.  So  call  us, 
and  find  out  why  the  Z-STOR  personal 
server  is  the  best  thing  since  sliced, 
well,  you  know. 

1-800-289-1320,  Ext.  5111 


DATA  SYSTEMS 


MAKE  THE  CONNECTION 


Copyright  ©  1994  Zenith  Data  Systems  Corporation  Zenith  Data  Systems  Corporation  is  a  Bull  company  Z-STOR,  ZDS  and  "Make  The  Connection"  are  trademarks  ol  Zenith  Data  Systems  Corporation  NetWare  is  a  registered  trademark, 
and  Personal  NetWare  is  a  trademark  of  Novell  The  Energy  Star  logo  is  trademark  of  the  Environmental  Protection  Agency  ’Installing  a  CD-ROM  drive  nullifies  Energy  Star  compliance  The  EPA.  as  a  matter  of  policy,  does  not  endorse 
companies  or  products  ••Z-Direct  price  Prices  and  specifications  subject  to  change  Resellers  determine  their  own  prices  which  may  be  higher  or  lower  than  the  Z-Direct  price 


Workgroup  Computing 


Sybase  report  writer  gets 
better  with  new  developer 


By  Kim  S.  Nash 


■  Users  have  started  to  see  en¬ 
hancements  to  the  SQR  Work¬ 
bench  report  writer  —  including 
support  for  new  databases  — 
since  Sybase,  Inc.  turned  over  de¬ 
velopment  of  the  product  to  a 
smaller  firm  six  months  ago. 

In  January,  Sybase  signed  a 
joint  ownership  agreement  with 
Management  Infor¬ 
mation  Technology, 

Inc.  that  calls  for  the 
latter  to  develop,  sell 
and  support  SQR 
Workbench.  The 
product,  a  combina¬ 
tion  of  a  fourth-gener¬ 
ation  language  and  a 
PC-based  tool  for  que¬ 
rying  relational  data¬ 
bases,  was  originally 
built  by  SQ  Software, 

Inc.,  which  Sybase 
bought  out  last  year. 

Still  a  believer 

“The  product’s  been 
through  a  lot  of 
hands,  [but]  we’re 
still  big  believers  in 
it,”  said  Scott  Spla- 
vec,  a  software  engi¬ 
neer  at  Hill  Aids  &  En¬ 
tertainment,  Inc.,  a 
company  in  Emery¬ 
ville,  Calif.,  that 
makes  applications  for  theaters, 
box  offices  and  other  public  ven¬ 
ues. 

Management  Information  Tech¬ 
nology  recently  announced  a  ver¬ 
sion  of  SQR  Workbench  for  Ingres 
databases  from  The  ASK  Group, 


Inc.  New  features  include  a  point- 
and-click  interface  intended  to  al¬ 
low  end  users  to  write  custom  re¬ 
ports  without  writingcode. 

SQR  editions  for  several  other 
databases,  including  Microsoft 
Corp.’s  SQL  Server,  Digital  Equip¬ 
ment  Corp.’s  Rdb  and  IBM’s  DB2, 
are  due  out  in  the  next  fewmonths, 
the  Long  Beach,  Calif.-based  com¬ 
pany  said. 

Appealing  tool 

SQR’s  debugging  and 
maintenance  tools 
appeal  to  Splavec. 
Currently,  Hill  Arts  & 
Entertainment  devel¬ 
opers  debug  software 
by  manually  looking 
through  print  state¬ 
ments  for  each  pro¬ 
gram,  which  is  time- 
consuming  and  sub¬ 
ject  to  human  error, 
he  said. 

Overall,  Splavec 
said  he  is  “encour¬ 
aged”  by  Manage¬ 
ment  Information 
Technology’s  plans 
for  SQR. 

“Sybase  didn’t  do  a 
whole  lot  as  far  as 
SQR  was  concerned,” 
he  noted. 

However,  some 
technical  support 
workers  at  Sybase 
who  had  worked  on  SQR  will  con¬ 
tinue  to  work  on  its  development, 
according  to  Matt  Reagan,  presi¬ 
dent  of  the  National  SQR  Users 
Group  in  Elverson,  Pa. 

SQR  Workbench  for  Ingres  is 
priced  at  $1,200. 


For 

Oracle  users 


Management 
Information 
Technology  recently 
unveiled  Watchworks 
3.0,  a  database 
monitoringtool  for 
Oracle  Corp.  platforms. 
The  product,  designed 
for  Oracle  6  and  Oracle 
7,  is  due  to  ship  irr  the 
third  quarter. 


Speech  recognition 
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ed  by  the  National  Institutes  of  Health,  software 
developer  KorTeam  International,  Inc.  is  build¬ 
ing  a  system  in  the  intensive  care  unit  that  al¬ 
lows  nurses  to  use  voice  input  to  take  some  of 
the  drudgery  out  of  documenting  patient  care. 

A  select  group  of  nurses  is  heavily  involved 
in  the  user-focused  system  development,  “so 
they  can  tell  us  what  features  they  like  and 
what  they  would  rip  out,”  said  Janet  Ho,  vice 
president  of  engineer¬ 
ing  at  KorTeam  in  Los 
Altos,  Calif.  Comple¬ 
tion  of  the  prototype 
is  expected  in  early 
1995. 

The  system  design 
includes  networked 
PCs,  optical-disc  stor¬ 
age  and  speech-rec¬ 
ognition  technology 
from  Speech  Systems, 

Inc.  in  Boulder,  Colo. 

Nurses  speak  into  a 
PC  microphone  to  fill 
in  an  electronic  medi¬ 
cal  chart,  said  Josue 
Lopez,  a  nurse  and 
end-user  consultant 
on  the  project. 

Ho  and  Lopez  said  a 
key  feature  of  the  sys¬ 
tem  is  that  the  elec¬ 
tronic  medical  form  is 
identical  to  the  paper  ones  that  nurses  now  fill 
out  manually,  so  there  is  no  new  format  to  learn. 

But  there  are  still  some  design  issues  to  set¬ 
tle,  Lopez  acknowledged,  such  as  whether 
nurses  should  wear  wireless  mikes  so  they  can 
stay  close  to  a  patient’s  bed  and  not  have  to 
walk  over  to  the  in-room  PC.  In  that  case,  engi¬ 
neers  would  need  to  ensure  that  the  wireless 
microphones  would  not  interfere  with  sensitive 
electronic  medical  devices  [CW,  June  20] . 

Another  issue  is  how  to  keep  talk  about  med¬ 
ical  conditions  confidential  with  a  speech- 
recognition  system,  but  Ho  and  Lopez  said  the 
nurses  can  use  keyboard  or  mouse  input  for  su¬ 


persensitive  matters. 

At  Sturdy  Memorial  Hospital  in  Attleboro, 
Mass.,  the  emergency  department  uses  a 
speech-recognition  system  even  though  it  has 
some  of  the  problems  mentioned  in  Gosbee’s 
study,  according  to  Robert  Korn,  associate 
chief  of  emergency  services. 

Not  easy  to  learn 

The  system  has  a  “steep  learning  curve,”  and 
it  takes  several  months  before  doctors  are  pro¬ 
ficient,  but  savings  from  the  resulting  electron¬ 
ic  medical  records  outweigh  those  problems, 
Korn  said.  For  one  thing,  the  department  saves 

on  outside  transcrip¬ 
tion  costs,  which  are 
12  cents  per  line. 

Even  bigger  sav¬ 
ings  come  from  the 
fact  that  the  more 
thorough  documenta¬ 
tion  of  patient  care 
leads  to  a  20%  reduc¬ 
tion  in  the  hospital’s 
malpractice  insur¬ 
ance  premiums,  Korn 
said.  "The  system  has 
prompts  that  make  it 
less  likely  the  doctor 
will  forget  important 
information  or  miss  a 
serious  diagnosis.” 

“We’ve  had  to 
change  the  way  we 
work  to  meet  the 
needs  of  the  voice- 
recognition  system, 
but  the  structured  ap¬ 
proach  to  documentation  decreases  our  risk 
and  liability  to  lawsuits,”  Korn  said. 

By  uttering  a  few  words,  such  as  “ankle 
sprain,  left,  lateral,”  the  VoiceEM  emergency 
medicine  system  —  from  Kurzweil  Applied  In¬ 
telligence,  Inc.  in  Waltham,  Mass.  —  generates 
boilerplate  language  to  make  a  medical  record. 
At  Sturdy  Memorial,  it  runs  on  three  Intel  Corp. 
1486-based  PCs  linked  by  a  Novell,  Inc.  LAN. 

“The  advantage  of  voice  input  is  that  it  allows 
our  computer-phobic  doctors  to  approach  a 
computer  in  a  less-threateningway.  For  sophis¬ 
ticated  PC  users,  it  offers  no  advantage  over  the 
keyboard  and  mouse,”  Korn  said. 


Source:  1994  survey  by  Healthcare  Information  and  Management 
Systems  Society  and  Hewlett-Packard  Co. 


Sun 
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large  [system]  buses,  more  I/O  and  more 
capabilities  in  regard  to  CPU  perfor¬ 
mance  and  functionality.” 

Several  users  attending  SunWorld 
said  they  favored  the  idea  of  multiproces¬ 
sors  on  the  desktop,  especially  as  an  up- 
grade-in-place  for  multimedia  or  graphi¬ 
cal  applications.  “We’re  deploying 
graphical  applications  on  our  Sun  work¬ 
stations,  and  I  don’t  know  if  we  can  fulfill 
all  of  the  user  requirements  without” 
multiprocessors,  said  Robert  Banikas, 
an  Arlington,  Va.,  consultant  who  config¬ 
ures  workstations  at  government  agen¬ 
cies.  That  is  because  budget  limitations 
would  prevent  some  sites  from  buying 
new  and  more  powerful  workstations  for 
new  applications,  he  said. 

Simple  board  swaps  can  convert  uni¬ 
processor  workstations  into  multipro¬ 


cessor  machines,  users  noted.  The  differ¬ 
ence  in  price  between  a  $12,195  one-CPU 
SPARC  station  20  and  a  two- 
CPU  version  of  the  same  ma¬ 
chine  is  $2,000,  Sun  said. 

Other  than  database  ap¬ 
plications,  most  software 
has  to  be  rewritten  or  run 
through  a  multiprocessor 
compiler  to  run  on  multipro¬ 
cessor  machines.  “You  can 
do  more  things  on  the  same 
box  at  the  same  time,”  said 
one  programmer  at  a  South¬ 
ern  university,  who  did  not 
wish  to  be  named.  “We  have 
the  [microprocessor]  com¬ 
pilers,  but  we  haven’t  ported 
our  applications.” 

Booming  sales 

Sales  of  multiprocessor- 
capable  desktop  machines 
are  already  booming  at  Sun.  Of  the 
222,000  workstations  Sun  shipped  last 


year,  about  80,000  were  SPARCstation  10 
workstations,  Battey  said.  Sun  shipped 
about  2,000  SPARCstation 
20s  in  1993  and  sold  about 
9,000  SPARCstation  10s  as 
Unix  servers,  she  said. 

Both  SPARCstation  10s 
and  their  successors,  the 
SPARCstation  20s,  can  use 
up  to  four  32-bit  Super- 
SPARC  processors.  Bob 
Pearson,  director  of  ad¬ 
vanced  desktop  systems  at 
Sun,  estimated  that  about 
20%  of  all  multiprocessor- 
capable  SPARCstation  10 
and  SPARCstation  20  desk¬ 
tops  are  shipping  with  more 
than  one  processor  on¬ 
board. 

Other  industry  analysts 
said  Sun  was  first  in  multi¬ 
processor  desktops  simply 
because  it  needed  to  be:  Sun’s  desktop 
performance  with  the  32-bit  Super- 


SPARC  chip  at  50  and  60  MHz  has  lagged 
behind  that  of  Digital  Equipment  Corp.’s 
64-bit  Alpha  chip,  HP’s  125-MHz  PA-RISC 
chip  and  IBM’s  Power2  chip,  as  measured 
by  SPECint  92  benchmarks. 

Listening  to  concerns 

Responding  to  users’  questions  about 
workstation  speed  at  SunWorld  ’94, 
McNealy  said  Sun  had  decided  to  adopt 
the  SuperSPARC  chip’s  unique  RISC  de¬ 
sign  at  the  cost  of  higher-speed  clock 
rates  on  each  chip.  But  users’  concerns 
have  registered  with  Sun  executives: 
“We  understand  that,  we’re  not  happy 
with  that,  and  we’re  going  to  fLx  that,” 
McNealy  said. 

A  more  efficient  pipeline  design,  as 
well  as  80-  and  100-MHz  versions  of 
SuperSPARC,  are  in  the  works  and 
should  be  available  in  1995,  he  said. 

But  Ricchetti  said  the  64-bit  Ultra¬ 
SPARC  chip  should  be  out  by  1995,  too. 
“That  will  blow  by  a  SuperSPARC  design 
[running]  at  100  MHz,”  he  said. 


Making  use 
of  the  idle 


Desktop 
multiprocessor 
systems  should  ease 
the  transition  to  a  new 
generation  of 
compute-intensive 
applications,  such  as 
multimedia  and 
videoconferencing, 
Sun  said,  because  they 
can  push  tasks  to  idle 
chips  as  users  demand 
more  processing 
power. 
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For  Powerful  Client/Server 
Development,  Get  Windows  NT 
Advanced  Server  With  INFORMIX-SE. 


Special  Limited-Time  Offer!  Call  Today 
and  Save  $1500  Off  Suggested 
Retail  Price. 

For  a  special,  low  price -$1795 -you 
can  develop  powerful,  scalable  data¬ 
base  applications  with  Microsoft’s 
Windows  NT™  Advanced  Server  oper¬ 
ating  system  and  INFORMIX-SE, 
Informix’s  “load-and-go”  client/server 
database.  We’ve  put  the  two  together 
so  you  can  quickly  find  out  how 
easy  it  is  to  develop  powerful  and  scal¬ 
able  workgroup  and  departmental 
client/server  database  applications  on 
Windows  NT. 

It’s  Powerful.  It’s  Open.  It’s 
Windows  NT  Advanced  Server. 

Windows  NT  Advanced  Server  is  an 
easy,  open  way  to  bring  enterprise 
data  right  to  the  desktop.  Developing 
Windows  NT  Advanced  Server-based 
applications  allows  you  to  take 
advantage  of 

•  32-bit  pre-emptive  multitasking. 

•  high  capacity- gigabytes  of  memory 
and  terabytes  of  disk  storage. 

•  data  and  application  protection 

through  disk  mirroring,  disk  striping, 
virtual  memory  management,  and 
other  integrated  security  features. 

•  built-in  networking  with  TCP/IP  in 
the  box. 

•  scalability  to  Intel,®  RISC,  and  sym¬ 
metric  multiprocessing  systems. 

•  co-existence  with  thousands  of  other 
applications  for  Windows.™ 

It’s  Easy.  It’s  a  Bestseller. 

It’s  INFORMIX-SE. 

INFORMIX-SE  is  perfect  for 
Windows  NT  Advanced  Server. 
INFORMIX-SE-the  proven  bestseller 
in  the  UNIX  world -now  delivers  SQE- 
based  multiuser  features  that  satisfy 
the  demands  of  sophisticated  database 
applications  in  the  Windows  environ¬ 


ment.  When  you  use  INFORMIX-SE 
as  your  database  for  Windows  NT 

•  you  don’t  need  a  DBA  -INFORMIX- 
SE  is  that  easy  to  install,  deploy,  and 
maintain. 

•  users  can  transparently  view  and 
modify  databases  at  different  loca¬ 
tions  across  a  network. 

•  high  performance  is  guaranteed, 
because  cost-based  optimization 

and  flexible  indexing  provide  for  maxi¬ 
mum  throughput  so  users  get  the 
response-times  they  need. 

•  stored  procedures  and  triggers 
reduce  network  traffic  while  data 
integrity  is  maintained. 

•  INFORMIX-SE-based  applications 
are  fully  migratable  to  INFORMIX- 
OnFine,  the  high-performance  data¬ 
base  for  transaction-intensive  environ¬ 
ments  and  enterprisewide  applications. 

Informix’s  Development  Tools  and 
Connectivity  Products  Round  Out  the 
Package. 

Through  this  special  offer,  you  get  all 
you  need  to  begin  building  client/server 
database  applications... because  you 


also  receive  a  complete  suite  of 
Informix’s  connectivity  and  develop¬ 
ment  tools.  And  if  the  Windows- 
based  development  tools  you’re 
already  using  are  ODBC-™  or 
Informix-enabled,  there’s  no  need  to 
make  a  change.  The  package  also 
includes  an  Informix  ODBC  Driver, 
which  supports  Microsoft  Access,® 
Visual  Basic,®  and  more. 

All  This  for  Just  $1795! 

Order  Your  Developer  Package*  Today. 

Call  1-800-688-IFMX,  Ext.  16... 
and  Be  Sure  to  Ask  About  Support 
and  framing  Options. 


fjj  INFORMIX 


Microsoft 


SOLUTION  PROVIDER 


Call  Today  1-800-688-IFMX,  Ext.  16 


® 


*Package  includes:  Microsoft  Windows  NT  Advanced  Server,  ver.  3.1;  INFORMIX-SE  for  Windows  NT;  INFORMIX-ESQL/C;  INFORMIX-NET  PC;  Informix  ODBC  Driver 

To  run  INFORMIX-SE  for  Windows  NT  and  Windows  NT  Advanced  Server— Intel  or  ALPHA-based  system,  16  MB  RAM.  Windows  NT  networking  options  Microsoft  Windows  NT  Advanced  Server  is  sup 
ported  on  the  following  networks:  AppleTalk?  Banyan®  VINES?  DEC’"  Pathworks,  IBM®  L  AN  Server,  IBM  SNA  networks.  Microsoft  Windows'"  for  Workgroups.  Novell  NetWare  TCP/IP  Networks  Informix  is 
a  registered  trademark  of  Informix  Software,  Inc.  Microsoft.  Microsoft  Access,  and  Visual  Basic  are  registered  trademarks,  and  Windows,  Windows  NT,  and  ODBC  are  trademarks  ot  Microsoft  Corporation 

Offer  good  in  U.S.  and  Canada  only. 


Word  about  PCs  from  Hewlett-Packard  is 
getting  around,  and  ratings  are  soaring. 
According  to  a  recent  CRN/Gallup  survey, 
“Use  of  HP  desktops  in  Fortune  1000 
companies  has  doubled  in  the  last  year.”* 

And  with  good  reason.  Our  broad  range  of 
PCs  not  only  meets  users’  expectations  for 
power  and  ease  of  use,  it  also  answers  the 
needs  of  a  network  manager.  With  built-in 
features  like  on-board  networking,  advanced 
security  and  asset  tracking,  HP  PCs  have 
what  it  takes  to  be  top  performers  on 
virtually  any  network.  And  soon  our 
expertise  in  network  management  will 
reach  all  the  way  to  the  desktop,  as  we 
continue  to  pioneer  the  development  of 
DMI  (Desktop  Management  Interface). 

For  more  information  or  the  name  of  your 
nearest  HP  dealer,  call  us  today  at  1-800- 
322-HPPC,  Ext.  8324.  And  tune  in  to  the 
network  superstars. 


Give  your  other  PCs  something  to  look  up  to. 


If  you’re  connecting  PCs  to  a  network, 
scan  this  chart  and  you’ll  see  it’s  time  to  hook  up  with  HR 


STANDARD  NETWORKING  FEATURES 

HP  VECTRA 

M2  PC 

COMPAQ 

DESKPRO/XE 

DELL 

NETPLEX 

Advanced  Bus  Architecture 

VL-bus 

Integrated  Networking  Interface 

16-bit 

Integrated,  multiprotocal  Boot-ROM 

X 

ISA  Plug-n-Play  Compliant 

X 

X 

Multilevel  Security  Features 

X 

X 

X 

Asset  tracking 

X 

X 

PC  tattooing 

X 

X 

Optional  Desktop  Management  Software 

X 

Bi-directional  parallel  port 

X 

X 

X 

Desktop  Management  Interface  (DMI)3 

X 

WLim  HEWLETT® 
mL'HM  PACKARD 


HP  quality  in 
value-priced  PCs. 

•  Intel  486SX,  486DX2 
and  DX4 

•  Chip  upgrades  to  higher 
performance 

•  On-board  accelerated 
local-bus  video 

•  210-MB  hard  drive 1 

•  4- MB  RAM ,  expandable 
to  64-MB 

•  512-KB  or  1-MB  of  Video 
RAM  standard 

•  ISA  Plug-n-Play  compliant 

•  Desktop  Power  Management 


High-performance 
network-ready  PCs 
in  a  slimline  package. 

•  Intel  25-  and  33-MHz  486SX, 
50-  and  66-MHz  486DX2, 
upgradable  to  Pentium 
Overdrive 

•  Optional  128-  or 256 -KB 
second  level  cache 

•  170-MB,  14-ms  Fast- IDE 
hard  drive 

•  32-bit  Fast-IDE  local-bus 
hard  disk  interface 

•  4-  or  8-MBRAM,  expandable 
to  96-MB 

•  Ultra  VGA2  local-bus 
accelerated  video  supporting 
up  to  1280  x  1024  resolution 


High-performance 
PCs  for  the 
connected  office 


•  Intel  33-MHz  486SX;  50-  and 
66-MHz  486DX2,  100- MHz 
DX4,  upgradable  to  Pentium 
Overdrive 

•  Optional  128-  or 256 -KB 
second  level  cache 

•  Four  mass  storage  shelves ; 
four  expansion  slots 

•  One  available  32-bit  VL-bus  slot 

•  210-MB,  14-ms  Fast-IDE 
hard  drive 

•  32 -bit  Fast-IDE  local-bus 
hard  disk  interface 

•  8-MBRAM,  expandable  to  96-MB 


Top  performance  for 
experts  in  connected 
environments. 


•  Intel  60-MHz  Pentium  with 
256- KB  write-back  cache 

•  One  PCI  slot,  one  shared 
PCI/ISA  slot,  two  ISA  slots 

•  Four  mass  storage  shelves 

•  270-MB  Fast-IDE  hard  drive 
with  12-ms  access  time 1 

•  Integrated  S3  928PCI 
graphics  accelerator 

•  2  MB  of  VRAM  expandable 
to  4  MB,  1600  x  1200  video 
resolution 

•  8 -MB  RAM,  expandable  to 
192 -MB 
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HP  VectraVL2 


HP  Vectra  N2 


HP  Vectra  M2 


HP  Vectra  XP 


•  EPA  Energy  Star  certified 

•  Local  bus  Fast-IDE  hard 
disk  interface* 

•  1280 x  1024  video  resolution 

•  Optional  128-  or256-KB 
cache  memory* 

•  Free  three-year  limited 
warranty  for  parts  and  labor 


•  1  MB  of  video  RAM  standa  rd, 
expandable  to  2  MB 

•  Slimline  package  with  two 
mass  storage  shelves  and 
three  ISA  slots 

•  Optional  integrated 

1  OBase-  T  networking 

•  Multilevel  security 

•  EPA  Energy  Star  certified 

•  ISA  Autoconfiguration  u  tility 
( Plug-n-Play ) 

•  Integrated  Desktop  Manage¬ 
ment  Interface  (DMI) 3 

•  Free  three-year  limited 
warranty  for  parts  and  labor 2 


•  Ultra  VGA2  local-bus  acceler¬ 
ated  video  supporting  up  to 
1280  x  1024  resolution 

•  Optional  integrated 

1  OBase-  T  networking 

•  Systems  Diagnostics  Utility 

•  EPA  Energy  Star  certified 

•  ISA  Autoconfiguration  utility 
(Plug-n-Play) 

•  Integrated  Desktop  Manage¬ 
ment  Interface  (DMI)3 

•  Free  three-year  limited 
warranty  for  parts  and  labor2 


•  Integrated  16-bit  lOBase-T 
networking  interface  with 
bus-master  DMA 

•  Flash  EPROM 

•  Systems  Diagnostics  Utility 

•  Power-on  Self  Test 

•  Multilevel  security 

•  Asset  tracking  with  non¬ 
erasable  serial  number  and 
customizable  PC  ta  ttooing 

•  Bi-directional  parallel  ports 

•  Free  three-year  limited 
warranty  for  parts  and  labor 


from 


from  from 


NetWare 
Tested  and 
Approved 


All  HP  Vectra  PCs  come  with  MS-DOS®  6.2  and  MS  Windows  for  Workgroups  3.11  pre-installed;  HP  mouse  and  keyboard  included.  "Feature  included  with  some  models,  t  List  price,  dealer  prices  may 
vary.  Monitor  not  included.  TOther  capacities  available.  2First  year  on-site,  24-hour  service.  Second  and  third  year  return  to  dealer.  3Available  9/1/94.  tWith  permission  CRN/Benchmark  MS-DOS  is  a 
U.S.  registered  trademark  and  Windows  is  a  trademark  of  Microsoft  Corporation.  Pentium  and  the  Intel  Inside  logo  are  U  S.  trademarks  of  Intel  Corporation.  PPG403  ©1994  Hewlett-Packard  Company 
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t\  appear  a  world  away,  Each  development  tool  comes  with  a  ver- 

but  it’s  closer  than  sion  of  our  WATCOM151  SQL  database. 


But  don’t  let  the  ease  of  use  fool  you.  PowerMaker,1”  the  personal  database, 


you  think.  Access  to  other  industry  leading  data- 


Today,  Powersoft  gives 


bases 


is 


you  everything  you  need  to  launch  into  provided  through  ODBC  and  native  inter¬ 


client/server.  From  visual  window  creation 
to  robust  database  access  to  flexible  appli¬ 
cation  deployment,  all  contained  within 
a  single  integrated  environment. 

You  don’t  have  to  be  a  rocket  scientist 
either.  The  intuitive  graphical  user  inter¬ 
face  allows  you  to  get  up 
to  speed  quickly.  And  the 
practical  approach  to 
object-orientation  lets  you  take 
advantage  of  the  benefits  of  object 
technology  without  needing  to 
learn  the  theory  behind  it. 


faces  which  fully  exploit  the  features  of 
the  backend  DBMS.  And  our  unique 
DataWindow1M  technology  dramatically 
minimizes  the  need  to  write  lengthy 
database  access  routines. 


and  PowerViewer,IM  the 


query  and  reporting  tool. 


Built  on  a  common 
object  technology,  the 
Enterprise  Series  allows 
work  to  be  developed 
and  shared  by 
teams  of 


po 


professional 


Powersoft’s  Enterprise  Series  provides 
“the  right  stuff”  for  each  level  of  your 
organization.  For  IS  developers  there’s  the 
award  winning  PowerBuilder® 
Enterprise.  For  desktop  devel¬ 
opers  there’s  the  highly  afford- 


developers  and  end  users  throughout 


the  organization,  providing  scalable 


development  from  desktop  to  data  center. 


Over  25,000  developers  are  now 


creating  client/server  applications  using 


Powersoft  products  and  services. 


So  before  you  make  that  giant  leap 


able  PowerBuilder  Desktop.  into  client/server,  take  this  small  step. 


And  for  end  users,  there’s 


Call  us  at  1-800-395-3525. 


Powersoft 

Building  on  the  power  of  people. 


Powersoft  Corporation,  561  Virginia  Road,  Concord,  MA  01742-2732,  Powersoft  Europe  Ltd.,  Thames  House,  1  Bell  Street,  Maidenhead, 
Berkshire,  SL6  1BU,  United  Kingdom.  All  trademarks  and  registered  trademarks  are  property  of  their  respective  owners. 
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Learning  to  run  with  NetWare 

‘NetWare  Ready’  products  lessen  user  hassles 


By  Elisabeth  Horwitt 


Novell,  Inc.  recently  announced  its  “Net¬ 
Ware  Ready”  program,  which  certifies 
that  an  OEM  product  is  preconfigured  or 
bundled  with  fully  compliant  and  inter¬ 
operable  versions  of  Novell’ s  client ,  serv¬ 
er  or  communications  software. 

The  program  supports  Novell’s  Net¬ 
Ware  server,  Universal  Client,  Personal 
NetWare,  UnixWare,  Novell  DOS,  Multi¬ 
protocol  Routing  and  NetWare  for  SAA 
gateway  software.  It  is  an  extension  of 
the  existing  “Yes  it  Runs  with  NetWare” 
offering,  which  certifies  that  a  given  ap¬ 
plication,  hub,  adapter  or  gateway  runs 
on  or  in  concert  with  NetWare. 

A  growing  number  of  vendors  are  now 
offering  server  or  client  hardware  plat¬ 
forms,  as  well  as  hubs  and  assorted  com¬ 
munications  software,  preconfigured 
with  NetWare  software. 

Such  preconfigured  products  could 
potentially  “save  me  the  hassle  and 
headaches  of  doing  it  myself,  which  can 
translate  to  a  lot  of  time  if  you  have  a  big 
network,”  said  Steve  Truesdell,  informa¬ 
tion  systems  director  at  Granutec,  Inc.  in 
Largo,  Fla.  When  implementing  new 
server  or  client  software  or  a  new  hard¬ 
ware  platform,  “half  the  time  I  have  to  get 
on  the  phone  with  the  two  vendors  and 
work  out  technical  support,”  he  said. 

Less  work  for  users 

Indeed,  a  major  focus  of  the  program  is 
to  provide  users  with  “no-hassle  plug 
and  play,  with  configuration  files  all  built, 
so  that  all  the  manager  has  to  do”  is  build 
the  user  account  on  a  client,  and  it  auto¬ 
matically  has  access  to  the  network,  said 
Toby  Corey,  senior  director  of  market  ing 
at  the  NetWare  Products  Division.  “A 
bundled  client  is  the  bulldozer  that  lays 
the  road”  so  that  user-  and  client-specific 
software  can  be  added  later. 

Without  such  preconfiguration,  Net¬ 
Ware  client  installation  is  a  convoluted 
process  that  involves  installing  four 
disks,  as  well  as  such  tasks  as  getting 
drivers  set  up  and  configuringcorrect  in¬ 
terrupts,  Corey  said. 

The  program  was  also  designed  to 
pave  the  way  to  greater  OEM  participa¬ 
tion  in  preconfigured  NetWare  by  provid¬ 
ing  the  official  Novell  blessing,  regular¬ 
izing  certification  and  announcing 
participants  in  the  program,  Corey  said. 


Amongthe  participants  are  the  follow- 
ingcompanies: 

•  Dell  Computer  Corp.  and  Compaq  Com¬ 
puter  Corp.,  which  have  been  prebun- 
dlingNetWare  on  then'  products  for  some 
time,  are  now  NetWare  Ready-certified. 


•  SynOptics  Communications,  Inc.  and 
Cabletron  Systems,  Inc.  are  certified  to 
run  NetWare  for  SAA  and  Multiprotocol 
Routing  Plus  software  on  their  respec¬ 
tive  hubs.  In  addition,  Cabletron  is  certi¬ 
fied  to  run  NetWare  Connect  remote  ac¬ 
cess  software,  as  well  as  NetWare  3.x  and 
4.x  and  NetWare  Management  System. 


•  Digital  Equipment  Corp.’s  Pathworks 
Version  5.0  software  is  certified  to  run 
NetWare  server  software,  providing  ac¬ 
cess  to  both  NetWare  and  other  network 
operating  system-based  services  for  Net¬ 
Ware  and  other  types  of  clients. 

•  Memorex  Telex  N.V.  is  certified  to  in¬ 
clude  prebundled  NetWare  on  its  PCs  and 
superservers. 

•  3Com  Corp.  is  certified  to  run  Universal 
NetWare  Client  software  on  its  EtherLink 
III  and  TokenLink  III  adapters. 


Looking  for  a  faster  route  to 
intelligent  client/server  solutions? 


Datapro’s  Client/Server  Analyst  will  speed  your  decision-making  process 
and  give  you  a  head  start  on  your  competition.  Updated  monthly  and  delivered  on  CD-ROM, 

Datapro’s  newest  information  service  gives  you  fast  and  accurate  insight  into  all  facets  of  the  client/server 
industry.  So,  now  you  can  stay  on  top  of  client/server  issues,  while  you  make  timely,  informed  choices. 

Get  straightforward  evaluations  of  technologies,  markets,  vendors,  and  more  than  1 ,800  products. 

Learn  about  business  strategies  that  focus  on  implementing  the  very  latest  client/server  technologies. 

Study  the  vendor  strategies  adopted  by  the  major  client/server  suppliers  such  as 
Hewlett-Packard,  IBM,  Digital  Equipment,  Microsoft  and  Oracle. 

Gain  comprehensive,  hands-on  knowledge,  with  case  studies  and  user  surveys  that  tell  you  what 
actual  users  think  of  client/server  products  and  concerns. 

The  Datapro  Client/Server  Analyst  is  packed  with  research  and  analysis  on  a  single,  easy  to  use, 
CD-ROM  disc.  Available  in  DOS,  Windows,  Macintosh  and  network  versions. 

And,  with  the  collective  expertise  of  more  than  100  analysts  and  dedicated  hotline  support, 

Datapro  has  the  resources  to  answer  virtually  all  the  T\  +  ? 

client/server  questions  you’ll  ever  encounter.  WllH  UntHprO  S 

Client/Server  Analyst, 
you  spend  your  time 
implementing  solutions, 
not  searching 
for  them. 


DATAPRO 

Information  Services 
Group 

600  Delran  Parkway.  Ddrun.  NJ.  08075 
Tel:  800-328-2776.  609-764-0100  Fax:  609-764-2812 


McGraw-Hill  House  Shoppcnhangers  Road 
Maidenhead.  Berkshire.  England  SL6  2QL 
Tel:  +44  (0)  628  773277.  Fax  +44  (0)  628  773628 


20  Cecil  Street.  21-07  The  Exchange.  Singapore  0104 
Tel:  +65  5384432  Fax:  +65  5384436 


ALL  TRADEMARKS  AND  REGISTERED  TRADEMARKS 
ARE  THE  PROPERTY  OF  THEIR  RESPECTIVE  HOLDERS 


Send  me  a  free  Datapro  DATADISK! 

□  PC-compatible  Macintosh 

The  DATADISK  features  an  extensive  Datapro  on  CD-ROM  demo,  sample 
reports,  and  complete  tables  of  contents  from  our  full  line  of  information  services. 

n  Please  send  me  a  30-day  trial  copy  of  the  complete  Client/Server 
Analyst.  I  will  return  it  in  30  days  if  not  purchased. 

Signature _ _ 

I  I  Please  call.  I’d  like  to  talk  with  a  Datapro  Account  Representative. 
Name  Title 


Organization 


Address 


City 


Phone 


State 

Fax 


Zip 


Fill  in  and  fax  to:  609-764-2812 


6113 


RECRUITING 
TALENT  FOR 
CHICAGO? 

Advertise  in  the  July  25th 
Mid-Western  Edition  when 
Computerworld’s  regional  Careers 
feature  examines 
"IS  Careers  in  Chicago." 

Ad  Close:  July  21. 

800  343-6474,  x201 
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Corporate  reorganization 

OSF  trims  down,  mulls  its  future 


By  Jean  S.  Bozraan 


The  Open  Software  Foundation  (OSF)  ac¬ 
celerated  its  reorganization  this  month, 
releasing  the  OSF/1  1.3  microkernel- 
based  operatingsystem  and  the  OSF/Mo¬ 
tif  2.0  graphical  user  interface  (GUI). 

The  organization  also  began  to  trim 
back  its  corporate  staff,  as  OSF  vendor 
members  met  to  plan  how  future  product 
development  will  fit  into  an  overall  OSF 
architecture  plan. 

With  the  completion  of  the  OSF/1  1.3 
project  and  the  announcement  of  OSF/ 
Motif  2.0  at  the  Xhibition  ’94  show  in  San 
Jose,  Calif.,  the  OSF  is  ready  to  hand  off 
development  of  these  products  to  ven¬ 
dor-funded  OSF  project  teams. 

However,  OSF/Motif  2.0  will  continue  to 
be  tested  for  several  months,  according 
to  David  Tory,  the  OSF’s  chief  executive 
officer. 

“Normally,  there’s  a  three-month  peri¬ 
od  for  quality  assurance  and  system  test, 
so  I  expect  shipment  to  be  in  August,” 
Tory  said. 

As  expected,  the  OSF  will  cut 
one-third  of  the  300  staff  positions  at 
its  Cambridge,  Mass.,  headquarters 


[CW,  March  7],  About  20  staffers  are  ex¬ 
pected  to  leave  by  July  1,  and  more  lay¬ 
offs  will  follow  as  projects  are  completed. 

“We  expect  to  be  down  to  around  200 
employees  by  the  end  of  the  year,”  Tory 
said.  Software  engineers  will  be  let  go 
alongwith  support  staff. 

Structural  changes 

The  OSF’s  transition  was  underlined  by 
a  two-day  meeting  of  the  new  OSF  Archi¬ 
tecture  Planning  Council,  which  was  de¬ 
signed  to  “set  the  goals  and  the  road 
map”  for  future  OSF  projects,  Tory  said. 
About  15  council  members  met  two 
weeks  ago,  including  three  user  repre¬ 
sentatives. 

Tory  said  the  OSF  will  change  from  “an 
engineering-based  organization  to  a  pro- 
cess-management  organization.”  But 
the  vendors  that  fund  projects  may  view 
the  OSF  as  a  means  toward  the  end  of 
achieving  industry  standardization  for 
open  systems,  some  analysts  said. 

“IBM  and  [Hewlett-Packard]  and  Digi¬ 
tal  don’t  need  a  third  project  to  manage 
any  process,”  said  Roy  Schulte,  a  vice 
president  at  Gartner  Group,  Inc.’s  soft¬ 
ware  management  strategies  service. 


“The  only  thingthey  need  is  some  central 
broker  to  push  paper  around.  OSF’s 
strength  was  never  in  pro¬ 
cess  management  or  project 
management.” 

Schulte  noted  that  specif¬ 
ic  OSF  technologies,  such  as 
the  Distributed  Computing 
Environment  (DCE)  mod¬ 
ules,  have  always  come  from 
vendors.  But  previously, 

OSF  engineers  developed 
products  based  on  requests 
for  technology  from  ven¬ 
dors. 

“The  only  way  this  tech¬ 
nology  can  move  fast 
enough  is  for  the  people  who 
have  the  engineering  re¬ 
source  to  take  direct  con¬ 
trol,”  Schulte  said. 

Using  teamwork 

From  now  on,  vendors  will 
team  with  one  another  to  de¬ 
velop  specific  technologies 
in  the  OSF’s  Pre-Structured  Technology 
groups.  Users  will  be  included  in  the 
projects  to  ensure  the  products  meet 


business  needs. 

“The  users’  role  is  to  use  the  business 
requirements  as  a  filter  to 
determine  which  technol¬ 
ogies  should  be  pursued,” 
said  Ted  Hanss,  chairman  of 
the  OSF’s  end-user  steering 
committee  and  director  of 
the  Center  for  Information 
Technology  Integration  at 
the  University  of  Michigan 
at  Ann  Arbor. 

The  OSF’s  trouble  deliver¬ 
ing  products  such  as  the 
Distributed  Management 
Environment  led  systems 
vendors  to  create  the  Com¬ 
mon  Open  Software  Envi¬ 
ronment  (COSE)  last  year, 
Schulte  said. 

The  COSE  process  be¬ 
came  part  of  a  revamped 
OSF,  which  broadened  its 
base  in  late  March  by  adding 
vendor  sponsors  such  as 
SunSoft,  Inc.  and  Novell,  Inc. 
The  OSF’s  technologies  will  be  handed 
over  to  X/Open  Co.  for  testing  and 
certification. 


New  releases 


The  OSF  released  the 
OSF/i  1.3 

microkernel-based 
operatingsystem  two 
weeks  ago.  Last  week, 
it  was  expected  to 
announce  the 
OSF/Motif  2.o  GUI, 
although  the  Common 
Desktop  Environment 
is  still  based  on 
OSF/Motif  i.2.  The  only 
large  OSF 

development  project 
that  remains  to  be 
finished  is  DCE  1.1, 
duetoshipby 
year’s  end. 


- 


THE  TRUTH  ABOUT  THE 


SOLARIS  IS  THE 
#1  UNIX  ENVIRONMENT. 


SOLARIS  HAS  THE  MOST 
ADVANCED  TECHNOLOGY. 


SEE  US  AT  PC  EXPO  BOOTH  #2470 

©  1994  Sun  Microsystems,  Inc.  SunSoft,  the  SunSoft  Logo,  Solaris,  ONC+  and  NFS  are  trademarks  or  registered 
trademarks  of  Sun  Microsystems,  Inc.  SPARC  is  a  registered  trademark  of  SPARC  International,  Inc.  UNIX  is  a 
registered  trademark  of  UNIX  System  Laboratories,  Inc.,  a  wholly  owned  subsidiary  of  Novell,  Inc.  All  other 
trademarks  or  registered  trademarks  are  the  property  of  their  respective  companies.  ‘SPARC  applications. 
tlnfoCorp/R.M.  Fichera  Assoc.  6/93  FThird-party  software  may  be  required. 


True.  Solaris®  has  more  licensed  users 
(1,500,000+),  runs  more  32-bit  applications* 
(8,600+),  and  is  installed  on  more  multi¬ 
processing  servers1"  than  any  other  UNIX® 
environment.  In  fact,  Solaris  has  about 
50%  of  the  UNIX  software  development 
market.  Plus,  it's  backed  by  the  world's 
most  experienced  UNIX  support  team. 


Positively.  Solaris  supports  from  2-  to  32- 
way  multithreaded  symmetrical  multipro¬ 
cessing,  networked  multimedia  and  global 
WANs.  It's  got  proven  centralized  system 
administration,  network  management  and 
security  for  mission-critical  software.  And 
advanced  multithreading,  compiler  devel¬ 
opment  tools  and  a  clear  path  to  objects. 
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Sales  Technologies,  Inc.  has  an¬ 
nounced  Snap  Virtual  Office,  bundled 
sales  force  automation  software. 

According  to  the  Atlanta  company,  the 
product  is  designed  to  address  lead,  ter¬ 
ritory  and  pipeline  management,  team 
selling  and  forecasting. 

Snap  Virtual  Office  combines  Snap 
software  with  XcelleNet,  Inc.’s  Remote- 
Ware  Communications  Management 
System  so  users  can  centrally  create  and 
manage  password-protected  graphical 
application  menus. 

Remote  users  can  request,  print  and 
search  reports  from  a  list  of  files  man¬ 
aged  at  a  central  site. 

Prices  range  from  $875  to  $1,350  per 
user  depending  on  the  number  of  users. 

^  Sales  Technologies 

(404)841-4000 


Relay  Technology,  Inc.  has  announced 
Relay/OpenPort,  a  PC-based  Windows 
product  that  lets  users  move  data  and  da¬ 
ta  structures  from  one  relational  data¬ 
base  to  another. 

According  to  the  Vienna,  Va.,  firm,  the 
product  converts  the  data  structures  and 
issues  the  correct  SQL  statements  to 
fetch  the  data  from  the  source  database, 
then  inserts,  updates  or  replaces  row 


data  in  the  target  database. 

Relay/OpenPort  can  port  database  ob¬ 
jects  such  as  tables,  indexes,  views,  per¬ 
missions  and  procedures  between  differ¬ 
ent  types  of  databases  and  database 
servers. 

Prices  range  from  $3 ,600  to  $15,000,  de¬ 
pending  on  configuration. 

^  Relay  Technology 

(703)506-0500 


Independence  Technologies,  Inc.  has 
announced  Data  Access  Line  (DAL)  Cli¬ 
ent  1 .5  for  Windows  and  Macintosh. 

According  to  the  Fremont,  Calif.,  com¬ 
pany,  the  product  provides  desktop  ap¬ 
plications  with  enterprisewide  access  to 
12  different  databases  using  Microsoft 
Corp.’s  Open  Database  Connectivity. 

DAL  Client  1.5  lets  users  create  multi¬ 
platform,  client/server  applications  that 
are  independent  of  the  underlying  data¬ 
base,  operating  system,  hardware  and 
network. 

DAL  Client  1.5  for  Windows  and  Mac¬ 
intosh  costs  $149. 

^  Independence  Technologies 

(510)  438-2000 


Intersoft  Systems,  Inc.  has  announced 
Concourse-TP  1.3,  a  client/server  tool  for 
data  collection. 

Accordingto  the  Duluth,  Ga.,  firm,  Con- 
course-TP  lets  users  implement  data  col¬ 
lection  systems  that  gather  and  share  in¬ 


formation  across  multiple  hardware  and 
software  platforms. 

The  product  is  host  application  inde¬ 
pendent,  provides  direct  access  to  3270 
and  5250  legacy  applications  and  lets  us¬ 
ers  directly  access  IBM’s  DB2/2  data¬ 
base. 

Concourse-TP  consists  of  two  ele¬ 
ments:  TP/Tools,  an  object-based  devel¬ 
opment  environment  for  data  collection 
applications,  and  TP/Runtime,  a  data 
collection  gateway  engine  for  running 
applications  generated  with  TP/Tools. 

Concourse-TP/Tools  costs  $5,500,  and 
Concourse-TP/Runtime  costs  $4,500. 

^  Intersoft  Systems 

(404)381-7111 


Decision  Technology,  Inc.  has  an¬ 
nounced  Decision  Analyzer  for  Servers 
1.0,  client/server  middleware  that  lets 
users  retrieve  information  from  any 
Open  Database  Connectivity-compliant 
database. 

According  to  the  Princeton,  N.J.,  com¬ 
pany,  the  product  downloads  data  in  fully 
formatted  form  and  can  prepare  reports 
and  create  two-  or  three-dimensional 
spreadsheets. 

Decision  Analyzer  for  Servers  can  ac¬ 
cess  information  from  any  mainframe, 
midrange  computer  or  LAN  server. 

Prices  start  at  $4,000. 

^ Decision  Technology 

(609)987-8950 


Hewlett-Packard  Co.  has  announced 
the  LaserJet  4  Plus  and  the  LaserJet  4M 
Plus  12-page/min.  laser  printers. 

Accordingto  the  Palo  Alto,  Calif.,  com¬ 
pany,  the  printers  feature  true  600  by  600 
dot/in.  resolution  and  enhanced  print 
quality,  connectivity,  environmental  at¬ 
tributes  and  network  management  capa¬ 
bility. 

LaserJet  4  Plus  provides  printing  for 
PC  workgroups,  and  LaserJet  4M  Plus 
adds  connectivity  for  Macintosh,  net¬ 
worked  and  mixed  computing  environ¬ 
ments. 

The  printers  are  based  on  a  12- 
page/min.  engine  with  a  25-MHz  Intel 
Corp.  I960  RISC  processor  with  cache 
and  advanced  memory  management. 

LaserJet  4  Plus  costs  $1,839,  and 
LaserJet  4M  Plus  costs  $2,479. 

►  Hewlett-Packard 

(415)857-1501 

Product  short 


Topcall  Corp.  has  announced  that  the 
Topcall-Titan  Fax  server  is  integrated 
with  Lotus  Development  Corp.  and  Mi¬ 
crosoft  Corp.  messaging  platforms.  The 
product  provides  a  fax  viewer  for  in¬ 
bound  messages;  a  printer  driver  that 
fax-enables  Windows  applications;  di¬ 
rectory  integration;  and  real-time  status 
information.  Cost:  Starts  at  $25,000.  Top- 
call,  Wayne,  Pa.  (610)  688-2600. 


SOLARIS  SOFTWARE  ENVIRONMENT. 


SOLARIS  INTEGRATES 
THE  ENTIRE  ENTERPRISE. 


CAN  NT  RUN  YOUR 
ENTERPRISE  THIS  WELL? 


SOLARIS 

TURBOCHARGES  PCs. 


Absolutely.  Solaris  offers  the  leading 
implementation  for  enterprise  TCP/IP 
(ONC+7NFS®).  And  it  provides  DCE  and 
IBM  connectivity,  links  LANs  via  NetWare 
IPX/SPX,  and  is  Internet  fluent.  It  also 
integrates  Windows,  DOS  and  Macintosh 
programs  into  a  32-bit  environment. 41 


Yeah,  right.  NT  can  also  run  the  Boston 
Marathon,  the  Kentucky  Derby  and  the 
rest  of  your  life. 


Definitely.  Solaris  x86  delivers  32-bit 
functionality  to  the  x86/Pentium  platform 
(and  PowerPC  next  year).  So  now  you  can 
have  easy  access  to  virtually  all  local  and 
remote  data  from  your  favorite  PC — like 
IBM,  Compaq,  Dell,  AST  and  Zenith — as 
well  as  the  latest  Pentium-based  desktops 
and  multiprocessing  servers. 


With  all  the  hype  you're  hearing  about  32-bit  environments,  we'd  like  to  offer  you  a  refreshing  alternative:  The  truth. 
Hundreds  of  Global  2,000  companies  like  American  Airlines,  British  Petroleum,  Citibank  N.A.,  Sprint,  Ciba-Geigy 
and  the  Boston  Stock  Exchange  are  solving  many  of  their  complex  commercial  rightsizing  problems  today  with  Solaris,  the 
premier  3 2 -bit  network-based  software  environment.  And  that's  no  lie. 


CALL  US  ON  IT:  1-800-SUNS0FT  or  surf  the  Internet  with  Mosaic  at  http://www.sun.com/ 


<#> SunSoft 
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Imagine  you  had  the  same  choice  in 
internetworking  partners. 

Which  one  would  you  select? 

At  Wellfleet,  full  service  means  you  get  more.  First,  a  partner  who  listens  to  your  needs  and  architects  the  right 
internetworking  solution  for  you.  Second,  our  family  of  multiprotocol  routers  and  multiservice  WAN  switches 
offers  the  industry’s  highest  availability  and  performance  with  support  for  every  network  environment  from 
SNA  to  ATM.  And  finally,  Wellfleet  provides  worldwide  support  for  your  internetwork  every  hour  of 
every  day.  So  get  the  service  you  fully  deserve.  Give  Wellfleet  a  call  at  1 -800-989-'  1 214,  extension  33. 


Internetworking 


A  ROAD  MAP  OF  GOPHERSPACE,  86 
College  links  test  security,  86 


Services 
Net  Management 


LAN  switching  catches  on,  90 


Banyan  puts  AIX 
on  ENS  support  list 

Vendor  shoots  for  wide  range  of  platforms 


By  Elisabeth  Horwitt 


■  Banyan  Systems,  Inc.  last  week 
added  IBM’s  AIX  to  the  roster  of 
systems  supported  by  its  Enter¬ 
prise  Network  Services  family. 

With  the  shipment  of  ENS  for 
AIX,  the  Westboro,  Mass.,  compa¬ 
ny’s  multiyear  strategy  of  provid¬ 
ing  a  range  of  operating  system 
platforms  with  a  consistent  set  of 
enterprise  services  is  on  schedule, 
according  to  Bill  Johnson,  Ban¬ 
yan’s  vice  president  of  corporate 
business  development. 

Banyan  will  soon  be  the  only 
vendor  to  provide  a  consistent  set 
of  services  —  including  directory, 
messaging,  security  and  backup 


Banyan  flavors 


Shipment  times  for  various 
versions  of  ENS 


Vines 

1984 

SCO  Unix 

1992 

NetWare 

1992 

HP/UX,  AIX, 

1994 

Solaris 

(Q4) 

NT 

Advanced 

Server 

1995 

—  across  a  broad  set  of  platforms, 
said  Jamie  Lewis,  president  of  the 
Burton  Group,  a  Salt  Lake  City 
consultancy.  “Early  on,  a  lot  of  peo¬ 
ple  wondered  if  they  could,  and 
they  are  provingthat  they  can,”  he 
said. 

Spreading  out 

In  addition  to  running  on  AIX,  ENS 
runs  on  The  Santa  Cruz  Opera¬ 
tion’s  SCO  Unix,  Hewlett-Packard 
Co.’s  HP/UX,  Novell,  Inc.’s  Net¬ 
Ware  and  the  original  Banyan 
Vines  platform.  A  Microsoft  Corp. 
Windows  NT  Advanced  Server  ver¬ 
sion  is  due  out  next  year,  accord¬ 
ing  to  Banyan. 

A  broad  range  of  client  systems 
supported  by  ENS  can  use  Ban¬ 
yan’s  StreetTalk  directory  to  ac¬ 
cess  databases,  file  sharing  and 
printer  services  without  worrying 
where  or  on  what  type  of  platform 
they  reside,  Johnson  said. 

The  closest  equivalent  to  ENS 


from  Novell  is  Processor  Indepen¬ 
dent  NetWare.  This  implements 
NetWare  4.x  “directly  on  the  met¬ 
al”  or  CPU,  rather  than  on  the  op¬ 
erating  system  as  ENS  does,  Lewis 
said.  Processor  Independent  Net¬ 
Ware  provides  more  powerful, 
RISC-based  platforms  for  Net¬ 
Ware. 

However,  unlike  ENS,  Processor 
Independent  NetWare  cannot  re¬ 
side  on  a  computer  with  a  U nix  op¬ 
erating  system  and  the  applica¬ 
tions  it  supports,  he  added. 

In  contrast,  companies  that 
have  chosen  “AIX  for  a  specific  ap¬ 
plication  and  yet  want  the  system 
to  communicate  with  the  rest  of 
the  company”  can  enable  that  via 
the  StreetTalk  directory  in  ENS, 
Lewis  said. 

Around  the  dial 

This  is  how  Nynex  Corp.  is  using 
ENS  for  AIX.  Nynex  chose  ENS  on 
AIX  as  the  platform  for  “the 
world’s  largest  callback  system,” 
said  Alan  Cronshaw,  manager  of 
the  Automatic  Customer  Contact 
System  at  the  holding  company. 

An  automated  calling  system  in¬ 
teractively  queries  customers 
about  their  satisfaction  with  a  re¬ 
cent  Nynex  service  call.  The  infor¬ 
mation  is  then  entered  into  the  AIX 
database  and  disseminated  to 
users  throughout  Nynex’s  service 
organization  using  StreetTalk, 
Cronshaw  said.  The  Nynex  divi¬ 
sion  was  already  using  Vines  as  its 
network  operating  system. 

Nynex  chose  ENS  for  AIX  in¬ 
stead  of  Vines  because  the  RISC- 
based  platform  is  significantly 
more  powerful  than  the  Intel  Corp. 
1486-based  66-MHz  platform  that 
supports  Nynex’s  Vines  imple¬ 
mentation,  Cronshaw  said. 

After  a  month  of  production  use, 
ENS  for  AIX  is  workingwell  and  at 
considerably  higher  speeds  than 
the  Vines  platform,  he  added.  “Re¬ 
sponse  time  is  excellent.” 

Pricing  for  ENS  for  AIX  starts  at 
$4,995  for  an  application  server 
that  supports  no  user  log-ons  and 
ranges  up  to  $54,995  for  a  system 
that  can  support  1,000  user  log¬ 
ons. 

Banyan  charges  according  to 
the  number  of  users  a  given  server 
can  support.  Once  a  user  is  logged 
on,  that  user  can  transparently  ac¬ 
cess  any  of  the  ENS  services  sup¬ 
ported  across  the  organization. 


Direct  control  eludes 
net  carrier  users 


By  Steve  Moore 


After  five  years  of  vendor  promises,  network 
management  systems  used  by  corporate  cus¬ 
tomers  still  cannot  interact  closely  with  those 
used  by  public  data  networks.  As  a  result,  us¬ 
ers  have  only  limited  ability  to  monitor  and  con¬ 
figure  the  public  network  “cloud”  portions  of 
their  enterprisewide  data  networks. 

Today,  users  are 
still  limited  to  non- 
real-time  monitoring 
and  off-line  provision¬ 
ing  of  public  network 
data  circuits.  This 
means  users  can 
monitor  events  or 
problems  but  still 
need  the  carrier  to  fix 
the  problems.  Simi¬ 
larly,  users  cannot  al¬ 
locate  more  band¬ 
width  on  their  own  — 
they  must  request  it 
from  the  carriers,  of¬ 
ten  waiting  several 
hours  for  a  response. 

Real-time  configura¬ 
tion  and  bandwidth  management  capabilities 
,  remain  wish-list  items. 

“You’re  probably  not  going  to  see  a  carrier 
giving  a  customer  the  ability  to  do  things  that 
would  cause  reconfiguration  of  a  physical  net¬ 
work.  You  probably  will  see  a  carrier  give  a  cus¬ 
tomer  the  ability  to  reconfigure  a  logical  net¬ 
work,  like  a  private  virtual  network,”  said  Dan 
Walters,  IBM’s  program  manager  for  Telecom¬ 
munications  Management  Network  products. 

Almost  here 

Although  they  do  not  yet  support  direct  user 
control  of  public  network  facilities,  some  carri¬ 
ers  do  offer  users  “near  real-time”  monitoring 
capabilities.  “Real  time  means  instantly,  but 
right  now  you  actually  are  getting  this  data  as 
much  as  an  hour  after  the  event  happened,” 
said  Mary  Johnston  Turner,  a  principal  consul¬ 
tant  at  Northeast  Consulting  Resources,  Inc,  in 
Boston.  “Those  intervals  will  be  reduced  to  as 
little  as  five  to  15  minutes,  but  it’s  still  not  in¬ 
stant.” 

“Events  happen  in  a  network  in  milliseconds, 
but  AT&T  tends  to  only  do  sampling  at  five-min¬ 
ute  intervals,”  said  Jerry  Harder,  principal  con¬ 
sultant  at  Renaissance  Telecommunications 
Associates  in  Nashville.  “During  those  inter¬ 
vals,  your  whole  network  can  disappear  and 
come  back  up.” 

Some  users  said  they  do  not  need  instant  re¬ 
sponse.  “We  haven’t  made  any  attempts  to  de¬ 
velop  real-time  capabilities  because  we  don’t 
see  that  it  buys  anyone  anything,  and  the  cost 
difference  between  near  real  time  and  real  time 
is  enormous,”  said  Russ  McGuire,  manager  of 
network  management  product  development  at 
Wiltel  in  Tulsa,  Okla.  “Real  time  means  less 


than  a  second  of  response  time,  and  when  we 
say  near  real  time,  we’re  typically  talking  less 
than  60  seconds.” 

Response  time  issues  aside,  analysts  cite 
two  principal  reasons  carriers  have  not  moved 
more  quickly  to  enable  users  to  go  beyond  pas¬ 
sive  monitoring  and  directly  control  public  net¬ 
work  facilities.  These  include  uncertainties 
about  competing  network  management  stan¬ 
dards  and  a  lack  of  se¬ 
curity  features  on  the 
public  network  —  so 
one  customer’s  ac¬ 
tions  could  unwitting¬ 
ly  have  an  effect  on 
another  customer. 

“If  I  attempt  to  re¬ 
configure  my  ports 
and  I  bring  down  the 
switch,  the  carrier  is 
going  to  end  up  hold¬ 
ing  the  bag  from  a  le¬ 
gal  liability  point  of 
view,”  Harder  said. 

But  the  standards 
issue  looms  ever  larg¬ 
er.  “The  real  question 
is,  what  management 
protocol  wall  be  used  between  the  customer’s 
network  management  system  and  the  telco 
management  system?”  Walters  asked.  He  said 
there  is  a  “very  good  chance”  that  it  will  be  the 
Simple  Network  Management  Protocol  (SNMP). 

If  it  is  SNMP,  there  will  be  a  proxy  agent  some¬ 
where  between  the  customer’s  management 
system  and  the  carrier’s  management  system 
that  translates  SNMP  requests  into  the  Com¬ 
mon  Management  Information  Protocol 
(CMIP).  But,  Walters  said,  “CMIP  is  a  richer  pro¬ 
tocol  than  SNMP,”  so  SNMP  features  must  be 

mapped  to  those  of 
CMIP  and  new  appli¬ 
cations  will  take  ad¬ 
vantage  of  that  map¬ 
ping. 

Other  users  ques¬ 
tion  whether  current¬ 
ly  available  enter¬ 
prise  network  man¬ 
agement  systems  can 
monitor  multivendor 
networks  within  a 
building  or  campus, 
let  alone  monitor 
wide-area  links  from 
multiple  carriers. 

“One  of  the  fundamental  problems  with  net¬ 
working  today  is  that  unless  you’re  running  a 
homogeneous  environment,  there’s  no  vendor 
out  there  who  can  really  monitor  it  all  for  you,” 
said  the  network  manager  at  a  major  U.S.  gov¬ 
ernment  agency.  He  added  that  wiiile  he  is  look¬ 
ing  into  carriers’  customer  network  control 
and  configuration  offerings,  “we  don’t  have  a 
carrier  that’s  providing  that  kind  of  a  service 
right  now.” 


“Realtime 
means  instantly, 
but  right  now 
you  are  getting 
this  data  as 
much  as  an  hour 
after  the  event 
happened.” 

—  Mary  Johnston 
Turner,  Northeast 
Consulting 
Resources 
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Jewels  light  the  tunnels  in  Gopherspace 


By  Gary  H.  Anthes 


Tunneling  through  Gopherspace  can  be 
a  trying  experience,  but  now  users  have 
a  road  map. 

Gopher  Jewels  is  a  catalog  of  Gopher 
sites  organized  by  category,  a  “subject 
tree”  with  more  than  1,800  pointers  to  in¬ 
formation  on  Internet  Gopher  servers. 
Gopher  Jewels  also  includes  two  sub¬ 
scription  list  services,  or  List  servers, 
that  help  users  stay  abreast  of  the  latest 
developments  in  Gopherspace. 

Gopher  is  a  menu-driven  client/server 
system  for  browsing  the  Internet.  There 
are  now  some  7,000  Gopher  servers 
worldwide,  with  information  ranging 
from  AIDS  to  zoology.  Most  Gopher  serv¬ 
ers  include  pointers  to  other  servers,  al¬ 
lowing  users  to  hop  from  host  to  host 
around  the  world  in  multitiered  quests 
for  information. 

“Gopher  creates  a  seamless  environ¬ 
ment  that  is  standardized,  so  you  only 
have  to  know  one  set  of  commands  to 
navigate  anywhere,”  said  David  Riggins, 
creator  of  Gopher  Jewels  and  associate 
director  of  the  Office  of  Advanced  Tech¬ 
nology  at  the  Texas  Department  of  Com¬ 
merce  in  Austin.  Before  Gopher,  he  said, 
users  had  to  log  in  to  each  particular  In¬ 
ternet  server;  “then  you  were  subject  to 
the  look  and  feel  of  that  particular  site.” 

But  although  Gopher,  which  was  devel¬ 


oped  at  the  University  of  Minnesota,  took 
much  of  the  frustration  out  of  Internet 
surfing,  it  did  not  solve  all  of  the  prob¬ 
lems,  Riggins  said.  “Trying  to  wander 
around  Gopherspace,  with  7,000-plus  Go¬ 
pher  servers,  to  find  a  particular  subject 
of  interest  is  a  bit  more  than  the  av¬ 
erage  person  is  willing  to  deal 
with,”  he  said. 

Planting  the  answer 

The  solution  was  subject 
trees.  There  are  about  25  Go¬ 
pher  subject  trees,  and  Gopher 
Jewels  is  one  of  the  most  popular. 

The  tree  is  a  hierarchy  based  on 
subject  matter,  and  it  lets  users 
drill  through  layers  of  details  to 
find  items.  It  also  allows  key  word 
searches  of  menu  options  and  file 
names. 

“Gopher  Jewels  is  certainly  one  of  the 
best,  and  it  is  a  favorite  of  many  users 
here,”  said  Stephanie  Hall,  an  archivist 
at  the  American  Folk  Life  Center  at  the 
Library  of  Congress  in  Washington.  She 
said  it  is  especially  thorough,  up  to  date 
and  well-maintained. 

Hall  said  the  Library’s  own  Gopher 
subject  tree  contains  links  to  the  Gopher 
Jewels  subject  tree  and  other  Internet 
subject  trees  around  the  world.  “By 
pointing  to  each  others’  areas  on  subject 
trees,  we  make  ourselves  into  a  global 


team,”  she  said. 

In  a  recent  month,  there  were  30,000 
accesses  to  the  Gopher  Jewels  server  at 
the  University  of  Southern  California, 
Riggins  said.  “Fun 
Stuff,”  the  most 
popular  category, 
with  8,000  ac¬ 
cesses,  holds 
pictures  and  in¬ 
formation  on 
games,  sports, 
restaurants  and 
even  a  database 
i  of  sunken  shipwrecks 
§  I  for  scuba  divers.  “Com- 
|  puters”  was  the  second 
most  popular  category 
with  2,400  accesses. 

Two  list  services  supplement 
the  subject  tree.  One  is  a  service  moder¬ 
ated  by  Riggins  that  announces  interest¬ 
ing  finds  in  Gopherspace,  and  the  other, 
an  unmoderated  list  for  novice  Gopher 
users,  provides  a  forum  for  users  to  ask 
questions  and  comment  on  Gopher  and 
related  tools. 

A  Gopher  Jewels  menu  allows  access 
to  “Gopher  Tips,”  18  help  documents  that 
cover  most  of  Gopher’s  capabilities  and 
related  services  such  as  index-search 
tools  Jughead,  Veronica  and  Archie.  One 
document  describes  how  to  use  “book¬ 
marks,”  devices  that  enable  users  to  eas¬ 


ily  return  to  points  of  interest  by  setting 
up  direct  paths  to  a  Gopher  server. 

Constant  change 

Gopher  Jewels  is  also  included  in  the  di¬ 
rectory  services  of  Galaxy,  a  World  Wide 
Web  service  on  EINet.  EINet  is  a  secure 
Internet  transaction  service  offered  by 
the  Microelectronics  and  Computer 
Technology  Corp.  in  Austin,  Texas. 

Riggins  said  he  updates  the  Gopher 
Jewels  subject  tree  constantly.  “I’m  out 
on  the  net  every  evening  after  work  — 
two,  three  or  four  hours  —  hunting 
around  for  information,”  he  said. 


Locating  the  Jewels 


To  subscribe  to  the  Gopher  Jewels  list 
services: 

l.Send  E-mail  to:  LISTPR0C@ 
EINET.NET. 

2.  Leave  the  subject  blank. 

3.  On  the  first  line  of  the  body  of  the 
message  enterthe  following  com¬ 
mand:  SUBSCRIBE  GOPHERJEWELS 
YOUR  FIRST  AND  LAST  NAME  forthe 
moderated  list  announcing  interest- 
ing finds  in  Gopherspace;  orSUB- 
SCRIBE  GOPHERJEWELS-TALK  YOUR 
FIRST  AND  LAST  NAME  forthe  unmod¬ 
erated  list  for  novice  Gopher  users. 


Oregon  college  wires  multimedia  highway 

Campus  links  raise  unique  concerns  about  system  security 


By  Mark  Halper 

PORTLAND,  ORE. 


Portland  Community  College  (PCC)  is  well  on  its  way  to 
wiring  a  high-speed  highway  to  help  hurtle  full-motion 
video  and  lesser  data  bits  across  five  campuses  and, 
eventually,  to  points  well  beyond. 

But  although  the  90,000-student 
college  has  made  much  progress 
during  the  last  year  —  and  its  con¬ 
tractors  have  strung  1.2  million  feet 
of  wire,  including  100M  bit/sec.  cop¬ 
per  and  1G  bit/sec.  fiber  —  its  re¬ 
maining  challenges  include  one  par¬ 
ticularly  bedeviling  task. 

As  Sam  Ellis,  PCC  associate  vice 
president  of  information  services, 
noted,  the  college  has  yet  to  figure 
out  how  to  give  students,  teachers 
and  administrators  access  to  wide- 
ranging  educational  services  while 
protecting  administrative  informa¬ 
tion  residing  on  a  Hewlett-Packard 
Co.  HP9000Unixminicomputer. 

“We’re  pretty  good  at  what  we  do, 
but  we  don’t  know  how  to  go  about 
security,”  bemoaned  Ellis,  who  has 
overseen  a  massive  18-month  infor¬ 
mation  systems  overhaul.  The  col¬ 
lege  is  concerned  that  internal  users 
could  gain  unauthorized  access  to 
data,  he  said,  noting,  “You  can  keep  the  enemy  outside 
the  wall,  but  what  happens  if  they  are  already  inside?” 

Marty  Murray,  who  as  chairwoman  of  the  computer 
IS  department  is  responsible  for  teaching  students  IS, 


added  that  the  security  question  is  not  simply  a  matter 
of  how.  “It’s  also  a  phenomenal  management  problem,” 
she  said. 

After  all,  agreed  HP  senior  system  support  engineer 
Paul  Jacobsen,  at  a  two-year  college  such  as  PCC,  stu¬ 
dents  and  faculty  members  are  constantly  coming  and 
going,  so  assigningand  trackingsys- 
tems,  network  rights  and  privileges 
is  a  daunting  task.  HP  is  the  coordi¬ 
nating  contractor  on  a  team  that  in¬ 
cludes  US  West  and  GTE  Northwest. 

Safe  but  sorry 

As  it  is  now,  Ellis’  IS  department  uses 
a  rudimentary  firewall  approach. 

One  HP  9000  is  dedicated  to  pro¬ 
cessing  student  electronic  mail, 
which  is  currently  restricted  to  com¬ 
puter  systems  students.  Another  HP 
9000  handles  administrative  E-mail 
as  well  as  office  automation  and  li¬ 
brary  resource  applications.  A  third 
HP  9000  houses  administrative  in¬ 
formation  including  accounting,  fi¬ 
nancial  aid  and  student  records.  Still 
another  is  dedicated  to  supporting 
Internet  use  and  thereby  preventing 
incoming  Internet  users  from  wan¬ 
dering  to  other  systems . 

While  such  a  setup  is  effective  at 
keeping  unwanted  hands  off  certain 
data,  it  can  also  unnecessarily  tie  those  hands,  Ellis 
said. 

Murray  pointed  out,  for  instance,  that  students  can 
send  E-mail  messages  to  teachers  but  cannot  receive 


messages.  And  faculty  members  such  as  herself  have 
only  limited  access  to  campus  computers  when  dialing 
in  from  a  remote  location,  she  said. 

To  Murray  and  other  faculty  members,  a  complete  E- 
mail  loop  would  enhance 
teacher/  student  relations. 

“Being able  to  communicate 
with  students  on  E-mail  is  a 
wonderful  thing,”  she  noted. 
“It’s  amazingwhat  people  will 
tell  you  or  ask  you  that  they 
won’t  say  face-to-face.” 

Beyond  books 

Resolving  its  security  quanda¬ 
ry  will  help  take  PCC  a  big  step 
closer  to  its  goal  of  freeing  stu¬ 
dents  from  conventional  edu¬ 
cational  and  administrative 
confines. 

On  the  administrative  side, 
for  example,  Ellis  noted  that  students  could  download 
transcripts  of  their  grades  and  financial  aid  or  payment 
updates. 

Educationally,  both  Ellis  and  Murray  expounded  the 
virtues  of  stretching  teaching  media  beyond  textbook 
and  classroom  parameters.  A  pre-med  student,  for  in¬ 
stance,  could  view  a  digitized  video  of  heart  surgery,  or 
a  history  student  could  watch  a  video  of  a  veteran  de- 
scribingthe  D-Day  landing  at  Normandy. 

“Students  who  just  hate  traditional  read-it-in-a-text- 
book,  they  really  like  that  kind  of  thing,”  Murray  ob¬ 
served.  In  a  fully  operational  system,  all  students  would 
be  able  to  use  the  Internet  to  communicate  with  people 
or  access  resources  in  foreign  countries,  she  added. 

PCC  pays  approximately  $10,000  for  an  Internet  site 
license,  and  apropos  to  its  highway  management  con¬ 
cerns,  is  unsure  how  it  would  assign  Internet  rights  to 
the  student  body  or  to  Portland  residents  in  general,  El¬ 
lis  said. 


Sam  Ellis,  PCC’s  associate  vice  presi¬ 
dent  of  IS:  “  ‘Excuse  rue,  coming 
through  with  a  wire.  ’  That 's  what 
we ’ve  been  doing  around  here  for 
six  months.  ” 


Slowdown 


PCC  is  paying  about 
$12  million  thisyearfor 
its  high-speed 
campus-to-campus 
links.  It  expects  to 
receive  about  $4 
million  in  federal  funds 
in  the  fall  but  faces 
state  budget  cuts  that 
could  cause  it  to  scale 
back  future  plans. 
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Were  talking  about  your 
network.  The  thing  that  holds 
your  business  together. 

-*«  — •wmmmmmmmmmmmmmmmmmmmmmmrnmmr-  But  if  you’re  like  most  com¬ 

panies,  your  network  has  gradually  become  a  random 
patchwork  of  products  and  technologies,  held  together 
by  a  hope  and  a  prayer. 

And  one  day,  it’s  going  to  unravel. 

What  you  need  is  a  strong,  cohesive  network  infra¬ 
structure  that  will  grow  and  change  as  your  business 
does.  You  need  the  network  fabric  from  SynOptics? 

The  network  fabric  goes  beyond  our  full  line  of  intel¬ 
ligent  hub  solutions.  It  takes  your  hubs,  routers,  bridges, 
switches — even  your  cabling — and  makes  them  work  as 
one.  Managing  the  entire  fabric  is  our  Optivity™  software, 


giving  you  a  level  of  control  and  security  you’ve  never  had 
before.  The  result  is  a  network  infrastructure  nobody  else 
can  offer.  Nobody. 

But  one  company  can’t  do  it  all.  That’s  why.we’ve 
teamed  with  other  companies  like  Novell,  IBM  and  Intel — 
allowing  you  to  build  your  own  seamless  network  fabric 
with  the  most  advanced  products  available. 

To  learn  how  the  network  fabric  can  work  for  you, 
call  1-800 -PRO-NTWK,  ext.  230.  Because  when  it  comes 
to  networks,  no  one’s  got  it  more  together  than  SynOptics. 


==■ SynOptics 

Building  the  Network  Fabric 


©  1994  SynOptics  Communications,  Inc.  SynOptics  is  a  registered  trademark  and  Optivity  is  a  trademark  of  SynOptics  Communications.  Inc.  All  other  names  are  trademarks  ol  their  respective  holders 


One  terabyte  of  conventional  DASD 


ONE  TERABYTE  OF  STORA 
350  SQUARE  FEET.  DO  Y 

EMC  introduces  the  Symmetrix  5500-9.  Quite  simply,  it’s  the  most  disk  storage  ever  offered  in  a  single  unit  — 
one  terabyte.  To  put  it  into  perspective,  in  1 7  square  feet  you  get  the  same  terabyte  of  storage  capacity  that  requires 
42*  different  IBM  disk  storage  units  —  without  sacrificing  performance.  By  incorporating  high-capacity  drives 
into  its  field-proven  Symmetrix  architecture,  EMC  delivers  the  flexibility  to  emulate  and  partition  3390-3  volumes, 


SYMMETRIX  SERIES  I  C  D 


©  1994.  EMC,  Symmetrix,  and  the  EMC  logo  are  trademarks  and  ICDA  is  a  registered  trademark  of  EMC  Corporation.  IBM  is  a  registere 


— 

• 

. 

One  terabyte  from  EMC 


QE,  THE  COMPETITION  TAKES 
OU  HAVE  ROOM  FOR  THEM? 


allowing  you  to  easily  adapt  the  huge  capacity  of  the  5500-9  to  your  unique  data  storage  needs .  In  addition 
to  unparalleled  capacity,  you  receive  the  acclaimed  availability  and  reliability  you  ve  come  to  expect  from  the 
Symmetrix  Series.  No  wonder  so  many  FORTUNE  500  companies  have  looked  to  EMC  for  their  high  performance, 
high  capacity  mainframe  disk  storage  solutions.  For  more  information,  call  1-800-424-EMC2,  extension  GM437C. 

EMC2 

.  THE  STORAGE  ARCHITECTS 


A  MAINFRAME  STORAGE 

i  idemark  of  International  Business  Machines  Corporation.  *  Six  3990  controllers,  twelve  3390-A38,  and  twenty-four  3390-B3C  models. 


Enterprise  Networking 


IBM  adds  frame  relay 

IBM  said  it  will  add  frame-relay  sup¬ 
port  to  its  3746  Model  900,  a  486-based 
channel  extension  unit  that  connects 
to  the  3745  front-end  processor.  The 
frame-relay  capabilities  are  sched¬ 
uled  to  become  available  in  October  as 
part  of  a  newrelease  of  IBM’s  Network 
Control  Program  software.  The  com¬ 
pany  also  said  it  plans  within  a  year 
to  field  a  stand-alone  version  of  the 
3746  that  supports  Advanced  Peer-to- 
Peer  networks  for  use  in  branch  of¬ 
fices.  The  3746  handles  up  to  120  64K 
bit/sec.  lines,  compared  with  four  on 
the  3745,  and  supports  IBM’s  Escon 
fiber-optic  interconnect. 

GTE  goes  video 

GTE  Telephone  Operations  has  an¬ 
nounced  plans  to  build  a  video  net¬ 
work  able  to  reach  7  million  homes 
over  the  next  decade.  An  initial  in¬ 
vestment  of  $250  million  by  the  end 
of  next  year  will  bring  the  broadband 
(fiber  and  coaxial  cable)  network  to 
four  GTE  markets:  Thousand  Oaks, 
Calif.;  St.  Petersburg/Clearwater, 

Fla;  Honolulu;  and  nothern  Virginia. 
Programmingon  the  network  is  ex¬ 
pected  to  begin  in  those  markets  by 
next  year.  GTE  was  among  the  first  to 
test  interactive  and  traditional  video 
services  —  in  Cerritos,  Calif.  —  in 
1988. 

NIST  OK’s  signature  ID 

The  National  Institute  of  Standards 
and  Technology  (NIST)  has  approved 
the  Digital  Signature  Standard,  which 


enables  the  receiver  of  a  message  or 
file  to  verify  the  identity  of  the  sender 
and/or  the  integrity  of  the  message 
or  file  via  a  public-key  digital  signa¬ 
ture.  The  standard  was  proposed  in 
1991  but  became  mired  in  a  patent  dis¬ 
pute  over  use  of  the  Digital  Signature 
Algorithm.  NIST  said  it  concluded 
that  no  valid  patent-infringement 
claims  exist. 

Retix  readies  SwitchStack 

Retix,  Inc.  in  Santa  Monica,  Calif. , 
has  announced  an  eight-port  stack- 
able  Ethernet  switch  called  Switch- 
Stack  5000.  Up  to  eight  switching 
modules  can  be  included  in  a  single 
stack  via  a  high-speed  bus  that  can 
transmit  packets  at  speeds  of  up  to 
175M  bit/sec.,  Retix  said.  Modules 
can  be  stacked  locally  using  twisted¬ 
pair  cabling  or  distributed  by  fiber 
over  distances  of  up  to  two  kilome¬ 
ters.  Each  module  can  have  up  to 
two  interfaces  for  high-speed  server 
or  backbone  connections.  Switch- 
Stack  will  ship  this  month  starting  at 
$5,400. 

Concert  broadens  support 

IDEA,  Inc.  wall  add  support  for  TCP/ 
IP  and  Ethernet  networks  to  its  IDEA 
Concert  line  of  communications  pro¬ 
cessors,  which  connect  SNA  networks 
with  PC  LANs.  Included  will  be  a 
capability  for  connecting  character 
terminals  to  IBM’s  AS/400  systems 
via  the  Ethernet  802.2  protocol, 

IDEA  said.  The  new  Telnet  and  Ether¬ 
net  software  modules  will  expand 
the  Concert  line  beyond  its  current 
support  for  Novell,  Inc.’s  EPXproto- 
col. 


I  know  how  difficult  a  big  migration  can  be... 
Make  your  migration  from  an  IBM 
mainframe  to  Unix  a  lot  easier  with  uni-SPF, 
uni-REXX  and  uni-XEDIT. 


!■  >:>v.  ■ 


the  business  choice 
for  open  systems 


1  -800-228-0255 


Insurer  makes  LAN  switch 

Subsidiary’s  success  prompts  corporatewide  move 


By  Stephen  P.  Klett  Jr. 


LAN  switching  has  become  the  founda¬ 
tion  of  a  corporatewide  network  consoli¬ 
dation  effort  at  Equitable  Life  of  Iowa,  an 
insurer  in  Des  Moines.  The  switches 
were  originally  installed  to  boost  the  ef¬ 
ficiency  of  one  division’s  overtaxed  net¬ 
work. 

Early  last  year,  USG  Annuity  and  Life 
Co.,  an  Equitable  subsidiary,  installed  an 
ES/1  enterprise  LAN  switch  from  Stan¬ 
dard  Microsystems  Corp.  in  Hauppauge, 
N.Y.,  to  eliminate  congestion  in  its  Token 
Ring-based  network. 


U  SG’ s  network  consisted  of  four  Token 
Rings,  each  connected  to  a  separate 
server  dedicated  to  a  specific  application 
such  as  office  automation,  policy  admin¬ 
istration  or  inventory  control.  The  fourth 
ring  was  home  to  an  optical  imaging 
server  used  to  scan  all  customer  policies. 

While  all  100  users  on  the  network  had 
access  to  each  ring,  all  data  traffic  was 
routed  through  each  of  the  servers, 
which  led  to  bottlenecks,  said  Joe  McCar¬ 
thy,  assistant  vice  president  of  informa¬ 
tion  systems  at  USG.  “During  certain  pe¬ 
riods  of  the  day,  the  network  would 
actually  freeze,  and  end  users  had  to 
wait  as  long  as  10  to  15  minutes  until 
their  systems  responded,”  which  was 
clearly  unacceptable,  McCarthy  said. 

Wise  gamble 

USG  considered  breaking  the  network 
into  more  rings  by  adding  more  servers 
but  opted  for  the  ES/1  because  it  offered 
more  flexibility  at  a  comparable  cost.  For 
example,  the  ES/1,  which  costs  roughly 
$30,000,  supports  multiple  rings  and  pro¬ 
vides  point-to-point  connections  be¬ 
tween  nodes.  A  typical  server  supports 
only  one  or  two  LAN  segments  and  pro¬ 
vides  shared-bandwidth  connections. 

USG  decided  to  roll  the  dice  and  install 
Standard  Microsystems’  LAN  switch, 
which  was  at  best  neophyte  technology 
at  the  time. 

“There  was  some  initial  concern  be¬ 
cause  switching  was  a  new  technology, 
and  we  weren’t  sure  it  would  work.  We 
didn’t  want  to  be  too  far  out  on  the  bleed- 
ingedge,”  McCarthy  said. 

As  it  turned  out,  he  said,  performance 
has  been  better  than  expected:  The  net¬ 
work  freezes  are  gone,  and  overall  re¬ 


sponse  times  have  improved. 

In  fact,  based  on  USG’s  experience, 
Equitable  Life  decided  to  go  with  LAN 
switching  as  the  backbone  for  a  corpo¬ 
ratewide  network  consolidation  project. 
Equitable’s  goal  was  to  merge  its  net¬ 
work  resources  with  those  of  USG  and  its 
financial  services  division,  forminga  sin¬ 
gle  company  network  able  to  maintain 
service  levels  and  keep  pace  with  busi¬ 
ness  growth.  USG  has  more  than  120,000 
policies  in  force,  representing  more  than 
$4  billion  in  assets,  and  expects  to  write 
another  $1  billion  in  annuity  premiums 
this  year. 

Compatibility  concerns 

Interconnecting  each  LAN  with¬ 
out  disrupting  operations  was  a 
problem  because  Equitable’s  300- 
user  network  is  Ethernet-based 
while  USG’s  is  Token  Ring-based. 
Converting  either  network  to  con¬ 
form  to  the  other’s  protocol  would 
have  been  too  expensive. 

The  other  alternative  —  install¬ 
ing  routers  to  perform  protocol 
conversion  —  would  also  have 
been  costly  and  have  added  a 
great  deal  of  complexity  to  the 
network.  Such  an  approach 
“would  have  tied  up  a  server  and 
wouldn’t  have  been  nearly  as  efficient  as 
switching,”  McCarthy  said. 

So  Equitable  decided  to  follow  USG’s 
lead  and  implement  an  internetwork 
based  on  five  ES/1  switches  connected  to 
a  Fiber  Distributed  Data  Interface  back¬ 
bone.  Equitable  and  USG  each  have  two 
switches  installed,  and  the  fifth  is  located 

at  the  compa¬ 
ny’s  financial 
services  divi¬ 
sion. 

The  result  is 
a  flexible,  scal¬ 
able  internet¬ 
work  capable  of 
handling  Equi¬ 
table’s  growth 
for  the  foresee¬ 
able  future.  For 
example,  the 
ES/1  switches 
currently  pro¬ 
vide  dedicated 
16M  and  10M  bit/sec.  connections  be¬ 
tween  nodes.  The  switches  support 
evolving  networking  technology  such  as 
Asynchronous  Transfer  Mode  in  case 
more  bandwidth  is  needed  in  the  future. 

Also,  interconnecting  each  division 
has  enabled  Equitable  to  cut  costs  by 
eliminating  redundant  resources.  For 
example,  now  everyone  on  the  network 
can  access  data  from  USG’s  optical  serv¬ 
er,  eliminating  the  need  for  two  addition¬ 
al  imaging  servers,  McCarthy  said. 

Because  of  this  ability  to  share  re¬ 
sources  across  the  enterprise,  Mc¬ 
Carthy  said,  Equitable  expects  to 
achieve  payback  within  three  years  on 
the  more  than  $150,000  it  spent  on  the 
ES/1  switches. 


Insuring  the  network 


Equitable  Life  formed  a  corporatewide  internetwork 
using  Standard  Microsystems’  ES/i  LAN  switches 


USG  DIVISION 


Equitable  Life 

HEADQUARTERS 


ES/1 


Financial  services 
division 


“There  was 
some  initial 
concern  because 
switching  was  a 
new  technology. 

..  .We didn’t 
want  to  be  too  far 
out  on  the 
bleeding  edge.” 

—Joe  McCarthy,  USG 
Annuity  and  Life 
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i  Sybase 


THE  WORLD  CUP. 

30  BILLION  VIEWERS. 
3.5  MILLION  SPECTATORS. 
7,000  JOURNALISTS. 

52  GAMES. 

24  TEAMS. 

9  CITIES. 

AND  SYBASE  SOFTWARE 
TO  MANAGE  IT  ALL. 


Managing  the  world’s  largest 
single-sport  event  requires 
world-class  credentials.  Which 
is  why  World  Cup  woridcupmm 


USA  1994  chose  { 


Sybase  chent/server 
database,  connectiv- 


Supplier 


ity,  systems  management,  and 
development  tools  to  drive  their 
global  information  network. 

Sybase  products  are  running 
World  Cup  operations,  from 
logistics  to  badging,  security, 
and  results  reporting.  SYBASE1 * 
is  handling  the  critical  job  of 
distributing  data  in  near-real 
time  -  via  more  than  900 
multimedia  workstations  in 
the  U.S.  and  Europe -not  only 
to  management,  but  to  over 
50,000  accredited  people,  and 
7,000  journahsts  as  well. 

And  even  though  the  massive 
World  Cup  project  has  been 
implemented  in  less  than  a  year, 
we  consider  that  kind  of  schedule 
simply  business  as  usual. 

Let  us  mobilize  the  same  kind 
of  world-class  effort  in  support  of 
your  critical  data  delivery  needs. 

For  information,  and  a  free 
24”x  36”  copy  of  this  World  Cup 
poster,  call  1-800-SYBASE-l, 
extension  5110. 
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Lack  of  NIST  backing  won’t  kill  GOSIP 


By  Suruchi  Mohan 


The  Government  Open  Systems  Inter¬ 
connect  Profile  (GOSIP)  will  hold  its  own 
as  a  standard  for  quite  awhile,  observers 
said.  Although  an  expected  recommen¬ 
dation  by  the  National  Institute  of  Stan¬ 
dards  and  Technology  (NIST)  to  back 
away  from  mandating  GOSIP  will  mean 


the  standard  will  no  longer  be  the  only 
game  in  town  for  government  agencies, 
it  will  undoubtedly  hang  around. 

The  decision,  which  is  expected  within 
a  month,  will  certainly  lead  to  confusion. 

“This  leaves  vendors  in  a  quandary  be¬ 
cause  they  don’t  know  what  to  do,”  said 
Jim  Kerrigan,  president  of  Colmar 
Corp.  in  Keston,  Va.  “It  does  not  mean 


the  death  of  GOSIP.” 

The  action  will  also  mean  that  life  will 
be  harder  for  Open  Systems  Intercon¬ 
nect  (OSI),  the  protocol  upon  which 
GOSIP  is  based,  according  to  Tassos  Na- 
kassis,  an  acting  division  chief  at  NIST 
in  Gaithersburg,  Md.  But,  he  said,  it  will 
not  be  an  either/or  situation  with  TCP/IP, 
the  rival  protocol  that  has  steadily 


emotdJke 


“mobile  SEMINAR 


hat  WillSet  You  Free, 


It  s 


flTA. 


If  you  can’t  even  get 
internal  agreement  on 
what  an  automated 
workflow  system  is,  getting  one  off  the  ground  for  the  aid 


and  betterment  of  your  mobile  field  force  is  probably 
an  even  more  remote  possibility.  And  while  your  techies 
down  the  hall  can  quote  you  chapter  and  verse  on  client/ 
server  technology,  collaborative  knowledge  sharing,  or 
remote  LAN  access,  has  anyone  brought  you  a  systems 
approach  smart  enough  and  simple  enough  to  work 
out  there  on  the  road? 

So  let’s  talk  “time  out”  here,  let’s  talk  reality, 
let’s  talk  free  seminar  with  some  very  frank  discus¬ 


sions  about  fleet  computing  applications  and  dozens 


of  organizations  just  like  yours  that  have  already  implemented  successful  field  communications  systems  that  actually  do 
automate  their  most  remote  and/or  mobile  business  transaction  processes. 


We  re  talking  centrally  created  and  managed  electronic  forms,  documents. 


and  reports,  all  invisibly  linked  to  central  systems  and  databases,  neatly  supported  by 
integral  electronic  software  distribution  capabilities  and  eminently  usable  by  even  your 
most  computer-shy  folks  in  the  field.  All  of  which  could  make  your  day-to-day  business 
life  a  little  less  of  a  ball-and-chain  existence. 


NEW  AND  HOT! 


Vll  courtesy  of  the  free  Remote  Possibilities  Seminar,  and  the  fabulous  RemoteWare®  family  of  software  tools  from 
XcelleNet  “  Now  playing  at  a  major  metropolitan  area  near  you: 


BALTIMORE,  CINCINNATI,  INDIANAPOLIS,  KANSAS  CITY,  MILWAUKEE,  MEMPHIS,  MONTREAL,  NEW  ORLEANS, 
NEW  YORK  CITY,  OTTAWA,  PHOENIX,  PITTSBURGH,  RALEIGH,  SAN  DIEGO,  SAN  ANTONIO,  SEATTLE,  VANCOUVER. 


XCELLENET 


a. 


FOR  INFO, CALL  1-800-322-3366, 


Automating  Remote  Possibilities. 


gained  popularity.  It  will  be  “and/and,” 
he  said. 

One  reason  for  this  is  the  need  for  in¬ 
terconnectivity  and  interoperability 
among  foreign  and  domestic  agencies.  A 
way  to  achieve  this  openness  is  to  broad¬ 
en  the  GOSIP  standard  to  include  some 
of  the  aspects  of  TCP/IP,  according  to 
Otto  Doll,  group  director  of  interactive 
research  at  International  Data  Corp.  in 
Falls  Church,  Va. 

Although  the  emphasis  will  still  be  on 
nonproprietary  protocols,  users  will 
have  more  flexibility  in  making  choices 
about  protocols,  said  Jerry  Mulvenna, 
manager  of  the  network  applications 
group  at  NIST. 

Whatever  decisions  are  made,  TCP/IP 
users  are  likely  to  have  a  lot  of  say  be¬ 
cause  of  the  protocol’s  large  installed 
base. 

Now,  it  is  too  early  to  do  anythingother 
than  remove  the  GOSIP  mandate,  Mul¬ 
venna  said.  Meanwhile,  NIST  has  issued 
a  document  called  the  Industry  Govern¬ 
ment  Open  Systems  Specification,  which 
gives  OSI  procurement  and  usage  guid¬ 
ance  but  does  not  mandate  anything. 

“What  now  for  OSI?”  Doll  asked.  “OSI 
is  going  to  amble  along  and  fight  the  bat¬ 
tle  of  whether  it  is  technologically  supe¬ 
rior.” 


Overseas  E-mail  can 

inadvertently  break  law 

. 

By  Keith  Newman 

Informal  international  fax  or  electronic- 
mail  communications  can  have  serious 
legal  consequences  if  they  are  found  to 
break  the  laws  of  the  countries  to  which 
they  are  sent. 

E-mail  sent  abroad  in  the  course  of 
commercial  nego¬ 
tiations  could 
leave  the  sender 
facing  legal  liabil¬ 
ity  if  a  message  is 
found  to  be  mis¬ 
leading  or  decep¬ 
tive  in  some  way, 
said  Cathie  Harri¬ 
son,  a  partner  at 
law  firm  Chapman 
Tripp  Sheffield  Young  in  Auckland,  New 
Zealand. 

Because  of  the  ease  of  fax  and  E-mail 
communications,  she  said,  people  often 
express  themselves  informally  and  for¬ 
get  the  potential  consequences.  Harri¬ 
son  said  there  have  already  been  law¬ 
suits  for  defamation  through  computer 
bulletin  boards  or  E-mail. 

Harrison  added  the  law  has  not  yet 
caught  up  with  technology  in  many  cas¬ 
es.  “Some  forms  of  obligations  must  be 
signed  and  witnessed  before  they  be¬ 
come  legally  enforceable,  but  because 
the  law  lags  behind  the  way  people  are 
conducting  business,  some  transactions 
may  not  be  binding  if  they  are  recorded 
solely  by  an  exchange  of  electronic  mes¬ 
sages,”  she  said. 


Newman  is  a  writer  at  Cornputerworld New 
Zealand. 
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GE  Rental/Lease 


It’s  a  downright  liberating  idea.  Because,  quite 
simply,  GE  Rental/Lease  can  help  deliver  you 
from  the  high  cost  of  buying  and  maintaining 
all  your  PCs  and  workstations.  That  means 
you  can  use  your  capital  to  build  bigger  profits, 
and  GE’s  capital  to  build  bigger  systems. 
What’s  more,  you  can  try  today’s  brave,  new 
technologies  without  being  locked  into  any  of 


them.  And  since  GE  offers  a  world-class  rental 
inventory  of  new  computer  equipment,  you’ll 
have  the  freedom  to  choose  whatever  you 
need  from  the  biggest  names  in  the  indus¬ 
try-backed  by  skillful  technical  specialists  and 
GE’s  ISO  9 002 -registered  quality  program. 
You’ll  also  know  that  we  can  get  all  your  equip¬ 
ment  where  it  has  to  go,  when  it  has  to  get 


there.  So  when  you’re  ready  to  rent  computers, 
call  the  one  number  that  works  everywhere: 


1-800  GERENTS 

©  1994  GE  Capital.  All  rights  reserved.  ISO  9002  Registered. 


1994  American  Software,  Inc. 


It's  a  simple  fact.  You  can't  keep  doing 
business  the  same  old  way  and  survive  in 
today's  fast-paced  global  environment. 

You've  got  to  get  closer  to  your  cus¬ 
tomers.  Qoser  to  your  suppliers.  And  you 
can,  by  making  the  move  to  Supply  Chain 
Management  (SCM). 

Supply  Chain  Management  uses 
advanced  information  technology  to  allow 
you,  your  customers  and  your  suppliers  to 
work  together  far  more  closely.  Material 
orders,  inventory  levels,  restock  orders  - 

Sail  flow  automatically  from  one  business  to 
another  using  the  SCM  model. 

That  reduces  cycle  times.  Improves  ser¬ 
vice.  And  makes  everyone  along  the  supply 


chain  more  efficient  and  profitable. 

To  find  out  how  your  company  can 
reap  the  benefits  of  Supply  Chain  Manage¬ 
ment,  talk  to  American  Sof twain. 

We've  spent  the  last  20  years  supplying 
integrated  software  solutions  for  distribu¬ 
tion,  manufacturing,  order  management 
and  financial  processes. 

Now  we've  moved  to  the  next  level,  to 
help  companies  integrate  their  business 
processes  and  information  systems  with 
those  of  their  customers  and  suppliers  — 
across  a  full  range  of  operating  platforms. 

American  Software  is  the  one  company 
that  can  provide  both  the  SCM  expertise 
and  the  tools  you  need  to  make  the  move. 


The  Supply 
Chain  Management 
Company. 

AMERICAN 
SOFTWARE 

1-800-SCM-2-WIN 


Enterprise  Networking 


Frye  Computer  Systems,  Inc.  has  intro¬ 
duced  Alert  Interface  Manager  1.0  (AIM), 
a  Windows-based  snap-in  module  that  in¬ 
tegrates  with  Novell,  Inc.’s.  NetWare 
Management  System  (NMS). 

According  to  the  Boston  firm,  AIM  1.0 
traps  all  alarms  generated  by  NMSs  and 
has  an  alarm  configuration  based  on  the 


NMS  alarm  database. 

The  product  also  alerts  network  man¬ 
agers  of  critical  power-related  and  back¬ 
up  events  sent  by  American  Power  Con¬ 
version  products  through  NMSs,  provid- 
ingnetwork  managers  with  a  centralized 
console  of  alarm  management  of  all  fault- 
tolerant  systems. 

AIM  1.0  supports  an  unlimited  number 
of  users  and  groups,  is  compatible  with 
all  major  network  hardware,  sends  se¬ 
lected  alarms  to  selected  groups  and  al¬ 


lows  for  multiple  configuration  files  of  re¬ 
cipient,  list  and  alarm  connections. 

AIM  1.0  costs  $895. 

►  Frye  Computer  Systems 
(617)451-5400 


Promark  has  introduced  Rhobot/Win,  a 
network  performance  testing  system. 

According  to  the  Parsippany,  N.  J.,  com¬ 
pany,  Rhobot/Win  tests  Windows  appli¬ 
cations  in  a  client/server  environment. 

The  product  simulates  system  stress 
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to  predict  the  performance  of  client/ 
server,  application  and  network  combi¬ 
nations. 

All  test  data  can  be  translated  into 
spreadsheets,  statistical  reports  and 
graphics  packages. 

Rhobot/Win  is  priced  at  $50  per  server 
node. 

^  promark 

(201)540-8377 


Locus  Computing  Corp.  has  introduced 
PC-Interface  5.0  and  PC-Interface  Plus 
2.0,  PC-to-Unix  connectivity  products 
that  provide  transparent  gateway  ac¬ 
cess. 

According  to  the  Inglewood,  Calif., 
company,  the  products  feature  access  to 
Network  File  Systems  (NFS),  Andrew 
File  Service  and  Distributed  File  Ser¬ 
vices,  file  and  print  sharing,  NetWare  co¬ 
existence  and  enhanced  support  for  Win¬ 
dows  desktop  systems. 

The  NFS  access  will  eliminate  the  need 
to  separately  configure  each  PC  for  ac¬ 
cess. 

PC-Interface  Plus  2.0  adds  a  Windows 
file  transfer  protocol  utility,  a  Unix  elec¬ 
tronic-mail  interface  and  advanced  ter¬ 
minal  emulation. 

PC-Interface  5.0  costs  $279,  and  PC-In- 
terface  Plus  2.0  costs  $449. 

^  Locus  Computing 

(310)  670-6500 


Axon  Networks,  Inc.  has  announced  the 
Enterprise  Communications  Analysis 
module  and  the  Traffic  Transmission 
Management  module,  a  package  of  net¬ 
work  management  tools. 

According  to  the  Newton,  Mass.,  firm, 
Enterprise  Communications  Analysis 
lets  network  managers  identify  prob¬ 
lems  and  view  traffic  patterns  across  dif¬ 
ferent  LAN  segments  or  rings. 

Traffic  Transmission  Management 
lets  network  managers  perform  highly 
specific  tests  on  LAN  segments  from  a 
central  station. 

Both  products  require  the  company’s 
LANServant  Manager  Statistics  Manage¬ 
ment  module  to  operate. 

Prices  start  at  $2,500. 

^  Axon  Networks 

(617)  630-9600 


CORPORATE  RECRUITERS 

Plan  to  Attend: 


Call  For  Details 

1-800-488-9204 

For  more  info  or  to  be  placed  on  the  conference  mailing  list 
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Now  Let’s  Talk  About  Prioritizing  Data. 

Which  one  did  you  read  first?  How  did  you  decide? 

Your  network  makes  thousands  of  decisions  like  this  every  second. 

And  Northern  Telecoms  new  Magellan  Access  Switch  makes  sure  every  decision  is  the  right  one. 

With  our  unique  Multiple  Priority  System1,''  your  traffic  is  transmitted  based 
on  the  requirements  of  your  diverse  business  applications.  So  time-sensitive,  mission  critical  data 
is  given  the  priority  it  demands.  And  because  this  new  remote  office  switch  enables  you  to  consolidate 
LAN  and  SNA  traffic  onto  one  versatile  platform,  you  reduce  your  overall  network  costs.  So  make  it 
a  priority  and  call  1 -800-NORTHERN  (press  1  and  ask  for  extension  701) 
for  more  information  on  the  new  Magellan  Access  Switch. 

Northern  Telecom.  Discovering  and  delivering  the  best  solutions 
in  voice,  video  &  data  communications  systems  worldwide. 

■  northern 

IT  telecom 
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NEEDLESS  TO  SAY,  THOMAS  COOK 
TRAVEL  DOES  NOT  TOLERATE 
ANY  DELAYS  AT  THE  TERMINAL. 

Thomas  Cook  Travel  Services  is  one  of  America’s  largest  travel  agencies.  So  you  can  imagine 
the  impact  that  fast,  dependable  data  retrieval  can  have  on  their  operation.  For  starters,  it 
means  they  can  provide  detailed  management  reports,  entailing  intensive  data  gathering, 
retrieval,  and  processing,  to  their  corporate  clients  at  a  moment’s  notice.  Which  explains  why  they 
chose  EMC’s  disk  storage  solutions  for  their  AS/400.  The  Harmonix  HX3  Series 
alloivs  Thomas  Cook  to  improve  data  retrieval  time  by  25%.  And,  with  disk  mirror¬ 
ing,  it  assures  them  of  100%  uptime.  If  you  share  Thomas  Cook’s  need  for  increased 
performance  with  unquestionable  reliability,  you  should  find  out  more  about 
EMC’s  midrange  disk  storage  solutions.  Call  1-800-424-EMC2,  ext.  MM69C. 

7  he  Harmonix 
HX3  Series 

EMC2 

. THE  STORAGE  ARCHITECTS 

THE  HARMONIX  HX3  SERIES  FOR  AS/4  00  STORAGE  APP  LI  CAT  I  ON  S 


©  1994  EMC'  Corporation.  EMC,  Harmonix,  and  the  EMC  logo  are  trademarks  of  EMC  Corporation.  AS/400  is  a  registered  trademark  of  International  Business  Machines  Corporation. 
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Model  predicts  client/server  success 


Rating  client/server 


IBM’s  consulting  organization  studied 
client/server  projects  at  24  companies  during 
the  last  year 


used  host  mainframes  as  the 
0  primary  data  source 


of  the  applications  were  not 
mission-critical 


6* 


took  longer  to  implement 
0  than  expected 


were  driven  by  business  units, 
not  information  technology 


6; 


|ZL  of  project  costs  were 
for  employees 


55% 


cost  more  than 


was  1 


of  project  time  was  spent  on 
'O  application  development 


1 


By  Craig  Stedman 


IBM  is  betting  that  prospective 
customers  will  pay  to  hear  its 
opinion  on  whether  planned 
client/server  projects  are  primed 
for  success  or  doomed  to  fail. 

IBM’s  consulting  unit  has  taken 
the  result  s  of  an  internal  study  and 
created  a  model  to  measure  the 
technical  complexity  of  a  project 
against  a  company’s  readiness  to 
take  on  the  client/server  beast. 
The  model  can  be  used  to  predict 
the  likely  outcome  of  individual 
projects,  IBM  claimed. 

IBM  did  not  disclose  the  specific 
metric  it  used  to  come  up  with 
the  so-called  “band  of  success,” 
which  balances  project  complex¬ 
ity  against  readiness  in  such  areas 
as  development  approach,  corpo¬ 
rate  infrastructure,  management 
and  the  relationship  between  the 
information  systems  organization 
and  business  units. 


Confidence  booster 

IBM  is  promising  users  “a  high  degree  of 
confidence  that  they’ll  succeed  if  they  fit 
within  the  band,  but  we’re  not  at  the 
point  where  we  say  it’s  guaranteed,” 
said  Michael  Sinneck,  a  vice  president  at 
IBM  Consulting  Group.  IBM  has  sold  two 
jobs  using  the  model  thus  far,  including 
one  to  Aetna  Life  and  Casualty  Co.,  Sin- 
neck  added. 


Due  to  its  latecomer  status  and  hard¬ 
ware  heritage,  IBM  needs  something  to 
improve  its  image  and  credibility  as  a 
client/server  consulting  vendor.  Users 
and  analysts  said  the  predictive  capabil¬ 
ities  that  the  computer  giant  is  promis¬ 
ing  may  be  a  step  in  the  right  direction. 

IBM’s  model  “is  a  damn  good  checklist 
to  use,  especially  if  you’re  inexperienced 
in  the  client/server  arena,”  said  Craig 


Goldman,  chief  information  officer 
at  The  Chase  Manhattan  Bank  NA  in 
New  York.  “We  rode  on  this  road  without 
a  road  map,  and  this  is  a  way  of  formu¬ 
lating  the  experiences  that  a  lot  of  com¬ 
panies  like  us  have  had.” 

Goldman  added  that  he 
has  not  seen  similar  predic¬ 
tive  models  from  other  con¬ 
sulting  outfits,  and  analysts 
agreed  that  IBM  appears 
to  be  the  first  vendor  offer- 
ingto  take  a  stand  on  wheth¬ 
er  individual  customers  are 
prepared  to  deal  with  a 
client/server  project. 

Different  measure 

Electronic  Data  Systems 
Corp.  and  Andersen  Con¬ 
sulting  have  their  own  com¬ 
plexity  matrices,  but  those 
are  more  for  judging  wheth¬ 
er  business  process  chang¬ 
es  will  produce  a  return  on 
investment,  said  Mike  Mele- 
novsky,  a  services  analyst  at 
International  Data  Corp.  in 
Framingham,  Mass. 

IBM,  on  the  other  hand,  “is 
tryingto  come  up  with  some¬ 
thing  that  says  yes  or  no,” 

Melenovsky  added.  “That 
could  get  customers  to  step  back  and 
think  about  issues  that  need  to  be 
thought  about”  before  they  embark  on  a 
project,  such  as  corporate  culture,  orga¬ 


nizational  structure  and  management 
processes. 

“Most  other  vendors  that  I’ve  chatted 
with  [about  client/server]  have  said  that 
we  can’t  do  it  and  we  should  let  them 
come  in  and  help  us  do  it, 
whereas  IBM’s  approach  is 
different,”  noted  John  Foy, 
senior  vice  president  of  the 
corporate  information  de¬ 
partment  at  New  York  Life 
Insurance  Co.  in  New  York. 

IBM’s  predictive  model 
sounds  valuable  “if  one  is 
not  very  experienced  in 
client/server,”  Foy  said. 
With  a  pair  of  client/server 
implementations  under  its 
belt,  New  York  Life  has  no 
plans  to  use  the  service  but 
might  pay  IBM  to  do  an  as¬ 
sessment  “if  we  had  some 
doubts”  about  a  future  proj¬ 
ect,  Foy  added. 

“We  tend  to  pride  our¬ 
selves  on  having  the  infra¬ 
structure  to  do  that  sort  of 
[assessment]  ourselves,” 
said  Joseph  Correira,  vice 
president  of  applied  tech¬ 
nology  at  Travelers  Insur¬ 
ance  Co.  in  Hartford,  Conn. 
However,  he  applauded 
IBM’s  approach  as  a  good  starting  point 
for  companies  that  do  not  have  a  firm 
footing  in  client/server. 
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Buyer 
be  wary 


IBMsaidit  would  try  to 
sell  added  services  to 
help  customers 
deemed  unlikely  to 
succeed  with 
client/server  projects. 
Customers  said  they 
do  not  view  this  as  a 
ploy  to  bring  in  more 
business.  “I  think 
we  would  be 
sophisticated  enough 
thatifa  vendorwereto 
dothattous,  we  would 
identify  it  pretty 
quickly,”  said  John 
Foy,  senior  vice 
president  ofthe 
corporate  information 
department  at  New 
York  Life. 


Retailers  invest  in 
multiple  technologies 


By  Ellis  Booker 

WASHINGTON 


Store  aisles  and  checkout  lines 
have  become  key  battlegrounds 
for  retailers,  which  are  investing 
heavily  in  technology  to  capture 
more  information  about  custom¬ 
ers  and  make  the  shopping  experi¬ 
ence  more  satisfying. 

As  in  past  years,  the  Retail 
’94  trade  show  held  here  earlier 
this  month  had  plenty  of  technical 
sessions  and  vendor  booths  relat¬ 
ing  to  backroom  technologies  for 
better  managing  inventory  or 
speeding  communications  with 
suppliers  and  distributors  using 
electronic  data  interchange. 

But  the  best-attended  technical 
panels  this  year  were  those  focus¬ 
ing  on  point-of-sale  (POS)  technol¬ 
ogies  and  more  exotic  systems  to 
provide  on-demand  shopping  via 


A  trend  to 
spend 


Department  stores  led 
seven  store  categories 
in  information  systems 
investment  expressed 
as  a  percent  of  1992 
sales.  Department 
stores  spent  1.11%  of 
sales  on  IS; 
convenience  stores 
were  at  the  bottom  of 
the  list  at  0.34%. 
Overall,  retailers  spent 
0.7%  of  their  revenue 
on  IS,  accordingto 
Ernst  &  Young’s  12th 
Annual  Survey  of  Retail 
Information 
Technology  Expenses 
andTrends. 


kiosks  and  interactive  cable  sys¬ 
tems. 

For  retailers,  this  new  environ¬ 
ment  promises  a  fundamental 
shift  in  the  way  inventory  is  main¬ 
tained  and  managed. 

Special  delivery 

Blockbuster  Entertainment  Corp., 
for  instance,  is  reportedly  testing 
a  prototype  virtual  inventory  sys¬ 
tem  called  Soundsational  that  will 
electronically  distribute  CDs  and 
video  and  audio  tapes  over  high¬ 
speed  networks  to  waiting  stores. 
The  products  would  be  packaged 
at  the  store  as  the  customer  waits. 

Technology,  in  fact,  will  serve  a 
dual  role,  concluded  Ernst  & 
Young’s  12th  Annual  Survey  of  Re¬ 
tail  Information  Technology  Ex¬ 
penses  and  Trends.  Technology 
“will  give  consumers  the  opportu¬ 
nity  to  do  more  of  their  shopping 
from  home.  But  the  excitement  of 
technology  will  also  give  consum¬ 
ers  a  reason  to  go  out  and  seek  en¬ 
tertainment  as  they  shop,”  the 
survey  said. 

Ron  Griffin,  vice  president  of  ap¬ 


plication  development  at  The 
Home  Depot,  Inc.,  agreed  that  the 
“virtual  store,”  enabled  by  tech¬ 
nologies  ranging  from  personal 
digital  assistants  to  global  posi¬ 
tioning  systems  and  wireless  net¬ 
works,  will  have  an  important  im¬ 
pact.  Yet,  he  said  he  strongly 
believes  that  technologies 
such  as  inventory  man¬ 
agement  and  labor 
scheduling  systems, 
which  may  be  invisible 
to  the  consumer,  will 
have  a  greater  impact 
on  retailers’  fortunes 
than  the  more  front-line 
technologies  such  as  computer¬ 
ized  kiosks  and  on-line  shopping 
services. 

At  the  register 

Meanwhile,  some  of  the  most  excit¬ 
ing  new  technologies  are  appear¬ 
ing  at  the  checkout  line. 

Frank’s  Nursery  and  Crafts 
chain  in  Detroit  demonstrated  that 
a  well-designed,  software-based 
POS  application  can  ring  up  sales 
faster  than  a  conventional  regis¬ 


ter.  It  can  also  become  an  employ¬ 
ee  training  and  customer  service 
platform. 

Frank’s  is  using  a  multimedia, 
touch-screen  POS  system  in  two  of 
its  Super  Craft  stores. 

The  platform,  called  Picture  Per¬ 
fect  POS,  provides  graphics  and 
text  as  well  as  full-motion  video 
of  products,  advertise¬ 
ments  and  other  infor¬ 
mation. 

According  to  Larry 
Buresh,  vice  president 
and  chief  information  of¬ 
ficer  at  Frank’s,  the  new 

platforms  have  reduced  the  time 
it  takes  to  ring  up  a  sale  by  33%  and 
cut  employee  training  time  by  a 
wh  opping  50%. 

Future  enhancements  to  the 
system,  which  is  based  on  a  33/50- 
MHz  Intel  Corp.  I486  PC  with  a 
1,024-  by  768-pLxel  monitor,  will  in¬ 
clude  customized  salutations 
added  to  customers’  receipts  and 
video  clips  and  data  instructing 
both  sales  associates  and 
customers  how  best  to  use  the 
purchased  item. 
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To  You, 
It  Looks  Like 

A  Gray  Box. 

ToYbur  Database, 
Greased  Lightning. 
To  Accounting, 
A  Great  Deal. 
To  The  Competition, 

Godzilla. 


introducing 
The  Digital  2100  Server. 

For  a  database  server,  it’s  deceptively  good-looking.  A  sleek 
unit  the  size  of  a  two-drawer  filing  cabinet  that  processes  and 
holds  mountains,  continents,  oceans  of  data.  And  the  more 
you  know  about  this  new  AlphaGeneration' 


* 


computer,  the  better  it  gets.  Beneath  the  skin,  an 


awesome  Alpha  AXP  "multiprocessor  system  churns  through 
information  at  earth-shattering  speed.  Turn  it  loose  on  Oracle  “ — 
or  on  Digital’s  Rdb,"  Informix?  INGRESf  SYBASE;*  SQL  Server 
or  some  other  popular  database.  You’ve  never  seen  anything 
move  mountains  of  data  this  fast.  Faster  than  IBM?  Faster 


than  HP.®  Faster  than  Sun?  So  fast,  it  sends  them  all  scurrying 
for  cover.  And  SMP  scalability  makes  the  2100  Server  even 


more  powerful  as  it  grows.  It’s  the  only  database  server  that 


DIGITAL 

2100  Server 
A500MP  (1  CPU) 

HP  9000 

H60 

SUN 

SPARGserver 
1000  (2  CPU) 

IBM 

RS/6000 

580H 

PROCESSORS 

1-4 

1-2 

1-8 

1 

SPECIiit92 

124.0  per  CPU 

108.8  per  CPU 

60.3 

97.6 

1/0  (MB/sec.) 

132 

32 

32 

80 

INTERNAL  RAID 

Yes 

No 

No 

No 

ENTRY  PRICE  (US  $) 

$26,900 

$76,000 

$46,700 

$66,400 

runs  UNIXrOpenVMS"  and 
Windows  NT,™  so  you  can 
unleash  the  power  right 
now  and  enjoy  the  effects 
for  years  to  come.  You’ll  be 


walking  tall  with  your  finance  manager,  too,  because  the 
2100  Server  sells  for  as  little  as  one-third  the  price  of  comparable 
systems.  And  it’s  backed  by  a  3-year  warranty— the  best  RISC 


system  warranty  in  the  business.  Truth  is,  there’s  no  stopping 
the  2100  Server.  Wouldn’t  it  be  great  to  have  one  on  your  side? 


CALL  "“DIGITAL 


Large  Systems 


Bank  of  Boston  tames 
risk-management  system 


By  Thomas  Hoffman 


As  part  of  a  $30  million  effort  to 
automate  its  treasury  operations, 
Bank  of  Boston  is  in  the  early  stag¬ 
es  of  implementing  an  enterprise¬ 
wide,  Unix-based  risk-manage¬ 
ment  system  designed  to  capture 
and  solidify  trading  positions  fast¬ 
er  and  more  accurately  for  its 
money  market  dealers. 

The  system,  based  on  a  custom¬ 
ized  version  of  Intelcom  Data  Sys¬ 
tems,  Inc.’s  Storm  risk-manage¬ 
ment  software  for  Sun  Microsys¬ 
tems,  Inc.  workstations,  was  de¬ 
signed  to  automate  many  of  the 
bank’s  manual  trading  activities 
such  as  credit  verifications. 

In  the  past,  Bank  of  Boston’s 
traders  would  accept  a  customer’s 
order,  write  it  down  and  have  it 
picked  up  by  a  “runner.”  The  run¬ 
ner  would  then  forward  the  order 
to  a  back-office  order-entry  clerk, 
who  would  key  it  into  the  system. 
Those  activities  were  often  not 
reconciled  until  well  after  the  fi¬ 
nancial  markets  closed,  and  as  a 
result,  traders  did  not  know  where 
they  stood  for  hours  at  a  time.  Us¬ 
ing  the  Storm  system,  traders  can 
determine  their  trading  positions 


Protecting 

assets 


Some  22%  of  the 
respondents  in  a 
recent  survey  said  their 
companies  had 
completed 
enterprisewide 
automated  risk- 
management  systems 
implementations, 
while  44%  said  their 
firms  are  installing  risk- 
management  systems. 
This  is  from  a  1994 
Ernst  &  Young/ 
American  Banker 
Special  Report  on 
Technology  in  Banking 
conducted  among 
information  systems 
executives  at  1,200 
community  banks  and 
150  major  banks  with 
assets  of  more  than  $1 
billion.  Only  4%  of 
those  surveyed  said 
theirorganizations  are 
not  even  considering 
such  projects. 


immediately. 

“What  we’ve  effectively  done  is 
moved  our  risk  reporting  from  our 
back-office  accounting  and  con¬ 
trol  systems  that  were  batch-ori¬ 
ented,”  said  Steve  Scullen,  direc¬ 
tor  of  treasury  systems  at  the 
Boston-based  bank.  He  was  refer¬ 
ring'  to  the  company’s  IBM  S/370, 
AS/400  and  Digital  Equipment 
Corp.  VAX-based  back-office  ar¬ 
chitecture,  which  the  bank  is  phas¬ 
ing  out  in  the  next  few  years.  The 
Unix-based  Storm  system  is  “pro¬ 
viding  us  a  lot  of  automation  in 
terms  of  deal  flow.  It’s  a  much  more 
dynamic  setup,”  Scullen  added. 

One  of  many  projects 

The  Storm  system,  which  Bank  of 
Boston  is  licensing  through  Mi- 
crognosis,  Inc.,  will  initially  ser¬ 
vice  35  foreign  exchange  traders 
when  it  goes  live  this  fall.  The  auto¬ 
mated  risk-management  system  is 
just  one  of  several  treasury-relat¬ 
ed  projects  that  the  nation’s  19th- 
largest  bank  holding  company  is 
working  on.  Two  years  ago,  the 
bank’s  treasury  division  began  re¬ 
placing  its  batch-oriented  front- 
and  back-office  architectures  with 
a  Unix-based  client/server  net¬ 


work  running  over  TCP/IP. 

Next  month,  Bank  of  Boston, 
which  has  $42.4  billion  in  assets, 
will  move  114  traders  to  a  new 
trading  floor  replete  with  digital 
market  data  feeds  using  software 
from  Teknekron  Corp. 

Analysts  said  Bank  of  Boston’s 
endeavors  reflect  a  growing  trend 
among  banks  to  move 
quickly  to  automate 
their  risk-manage¬ 
ment  environments. 

Connecting  front-  and 
back-office  risk-man¬ 
agement  systems  is 
deemed  critical  these 
days,  according  to 
Deborah  Williams,  a 
technology  analyst  at 
The  Tower  Group,  a 
banking  and  financial 
services  technology 
research  firm  in 
Wellesley,  Mass. 

Banks  are  aggressively  expand- 
ingtheir  trading  activities  to  lever¬ 
age  emerging  revenue  streams, 
and  risk-management  systems  — 
designed  to  protect  banks  and 
their  customers  from  financial  ex¬ 
posure  —  have  recently  become 
closely  scrutinized  by  federal  and 
state  banking  regulators.  Kidder, 
Peabody  &  Co.,  for  example,  is  con¬ 
ducting  an  internal  examination 
to  determine  to  what  extent,  if  any, 
its  own  risk-management  environ¬ 
ment  was  to  blame  for  a  two-year, 
$350  million  phony  government 
bond  trading  scheme  that  was  al¬ 


legedly  masterminded  by  Kidder 
supertrader  Joseph  Jett. 

With  federal  and  state  regula¬ 
tors  casting  a  suspicious  eye  to¬ 
ward  enterprisewide  risk-man¬ 
agement  systems,  automation  “is 
a  very  hot  subject  for  banks  right 
now,”  Williams  said. 

Bank  of  Boston’s  risk-manage¬ 
ment  strategies  are 
also  strongly  influ¬ 
enced  by  its  huge  in¬ 
vestments  in  Latin 
America.  For  exam¬ 
ple,  Bank  of  Boston  is 
the  largest  foreign 
bank  in  Argentina, 
with  40  branches  and 
$2  billion  in  assets.  Its 
presence  is  equally 
impressive  in  Brazil, 
where  the  bank  has  26 
locations  and  $2.5  bil¬ 
lion  in  assets. 

For  Bank  of  Boston, 
which  is  actively  involved  in  the 
volatile  yet  highly  profitable  prac¬ 
tice  of  Brazilian  currency  trading, 
a  dependable  risk-management 
environment  is  vital,  according  to 
Dennis  F.  Shea,  a  financial  analyst 
at  Morgan  Stanley  &  Co.  in  New 
York. 

Meanwhile,  Scullen  said  he  be¬ 
lieves  Bank  of  Boston’s  automated 
risk-management  environment 
will  enable  the  firm’s  traders  to  re¬ 
act  faster  to  changes  in  market  po¬ 
sitions.  “The  risk-management 
area  is  one  where  I  think  we’ll  be 
at  the  front  of  the  pack,”  he  said. 


Bank  of  Boston’s  Steve 
Scullen:  Storm,  is  a 
‘dynamic  setup  ’ 


Platinum  climbs  back  on  its  feet 

Users  ‘cautiously  optimistic’  about  its  progress 


By  Rosemary  Cafasso 


■  When  an  information  systems  manag¬ 
er  takes  the  big-risk  step  of  selecting  a 
client/server  application,  one  of  the 
worst  possible  outcomes  is  finding  the 
chosen  vendor  in  financial  trouble. 

But  that  is  just  what  happened  recent¬ 
ly  to  Platinum  Software  Corp.  customers. 

In  recent  months,  Irvine,  Calif.-based 
Platinum  has  announced  its  share  of  bad 
news,  including  revenue  of  $14.2  million 
for  the  quarter  ended  in  March — well  be¬ 
low  analysts’  expectations;  the  resigna¬ 
tion  of  several  executives,  includingGer- 
ald  Blackie,  company  founder;  and  the 
restatement  of  $18  million  in  revenue  for 
several  quarters,  a  result  of  incorrectly 
recorded  revenue. 

“I  assumed  it  was  a  little  bit  of  hanky- 
panky,”  said  Michael  Huitt,  manager  of 
financial  systems  administration  at  Te- 
soro  Petroleum  Co.  in  San  Antonio.  “I  was 
hoping  they  were  just  a  little  too  aggres¬ 
sive”  in  recording  sales.  But,  he  added, 
“if  they  were  way  too  aggressive,  then 
they  weren’t  longfor  this  world,  and  I  had 
areal  software  problem.” 

By  last  week,  however,  several  Plati¬ 
num  users  were  beginningto  breathe  the 


first  sighs  of  relief.  While  customers  said 
they  think  it  will  take  more  time  before 
their  confidence  in  Platinum  is  fully  re¬ 
stored,  they  also  said  they  are  pleased 
with  the  recent  steps  the  company  has 
taken  to  get  back  on  track. 

Platinum  plans  to  sell  off  pieces  of  its 
business  that  are  unrelated  to  its  two 
core  product  lines:  the  Platinum  LAN- 
based  financial  applications  and  Sequel 
to  Platinum,  its  client/server  applica¬ 
tions  suite.  The  company  named  Carmel- 
lo  Santoro  as  chief  executive  officer  and 
brought  in  David  Proctor,  an  ex-IBMer,  as 
president  and  chief  operating  officer. 

Positive  feedback 

Huitt  said  he  recently  met  with  Proctor 
and  was  impressed  with  his  focus  on 
quality.  “They  appear  to  have  a  pretty 
sound  plan  on  doing  a  good  job.  You  hope 
that  plan  comes  through,”  Huitt  said. 

Terry  Tung,  senior  manager  of  infor¬ 
mation  systems  at  the  Engineering,  Con¬ 
struction  &  Environment  Group  of  Morri¬ 
son  Knudson  Corp.,  said  Platinum’s 
reorganization  and  recent  settlement  of 
a  class  action  lawsuit  are  positive  moves 
“that  will  allow  them  to  get  back  on  their 
feet  again.” 

Industry  analysts  agreed  that  Plati¬ 


num  responded  quickly  after  dropping 
its  financial  bomb  in  April.  Platinum  got 
its  start  lOyears  ago  as  a  provider  of  LAN 
financial  software.  The  vendor  claims  an 
installed  base  of  about 
40,000  end-user  nodes  of  its 
LAN  version  and  approxi¬ 
mately  250  licenses  sold  of 
its  newer  line,  Sequel  to 
Platinum. 

“It’ s  very  good  to  see  them 
focusing  back  on  their  core 
competencies,”  said  Ed 
Black,  a  senior  consultant  at 
Aberdeen  Group  in  Boston. 

Black  said  he  does  not  ex¬ 
pect  the  financial  problems 
to  “have  a  large  effect  on  the 
installed  base,”  but  he  add¬ 
ed  that  “it  will  be  an  objec¬ 
tion  raised  by  their  competi¬ 
tion  until  they  can  prove 
they  have  worked  their  way 
through  it.” 

A  Platinum  spokesman 
last  week  said  the  company 
has  won  new  orders  since  April,  although 
he  declined  to  say  how  many. 

According  to  Platinum  users,  the  com¬ 
pany  has  thus  far  been  successful  in  re¬ 
storing  a  “comfort  level”  by  offering  in- 
person  reassurances  that  it  is  workingto 
fix  problems. 


“They  were  pretty  good  about  contact¬ 
ing  us,”  said  Bruce  Steinke,  corporate 
accounting  manager  at  Clark  Oil  Refin¬ 
ing  &  Marketing,  Inc.  in  St.  Louis. 
“They’ve  offered  to  have  [CEO]  Carm 
[Santoro]  meetwith  us,  but  our  executive 
management  hasn’t  felt  they  needed 
that.” 

“The  day  it  happened,  I 
got  calls  from  three  differ¬ 
ent  Platinum  executives  to 
give  me  a  briefing  of  what  I 
would  be  seeing  in  the 
news,”  Tungsaid. 

Now  customers  say  they 
want  to  see  Platinum  follow 
through  on  its  reorganiza¬ 
tion  plans. 

“They  tell  you  they  are  do¬ 
ing  the  right  things  now, 
[but]  obviously  the  proof  is 
in  the  pudding,”  said  Robert 
Sellers,  a  vice  president  at 
United  Video  Satellite 
Group,  Inc.  in  Tulsa,  Okla. 
“They  understand  they 
need  to  do  better  quality  up¬ 
grades,  and  going  back  to 
their  core  business  will  help 
them  do  that.  I  look  forward  to  those  up¬ 
grades  coming  out  to  make  sure  they  are 
doingwhat  they  said.” 

Steinke  described  his  current  comfort 
level  with  Platinum  as  “cautiously  opti¬ 
mistic.”  He  added,  “The  direction  sounds 
good,  but  let’s  see  the  delivery.” 


Free  advice 


Customers  give 
Platinum  the  following 
recommendations: 

•  Stay  on  schedule 
with  Sequel  to 
Platinum  upgrades. 

•  Focus  more  on 
quality. 

•  Stick  with  plans  to 
concentrate  on  core 
businesses. 

•  Continue  to  provide 
good  support,  which 
customers  say  was  of 
high  quality  during 
recent  corporate 
troubles. 
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Large  Systems 


Disaster  recovery 


like  IBM’s 
ackup  options 


By  Thomas  Hoffman 

STERLING  FOREST,  N.Y. 


IBM’s  4-year-old  Business  Recov¬ 
ery  Services  (BRS)  Division  has 
quietly  made  a  major  impact  on 
the  worldwide  disaster  recovery 
industry,  users  and  analysts  said. 

Customers  said  they  appreciate 
many  of  the  changes  BRS  has 
brought  to  the  market,  including 
allowing30-day  notice  for  contract 
cancellations,  which  is  a  dramatic 
departure  from  the  standard  five- 
year  agreements  most  service  pro¬ 
viders  require. 

Because  BRS  started 
from  the  ground  up 
when  it  was  launched 
in  March  1990,  it  was 
able  to  react  immedi¬ 
ately  to  changing  cus¬ 
tomer  requirements 
in  the  otherwise 
stodgy  disaster  recov¬ 
ery  market,  observers 
said. 

By  challenging  the  industry 
pricing  model  and  delivering  sore¬ 
ly  needed  midrange  and  client/ 
server  backup  capabilities,  BRS 
has  quickly  landed  4,000  world¬ 
wide  clients  in  42  different  coun¬ 
tries,  including  Texas  Instru¬ 
ments,  Inc.,  Campbell  Soup  Co.  and 
NASA. 

Prudential  Securities,  Inc.  be¬ 
came  a  BRS  customer  earlier  this 
year.  “We  have  doubled  our  com¬ 
puter  capacity  at  the  recovery 
site”  and  reduced  costs  by  one- 
sixth,  said  Bill  Anderson,  chief 
information  officer 
at  the  New  York 
brokerage. 

Satisfied 
customer 

Texas  Instruments, 

Inc.,  which  houses 
five  IBM  mainframes 
at  its  Plano,  Texas, 
data  center,  also 
made  the  switch  to 
BRS.  Steve  Groce, 
manager  of  opera¬ 
tions  at  TTs  Informa¬ 
tion  Services  Divi¬ 
sion,  said  his  organi¬ 
zation  tests  with  BRS  three  to  four 
times  each  year.  Although  Groce 
declined  to  specify,  he  said  TI  has 
had  improved  results  with  BRS 
over  its  former  provider.  “Fortu¬ 
nately,  we  haven’t  had  to  use  BRS 
for  anything  else,  praise  the 
Lord." 

The  changes  BRS  has  brought  to 
the  disaster  recovery  market  have 


Prudential  CIO  Bill 
Anderson:  'We have 
doubled  our  comput 
er  capacity  at  the 
recovery  site’ 


forced  its  competitors  to  react  ac¬ 
cordingly,  resulting  in  an  im¬ 
proved  marketplace  for  services, 
analysts  and  customers  said. 

In  1990,  BRS  moved  quickly  to  fill 
a  growing  void  in  the  then-nascent 
midrange  market  by  providing  dis¬ 
tributed  IBM  AS/400  recovery  ser¬ 
vices. 

“When  IBM  entered  the  busi¬ 
ness,  they  had  no  excess  baggage, 
which  in  turn  helped  them  to  react 
the  fastest  to  client/server  disas¬ 
ter  recovery,”  said  Jeff  Marinstein, 
president  of  Contingency  Plan¬ 
ning  Research,  Inc.,  a  Jericho,  N.Y. 

disaster  recovery 
market  researcher. 

By  the  end  of  last 
year,  BRS  had  cat¬ 
apulted  to  $150 
million  in  revenue, 
placing  it  close  on 
the  heels  of  the  in¬ 
cumbent  industry  lead¬ 
er,  Comdisco  Disaster 
Recovery  Services,  which 
touts  approximately  $200  mil¬ 
lion  in  annual  sales.  The  disaster 
recovery  group  is  an  operating 
unit  of  IBM  subsidiary  Integrated 
Systems  Solutions  Corp.  (see  re¬ 
lated  story  page  28). 

Gauging  needs 

Before  investing  an  estimated 
$400  million  to  create  mainframe 
hot  sites  here  and  in  Gaithersburg, 
Md.,  BRS  conducted  a  study  on 
customer  requirements  and 
moved  quickly  to  fill  avoid  for  mid¬ 
range  and  distributed  backup  ca¬ 
pabilities,  Marinstein 
said. 

And  before  BRS 
closed  a  hot  site  in 
Franklin  Lakes,  N.J., 
and  opened  a  new  fa¬ 
cility  here  last  Sep¬ 
tember,  17  customers 
—  including  Paine- 
Webber,  Inc.  and 
Coca-Cola  Bottling 
Co.  —  worked  with 
BRS  to  make  recom¬ 
mendations  on  the  in¬ 
frastructure. 

In  fact,  BRS  has 
even  consulted  with 
clinical  psychologists,  including 
experts  at  the  University  of  Texas 
at  Austin,  to  get  a  feel  for  the  emo¬ 
tional  impact  disasters  have  on 
employees. 

“It  helps  us  to  better  understand 
what  our  customers  are  going 
through,”  said  William  M.  Hewitt, 
manager  of  marketing  operations 
at  BRS. 
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Digital  users  can  have  their 
OpenVMS  and  DCE,  too 


ByMaryBrandel 


For  companies  that  want  to  use  the  Distributed 
Computing  Environment  (DCE)  as  the  basis  for 
their  client/server  architecture  but  want  to 
stick  with  OpenVMS,  Digital  Equipment  Corp. 
now  offers  a  way. 

Digital  is  now  shipping  a  full 
suite  of  DCE  core  services  for 
OpenVMS  1.2  running  on  Alpha 
AXP  and  VAX  systems.  Previously, 
full  DCE  services  were  available 
only  on  OSF/1,  Digital’s  version  of 
Unix.  DCE  was  developed  by  the 
Open  Software  Foundation  to  offer 
a  common  infrastructure  for  het¬ 
erogeneous  platforms  in  large  dis¬ 
tributed  environments. 

With  the  addition  of  a  security 
server  and  a  cell  directory  server, 

Digital  customers  and  indepen¬ 
dent  software  vendors  can  now 
build  large-scale,  multivendor  ap¬ 
plications  for  OpenVMS. 

“For  people  who’ve  been  using  VMS  as  main 
server  machines,  they  can  take  advantage  of  all 
the  DCE  stuff  without  having  to  get  into  Unix 
servers,  which  may  be  unfamiliar,”  said  Art 
Gaylord,  director  of  project  Pilgrim  at  the  Uni¬ 


versity  of  Massachusetts  at  Amherst,  whose 
environment  includes  Unix  and  VMS. 

Digital  claims  it  is  the  first  vendor  to  offer 
DCE  core  services  for  a  major  non-Unix  server 
operating  system.  IBM  is  beta  testing  DCE  for 
MVS  and  the  AS/400,  and  Hewlett-Packard  Co. 
has  a  limited  release  for  MPE . 

“All  the  vendors  are  coming  out 
with  [DCE  support],  which  is 
great,”  Gaylord  said.  “The  more 
vendors,  the  more  freedom  that’s 
available  to  people  like  us.” 

Start  at  the  top 

For  now,  DCE  appeals  mainly  to 
Fortune  500  or  1,000  companies, 
Gaylord  said.  “We  will  see  large  de¬ 
ployments  in  the  next  year  or  so,” 
he  added.  “It’s  a  matter  of  more 
vendors  putting  out  basic  DCE 
software  and  the  [independent 
software  vendors]  writing  applica¬ 
tions  that  use  it.”  Currently, 
people  doing  DCE-based  pilot  are 
mainly  writing  their  own  applications,  he  said. 

The  DCE  Cell  Directory  Server  and  Security 
Server  cost  $2,195  each.  An  application  devel¬ 
opment  kit  is  $549.  Digital  offers  a  runtime  ver¬ 
sion  of  its  DCE  services  at  no  charge. 


In  a  Digital 
survey  of  150 
end  users, 
39.2%  said  they 
were  planning  to 
use  DCE.  Of 
those  users, 
37%  said  they 
would 

implement  itin 
the  next  six 
months  and  26% 
said  within  a 
year. 


Model 

CONTINUED  FROM  PAGE  99 

For  experienced  users  such  as  Travelers,  a 
more  valuable  —  and  still  missing  —  service 
would  be  one  that  measures  the  likely  business 
value  of  a  project,  Correira  said.  “We  have  to 
look  at  why  we’re  doing  this  journey,”  he  noted. 
“That’s  more  important  to  me  than  a  predictor 
of  your  success.” 

In  addition,  IBM  still  must  regain  the  confi¬ 


dence  of  some  customers  that  are  looking  at  cli¬ 
ent/server  projects. 

“I  looked  at  [IBM]  last  year,  and  they  didn’t 
have  their  act  together,”  said  Mark  Van  Horn, 
manager  of  technical  services  at  Pierce  County 
Medical  Bureau,  Inc.  in  Tacoma,  Wash.  “They 
were  very  confused  about  what  they  had  or 
didn’t  have  to  offer  us.” 

IBM  Consulting  “has  all  the  best  intentions 
and  has  really  tried  to  distance  itself  from  the 
product  side  of  IBM,”  Melenovsky  said.  “Unfor¬ 
tunately,  changing  the  perceptions  of  the  cus¬ 
tomer  base  has  proven  to  be  a  challenge.” 


Briefs 


Matching  programs 

Dun  &  Bradstreet  Software  has 
announced  a  training  and  certification 
program  for  its  SmartStream  client/server 
software  that  is  targeted  at  its  business 
partners  such  as  Andersen  Consulting  and 
Ernst  &  Young.  The  announcement  comes  on 
the  heels  of  SAP  America,  Inc.’s  official 
opening  of  its  Partner  Training  Academy  in 
Dallas,  which  was  set  up  to  provide  an 
educational  program  for  its  business 
partners,  a  group  that  also  includes 
Andersen  Consultingand  Ernst  &  Young. 

Convex  takes  the  high  end 

Convex  Computer  Corp.  expanded  its  C 
series  of  technical  supercomputers,  adding 
a  high-end  model  based  on  gallium  arsenide 
technology  and  rated  at  up  to  1.6  billion 
floating-point  operations  per  second  per 
processor.  The  new  C4/XA  starts  at  $750,000 
for  a  single  processor  and  256M  bytes  of 


memory  and  goes  up  to  $2.7  million  for  a 
four-CPU  model  with  2G  bytes  of  memory, 
Convex  said.  The  company  said  it  has 
installed  C4/XA  machines  at  three  customer 
sites  in  Europe  and  Asia,  including  BMW 
Rolls-Royce  in  Germany.  The  system  is 
available  60  to  90  days  after  ordering. 

PC-to-AS/400  software  available 

Attachmate  Corp.  and  Relay  Technology, 
Inc.  separately  introduced  software  for 
connectingPCs  to  IBM’s  AS/400.  Attachmate 
unveiled  Rally  for  AS/400,  an  updated  and 
renamed  version  of  its  year-old  Extra 
terminal  emulation  software.  Rally,  priced 
at  $195,  includes  Windows-based  routing 
software  that  lets  users  bypass  IBM’s  PC 
Support  product.  It  is  due  to  be  linked  to 
development  tools  such  as  Visual  Basic  and 
PowerBuilder  in  the  fourth  quarter, 
Attachmate  said.  Relay ’s  new  Relay/Gold 
400  software  also  supports  PC-to-AS/400 
connectivity  without  PC  Support  and  lists 
for  $249.  A  separate  file  transfer  package  is 
also  available,  Relay  said. 


WHEN  84%  OF  SPREADSHEET 
USERS  TESTED  PREFERRED  1-2-3 
OVER  EXCEL  WE  WERE  FLATTERED. 

BUT  NOT  SURPRISED. 


Once  again  Lotus®  1-2-3®  has 
beaten  Microsoft®  Excel  First  back  in 
September,  it  was  Excel  4.0  losing  to  1-2-3  in 
head-to-head  usability  testing.  Now  it's  Excel  5.0. 
New  release.  Same  rigorous  testing.  Same  result. 

After  spending  hours 
comparing  the  applications, 
performing  everyday  tasks 
like  making  charts,  formatting 
data  and  printing  reports,  §  =4 

3  Soc. •«>»•••  for  Winds 

11  out  of  13  spreadsheet 
users  -  including  previously  loyal  Excel  and  Quattro® 
Pro  users  -  preferred  l-2-3.t 

Why?  Simply  because  they  got  more  done  in  less 
time  with  1-2-3.  Which  is  what  a  good  spreadsheet 
is  all  about 

When  we  designed  1-2-3  Release  4  we  talked  to 
thousands  of  spreadsheet  users  of  all  levels.  And  we 


incorporated 
their  suggestions 
into  1-2-3.  From  beautifully 
simple  ideas,  like  In-Cell”  Editing 
and  One-Step  Charting,  that  let  you  work  the  way 
you  want  to,  to  new  ideas,  like  Version  Manager"  and 
other  workgroup  features,  that  let  you  and  your 
colleagues  work  together  better.  That's  why  1-2-3 
Release  4  is  more  powerful  and  easier  to  use  than 
any  spreadsheet  ever. 

And  to  make  sure  it  stays  that  way,  we  are  con¬ 
tinuing  to  ask  users  like  you  for  ideas  -  real  ideas 
from  real  spreadsheet  users.  Call  1-800-5-MY-IDEA 


and  tell  us 
how  we  can  make 
1-2-3  better. 

Of  course,  if  you're  making 
the  move  from  DOS  to  Windows? 
nothing  makes  the  transition  easier  than 
1-2-3.  The  ease  of  learning,  support  of  the  */* 
menu,  plus  100%  file  compatibility,  make  1-2-3 
the  natural  choice. 

Right  now  you  can  upgrade  to  1-2-3  Release  4 
for  just  $129*  And  1-2-3  is  one  of  the  5  Windows 
applications  that  make  up  SmartSuite.®  Look  into 
it  A  SmartSuite  upgrade  is  just  $299.**  Get  it  on 
CD  ROM,  get  it  on  disk  but  get  it  now  -  just  call 
1-800-TRADE-UR  ext.  9880  to  place  your 
order  or  request  a  free 
demo  disk.  Or  visit  your 
Lotus  Authorized  Reseller.  Working  Together 


Lotus 


'Usability  study  by  User  Interface  Engineering  Andover.  MA  4/94  8/93.  *$129  suggested  retail  upgrade  price  ••$299  promotional  price  available  while  supplies  last  In  Canada  call  I -8OO-GO-LOTUS1  !994  Lotus  Dev-  pment Corporation  55  Cambridge  Parkway  Cambridge  MA(/i42 
All  rights  reserved  Lotus.  1-2-3.  SmartSuite  and  Working  Together  are  registered  trademarks  and  ln-Cell  and  Version  Manager  are  trademarks  of  Lotus  Development  Corporation.  Microsoft  is  a  registered  trademark  and  Windows  is  a  trademark  of  Microsoft  Corporation 

Quattro  is  a  registered  trademark  of  Borland  International  Inc 


Large  Systems 


Conley  Corp.  has  introduced  the  SR2,  a 
fault-tolerant  redundant  arrays  of  inex¬ 
pensive  disks  (RAID)  subsystem. 

According  to  the  New  York  company, 
the  SR2  is  a  SCSI-2  compatible  RAID 
disk  array  subsystem  for  Macintosh, 
Sun  Microsystems,  Inc.,  the  Open  Soft¬ 
ware  Foundation,  IBM  AIX  and  Novell, 


Inc.  platforms  that  provides  on-line 
storage  for  up  to  31 5G  bytes  of  network 
data. 

The  SR2  subsystem  contains  no  single 
point  of  failure  and  includes  a  16-bit-wide 
SCSI-2  host  connector,  support  for  re¬ 
dundant  host  computers,  improved  fault 
tolerance,  multiple  host  configuration, 
write-back  caching  and  tagged-com¬ 
mand  queuing. 

The  SR2  subsystem  is  priced  at 
$16,995. 


^  Conley  Corp. 
(212)  682-0162 


World  Software  Corp.  has  announced 
Select  Executive  4.1,  a  midrange 
database  access  tool  for  multiple  plat¬ 
forms. 

According  to  the  San  Rafael,  Calif., 
company,  the  product  provides  trans¬ 
parent  data  extraction  and  data  conver¬ 
sion. 

Select  Executive  4.1  runs  on  a  PC  un¬ 


der  Windows  or  OS/2  connected  to  an 
AS/400  host,  and  it  lets  users  select  data 
from  multiple  sources,  join  and  manipu¬ 
late  the  data  and  insert  the  results  into 
desktop  applications. 

Select  Executive  4.1  costs  $595. 

World  Software 
(415)  453-6100 


Definitive  Computer  Services,  Inc.  has 
announced  Hot  Talk  5250  2.0,  software 
that  replaces  remote  emulation  boards 
for  5250  terminal  emulation  to  an  AS/400 
system. 

According  to  the  Richardson,  Texas, 
company,  the  product  includes  X.25  con¬ 
figuration  support  so  multiple  users  can 
enter  the  same  port  of  the  AS/400. 

Hot  Talk  5250  2.0  lets  users  access 
data  at  remote  locations  without  the  use 
of  protocol  converters  or  emulation 
cards. 

Prices  range  from  $450  to  $995. 

► Definitive  Computer  Services 

(214)  705-8200 


Clary  Corp.  has  announced  OnGuard 
LI-450  and  OnGuard  LI-1250,  line-inter¬ 
active  uninterruptible  power  supplies 
for  midrange  systems  and  LANs. 

Acccording  to  the  Monrovia,  Calif., 
company,  the  products  continually  moni¬ 
tor  input  power  to  protect  against  brown¬ 
outs  and  automatically  shut  down  a  sys¬ 
tem  or  network  to  preserve  data  in  case 
of  blackouts. 

The  OnGuard  LI-450  is  designed  for 
electronic  devices,  PCs,  small  network 
servers  and  workstations. 

The  OnGuard  LI-1250  is  designed  for 
large  electronic  devices,  network  serv¬ 
ers  and  midrange  systems. 

The  OnGuard  LI-450  is  priced  at  $477, 
and  the  OnGuard  LI-1250  is  priced  at 
$999. 

►  Clary 

(818)359-4486 


BMC  Software,  Inc.  has  announced 
Session  Persist,  a  product  that  re¬ 
establishes  VTAM  application  sessions 
following  an  application  or  network  fail¬ 
ure. 

According  to  the  Houston  company, 
Session  Persist  reduces  the  time  it  takes 
to  get  users  back  on-line  by  automatical¬ 
ly  reconnecting  sessions. 

When  the  application  is  restarted,  us¬ 
ers  are  returned  to  the  application’s  ini¬ 
tial  screen. 

Prices  start  at  $15,500. 

^  BMC  Software 

(713)918-8800 

More  new  products,  page  111 


“You  can  be  a  sheep,  or  the  shepherd.” 


The  choice  gets  more  critical. 

The  continuing  explosion  in  information  technologies  is  providing 
unprecedented  opportunities  for  products,  services  and  vendors. 

The  competition  knows  it. 

Being  informed  gives  the  winning  edge  to  the  corporate  executive  who 
moves  on  to  fresher  fields,  while  the  others  contentedly  graze  the  old. 

For  that  reason,  CW  Custom  Publications  created  The  White  Paper  Program, 
The  Computerworld  Solutions  Series,  and  multi-sponsored  supplements  offering  inside 
information  on  emerging  technologies.  We  work  with  giants  like  Motorola,  Apple, 

OSF,  Price  Waterhouse,  Oracle,  IBM,  UniForum,  AllM,  SunSoft,  OMG  and  many  others. 

Watch  for  CW  Custom  Publications-produced  for  the  corporate 
leader  who  has  learned  that  the  first  one  to  move 
ahead  never  has  to  fear  being  left  behind. 

,  COMPUTERWORLD 


Custom 

COMPUTERwuklu 

Publications. 


FOR  MORE  INFORMATION,  CONTACT  CAROLYN  NOVACK,  PUBLISHING  SERVICES  DIRECTOR, 
CW  CUSTOM  PUBLICATIONS,  BOSTON.  1-800-343-6474 


01993  Computerworld  Custom  Publications. 
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CONNECTING  BUSINESS  AND  TECHNOLOGY 

i 
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ENTERPRISE 

Kimmi 

■■■ 

Two  State-of-the-Art 
Conferences 

►  Over  90  sessions! 

►  Business  and 
technology  issues! 

FREE  to  All  Attendees 

►  Two  major  keynotes! 

►  Special  Showcases  on 
Windows  client/server  and 
enterprise  solutions! 


Don't  miss  the 
corporate  computing 
event  of  the  year! 


Special  Windows 
Sneak  Preview 

►  Windows  NT  “Daytona”! 

►  “Hermes”,  .code  name 
for  Microsoft’s  systems 
management  server! 


►  Complete 

client/ 

server 

family! 


Look  inside 
Windows  “Chicago" 

►  Go  behind  the  scenes 
with  Microsoft’s 
Windows  “Chicago”! 


FREE  Microsoft 
Workshops 

Technical  Workshops  on 
Windows  NT 
“Daytona,” 
Windows 
“Chicago” 
and  more! 


A  New  World  of 
Enterprise  Solutions 

New  products  from  Lotus, 
Novell,  Digital,  Unisys, 
Cabletron  and  more! 


The  next  generation  of  Windows. 

The  newest  enterprise  solutions. 

ITS 

SHOWTIME 

IN 

CHICAGO! 


Come  to  this  event  and  you9 It  walk  away  with  the  big  picture 
on  how  the  newest  Windows  and  enterprise-wide  products  will 
help  shape  the  future  of  corporate  computing— 
and  the  next  generation  of  connectivity  solutions  for  your  business! 


If  you’re  a  corporate  decision  maker  or  distribution  professional  looking  for  the  next 
generation  of  information  technology  products  that  mean  more  performance  and 
payoff  from  the  desktop  to  the  network  to  the  entire  enterprise... you  can’t  miss  this  event. 

WINDOWS  WORLD/Chicago  and  ENTERPRISE  COMPUTING  SOLUTIONS  will 
feature  an  extraordinary  array  of  new  product  previews,  demonstrations  and  work¬ 
shops.  The  result  will  be  a  can’t-miss  look  into  tomorrow’s  connectivity,  enterprise 
and  Windows  business  solutions. 


Don ’t  miss  the  special  preview  of. . . 


The  newest  Windows  products  for  the  enterprise:  Windows  NT  “Daytona” 
and  “Hermes”  systems  management  server! 

The  complete  client/server  family  of  products  that  also  includes  Windows  NT 
Advanced  Server,  “Touchdown”  (enterprise  messaging  server)  and  more! 
Microsoft  Technical  Workshops  to  help  you  build  enterprise-wide  Windows 
solutions— and  select  the  platforms  you  need  to  do  it! 


Call  617-449-5554,  enter  Code  86 
and  key  in  your  fax  number! 


REGISTER 

RY 

FAX! 


Evaluate  today's  hottest  products 
at  ENTERPRISE  COMPUTING  SOLUTIONS! 

Get  the  inside  track  on  the  next  generation  of  enterprise-wide  tech¬ 
nology  products,  systems  and  strategic  IS  applications  such  as... 

•  Interconnect  technologies  from  Cabletron,  Wellfleet  and 
Synoptics! 

•  Digital’s  Enterprise  Services! 

•  Novell’s  NetWare  Pavilion  on  the  show  floor! 

•  Unisys’  Enterprise  Client/Server  Solutions! 

•  Lotus  Notes! 

®  Many  more  new  connectivity  products  and  solutions! 


See  it  all  at  WINDOWS  WORLD- 
induding  Windows  "Chicago"! 

•  Take  a  look  inside  one  of  the  most  anticipated  products  in  history: 
Microsoft’s  Windows  “Chicago”! 

•  See  the  complete  range  of  applications  and  hardware  platforms 
running  Windows  from  today’s  leading  vendors! 

•  Visit  the  Win32®  Showcase  to  see  the  latest  applications  for  the 
32-bit  environment! 

•  See  live  demonstrations  of  industry-specific  applications  at  the 
Enterprise  Windows  Showcase! 


Windows,  WINDOWS  WORLD  and  the  Windows  logo  are  trademarks  of  Microsoft  Corporation.  WINDOWS  WORLD  and  the  Windows  logo  are  used  by  Interface  under  license  from  Microsoft. 
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Conference  Overview 


WINDOWS  WORLD/Chicngo 

WINDOWS  WORLD  Plenary: 

The  Crystal  Ball 

Windows  Corporate 
Solutions  Program 

Windows  Strategies 
Platform  Alternatives 
Windows  Update 
Windows  Connectivity 
Windows  and  Multimedia 

Windows  Developers  Program 
Application  Strategies 
Developers  Toolbox 

ENTERPRISE  COMPUTING 
SOLUTIONS 

Enterprise  Re-Engineering  Program 
Re-Engineering:  Is  It  Possible? 
Choosing  the  Right(sized) 

Environment 

Integrating  the  Old  and  the  New 
Extending  beyond  the  Enterprise 

Enterprise  Technologies  Program 
Creating  the  Infostructure 
Defining  the  Environment 
Enabling  the  User 
Enabling  Applications 

Tutorials 

Enterprise  Networks:  Structures  and 
Network  Operating  Systems 
Introduction  to  Wide  Area  Networking 
Technologies 

An  Overview  of  Object  Technology 
A  Strategic  Approach  to  Workgroups, 
Workflow  and  Notes 
Exploring  the  Internet 
Managing  a  Client/Server 
Development  Effort 


Enterprise  t omputing  means  rechanneling  the  computing  resource  to  serve  the  entire 
enterprise... from  the  top  on  down,  department  to  department,  site  to  site,  and 
around  the  world. 

Windows  is  the  ultimate  information  enabler,  the  key  interface  to  the  desktop,  the 
network  and  the  enterprise. 


Take  your  enterprise  to  the  next 
level  of  performance. 


An  exhibition  of  the  next  generation  of  enterprise-wide  connectivity 

solutions  and  strategic  IS  applica-  ENTERPRISE 
tions.  A  major  conference  on  IS  COMPUTING 
issues  focusing  on  re-engineering  SOLUTIONS 
and  enterprise  technologies. 


EXPOSITION  AND  CONFERENCE 


E  i|  Keynote  Address:  .John  Edwards,  Executive 
Vice  President  and  General  Manager,  AppWare 
Systems  Group,  Novell,  Inc.— the  executive  in 
charge  of  NetWare  development! 


Ucrosoft 


See  the  future  of  Windows. 

i0  Windows 
World. 

Chicago’94 


The  Official  Conference  and  Exposition  for  Windows  Computing 

Produced  in  cooperation  with  Microsoft  Corporation 


The  complete  showcase  for 
Windows-based  solutions — 
from  the  newest  productivity 
applications  and  hardware 
platforms  running  Windows  to  a  preview  of  the  next  generation  of 
Windows  client/server  products.  The  industry’s  premier  educational 
conference  on  Windows  applications  development  and  new  technol¬ 
ogy  initiatives. 

Keynote  Address:  Paul  Maritz,  Senior  Vice 
President,  Systems  Division,  Microsoft  Corporation 
—the  executive  behind  Microsoft’s  product  inte¬ 
gration  strategy! 


Microsoft 
Technical  W* 
Workshops! 

Attend  free  sessions  conducted  by 
Microsoft  technical  experts  on  three 
key  areas: 


►  Windows  “Chicago”  and  the 
Enterprise.  This  workshop  will 
examine  the  important  role  of  Win¬ 
dows  “Chicago”  as  an  enterprise-level, 
front-end  enabler  and  its  extraordinary 
power  as  an  operating  system  and  a 
key  link  in  NetWare  compatibility.  It 
will  provide  both  strategic  business 
perspectives  and  technical  insights  for 
in-house  developers. 


►  Windows  NT  “Daytona.”  An  in- 

depth  technical  overview  of  Windows 
NT  “Daytona”  and  the  next  level  of 
Windows  NT  power  and  performance. 
Specs,  development  requirements,  and 
the  building  of  customized  Windows 
NT  “Daytona”  solutions  will  be 
addressed. 


►  Windows  Client/Server.  This 
critically  important  workshop  is  your 
window  to  Microsoft’s  future  plans  in 
client/server  computing.  A  highly 
technical  presentation  will  cover 
Windows  NT  “Daytona”;  “Hermes” 
systems  management  server;  Windows 
NT  Advanced  Server;  and  “Touch¬ 
down”  (enterprise  messaging  server). 


The  Exhibitors  Invite  You  to  See  Both  Shows. . .for  FREE! 

July  26-28,  1994  •  McCormick  Place  •  Chicago,  Illinois  USA 


FREE  GUEST  PASS! 

To  register  for  ENTERPRISE 
COMPUTING  SOLUTIONS  and 
WINDOWS  WORLD/Chicago, 
call  617-449-5554,  enter  Code  86  and  key  in 
your  fax  number— we’ll  fax  your  FREE  Guest 
Pass  registration  form  within  24  hours! 


EXHIBITOR  LIST 

Partial  list  of  exhibitors  as  of  Jane  9, 

Adtran/PTT 

Alantec 

Ambassador  Office  Equipment 
Americable 

American  Power  Conversion 
Ameritech  Services 
Applied  Computer  Services  Inc. 

Arcada  Software 
ASI 

Attachmate  Corp. 

AT&T  Software  Replication  Center 
Auspex  Systems  Inc. 

Automated  Concepts,  Inc. 

Axis  Communications,  Inc. 

Banyan  Systems  Inc. 

Bind-it  Corporation 
Cable-Comm  Technologies 
Cabletron  Systems 
Campbell  Services 
Charles  Schwab  &  Company 
Cheyenne  Software 
Chrysler  Systems  Inc. 

CMP  Publications 
Coe-TYuman  Technologies 
Comp  Ed 

Computer  Publishing  Group 
Computer  TYaining  & 

Support  Corporation 
Computerworld 


ENTERPRISE 

COMPUTING 

SOLUTIONS 

EXPOSITION  AND  CONFERENCE 
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Conner  Storage  Systems 
Copia  International 
Corporate  Education 
Dallas  Semiconductor 
Daugherty  Systems 
Digiboard 

Digital  Equipment  Corporation 
DTN 

Dunn  Systems,  Inc. 

ETI  International,  Inc. 

Fischer  International  Systems 
Forvus  Research,  Inc. 

Frontier  Technologies  Corp. 

Glenco  Engineering,  Inc. 

GNWC  Wire,  Cable  &  Network  Products 
Greenbrier  &  Russel,  Inc. 

Gupta  Corporation 
Hewlett-Packard 
HighTower,  Inc. 

Hubbell  Premise  Wiring,  Inc. 
ImagingWorld 
Intergraph  Corporation 
Kelran  Corporation 
Kenan  Technologies 
LAN/mind 

Legacy  Storage  Systems  Inc. 

Lexmark 

Lotus  Development  Corp. 

Magic  Solutions,  Inc. 


Maximal  Systems,  Inc. 

MBNA  Marketing  Systems,  Inc. 
Micro  Design  Specialists,  Inc. 
Micro  Focus 
Microsoft  Corporation 
Mountain  Network  Solutions,  Inc. 
National  Cristina  Foundation 
NEC  Corporation 
NetManage  Inc. 

Nevron  Data,  Inc. 

Novell,  Inc. 

Ocean  Isle  Software 
ODC  Systems 
ONEACCorp. 

Online  Computer  Systems,  Inc. 
Optical  Data  Systems,  Inc. 
Palindrome  Corporation 
ParaSoft  Corp. 

Prodea  Software  Corp. 

P  &  W  Technologies,  Inc. 

PC  Wholesale 
Ready  Metal  Mfg. 

Relia  Technologies,  Inc. 

Resource  Partners,  Inc. 

Revelation  Technologies 
SalesKit  Software  Corporation 
SAS  Institute  Inc. 

SDP  Technologies 


Segue  Software 
Simpact  Associates,  Inc. 

SMC 

Soft  Switch 
Source  Edp 

Standard  Microsystems  Corp. 

Subject,  Wills  &  Company 
Symantec  Corp. 

SynOptics  Communications 
Thndem  Computers,  Inc. 

Tektronix,  Inc. 

Texas  Microsystems 
3  Com  Corp. 

Time  1000 
Unisys 

Universal  Networks,  Inc. 

Visionware 

Wellfleet 

Communications  Inc. 

Xecute 
Xyplex,  Inc. 

ENTERPRISE  COMPUTING  SOLUTIONS 
AND  WINDOWS  WORLD/CHICAGO 
SHOW  HOURS 

Tliesday,  July  26  . 10:30  am-5:00  pm 

Wednesday,  July  27 . 10:00  am-5:00  pm 

Thursday,  July  28  . 10:00  am-4:00  pm 


Two  Showcases  on  Windows-based  enterprise  solutions! 

A  New  World  of  Windows  for  Corporate  Decision  Makers  and  Resellers! 


Win32®  Showcase 


The  Win32  Showcase  is  your 
gateway  to  the  new  world  of  32-bit  appli¬ 
cations  being  written  for  the  Windows  NT 
Daytona”  and  Windows  “Chicago”  environments.  As  many  as  20  of  today’s  top 
ISVs  will  demonstrate  the  breakthrough  capabilities  of  the  most  powerful  applications 
for  Lie  32-bit  environment.  This  premier  live  demonstration  of  the  next  level  of  Windows 
applications  is  not  to  be  missed! 


The  Enterprise  Windows  Showcase 

will  feature  live,  hands-on  demonstrations 
of  enterprise-wide  solutions.  The  focus 
will  be  on  mission-critical  solutions  for  four  key  industries:  Banking  and  Financial 
Services,  Health  Care,  Manufacturing  and  Retail .  Industry-specific  solutions 
providers  will  be  on  hand  to  show  you  the  contribution  Windows-based  applications 
can  make  to  your  re-engineering  initiatives.. .and  ultimately  your  bottom  line. 


Enterprise  Windows 
Showcase 


Large  Systems 


Continued  fronipage  106 

Butler  &  Curless  Associates  has  intro¬ 
duced  the  Freedom  Series/Executive  In¬ 
formation  System,  designed  specifically 
for  distributors. 

Accordingto  the  Raleigh,  N.C.,  compa¬ 
ny,  the  system  provides  more  than  750 
full-color  charts,  graphs  and  spread¬ 
sheets  and  allows  up  to  200  predeter¬ 
mined  performance  tests. 

The  product  runs  on  IBM’s  AS/400  with 
Windows-based  PCs  acting  as  clients. 

Prices  start  at  $21,000. 

^■Butler  &  Curless  Associates 

(919)  847-1811 


the  performance  of  Digital  Equipment 
Corp.  systems  running  VMS  and  pro¬ 
vides  a  Windows-based  graphical  analy¬ 
sis  of  critical  performance  metrics. 

Also,  users  can  track  historical  usage 
and  growth  of  process  groups,  device  I/O 
and  DECnet  traffic;  isolate  bottlenecks 
and  trouble  spots;  and  define  time  peri¬ 
ods  and  intervals  to  be  analyzed. 

The  VAX/VMS  component  includes 
VMS-based  programs  to  process  system 
performance  data  and  maintain  a  perfor¬ 


mance  database  on  the  host. 
Prices  start  at  $10,000. 

►  The  Information  Systems 

Manager 

(610)865-0300 


Pennant  Systems,  The  IBM  Printing 
Systems  Co.,  has  introduced  Advanced 
Function  Presentation  (AFP)  Work¬ 
bench  2.0  for  Windows,  a  viewing  soft¬ 
ware  product. 

Accordingto  the  Norwalk,  Conn.,  firm, 


Version  2.0  adds  document  annotation 
capabilities,  usability  enhancements, 
viewing  support  for  additional  data- 
streams  and  client/server  applications 
that  link  it  to  the  Document  Composition 
Facility,  MVS  and  VM. 

AFP  Workbench  2.0  for  Windows  in¬ 
cludes  options  to  improve  AFP  to  Sys¬ 
tem/390  MVS  and  VM  users’  connectivity. 
The  product  costs  $275. 

►  Pennant  Systems 
(203)849-6844 


Works  right  Software,  Inc.  has  an¬ 
nounced  Zip/City  System,  software  for 
the  IBM  System/36. 

Accordingto  the  Madison,  Miss.,  com¬ 
pany,  Zip/City  System  is  software  with  a 
data  file  containing  all  valid  U.S.  ZIP 
codes  alongwith  the  matching  cities  and 
states. 

The  product  was  designed  to  eliminate 
keying  of  city  and  state  names  by  ZIP 
code  and  to  eliminate  storage  of  city  and 
state  names  as  part  of  database  normal¬ 
ization. 

Zip/City  System  costs  $199. 

^  Worksright  Software 

(601)856-8337 

Halberstadt  &  Co.  has  introduced  the 
Warranty  Notification  and  Claims  Track¬ 
ing  module  for  the  company’s  EMS/400 
vehicle  maintenance  management  soft¬ 
ware. 

According  to  the  Charlotte,  N.C.,  com¬ 
pany,  the  module  lets  users  specify  war¬ 
ranty  intervals  for  individual  vehicles, 
groups  of  vehicles,  individual  systems 
across  groups  of  vehicles  or  individual 
inventory  items. 

The  product  alerts  users  when  repair 
incidents  occur  within  a  specified  inter¬ 
val  and  writes  details  of  the  incident  to  a 
file  for  review  and  processing. 

The  Warranty  Notification  and  Claims 
Tracking  module  costs  $1,500. 

^■Halberstadt 

(704)527-7940 

Biscom,  Inc.  and  NBS  Systems,  Inc. 
have  announced  Total  Fax/Faxcom,  fax 
software  for  IBM  mainframe  computer 
systems. 

According  to  the  Chelmsford,  Mass., 
company,  the  product  combines  Bis- 
com’s  fax  server  technology  and  NBS’ 
mainframe  software  application. 

Total-Fax/Faxcom  features  a  complex 
instruction  set  computing  interface,  a 
batch  application  interface  and  support 
for  up  to  16  simultaneous  output  ports 
per  server. 

The  product  includes  fax  broadcast¬ 
ing  and  lets  users  create  and  transmit 
faxes  on-line. 

Prices  range  from  $49  to  $25,000 

►  Biscom 

(508)250-1800 

The  Information  Systems  Manager, 

Inc.  has  introduced  a  VAX/VMS  compo¬ 
nent  to  its  ISM/CP  product  line. 

Accordingto  the  Bethlehem,  Pa.,  firm, 
the  product  lets  PC  users  easily  analyze 


The  future  of  commercial 
systems  architecture 
is  developing  right  here. 


Distinguished  speakers 
include: 

Robert  B.  Tucker, 
author  of 

Managing  The  Future: 

1 0  Driving  Forces  of  Change 
For  The  9 0’s  and 
The  Winning  Game. 


TRI-Ada  '94  Conference  &  Expo  Baltimore,  Nov.  7-1 1 


TRI-Ada  '94  has  emerged  as  the  foremost 
technical  conference  on  computing  and  software 
engineering  no  matter  what  language  you  use  — 
C++,  Pascal,  Smalltalk,  FORTRAN,  or  Ada. 

You’ll  find  more  than  50  intensive  work¬ 
shops  and  tutorials  on  client/server  and 
distributed  environments,  object-oriented^ 
development,  software  process 
improvement,  business  process 
re-engineering,  and  other 
crucial  issues. 


You'll  hear  some  of  the  world’s 
foremost  experts  in  large,  distributed, 
parallel,  time-sensitive,  and  fail-safe  systems. 

You'll  see  what’s  new  in  CASE-related 
products  and  services. 

And  you’ll  learn  why  hundreds  of 
commercial  developers  are  switching  to 
Ada  for  large  and  complex  systems,  as 
well  as  fail-safe  systems,  and  systems 
that  are  subject  to  change. 


km 

The  Language  For  A  Complex  World 

For  more  information  call 
1-800-833-7751 
or  (508)  443-3330 
Fax  (508)  443-4715 


Featured  are: 

Management  and 
technical  sessions 
Training  workshops 
Hands-on  exhibits 
Interactive  discussion 
panels 

Reports  on  practical 
experience 

Learn  more  about: 

Distributed  systems 
Client/server  environments 
Software  process  improvement 
Business  process  re-engineering 
Emerging  technologies 
Object-oriented  design 
Ada  and  how  Ada  is  evolving 
Ada  vs.  C++ 

Change  management 
Education  &  training 
Enterprise-wide  software 
management 
Safety-critical  systems 
Systems  engineering 
Software  metrics 
Implementing  team  review 
CASE 

Networking/communications 
More  than  50  others 


wf 


:  * 


Anyone  concerned  with  sharpening 
their  competitive  edge  in  a  rapidly  changing 
technological  world  should  not  miss  TRI-Ada  ’94. 


TRI-Ada ’94 

GOVERNMENT  •  INDUSTRY  •  ACADEMIA 


|1a>* 


Or  fill  out  and  mail  this  coupon. 

i - -  - - 

TRI-Ada  '94  Conference  &  Expo.  Baltimore,  MO,  November  7-11. 

Send  me  your  advance  program  including  agenda,  list  of 
tutorials,  speakers,  exhibitors,  as  well  as  registration  fees 
and  travel  information. 


Title 


Company 

Address 


Business  Phone  (  ) 


State 


Zip 


Mail  to:  TRI-Ada  ’94 

c/o  Danieli  &  O’Keefe  Associates,  Inc. 

490  Boston  Post  Road,  Sudbury,  MA  01776 


cw 
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Progress  introduces  application  development  software  with  significantly  more  depth. 


FTI*T 


|  Cost  Num:  |  »»9  [ 

Name  x[?0) 

I  Credit-Limit  _ j 

•  Comment*: 

sill  tgO'-  JpS 

SW 

EXE 

1  -  vl*^  _  * _ 
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These  days,  everybody  and  their  brother  is  offering  client/server  development  software 
with  gui  capabilities.  Gui,  that  is,  and  not  much  else.  Now,  introducing  Progress*  Version  7. 
The  client/server  development  software  with  an  unprecedented  mix  of  graphical  capa¬ 
bility  and  depth.  And  the  only  gui  development  tools  powerful  enough  to  take  you  from 
pilot  projects  to  even  the  toughest  mission-critical,  client/server  applications. 

Version  7  also  lets  you  create  gui  or  character-based  applications  for  client/server, 
host-terminal  or  mixed  configurations.  And  the  applications  are  portable  across  a 
wide  range  of  databases,  network  environments,  operating  systems  and  hardware  plat¬ 
forms.  Plus,  your  applications  are  scalable,  portable  and  reconfigurable  without  recoding. 
The  result?  Increased  flexibility  to  help  simplify  the  move  to  client/server.  And, 


PROGRESS  VERSION  7. 

MISSION-CRITICAL  MEETS 
CLIENT/SERVER. 

an  investment  in  applications  and  systems  that  stays  protected  over  time.  So  call  the  num¬ 
ber  below  and  witness  Version  7  in  action.  At  which  point,  we’ll  promptly  bury  the  competition. 
Call  1-800-989-3773  extension  165  to  qualify  for  a  specially-priced  Version  7  test  drive. 


PROGRESS 

SOFTWARE 


CASE 


Languages 

Tools 


Application  Development 


Ellipse  gives  client/ 

SERVER  A  HAND,  121 

New  products,  125 


Object-oriented  languages 


IBM’s  VisualAge  turns  language-neutral 

The  visual  development  software  widens  appeal  by  overcoming  programminglanguage  barrier 


By  Craig  Stedman 

TORONTO 


■  IBM  is  moving  its  VisualAge  visual  develop¬ 
ment  software  to  additional  object-oriented 
programming  languages,  starting  with  a  C++ 
implementation  that  is  due  out  early  next 
year,  company  executives  said. 

The  VisualAge  technology,  which  lets  users 
program  by  Unking  objects  via  a  graphical  user 
interface  (GUI),  is  now  based  on  Smalltalk.  Be¬ 
sides  C  ++,  the  tool  is  also  scheduled  to  be  sup¬ 
ported  on  an  object-based  Cobol  language  that 
IBM  is  developing.  That  version  of  VisualAge 
should  be  available  in  late  1995,  according  to 
IBM. 

Users  and  analysts  said  the  move  to  a  lan¬ 
guage-neutral  strategy  should  widen  the  ap¬ 
peal  of  VisualAge  and  make  it  easier  to  swap 
objects  among  different  languages  via  IBM’s 
System  Object  Model  object  request  broker.  A 
VisuaLAge/C  +  +  combination  could  also  help 
mask  the  complexity  of  C  +  + ,  they  added. 

More  is  better 

Having  multiple  versions  of  VisualAge  “is  rath¬ 
er  critical  because  we  don’t  believe  there’s  go¬ 
ing  to  be  just  one  object  language,”  said  Gene 


On  top  of  that 


IBM  also  plans  to 
implement  Taligent, 
Inc.’s  object  class 
libraries  and 
framework 

technologies  on  top  of 
multiple  languages, 
said  Robert  LeBlanc, 
manager  of  application 
development 
technology  at  IBM.  But 
the  Taligent  products 
will  become  available 
first  on  C++,  not 
Smalltalk. 


IBM’s  VisualAge  composition  editor  ivill  be  identical  on  all 
VisualAge  implementations 


Friedman,  vice  president  of  ap¬ 
plied  technology  at  The  Chase 
Manhattan  Bank  NA  in  New  York, 
which  has  developed  a  pilot  appli¬ 
cation  using  VisualAge. 

Chase  Manhattan  is  already 
working  in  Smalltalk,  C+  +  and  an 
object-based  Cobol  implementa¬ 
tion,  Friedman  said.  C  +  +  in  par¬ 
ticular  is  “quite  complicated”  to 
use,  and  having  a  visual  tool  for  it 
“could  probably  ease  that”  at  least 
for  snapping  already-built  objects 
together  to  compose  applications, 
he  said. 

Many  uses 

“Today,  you  have  to  force  [Visual- 
Age  users]  to  change  their  lan¬ 
guage  if  they’re  not  using  Small¬ 
talk,  and  that  requires  a  lot  of  training,”  said 
C.  F.  Wong,  database  administrator  at  Bank  of 
Montreal  in  Toronto.  The  bank  was  a  beta  site 
for  the  Smalltalk-based  VisualAge  and  also 
plans  to  develop  a  pilot  application  with  the 
tool. 

Smalltalk  will  likely  be  used  for  most  of  Bank 
of  Montreal’s  object-oriented  programming  be¬ 
cause  of  its  flexibility  and  ease  of  use,  Wong 


said.  But  he  added  that  10%  to  20%  of  the  bank’s 
code  may  be  written  in  C  +  +  to  take  advantage 
of  that  language’s  higher  performance  capabil¬ 
ities,  and  having  a  C  +  +  version  of  VisualAge 
“would  be  beneficial.” 

Judith  Hurwitz,  president  of  Hurwitz  Con- 
sultingGroup,  Inc.  in  Watertown,  Mass.,  agreed 
that  putting  VisualAge  on  top  of  C  +  +  might 

VisualAge,  page  124 


Commentary 


Michael  Gentle 

Technology  is 
no  solution 

With  the  current  fixation  on  client/server  as  the  be-all 
and  end-all  of  ou  r  efforts  for  the  ’90s,  it  is  all  too  easy  to 
forget  that  client/server  is  really  about  technology,  and 
technology  by  itself  never  solved  anyone’s  problems. 

Business  problems  are  owned  by  people  (users)  and 
solved  by  people  (IS) .  For  client/server  to  be  successful, 
two  “people”  issues  first  need  to  be  addressed:  ensur¬ 
ing  that  users  correctly  specify  business  problems  and 
that  information  technologists  place  more  emphasis  on 
software  engineering  than  on  the  underlying  technol¬ 
ogy.  Poor  definition  of  business  problems  is  far  and 
away  the  major  culprit  when  projects  fail  to  deliver. 

The  ripple  effect  of  incorrect  and  incomplete  require¬ 
ments  through  the  life  of  an  application  is  the  major  con¬ 
tributor  to  our  legendary  woes:  high  costs,  low  returns, 
eternal  maintenance,  dissatisfied  users. 

As  a  profession,  we  have  much  to  contribute  to  this 
sorry  state  of  affairs,  mainly  by  persisting  in  believing 
—  despite  ample  evidence  to  the  contrary  —  that  a  sim¬ 
ple  interview  between  user  and  analyst  is  sufficient  to 
determine  requirements;  then  documenting  those  re¬ 
quirements  in  IS-speak;  and  finally,  thinkingthat  a  sign- 


off  on  the  bottom  of  the  page  means  that  those  require¬ 
ments  correspond  to  reality.  This  over-the-wall  rela¬ 
tionship  needs  to  be  replaced  by  a  meaningful  dialogue. 

A  proven  way  out  of  this  situation  is  to  make  joint  ap¬ 
plication  design  ( JAD)  the  cornerstone  of  any  dealings 
with  users  in  the  initial  phase  of  a  proj¬ 
ect,  whether  you’re  building  a  new  sys¬ 
tem  or  buying  a  package.  JAD  sessions 
will  walk  users  through  their  business 
problems  in  a  structured  way,  with  an 
appropriate  emphasis  on  data  and  busi¬ 
ness  rules.  Without  a  solid  data  founda¬ 
tion,  client/server  is  doomed  to  failure. 

JAD  makes  users  active  participants 
with  a  personal  stake  in  the  final  out¬ 
come  instead  of  passive  customers  with 
an  eye  on  the  contract. 

Engineers  wanted 

Contrary  to  popular  belief,  CASE  is  not 
dead.  It  simply  went  underground  until 
people  became  smart  enough  to  sepa¬ 
rate  the  discipline  from  the  tools.  In  or¬ 
der  to  be  computer-aided,  you  first  need 
to  be  a  software  engineer  (a  fool  with  a  tool  is  still  a  fool) . 
IS  can  be  likened  to  an  engineering  discipline  with  a 
body  of  basic  skills  (data  modeling,  process  modeling, 
etc.)  independent  of  the  underlying  technology  (big 
iron,  client/server). 

Through  the  70s  and  ’80s,  we  have  been  able  to  get 
away  with  an  artisan  approach  to  software  develop¬ 
ment,  mainly  because  we  dealt  with  a  single  vendor  and 
had  control  over  our  hardware  and  software.  We  could 
hardwire  business  logic  into  our  solutions  and  still 


manage  to  tweak  our  way  out  of  trouble.  Quality,  met¬ 
rics  and  the  production  process  were  terms  reserved 
for  the  auto  industry. 

In  the  ’90s,  however,  the  name  of  the  game  is  compo¬ 
nents.  Multiple  hardware  and  software  solutions 

abound.  Bare-bones  programming  is 
out;  code  generation  is  in.  Inexpensive 
packages  and  tools  favor  a  Kleenex  ap¬ 
proach  to  IS,  at  the  possible  expense  of 
correctly  understood  requirements. 
Before  you  glue  all  those  pieces  togeth¬ 
er,  you’d  better  be  sure  you  understand 
the  business  problem  and  the  proposed 
solution  in  software  engineering  terms 
—  mainly  via  a  sound  data  foundation. 
The  best  SQL  inquiry  tool  is  not  going  to 
be  of  much  help  if  the  required  data  is 
incoherently  located  across  applica¬ 
tions  and  does  not  conform  to  the  rules 
of  the  business. 

To  function  in  such  an  environment, 
information  technologists  need  to  be 
schooled  in  the  discipline  of  software 
engineering  and  must  possess  the  basic 
skills  that  sit  atop  any  technological  solution:  the  use  of 
formalized  software  engineering  methods,  adequately 
supported  by  CASE  technology. 

Without  this  emphasis  on  quality  through  design  and 
a  standardization  of  the  production  process,  client/ 
server  stands  every  chance  of  becoming  a  hopelessly 
entangled  technological  mess. 


Gentle  is  a  project  manager  at  SmithKline  Beecham  Pharmaceu¬ 
ticals  in  Paris. 


Joint 

application 
design  makes 
users  active 
participants 
with  a 
personal 
stake  in  the 
final 

outcome. 
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In  the  past,  you  relied  on  your  technology  supplier  to  do  just  that  —  supply  technology,  then  go  away.  But  today  is 
different  than  yesterday.  And  tomorrow  will  be  more  different  still.  °  It's  time  to  think  outside  the  box.  You  need  a 
partner  who  will  take  you  to  the  next  generation  of  information  technology.  To  boldly  go  where  no  company  has  gone 
before.  °  We'd  like  to  introduce  you  to  Inacom.  Besides  being  one  of  the  nation's  leading  providers  of  information 
technology  products  —  PCs,  LANS,  telecommunications  —  our  high-end  services  can  make  you  a  star.  Simply  put, 
you  leverage  our  buying  power,  financial  strength,  our  experience  to  your  competitive  advantage,  o  Think  of 
where  you  want  to  go.  Then  think  of  Inacom.  Almost  $2  billion  strong.  Everything  from  consulting  services  to 
delivering  fully  configured  computers  to  your  desktop.  Over  1400  locations  nationwide.  All  ready  to  help  you 
design,  develop,  implement,  and  maintain  information  systems  today,  tomorrow,  and  for  many  tomorrows  to  come. 
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Vendor  gives  users  edge  on  software  bugs 


Software  Edge  uses  E-mail  to  track  problems 


By  Melinda-Carol  Ballou 


For  developers  seeking  links  to  corpo¬ 
rate  electronic-mail  systems  for  notices 
on  software  problems  or  updates  about 
repairs,  The  Software  Edge,  Inc.  in  Colo¬ 
rado  Springs  announced  late  last  month 
a  new  version  of  Defect  Control  System 
(DCS). 

Version  2.1  links  DCS’  automatic  inter¬ 
nal  mail  system  to  E-inail  systems  from 
Microsoft  Corp.  and  Lotus  Development 
Corp.  via  the  new  DCS  Mail  Server  (see 
chart).  Version  2.1  also  integrates  DCS 
with  Intersolv,  Inc.’s  PVCS  configuration 
management  system,  which  lets  develop¬ 
ers  better  manage  and  track  software 
bugs  and  solutions,  company  officials 
said. 

Getting  to  corporate  E-mail  is  an  im¬ 
portant  issue  at  some  organizations.  Mi¬ 
chele  Vaughn,  project  manager  at  MCI 
Communications  Corp.’s  Colorado 
Springs  office,  said  her  group  cares 
about  mail  support.  “All  of  our  communi¬ 
cation  is  done  by  MCI  Mail,  and  [Lotus’] 
Cc:Mail  is  goingto  have  integration  with 
MCI  Mail,”  she  said. 

While  other  groups  at  MCI  have  al¬ 
ready  brought  DCS  in,  Vaughn’s  group 


previously  handled  all  software  prob¬ 
lems  via  MCI  Mail.  Reports  had  to  be  han¬ 
dled  manually. 

“With  DCS,  we  will  easily  be  able  to 
track  defects”  and  run  reports  so  that 
they  can  tell  end  users  when  specific  bug 
repairs  will  be  available,  she  said. 

DCS  2.1  incorporates  a  range  of  fea¬ 
tures,  including  support  for  graphical  de¬ 
piction  of  critical  data  related  to  soft¬ 
ware  problems.  DCS’  reporting  tools 
identify  defect-prone  code  modules  so 
that  action  can  be  taken  early  to  remedy 
major  problems,  company  officials  said. 
And  changes  are  documented  in  one  op¬ 
eration,  notifying  team  members  imme¬ 
diately  when  any  changes  are  made. 
Records  are  linked  by  an  audit  trail  de¬ 
tailing  who  did  what  to  a  piece  of  code 
and  when. 

Quick  diagnoses 

Team  members  can  also  open  a  problem 
report  to  see  what  code  changes  were 
made  to  resolve  a  problem.  This  lets 
quality  assurance  staffers  test  only 
those  areas  most  likely  to  be  affected  by 
changes  so  developers  can  quickly  pin¬ 
point  the  causes  of  newly  introduced 
problems,  company  officials  added. 


The  links  between  PVCS  and  DCS  will 
help  developers  better  manage  changes 
made  to  the  software  by  automating  the 
process,  users  said. 

“One  of  the  goals  in  our  company  is  to 
continually  improve  the  productivity  of 
our  developers,  and  we  believe  that  inte¬ 
gration  of  tools  such  as  DCS  and  PVCS 
helps  us  toward  that,”  said  John  Paul,  a 
systems  manager  at  Shared  Medical  Sys¬ 
tems  in  Paoli,  Pa.  “The  integration  of 
Cc:Mail  and  Microsoft  Mail  also  helps  us 
since  we  use  both  in-house.  We  see  this 
as  a  step  in  the  right  direction,  greatly  as¬ 
sisting  our  company  in  development.” 

Industry  analysts,  however,  said  Soft¬ 
ware  Edge  must  make  absolutely  clear  to 


companies  the  benefits  of  purchasing  a 
package  to  manage  the  process  vs.  re¬ 
taining  in-house  systems  that  most  cus¬ 
tomers  already  have  in  place. 

“The  penetration  of  third-party  pack¬ 
ages  in  this  market  is  fairly  small,”  said 
Kathy  Averbach,  an  analyst  at  Sentry 
Market  Research,  a  market  research 
firm  in  Northboro,  Mass.  “The  question 
is,  can  they  motivate  the  development 
community  to  look  outside  for  a  package 
in  this  time  of  fiscal  belt-tightening?” 

But  the  price  maybe  right.  DCS  Version 
2.1  is  priced  at  $495  for  a  single  license, 
and  the  DCS  Mail  Server  costs  $995  per 
license.  Both  products  are  scheduled  to 
ship  this  week. 


Australian  software  methods  may 
become  international  standards 


By  Peter  Young 


■  There  is  a  gathering  trend  toward 
the  swift  adoption  of  Australian  meth¬ 
ods  as  the  basis  for  international  soft¬ 
ware  productivity  standards.  Austra¬ 
lian  techniques  for  measuring  the 
productivity  of  software  development 
projects  could  win  acceptance  as  de 
facto  global  standards  as  early  as 
next  month. 

Developed  by  the  Australian  Soft¬ 
ware  Metrics  Association  (ASMA),  the 
standards  have  won  support  from  vital 
user  groups  in  the  U.S.  and  Britain,  ac¬ 
cording  to  Terry  Wright,  a  member  of 
ASMA’s  steering  committee. 

“What  we  are  talking  about  here  is  a 
global  de  facto  standard  for  measuring 
the  quantitative  output  of  software  de¬ 
velopment  projects,”  said  Wright,  who 
is  also  a  software  development  project 
manager  for  the  Victorian  govern¬ 
ment. 

Proof  in  the  pudding 

During  the  past  four  years,  ASMA  has 
refined  its  “software  ladder”  method 
of  ranking  user  projects  according  to 
their  delivery  rates  based  on  the  time 
taken  to  generate  one  function  point  of 
software. 

“Our  standard  has  been  back  to  in¬ 
dustry  for  review  and  changes  three 


times,  and  it  works,”  Wright  said. 
“That  is  the  reason  the  U.S.  and  Britain 
have  decided  to  discard  theirs  and  use 
ours  exclusively.” 

He  predicted  that  its  approval  as  the 
long-sought  de  facto  international 
standard  would  emerge  from  an  inter¬ 
national  workshop  to  be  held  this  week 
in  Melbourne,  Australia. 

“The  whole  purpose  of  the  workshop 
is  to  agree  what  the  standard  is 
and  what  the  format  will  be  for 
maintaining  it  in  the  fu¬ 
ture,”  Wright  said. 

Software  project  man¬ 
agers  interested  in  a  crash 
course  in  developments 
should  attend  a  half-day, 
joint  seminar  sponsored 
by  ASMA  and  the  Austra¬ 
lian  Computer  Society  and 
scheduled  for  June  29,  ac¬ 
cording  to  Wright. 

Conflicting  views 

Wright  declined  to  speculate  on 
whether  the  standards  would  lead  to 
growing  conflict  with  benchmarking 
vendors  tied  to  their  own  proprietary 
methods. 

Arthur  Gilbert,  a  specialist  at  BIS 
Shrapnel,  said  such  conflict  already 
exists.  “At  the  end  of  the  day,  there  are 
two  ways  of  benchmarking.  There  is 
the  top-down  perspective,  which  we 


have,  and  the  bottom  up,  which  ASMA 
takes,”  he  said.  “If  it  were  a  car  fleet, 
our  approach  would  be  from  the  fleet 
manager’s  viewpoint  and  ASMA’s 
would  be  that  of  the  engineers  and 
maintenance  people.” 

Beneficial  for  all 

Globally  accepted  international  stan¬ 
dards  for  the  software  development 
process  are  for  the  common  good, 
Wright  said.  They  would  make  pos¬ 
sible  meaningful  comparisons  of 
software  productivity  on  a 
worldwide  basis. 

ASMA’s  “ladder”  is  created 
by  interviewing  a  range  of 
organizations  to  uncover 
best-  and  worst-practice 
benchmarks  against 
which  other  users  can 
measure  their  own  proj¬ 
ects.  The  next  release  of 
ASMA’s  ladder,  due  out 
next  month,  will  include 
smaller  organizations  for  the  first 
time,  Wright  said. 

“We  have  shifted  from  the  big  main¬ 
frame  projects  to  include  smaller  ones 
that  are  using  tools  such  as  object- 
oriented,”  Wright  added.  There  are  a 
number  of  projects  coming  in  now  that 
are  breakingnew  ground.” 


You  ng  writes  for  Computerwor Id  Australia. 


Briefs 


Client/server  support 

Andersen  Consulting’s  foundation  soft¬ 
ware  organization  announced  the  avail¬ 
ability  of  Foundation  for  Cooperative 
Processing  Version  2.0-LP.  This  tool, 
which  has  a  Unix-based  repository,  was 
created  jointly  with  Hewlett-Packard 
Co.  and  can  scale  up  to  support  hundreds 
of  client/server  developers. 

Acquisition  made 

Knowledge  Ware,  Inc.  has  acquired  sev¬ 
eral  products  from  Clear  Access  Corp. 
in  Fairfield,  Iowa,  a  leading  vendor  of 
desktop  query  and  reporting  systems  for 
Windows  and  Macintosh  platforms.  As  a 
result  of  the  agreement,  Knowledge  Ware 
acquired  Clear  Access,  a  graphical  tool 
for  database  queries  and  reporting,  and 
ClearManager,  a  client/server  manage¬ 
ment  tool  for  monitoring,  controllingand 
supporting  data  access  activities. 

Japanese  distributor  chosen 

Interactive  Development  Environ¬ 
ments,  Inc.  announced  that  Tokyo- 
based  Nichimen  Data  Systems,  a  sub¬ 
sidiary  of  Nichimen  Corp.,  will  be  the  first 
and  exclusive  distributor  in  Japan  of  In¬ 
teractive  Development  Environments’ 
Software  through  Pictures  for  Object 
ModelingTechnique.  The  two  companies 
forecast  that  sales  of  the  product  in  Ja¬ 
pan  this  year  will  reach  $2  million,  includ¬ 
ing  both  the  English  and  Japanese  ver¬ 
sions. 
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According  to  Software  Magazine,  the  IEF™  for 
Client/Server  was  ranked  highest  in  ability  to  address 
client/server  application  development  needs. 

And  while  this  particular  study  was  for  UNIX®- 
based  tools,  it’s  reassuring  to  note  that  the  IEF  for 
Client/Server  performs  well  in  virtually  every 
environment. 

In  fact,  its  powerful  capabilities  in  the 
Windows™  environment  encouraged  Microsoft®  and 


As  revolutionary 
for  information 
systems  as  notes 
were  for  music,. 


Texas  Instruments  to  join  in 
developing  an  object-oriented, 
component-based  standard  for  client/server  applications. 

For  the  latest  IDC  report  on  client/server 
trends,  as  well  as  for  more  information  about  what 
the  IEF  for  Client/Server  can  do  for  your  business, 
call  1-800-336-5236,  Ext.  1439. 

We’ll  show  you  the  kind  of  performance  that 
leaves  everybody  else  playing  second  fiddle. 


EXTENDING  YOUR  REACH™ 

Texas 

Instruments 
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trademark  of  Microsoft  Corporation.  IEF  and  “Extending  Your  Reach”  are  trademarks  of  Texas  Instruments.  ©  1994  TI. 


The  SAS  System  for  Information  Delivery 
is  a  new  concept  in  client/server  software.  It 
provides  workable  strategies  for  overcoming 
the  barriers  that  stand  between  people  and 
the  information  they  need.  For  instance,  the 
SAS  System  strategy  for  universal  data 
access  makes  it  easy  to  reach  all  your 
diverse  “islands  of  information”—  including 
host  svstem  files,  flat  files.  %%%%%%% 


An  exclusive  MultiVendor  Architecture 
is  behind  the  SAS  System’s  strategy  for 
hardware  independence.  Applications 
run  the  same  way  across  PCs,  workstations, 
and  host  systems  —  making  true  client/server 
computing  a  reality  while  exploiting  the 
particular  strengths  of  each  platform. 

Address  the  needs  of  users  at  every  level 
with  the  SAS  System’s  strategy  for  interface 
versatility.  An  EIS  interface  puts  decision 
makers  in  command  of  the  facts— when  they 
need  them.  There’s  also  a  task-oriented 
menu-driven  interface  for  business 
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analysts... plus  object-oriented  and  full- 
function  programming  environments  for 
applications  developers. 

The  SAS  System’s  applications 
integration  strategy  provides  one  seamless 
solution  for  virtually  any  application  that 
involves  accessing,  managing,  analyzing,  or 
presenting  data.  Choose  integrated  tools  for 
decision  support,  reporting,  financial  %  %  « 
analysis,  market  research,  project 
management,  quality  improvement, 
and  more.  All  backed  by  SAS  Institute  % 

Inc.,  a  vital  force  in  the  information 


Parker  Equipment  &  Services 
U.S.  Regional  Territories 


Southeast  Sales  Territory 
Manager.  Mr.  JJS.  Aten 
Target  Sales  -  $1 2  Million 
Local  Offices  -  4 
YTD  Sales  *=  $600,000 


industry  with  a  strong  commitment  to 
helping  you  succeed  —  and  an  unrivaled 
dedication  to  training,  documentation, 
technical  support,  and  consulting  services 
See  for  yourself  how  the  SAS  System 
of  software  brings  out  the  best  in  your 
hardware  and  the  people  who  use  it.  Just 
give  us  a  call  at  919-677-8200  for  a  free 
video,  plus  details  about  a  free  software 
evaluation. 
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Spend  some  time  with  Leo  Collins  from  PacifiCare  Health 
Systems  and  learn  more  about  client/server  computing. 

Call  1-800-343-6474  or  fax  (508)  626-2705  and  get  a  FREE  issue  of 
Computerworld  Client/Server  Journal *  featuring  an  in-depth  look 
at  how  PacifiCare  Health  Systems  and  other  successful 
companies  are  moving  toward  client/server. 

Supplies  are  limited,  so  call  today. 

*U.S.  Computerworld  subscribers  receive  Computerworld  Client/Server 
Journal  quarterly  as  part  of  their  paid  subscription. 
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Bachman  targets  high-end  client/server  with  Ellipse 


By  Melinda-Carol  Ballou 


Bachman  Information  Systems,  Inc.  ear¬ 
lier  this  month  introduced  a  new  version 
of  the  scalable  client/server  develop¬ 
ment  tools  that  it  acquired  from  Cooper¬ 
ative  Solutions,  Inc.  last  year. 

This  move  had  been  expected  [CW, 
June  6],  Industry  analysts  and  early  us¬ 
ers  said  the  new  version,  a  Windows  ver¬ 
sion  of  Ellipse,  is  likely  to  allow  users  to 
create  higher-end,  more  transaction¬ 
intensive  client/server  applications. 

Cooperative  Solutions  “was  doing  re¬ 
liable  client/server  on  the  LAN  before 
anyone  else  knew  what  it  was.  And  if  you 
look  at  robustness,  they  have  a  shot,” 
said  Judith  Hurwitz,  president  of  Hur- 
witz  Consulting,  Inc.,  a  Watertown, 
Mass.,  consulting  firm.  “They  have 
thought  through  issues  that  their  com¬ 
petitors  haven’t  considered  and  went 
through  hell  being  the  hot  company  in  the 
market  too  early.  Now  that  they  are  part 
of  the  larger  infrastructure  [at  Bach¬ 
man],  there  is  an  opportunity  for  them.” 

Scalability  is  essential 

As  corporations  move  from  early  pilot 
projects  to  more  mission-critical,  com¬ 
plex,  transaction-intensive  applications, 
the  ability  for  tools  to  scale  up  to  support 
such  development  is  key,  according  to  de¬ 
velopers  and  analysts. 

Developers  at  Roseville  Telephone  Co. 
in  Roseville,  Calif.  —  a  beta  user  of  the 
new  Windows  version  of  Ellipse  —  are 
doing  early  work  for  the  company’s  bud¬ 
get,  order-entry  and  customer  records 
applications.  These  systems  run  about 
5,000  transactions  per  hour,  accordingto 
Bill  Scharffenberg,  a  senior  analyst  at 
the  company. 

“We  were  looking  to  make  better  use 
of  our  desktop  capabilities  and  to  pro¬ 
vide  a  [graphical  user  interface]  to  the 
data.  Users  kept  asking  us  for  the 
same  type  of  things  they  see  on  their 
PC,”  Scharffenberg  said.  “We’re  sitting 
down  with  our  users  and  rethinking  how 


Briefs 


CFO  appointed 

Business  Objects,  Inc.,  a  Cuperti¬ 
no,  Calif.,  developer  of  client/ 
server  data  access  products,  earli¬ 
er  this  month  announced  the  ap¬ 
pointment  of  Robert  Verheecke  as 
chief  financial  officer.  Verheecke 
was  most  recently  CFO  at  Net- 
Frame  Systems,  Inc.,  a  computer 
systems  manufacturer  in  Milpitas, 
Calif. 

Change  at  the  top 

Trinzic  Corp.  announced  that 
Frank  Chisholm  resigned  as  presi¬ 
dent  to  pursue  other  business  in¬ 
terests.  Chief  Executive  Officer 
Jim  Gagnard  will  take  over  that 
job. 


we  do  business.” 

Before  choosing  Ellipse,  Scharffen¬ 
berg  went  through  150  case  studies  for 
client/server  and  evaluated  several  tools 
during  an  18-month  period.  He  chose  El¬ 
lipse  primarily  because  of  the  way  it  han¬ 
dles  transactions  and  allows  for  opti¬ 
mized  performance  due  to  application 
partitioning,  he  said. 


Hurwitz  was  also  impressed  with  the 
ability  to  “pull  the  plug  on  a  transaction 
and  recover  it,”  she  said.  “Very  few  envi¬ 
ronments  can  claim  that.  The  good  news 
for  them  is  that  the  market  may  now  be 
at  a  place  where  it  needs  and  appreciates 
those  capabilities.” 

Ellipse  will  ship  in  the  third  quarter 
with  clients  for  development  and  produc¬ 


tion  on  Windows  or  OS/2  connectingover 
Novell,  Inc.  or  TCP/IP  networks  to  Sy¬ 
base,  Inc.’s  SQL  Server  and  IBM's  DB/2. 
The  product  will  be  offered  at  an  intro¬ 
ductory  price  of  $12,500  for  the  reposi¬ 
tory  and  $1,999  per  development  license 
until  Dec.  31.  After  that,  prices  will  in¬ 
crease  to  $15,000  and  $3,500,  respect¬ 
ively. 
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Networks  Expo  Dallas 
September  20  -  22, 1994 
Dallas  Convention  Center 
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you’ll  find  IT  at 
Networks  Expo”  Dallas. 

Previously  known  as  NetWorld ® 


The  #1  Networking  Event  in  the  Industry 

Hundreds  of  vendor  exhibits,  the  latest  networking 
products  and  thousands  of  live  product  demonstrations. 

Corporate  Educational  Program 

Seminars  led  by  the  industry’s  top  experts  in  the  areas 
of  Network  Management,  Client/Server,  Internet, 
Mobile/Wireless,  Enterprise,  ATM,  E-Mail, 
Reengineering,  Desktop  and  Reseller/Channel  Marketing. 

CNEPA  Free  Hands-on  Labs  MlJiaPAl 

Training  sessions  in  state-of-the-art  technologies  such 
as  Windows  NT,  WordPerfect  Office  4.0,  ENS  for 
NetWare,  LotusNotes,  NetWare  3.12  Messaging, 
NetWare  4.0  and  much  more. 

Messaging  Pavilion 

Sponsored  by  ICFA  (International  Computer  Fax  Association) 
Highlighting  the  convergence  of  e-mail,  fax,  document 
management,  imaging  and  voice  technologies. 

Mobile  Computing  Pavilion 

Spotlighting  the  emergence  of  mobile/wireless  computing 
technology  as  the  fastest  growing  market  in  the  industry. 

Pavilion  for  NetWare®  Solutions  Products 

Showcasing  the  NetWare  platform  and  its  many 
companion  products. 

Technical  Solutions  Presentations  (TSPs) 

Live  software-based  applications,  featuring  ATM, 
Network  Management,  Client/Server  and  Groupware. 

ShowNet®  System 

The  ultimate  interactive  network  connecting  you  to  the 
show  floor  and  the  world. 

Dallas. 

The  Event  that 
Inspired  an  Industry. 

Call  today  for  Attendee 
or  Exhibitor  Information 

800-829-3976,  ext.  9564 

or  mail/fax  the  coupon  for  more  information. 


—  ill 
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The  International  Powerhouse  in  Information  Technology. 

Fort  Lee  Executive  Park,  One  Executive  Drive.  Fort  Lee,  NJ  07024 
800-829-3976  201-346  1400  Fax  201-346-1602 
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The  EDS  corporation,  working 
for  the  World  Cup  soccer  organ¬ 
ization,  had  an  enormous  task 
ahead  of  them.  They  needed  to 
quickly  design  an  information 
system  to  supply  coverage  and 
scores  to  the  fans  of  what  is  argu¬ 
ably  the  world’s  most  popular 
sport.  In  addition,  their  broadcast 
communications  center  would 
be  home  for  3,500  visiting  broad¬ 
casters  for  almost  two  months. 
And  although  the  time  was 
tight,  there  was  the  additional 
pressure  of  knowing  soccer 
fans  do  not  take  errors  lightly.  ^ 
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In  overtime,  the  save  came  from 
Cisco  Systems.  Cisco  routers, 
combined  with  the  expertise  of 
EDS,  provided  the  perfect  way 
to  deal  with  the  mind  boggling 
array  of  information  needs  pre¬ 
sented  by  World  Cup  soccer. 

The  Cisco  routers  offer  impres¬ 
sive  flexibility,  so  any  number 
of  protocols  and  interfaces  can 
be  used.  In  particular,  Ciscos 
switched  link  activation  handles 
overflow  traffic  when  dedicated 
circuits  overload — crucial  for 
when  the  action  heats  up.  After 
all,  soccer  journalists  aren’t  known 
to  suffer  fools  gladly,  either. 


Don  LeBeau 

Computerworld  Advertiser 
Since  1992 
Vice  President,  Sales 
Cisco  Systems,  Inc. 
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Application  Development 


Wintriss  Engineering  Corp.  has  an¬ 
nounced  the  Turbo  C30-II  Document 
Storage  Processor  (DSP)  Development 
Board. 

According  to  the  San  Diego  firm,  when 
combined  with  Tartan,  Inc.’s  C  +  +  pack¬ 
age,  the  product  provides  direct  access 
to  C30  hardware,  symbolic  source  and 
machine-level  debugging,  compatibility 
with  third-party  libraries  and  object-ori¬ 
ented  programming. 

The  Turbo  C30-II  DSP  Development 
Board  plugs  into  a  PC/AT  16-bit  bus,  pro¬ 
vides  data  transfer  rates  of  up  to  4.2M 
byte/sec.  and  operates  at  33-  and  40-MHz 
clock  rates. 

Prices  start  at  $1,595. 

^  Wintr  iss  Engineering 

(619)550-7300 


National  Instruments  has  announced 
the  LabView  SPC  Tool  Kit,  a  virtual  in¬ 
strument  library  for  statistical  process 
control  applications. 

According  to  the  Austin,  Texas, 
company,  the  product  contains  virtual  in¬ 
struments  that  integrate  statistical  anal¬ 
ysis  of  processed  data  into  the  LabView 
data  acquisition  and  control  environ¬ 
ment. 

The  LabView  SPC  Tool  Kit  includes 
control  charts,  process  capability  analy¬ 
sis  and  pareto  analysis. 

The  product  can  analyze  control  chart 
data  andcheck  for  several  run  rules.  It  al¬ 
lows  users  to  enable  or  disable  individ¬ 
ual  rules. 

The  LabView  SPC  Tool  Kit  costs  $495. 

►  National  Instruments 

(512)  794-0100 


VisualAge 

CONTINUED  FROM  PAGE  113 

help  defang  the  language  “if  it’s  a  well- 
designed  environment.”  But  users  would 
still  have  to  drop  down  into  native  C  +  + 
to  design  and  build  objects,  she  said. 

Smalltalk  is  picking  up  momentum  in 
the  market  as  an  easier  migration  path 
for  programmers  accustomed  to  work¬ 
ing  in  Cobol,  but  it  has  scalability  prob¬ 
lems  that  push  some  users  toward  C  + +, 
Hurwitz  said.  “People  get  real  particular 
and  sort  of  religious  about  languages.” 

Robert  LeBlanc,  manager  of  applica¬ 
tion  development  technology  at  IBM’s  To¬ 
ronto  software  lab,  said  VisualAge’s  GUI- 
based  composition  editor  will  still  be 
written  in  Smalltalk,  “but  that’s  going  to 
be  hidden  from  the  user.  What  you’ll  see 
is  the  C  +  +  environment.  You  won’t  see 
what  the  underpinningis.” 

The  look  and  feel  of  the  composition 
editor  will  be  identical  in  all  of  the  Visual- 
Age  implementations,  but  users  could 
get  to  their  language  of  choice  to  create 
objects,  added  John  Swainson,  director 
of  application  development  marketingat 
!  B  \  The  C  +  +  version,  likely  to  be  called 
Vi.-:  i  ale  Set  +  +  ,  should  be  ready  for  beta 
iestinglate  this  year,  he  said. 


Harris  Corp.  has  introduced  NightProbe 
and  NightSim,  graphical  tools  that  re¬ 
duce  the  software  development  time  and 
labor  costs  associated  with  designing, 
building  and  maintaining  training  simu¬ 
lators  and  other  complex  real-time  sys¬ 
tems. 

Accordingto  the  Fort  Lauderdale,  Fla., 
company,  the  products  are  part  of  the 
NightStar  development  environment,  an 
integrated  tool  set  that  lets  developers 
analyze  and  diagnose  system  design  is¬ 


sues.  NightProbe  provides  real-time 
monitoring,  altering  and  recording  of 
program  data,  according  to  the  compa¬ 
ny. 

Accordingto  Harris,  NightSim  lets  us¬ 
ers  build  and  monitor  real-time  applica¬ 
tions  that  require  scheduled  process  ex¬ 
ecution  patterns. 

NightProbe  costs  $2,000  and  NightSim 
costs  $5,000. 

► Harris 

(305)974-1700 


Techbridge  Technology  Corp.  has 
announced  Techbridge  Builder,  a  graph¬ 
ical  user  interface,  client/server,  object- 
oriented  application  development  envi¬ 
ronment  for  IBM’s  OS/2  operating  sys¬ 
tem. 

According  to  the  North  York,  Ontario, 
company,  the  product  lets  users  create 
workplace  applications  involving  drag- 
and-drop  operations  and  enterprisewide 
database  access. 

Techbridge  Builder  provides  standard 
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Application  Development 


Cobol  and  SQL  support,  objectization  of 
data,  visual  programming  and  business 
graphics  support. 

Developers  can  test  individual  compo¬ 
nents  as  they  are  built,  test  groups  of 
components  or  test  the  entire  applica¬ 
tion. 

Prices  start  at  $4,995. 

►  Techbridge  Technology 

(416)222-8998 


Blvth  Software,  Inc.  has  announced 


Omnis  7\  an  enterprisewide  client/ 
server  application  development  environ¬ 
ment. 

According  to  the  Foster  City,  Calif., 
firm,  the  product  features  true  portabil¬ 
ity,  allowing  developers  to  create  an  ap¬ 
plication  once  and  then  deploy  it  on  a 
wide  range  of  platforms. 

Omnis  T  provides  an  enhanced  data 
access  architecture,  extended  middle¬ 
ware  support,  a  developer’s  workbench, 
a  SQL  object  browser,  a  SQL  form  builder 


and  a  graphing  tool. 

The  developer’s  workbench  lets  users 
create  and  manage  all  objects  required 
in  front-  and  back-end  client/server  ap¬ 
plications. 

Prices  start  at  $5,000. 

►  Blyth  Software 

(415)571-0222 


Advanced  Visual  Systems,  Inc.  has 
announced  AVS/Express,  a  multiplat¬ 
form  application  development  environ¬ 


ment.  The  Waltham,  Mass.,  company, 
said  AVS/Express  is  a  stand ards-based 
environment  designed  for  developing 
technical  applications  with  interactive 
visualization  and  graphics  functions. 

The  product  includes  visual  program¬ 
ming,  component  technology  to  enable 
rapid  prototyping  and  adatavisualizer. 

End  users  can  add  interfaces,  graph¬ 
ics,  imaging  or  visualization  features  to 
applications. 

Prices  start  at  $18,000. 

► Advanced  Visual  Systems 

(617)890-4300 


Reality 


INQUIRING  MINDS 
WANT  TO  KNOW. 


Alsys,  Inc.  and  Motorola,  Inc.  have 
announced  RISCAda  SPARCx68K  and 
RISCAda  Triad,  Ada  development  envi¬ 
ronments  that  support  Motorola’s 
MVME 162  processor  boards. 

According  to  Alsys  in  Burlington, 
Mass.,  the  products  feature  an  X  Window 
System-based  graphical  user  inter¬ 
face  and  operate  on  Sun  Microsystems, 
Inc.  workstations  and  servers. 

RISCAda  SPARCx68K  lets  users  devel¬ 
op  embedded  applications  targetingsin- 
gle-processor  configurations  using  the 
standard  Ada  runtime  model. 

RISCAda  Triad  provides  integrated 
tool  and  application  support  facilities  for 
both  single-  and  multiple-processor- 
based  systems. 

Prices  start  at  $18,000  for  RISCAda 
SPARCx68K  and  $22,500  for  RISCAda 
Triad. 

^  Alsys 

(617)270-0030 


Why  do  problems  seem  to  grab  the  headlines  while 
solutions  go  unnoticed?  You  hear  lots  of  extravagant 
promises  headlining  this  or  that  software  as  the  solution 
to  C/S  application  development.  But  when  you  peel  away 
the  hype,  you  find  problems— not  the  promised  solution. 

So  why  should  you  believe  LBMS  when  it  says  Process 
Engineer  and  Systems  Engineer  are  real  solutions?  That 
these  software  products  for  building  and  developing 
client/server  applications  will  actually  let  you  do  what 
others  only  promise ? 

You  don't  have  to!  Instead,  call  1-800-345-LBMS  and 
hear  it  from  a  real  LBMS  satisfied  customer.  One  who 
has  found  out  what  LBMS  software  can  do  by  using  it. 

You’ll  find  out  that  Process  Engineer  is  active  process 
management  software  that  gives  you  step-by-step  guid¬ 


ance  for  building  client/server  applications.  Our  battle- 
proven  client/server  process  lets  you  do  in  hours  what 
previously  took  weeks  to  accomplish.  Process  Engineer 
brings  methodologies  to  life,  and  puts  you  on  the  path 
to  quality  by  allowing  you  to  customize  and  continually 
improve  processes. 

You’ll  find  out  that  Systems  Engineer  is  a  real-world 
client/server  CASE  tool— with  an  enterprise-strength 
repository.  It  will  give  you  bidirectional  integration  with 
tools  from  Powersoft,  Microsoft,  Gupta,  Sybase,  Oracle 
and  other  vendors.  And  it  provides  special  client/server 
GUI  design  techniques. 

Put  your  inquiring  mind  to  work!  Find  out  how  much  you 
can  do  with  applications  development  reality— right  now. 
Call  1-800-345-LBMS. 


SSLBMS 


Asta,  Inc.  has  announced  QA  C  +  +,  an 
automated  software  analysis  system 
that  aims  to  improve  portability,  main¬ 
tainability  and  reliability  of  C  +  +  source 
code.  It  also  calculates  and  reports  on 
more  than  40  different  metrics  to  mea¬ 
sure  and  document  the  quality  of  the 
source  code  and  its  object-oriented  de¬ 
sign.  Cost:  Starts  at  $6, 000.  Asta,  Nashua, 
N.H.  (603)  889-2230. . . .  Disk  Software, 
Inc.  has  announced  TG-CAD  Profession¬ 
al  Version  5.0  for  Windows  and  DOS,  a 
computer-aided  design,  manufacturing 
and  engineering  developer’s  kit.  Cost: 
$1,500  with  source  or  $995  without.  Disk 
Software,  Plano,  Texas  (214)  423-7288. 
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WHAT  HAPPENS 
WHEN  THREE  OF 
THE  WORLD’S 
LARGEST 

COMMUNICATIONS 

COMPANIES 


The  whole  world  STlX  turned.  on  its  ear. 


On  June  14,  Sprint,  Deutsche  Telekom,  and  France 
Telecom  announced  a  communications  partnership  of 
truly  global  importance.  Together,  these  three  partners 
have  over  $155  billion  in  combined  assets.  Over  $70 
billion  in  combined  annual  revenues.  And  serve  more 
than  290  countries  and  locations. 

As  a  result,  the  entire  world  will  be  able  to  benefit 
from  the  technological  leadership  and  the  global  reach 
of  Sprint,  DT,  and  FT,  three  of  the  world's  largest  com¬ 
munications  companies.  As  partners,  we  have  a  shared 
goal.  To  advance  and  simplify  the  ability  of  businesses 


and  consumers  to  communicate  around  the  world.  With 
our  technology,  and  our  combined  experience,  we  have 
everything  it  takes  to  make  this  goal  a  reality. 

We  will  provide  integrated  voice,  data,  and  video 
communications  services  to  large  and  small  businesses 
around  the  world.  At  the  same  time,  we  will  serve  the 
international  needs  of  consumers  and  other  telecom¬ 
munications  carriers. 

In  all,  this  is  news  that  can  literally  benefit  every¬ 
one  in  the  world.  And  you  won 't  have  to  wait  to  enjoy 
these  benefits.  You  can  be  there  now. 


Sprint 

Be  there  now. 


arc  property  of  thetr  respective  owners. «'  I9*M  Sprint  Communications  Company  L.P 


The  living  was  easy  for 
the  convenience  store 
industry  until  it  was 
clobbered  by  24-hour 
supermarkets  and 
shopping  clubs.  After 
years  of  neglecting 
technology,  can 
convenience  stores  use  it 
to  reclaim  the 
neighborhood? 

By  Julia  King 


or  two  decades,  convenience 
stores  were  growth  businesses, 
surefire  moneymakers  for  entre¬ 
preneurs  willing  to  put  in  long 
hours  ringing  up  premium  prices 
on  cigarettes,  soda  and  other 
commodity  items.  Then  came 
the  1990s  and  an  era  of  value¬ 
conscious  consumers. 

With  the  advent  of  wholesale  grocery  clubs 
and  24-hour  supermarkets,  the  ranks  of  mid¬ 
night  buyers  willing  to  pay  top  dollar  for  Pam¬ 
pers  or  Pepto-Bismol  began  to  dwindle.  South¬ 
land  Corp.  in  Dallas  (parent  company  of 
7-Eleven  Stores),  Phoenix-based  Circle  K  Corp. 
and  National  Convenience  Stores,  Inc.  in  Hous¬ 
ton  all  filed  for  bankruptcy. 

After  years  of  unbridled  growth,  the  market 
was  saturated,  and  in  1991  alone,  1,600  individ¬ 
ual  retail  stores  closed. 

To  avoid  the  same  fate,  thousands  more 
stores  are  now  struggling  with  new  pricing  and 
product  diversification  strategies,  including 
sellingbrand-name  fast  foods  such  as  Dunkin’ 


COUNTING  ON  CONVENIENCE 


The  convenience  store  industry  reached  its  zenith  in  1990,  with  more 
than  1,000  new  stores  built  that  year  and  a  combined  $ To  billion  in 
revenue.  Rut  the  industry  has  entered  a  new  era  recently,  with 
a  large  number  of  store  closings  nationwide. 


Source;  Gtnw  Oerke.  president  of  Gerke  ,t*  Associates,  Inc.,  n  retailing  consultancy  in  Columbia,  Mo. 


Donuts  baked  goods  and  becoming  the  least  ex¬ 
pensive  place  to  buy  milk  and  other  staples.  To 
reduce  costs,  improve  efficiency  and  bolster 
customer  service,  many  are  also  departing 
from  past  practices  and  making  aggressive  in¬ 
formation  technology  plans.  But  observers  say 
such  plans  must  be  exactingly  executed — and 
fast — if  many  of  the  stores  are  to  survive. 

“Convenience  retailingused  to  be  a  high- 
margin  business.  But  nowit’s  a  high-volume 
business,  which  means  stores  have  to  be  more 
productive  and  efficient,”  says  Gene  Gerke, 
president  of  Gerke  &  Associates,  Inc.,  a  retail¬ 
ing  consultancy  in  Columbia,  Mo.  “That’s  what 
they’re  looking  to  information  technology 
to  do.” 

Computer-based  point-of-sale  (POS)  scan¬ 
ning  systems  that  track  purchases  by  item  are 
dropping  in  price  all  the  time,  as  is  off-the-shelf 
labor-scheduling  and  accounting  software  de¬ 
signed  specifically  for  the  so-called  C-store  in¬ 
dustry.  But  historically,  few  companies  have 
employed  information  technology  other  than  to 
plan  store  layouts  or  pinpoint  high-traffic  loca- 

Catch-up  time,  page  128 


Total  convenience  stores  nationwide 


1989 

70,200 


1990 

71,200 


1993 


66,200 


COMPUTERWORLD  JUNE  27,  1994  127 


Management 


Catch-up  time 

CONTINUED  FROM  PAGE  127 

lions  for  new  stores  when  the  in¬ 
dustry  was  expanding.  Back  then, 
most  stores  were  making  plenty  of 
money  without  it. 

All  of  that  is  changing.  Informa¬ 
tion  technology,  and  scanningin 
particular,  is  viewed  by  many  in¬ 
dustry  observers  as  critical  for  C- 
stores  to  remain  competitive. 

Be  prepared 

But  convenience  stores  must  over¬ 
come  several  potential  stumbling 
blocks  to  actually  deploy  informa¬ 
tion  technology  on  a  grand  scale, 
among  them  the  absence  of  a  tra¬ 
dition  of  long-term  planning.  An¬ 
other  obstacle  is  an  “overall  lack 
of  discipline”  throughout  the  in¬ 
dustry,  according  to  John  Eul,  con¬ 
troller  at  convenience  retailer 
Honey  Farms,  Inc.  in  Worcester, 
Mass. 

Most  store  owners,  Eul  says,  are 
entrepreneurial  by  nature  and  in¬ 
clined  to  move  quickly  on  issues. 
Others  have  a  very  simplistic  view 
ofacomplexbusiness. 

“One  of  the  biggest  fallacies  in 
the  industry  is  that  scanningis 
easy,”  says  Eul,  who  also  serves  on 
the  research  and  technology  com¬ 
mittee  of  the  National  Association 
of  Convenience  Stores.  “In  reality, 
scanning  takes  a  lot  of  prepara¬ 
tion.  Because  of  the  discipline 
needed,  it  has  been  hard  to  get  off 
the  ground.” 

What  scanninghas  to  offer  C- 
stores  is  item-level  detail  about 
what’s  sellingand  what’s  not.  Con¬ 
venience  retailers  could  use 
scanned  data  as  large  grocery 
stores  do,  to  optimize  stock,  plan 
product  promotions  and  electroni¬ 
cally  order  replacement  inventory. 

But  before  any  of  this  can  hap¬ 
pen,  companies  must  develop  elec¬ 
tronic  price  books,  which  catalog 
price  and  unit-size  data.This  data 
must  match  data  scanned  from 
products  at  store  registers  to  en¬ 
sure  the  accuracy  of  back-office  in¬ 
voicing  and  accounting  systems. 
Also,  management  must  establish 


“Our  whole  IS 
strategy  is  based 
on  empowering 
store  associates 
and  eliminating 
their 

administrative 
load  so  they  can 
focus  more  on  the 
customer.” 

— Larry 
Issacson, 
director  of 
systems  and 
programming 
at  Wawa,  Inc., 
operator  of  512 
convenience 
stores  in  the 
mid-Atlantic 
states 


relationships  with  wholesalers 
willing  to  replenish  stock  in  small 
quantities.  And  store  employees 
and  managers  must  be  trained  on 
the  systems. 

Certain  companies  are  slowly 
taking  lead  positions  by  laying  the 
groundwork  for  integrating  scan¬ 
ning,  and  information  technology 
in  general,  into  day-to-day  opera¬ 
tions.  Among  them  is  Wawa,  Inc., 
an  $800  million  operator  of  512 
stores  in  the  mid-Atlantic  states. 

“Our  whole  IS  strategy  is  based 
on  empowering  store  associates 
and  eliminating  their  administra¬ 
tive  load  so  they  can  focus  more  on 
the  customer,”  says  Larry  Issac¬ 
son,  director  of  systems  and  pro¬ 
gramming. 

To  this  end,  Wawa  has  installed 
PCs  and  vertical  software  from 
Park  City  Group  (formerly  the 
Fields  Software  division  of  Mrs. 
Fields,  Inc.)  at  each  of  its  stores 
and  initiated  a  three-store  pilot 
program  in  preparation  for  mov¬ 
ing  all  stores  to  scanning  by  the 
end  of  1995.  Issacson  says  the  com¬ 
pany  tried  scanningin  1990  only  to 
find  it  couldn’t  support  it  without 
first  developing  and  implementing 
a  very  specific  retail  data  model. 

“Like  many  people,  we  kind  of 
wandered  into  [scanning]  and 
found  it  was  a  very  deep  pool,  ”  Is¬ 
sacson  says. 

A  detailed  account 

Sheetz,  Inc.,  a  165-store  chain 
based  in  Altoona,  Pa.,  has  also 
placed  PC-based  POS  systems  in 
several  stores  in  preparation  for  a 
move  to  scanning  and  item-level 
sales  reporting.  For  now,  the  com¬ 
pany  works  from  summary  sales 
reports,  which  are  uploaded  each 
night  from  the  store-based  PCs  to 
an  antiquated  Quantel  mainframe. 
In  six  months  this  will  be  replaced 
by  a  Unix-based  open  systems 
platform,  according  to  MIS  manag¬ 
er  George  Medairy,  whose  nine- 
person  IS  staff  is  also  developing 
an  executive  information  system 
that  will  furnish  managers  with 
data  from  all  functional  groups, 
such  as  sales  and  marketing. 

In  the  long  run,  Medairy  says, 
the  line-item  detail  that  scanning 


“Convenience 
retailing  used  to  be 
a  high-margin 
business.  But  now 
it’s  a  high-volume 
business,  which 
means  stores  have 
to  be  more 
productive  and 
efficient.  That’s 
what  they’re 
looking  to 
information 
technology  to  do.” 

—  Gene  Gerke, 
president  of 
Gerke  & 
Associates,  Inc., 
a  retailing 
consultancy  in 
Columbia,  Mo. 


provides  is  critical  to  all  of 
Sheetz’s  business  functions. 
Among  other  things,  the  informa¬ 
tion  will  enable  store  managers  to 
focus  on  what  motivates  consumer 
purchases  and  howto  staff  stores. 

The  goal,  Medairy  says,  is  to  en¬ 
able  store  managers  to  easily  col¬ 
lect  data  and  perform  “what-if” 
analyses. 

Working  out  the  glitehes 

Waltham,  Mass.-based  Store  24’s 
goal  is  much  the  same.  “Financial 
pressures  are  forcing  us  to  rede¬ 
fine  product  offerings  and  mix, 
which  scanningshould  help  us 
do,”  says  Paul  Doucette,  chief  fi¬ 
nancial  officer.  But  so  far,  scan¬ 
ning  hasn’t  had  large  payoffs  be¬ 
cause  many  of  Store  24’s  suppliers 
aren’t  set  up  to  use  the  system. 
This  has  been  a  major  barrier  to 
achieving  the  cost  efficiency  scan- 
ningwould  afford. 

“Larger  suppliers  like  Frito-Lay 
are  set  up,”  Doucette  says.  “The 
major  problem  is  with  smaller,  lo¬ 
cal  suppliers  of  items  like  pastries. 
The  integration  issue  still  hasn’t 
been  solved,  so  we’re  maintaining 
and  updating  our  price  book  on  a 
daily  basis.”  Getting  scanning 
down  cold  may  take  another  two 
years,  he  says. 

And  because  many  convenience 
retailers  are  still  in  the  testing 
phase  of  scanning  projects,  it  re¬ 
mains  to  be  seen  whether  technol¬ 
ogy  will  work  to  shore  up  eroding 
sales,  win  new  customers  and  win 
back  customers  who  now  travel  a 
few  blocks  farther  to  pay  lower 
prices  at  a  supermarket.  Gerke, 
for  one,  isn’t  very  optimistic. 

Compared  with  their  counter¬ 
parts  in  other  sectors  of  the  retail 
industry,  “C-stores  just  don’t  seem 
to  realize  how  much  is  involved 
with  scanning  and  [information 
technology]  in  general,”  he  says. 
“It’s  always  been  an  entrepre¬ 
neurial  industry,  one  that’s  not 
systematic  in  its  approach  to 
things.  So  it’s  definitely  going  to  be 
a  struggle.  Then  again,  they  really 
don’t  have  much  choice.”  ■ 


King  is  a  senior  editor  at  Computer- 
world. 


TOOLS  FOR  SURVIVAL 


Convenience  stores  are  expected  to  begin  implementing  information  technology  in  a  big  way  —  and  fast 


Stores  using  PC-based 
point-of-sale  terminals 


Stores  using  scanning 
technology 


90% 


1994 


1997 

estimates 


'  t  .  !.*  a  nates.  Inc..  ( otumbia,  Mo.,  surrey  of  28  companies  operating  a  total  of  more  than  18,000  convenience  stores 
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Dialing  for  deadbeats 

Delinquent  par ents  beware!  There’s  no  more  hiding  in  Massachusetts, 
as  that  state’s  Department  of  Revenue  uses  its  new  role  and  computer  technol¬ 
ogy  to  hunt  down  delinquent  child  support  providers. 


By  Alan  R.  Earls 


hen  Susan 

Brotchie,  a  single 
mother,  finally 
began  receiving 
regular  child 
support  pay¬ 
ments  from  her 
child’s  father,  “it 
was  like  winning  the  lottery,”  she  says. 

Under  the  traditional  system,  pay¬ 
ments  to  her  child  had  been  years  in  ar¬ 
rears,  and  the  likelihood  of  ever  getting 
paid  was  slim,  says  Brotchie,  who  is  also 
president  of  Advocates  for  Better  Child 
Support. 

But  Brotchie  lives  in  Massachusetts, 
where  a  new  state  Department  of  Reve¬ 
nue  (DOR)  collection  program  has  revo¬ 
lutionized  the  world  of  child  support  col¬ 
lections.  The  key  has  been  putting  the 
DOR,  not  welfare,  in  charge  of  collec¬ 
tions,  armed  with  its  database  of  taxpay¬ 
er  identification  information. 

“The  DOR’s  records  are  always  very 
accurate  now,  and  the  payments  come  in 
like  clockwork,”  Brotchie  says.  “Even 
when  the  child’s  father  changed  jobs,  the 
checks  started  again  right  away.” 

For  now,  Brotchie’ s  experiences  are 
still  unusual.  Nationally,  some  $20  billion 
is  owed  by  delinquent  parents  to  more 
than  17  million  children,  she  says.  How¬ 
ever,  with  more  aggressive  computer  use 
in  collections,  Brotchie’s  story  may  be¬ 
come  more  typical. 

Where  there’s  a  will 

Growing  collection  problems  and  a 
strain  on  assistance  program  budgets 
are  driving  the  effort  to  find  information 


technology  solutions  to  collection  meth¬ 
ods  and  fraud  detection,  according  to 
Robert  Melia,  director  of  strategic  plan¬ 
ning  for  the  Massachusetts  DOR. 

“Divorce  and  children  being  born  out 
of  wedlock  have  skyrocketed.  No  matter 
how  many  employees  an  agency  hires, 
they  would  never  have  enough  using  tra¬ 
ditional  methods,”  Melia  says. 

In  response,  the  commonwealth  of 
Massachusetts  reassigned  the  task  of 
chasing  delinquent  parents  to  its  DOR. 
This  has  enabled  the  state  to  use  its  tax 
ID  database  to  locate  “deadbeats”  quick¬ 
ly  and  track  them  if  they  change  jobs  and 
immediately  notify  the  new  employer. 


The  result:  In  two  years  the  state  has 
boosted  its  child  support  and  alimony 
compliance  rate  from  59%  to  78%,  Melia 
says,  while  “other  states  have  only  been 
able  to  show  a  1%  improvement  rate  per 
year.”  Those  efforts  earned  the  state 
awards  from  the  Ford  Foundation  and 
the  American  Management  Association. 

The  program  has  been  so  successful 
that  Massachusetts  has  invited  other 
states  to  access  its  database  to  help  with 
their  tracking  efforts,  and  it  has  asked  if 
it  can  access  available  databases  from 


other  states.  New  Hampshire  has  accept¬ 
ed  the  offer  and  is  in  the  process  of  draft¬ 
ing  a  formal  agreement  to  share  social 
services  and  revenue  department  infor¬ 
mation. 

Although  computers  are  key  to  the 
Massachusetts  system,  the  program  is 
not  really  “high  tech.”  Instead,  Melia 
says,  the  new  system  works  largely  be¬ 
cause  of  the  state’s  clout:  Employers  in 
Massachusetts  must  report  the  names 
and  social  security  numbers  of  those 
they  hire  within  two  weeks. 

“In  any  given  week  some  20,000  people 
are  hired,  and  about  800  of  them  owe 
child  support,”  Melia  says.  Now,  instead 
of  havingto  “physical¬ 
ly  grab  someone  and 
put  them  in  jail”  to 
compel  payment,  Me¬ 
lia  says,  it  is  a  simple 
matter  of  matching 
the  DOR  list  of  par¬ 
ents  owing  money 
with  incoming  em¬ 
ployer  data.  Then  an 
order  is  automatical¬ 
ly  issued  to  a  compa¬ 
ny’s  payroll  office  in¬ 
dicating  the  amount  the  company  must 
withhold  for  child  support. 

Melia  says  the  state  also  regularly  re¬ 
views  other  assets  it  is  privy  to,  including 
bank  accounts  and  tax  refunds,  and 
makes  similar  arrangements  to  move  the 
money  to  the  children  to  whom  it  legally 
belongs. 

Another  sophisticated  collection  tool 
on  the  horizon  is  a  program  that  uses  a 
commercial  artificial  intelligence  shell 
produced  by  Lockheed  Corp.  in  Calaba- 
sas,  Calif.  It  reviews  the  behavior  of  peo¬ 


ple  suspected  of  hiding  income.  “It  looks 
at  factors  like  the  kind  of  car  you  drive — 
from  Department  of  Motor  Vehicle 
records  —  and  provides  a  profile  of  those 
meriting  further  investigation,”  Melia 
says. 

The  greatest  tool,  however,  will  come 
from  states  sharing  their  databases, 
making  it  easier  to  track  deadbeats  im¬ 
mediately  as  they  move  around  from 
state  to  state  and  resurface  in  new  jobs 
and  homes.  ■ 


Earls  is  a  free-lance  writer  in  Franklin,  Mass. 


The  commonwealth  of  Massachusetts 
has  had  dramatic  success  in  tracking 
down  ‘‘deadbeats’’  through  a 
combination  of  computer  technology 
and  the  Department  of  Revenue’s  clout. 


Department  of  Revenue,  not 
welfare,  is  responsible  for 
tracking  delinquent  parents. 


All  employers  must  report 
name  and  social  security 
number  of  employees  within 
two  weeks  of  hire. 


State  matches  DOR  database 
of  parents  owing  money  with 
incoming  data  from  employers. 
An  order  is  automatically 
issued  to  a  company’s  payroll 
office  with  the  amount  it  must 
withhold  for  child  support. 


Nationally,  $20  billion  is 
owed  by  15  million  parents 
to  17  million  children. 


U.S.  Computer  Ser¬ 
vices  (USCS),  a  Sac¬ 
ramento,  Calif., 
transaction  manage¬ 
ment  and  billing  ser¬ 
vices  provider,  has 
announced  the  pro¬ 
motion  of  Scott 
Langdoc  to  the  new  position  of  vice  pres¬ 
ident  of  corporate  information  services 
a  nd  chief  information  officer.  His  promo¬ 
tion  is  part  of  a  restructuring  and  cen¬ 
tralization  of  USCS’  corporate  informa¬ 
tion  services.  He  will  report  to  the  office 
of  the  chairman.  Prior  to  this,  Langdoc 


was  director  of  Cable  Data/Corporate  In¬ 
formation  Services,  a  division  of  USCS. 

MCA/Universal 
Information  Ser¬ 
vices  in  Universal 
City  Calif.,  has  an¬ 
nounced  the  promo¬ 
tion  of  George  Bren¬ 
ner  to  vice  president 
and  CIO.  Brenner 
was  previously  director  of  the  division,  a 
position  he  held  since  1987  when  he 
joined  MCA  from  the  Turner  Broadcast¬ 
ing  System. 

Fidelity  Investment  Co.  in  Boston  has 
announced  that  Bill  Stewart  was  ap¬ 
pointed  vice  president  of  retail  systems. 
He  will  report  to  Albert  Aiello  Jr.,  presi¬ 
dent  of  Fidelity  System  Co.  Stewart  pre¬ 


viously  worked  at  a  private  consulting 
firm  and  before  that  was  a  manager  of  re¬ 
tail  systems  at  Merrill  Lynch  &  Co.  and 
New  YorkLife  Insurance  Co.  in  New  York. 

Datapage  Technol¬ 
ogies  -  Automated 
Information  Sys¬ 
tems  in  St.  Louis  has 
announced  the  ap¬ 
pointment  of  Milton 
(Tim)  Rand  Jr.  as 
vice  president  of  in¬ 
formation  systems.  He  will  be  responsi¬ 
ble  for  software  development  and  com¬ 
puter  operations  and  will  oversee  the 
entire  Datapage  programming  staff. 

Rand  joined  Datapage  in  April.  He  was 
previously  manager  of  project  manage¬ 
ment  at  Strata  Group  in  St.  Louis.  He  also 
served  as  director  of  international  mar¬ 


kets  at  Menlo  Business  Systems  in  St. 
Louis  and  as  director  of  IS  at  the  Ameri¬ 
can  Red  Cross  in  St.  Louis. 

Lintas  Worldwide 

in  New  York  has  an¬ 
nounced  the  appoint¬ 
ment  of  J  im  Mazza- 
rella  as  director  of  IS 
management.  He  will 
be  responsible  for 
implementinga 
worldwide  strategic  technology  plan  for 
the  company,  emphasizing  standards, 
digital  transmission  and  interactive  mul¬ 
timedia.  Prior  to  joiningLintas,  Mazza- 
rella  was  assistant  vice  president  of  fi¬ 
nancial  systems  at  Skandia  Internation¬ 
al.  Before  that,  he  was  manager  of  finan¬ 
cial  systems  at  PaineWebber,  Inc.  in  New 
York. 
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That  Pentium™  commercial,  where  the  chip  flies  through  space?  Well, 
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for  Info  Pack  #177. 
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Wilson  wins  at  wireless 

Sales  representatives  at  Wilson  Sporting 
Goods  have  found  a  new  way  to  win  at 
their  own  game.  Usingwireless  technol¬ 
ogy,  salespeople  from  the  Chicago-based 
sportinggoods  company  are  speeding  up 
the  process  of  gettinggoods  to 
their  customers. 

As  the  first  client  of 
a  newwireless  appli¬ 
cation  developed  by 
ARDIS  in  Lancaster, 

Ill.,  the  Wilson  sales 
force  is  able  to  access 
the  mainframe  computer 
in  Chicago  and  make  inven¬ 
tory  queries  of  available  sportinggoods, 
place  orders  and  arrange  for  shipping, 
billingand  invoicing  in  their  clients’ 
sportinggoods  store.  Orders  are  pro¬ 
cessed  and,  in  most  cases,  shipped  on  the 
same  day. 

The  result  has  been  the  ability  to  shave 
four  to  five  days  off  the  previous  delivery 
cycle,  accordingto  David  Jensen,  nation¬ 
al  sales  director  at  Wilson. 

“The  customer  clearly  knows  at  the 
time  the  order  is  placed  not  only  that  it 
will  be  there,  but  when  it  will  be  there.  In 
a  business  where  you're  serving  12,000 
customers  nationwide,  that’s  a  tremen¬ 
dous  advantage,”  Jensen  says. 

The  system  also  allows  Wilson  to  re¬ 


duce  its  customer  service  staff  because 
field  sales  representatives  are  nowpro- 
vidingmuch  of  that  service.  Sales  repre¬ 
sentatives  benefit  from  direct  access  to 
information  on  their  clients,  and  cash 
flow  is  improved  by  the  quicker  invoicing 
and  shipping,  Jensen  says. 

Wilson  began  using  the  wireless  sys¬ 
tem  seven  months  ago  with  the  compa¬ 
ny’s  team  sports  and  golf  product  divi¬ 
sions,  Jensen  says.  The  third  product 
division,  racquet  sports,  is  just  now  in¬ 
troducing  the  system. 

The  wireless  system 
is  also  working  wonders 
to  advance  the  image  of 
the  company.  “Like  any 
company  that  has  been 
around  for  a  while,  customers 
tended  to  think  of  us  as  dated,” 
Jensen  says. 

But  the  wireless  system  has 
put  the  ball  back  in  Wilson’s 
court,  giving  “a  fresh  look  on  the  compa¬ 
ny — not  only  because  we  can  provide  the 
customer  with  the  information,  but  be¬ 
cause  it  gives  us  the  image  of  being  on 
the  cuttingedge,”  Jensen  says. 

Bank  customers  pay  for  ATM 

Americans  are  willing  to  pay  a  high  price 
for  banking  convenience.  So  much  so 
that  the  public  shelled  out  almost  $2  bil¬ 
lion  to  banks  last  year  in  automatic 
teller  machine  (ATM)  fees  just  for  the 
privilege  of  servingthemselves.  That  is 
the  finding  of  a  recent  study  titled  “ATMs: 
High-Tech  Cash  Cows”  by  the  Consumer 
Federation  of  America,  a  Washington 


consumer  group. 

All  told,  banks  took  in  approximately 
$2.55  billion  in  ATM  revenue  last  year, 
with  an  additional  savings  in  human  tell¬ 
er  costs  of  $2.34  billion.  The  cost  of  oper- 
atingATM  networks  is  estimated  at  $2.9 
billion,  leaving  almost  $2  billion  in  profit. 
On  average,  ATM  users  paid  $43  in  fees 
last  year. 

While  the  bankingindustry  maybe 
unique  in  charging  consumers  more  for 
self-service,  industry  spokesmen  de¬ 
fended  the  practice  in  the  study,  claiming 
their  fees  are  fair  and  customers  can 
avoid  charges  by  shopping  around  when 
they  open  accounts.  Not  all  banks  charge 
such  fees. 

Tom  Celebreeze,  a  spokesman  for  the 
California  Bankers  Association,  says 
ATMs  are  a  definite  profit  strategy  for 
many  banks.  And  many  banks  that  don’t 
charge  fees  for  use  of  their  own  ATMs 
charge  customers  when  they  use  a  com¬ 
petitor’s  machines. 

Source:  San  Jose  Mercury  News 

IS  culture  focus  of  SIM  group 

The  Society  for  Information  Manage¬ 
ment  (SIM)  International  is  establishing 
a  national  working  group  and  research 


program  on  “Reshapingthe  IS  Culture.” 
The  IBM  ConsultingGroup  will  cospon¬ 
sor  the  project,  which  will  be  limited  to 
no  more  than  15  companies. 

An  organizational  meeting  is  planned 
for  early  July  at  the  University  of  North 
Carolina  at  Chapel  Hill.  The  working 
group  plans  to  conduct  a  survey  on  the 
culture  of  high-performance  information 
systems  organizations  and  report  its 
findings  in  March  1995.  SIM  Internation¬ 
al  has  its  headquarters  in  Chicago. 


Palmer  to  receive  top  award 

Jonathan  J.  Palmer,  the  top  IS  executive 
at  Barnett  Banks,  Inc.  in  Jacksonville, 
Fla.,  received  the  Lattanze  Center’s  IS 
executive  of  the 
year  award  ear¬ 
lier  this  month. 
As  chief  execu¬ 
tive  officer  of  the 
bank’s  IS  unit,  Bar¬ 
nett  Technologies, 
Inc.,  Palmer  was  cited 
for  implementing  ad¬ 
vanced  systems  to  im¬ 
prove  customer  service.  The  Lattanze 
Center  is  an  IS  research  institute  based 
at  Loyola  College  in  Baltimore. 


Willbern  starts  consultancy 

James  A.  Willbern,  formerly  national  di¬ 
rector  of  KPMG  Peat  Marwick’s  Runaway 
Systems  Management  division,  has  es¬ 
tablished  The  Willbern  Group,  an  inde¬ 
pendent  consultancy  in  Carrollton, 
Texas,  that  will  specialize  in  completing 
runaway  systems  projects. 


Calendar 


JULY  10-16 


Infostructures  for  Health  Care  Reform.  Portland, 
Maine.  July  10-12  —  Theme:  "The  Information 
Systems  You'll  Need  Through  the  Year  2000.” 
Contact:  Inside  Healthcare  Computing,  Oxnard. 
Calif.  (805)984-8500. 

1994  APPC/APPN  Technical  Conference.  Boston, 
July  12-15  —  Keynote  speaker:  Ellen  Hancock, 
IBM's  senior  vice  president  of  networking  solu¬ 
tions.  Contact:  Technology  Transfer  Institute, 
Santa  Monica,  Calif.  (310)  394-8305. 

Third  Annual  Summer  Meeting,  Forming  Partner¬ 
ships  with  Industry.  Washington,  July  13-14  — 
Contact:  Tracee  Joltes,  The  National  Technol¬ 
ogy  Transfer  Center,  Wheeling,  W.  Va.  (304)  243- 
2535. 

Fourth  Annual  NationalTechnicallnformation  Ser¬ 
vice  (NTIS)/Japan  Information  Center  of  Science 
and  Technology  Conference.  Boston,  July  14-15 
—  Japanese  scientific/technical  information. 
Contact:  NTIS,  Springfield,  Va.  (703)  487-4819. 

Understanding  Document  Imaging:  Managing 
Corporate  Information  in  the  ’90s.  Chicago,  July 
14-15.  Also  being  held  in  Boston,  July  18-19; 
Washington,  July  21-22;  New  York,  Aug.  15-16; 
Dallas,  Aug.  22-23;  and  San  Francisco,  Aug.  29- 
JO  The  course  will  examine  the  underlying 
technologies,  buzzwords  and  components  of 
document  imaging  to  lower  costs,  improve  cus¬ 
tomer  service,  reduce  data  errors,  eliminate  lost 
files,  reduce  space  requirements  and  minimize 
paper  flow.  Course  fee:  $895.  Contact:  Data-Tech 
Institute,  Clifton,  N.J.  (201)478-5400. 


JULY  17-23 


Internal  Consulting  in  Large  Organizations:  The 
Skill  of  Technical  Liaison.  Washington,  July  18-20 
—  Contact:  Continuing  Engineering  Education 


Program,  George  Washington  University,  Wash¬ 
ington,  D.C.  (202)  994-6106. 

Communications  Opportunities  in  Health  Care. 

Washington,  July  19-20  —  Topics:  Generating 


new  business  through  health  care  reform,  net¬ 
working  requirements  of  managed  care,  tele¬ 
medicine,  home-centered  care  and  other  health 
care  delivery  trends,  automated  claims  process¬ 
ing,  computerized  patient  records  and  teleradi¬ 
ology.  Contact:  TeleStrategies,  Inc.,  McLean,  Va. 
(703)  734-7050. 

Conference  for  Artificial  Intelligence  Applications 
on  Wall  Street  and  Worldwide.  New  York,  July  20- 
21  —  Focus:  “Developing  and  Profiting  from  Ad¬ 
vanced  Technologies  Trading  and  Asset  Man¬ 
agement.”  Contact:  IBC  USA  Conferences,  Inc., 
Southboro,  Mass.  (508)  481-6400. 

Configuration,  Performance  and  Storage  Manage- 
mentfor  Enterprise  Client/Server  Systems.  Wash¬ 
ington,  July  2021  —  Contact:  Technology 
Transfer  Institute,  Santa  Monica,  Calif.  (310) 
394-8305. 

JULY  24-30 


Systems  Software  Conference  ’9 4.  Orlando,  Fla., 
July  24-29  —  Contact:  Computer  Associates  In¬ 
ternational,  Inc.,  Islandia,  N.Y.  (800)  925-2663. 

Object  World.  San  Francisco,  July  25-29  —  Con¬ 
tact:  Rachel  Winett,  IDG  World  Expo,  Framing¬ 
ham,  Mass.  (508)  820-8608. 

Sixth  Annual  Computer  Security  Incident  Han¬ 
dling  Workshop.  Boston,  July  26-27 — The  work¬ 
shop  targets  computer  security  professionals 
who  must  deal  with  increasingly  sophisticated 
security  incidents  and  system  vulnerabilities. 
Contact:  Lawrence  Livermore  National  Labora¬ 
tory,  Livermore,  Calif.  (510)  423-2455. 


Highway  summit  to  focus  on  opportunities 


The  emerging  national  infrastructure 
will  be  the  subject  of  the  first  Informa¬ 
tion  Superhighway  Summit,  sched¬ 
uled  for  Sept.  26-28  in  San  Jose,  Calif. 

The  summit  will  address  network 
technologies  formingthe  backbone  of 
the  national  information  superhigh¬ 
way,  ways  vendors  and  users  can  po¬ 
sition  themselves  to  take  advantage 
of  emergingopportunities  and  appli¬ 
cations  that  consumers  and  business¬ 
es  will  require  to  be  more  productive. 

The  summit  wiU  be  hosted  by  IDG 
World  Expo  Corp.  and  McQuillan  Con¬ 
sulting,  whose  president,  John  M. 
McQuillan,  will  deliver  a  keynote  ad¬ 
dress  on  “Technology  for  the  Informa¬ 
tion  Superhighway.”  Robert  Metcalfe, 
publisher/chief  executive  officer  of 
InfoWorld  Publishing  Co.,  wiU  deliver 
a  second  keynote  address  on  “Build- 
ingthe  Infrastructure.” 


Topics  include  the  following 

•  Reviews  of  technologies  and  archi¬ 
tectures  being  considered  for  the  in¬ 
formation  superhighway. 

•  The  role  of  interexchange  carriers, 
cable  companies,  regional  Bell  oper- 
atingcompanies  and  federal  and 
state  governments. 

•  The  role  of  telephone  networks,  ca¬ 
ble  systems  and  the  Internet  as  start- 
ingpoints  for  the  emerging  infra¬ 
structure. 

•  /Alternative  approaches  to  deliver- 
ingvoice,  data  and  video  using'cable 
TV,  copper-based  telephone  lines, 
fiber-optic  cable  and  wireless . 

•  New  services  the  infrastructure  will 
make  possible  and  the  business  op¬ 
portunities  they  may  provide. 

For  more  information,  contact  Jeff 
Silha  at  IDG  World  Expo,  Framing¬ 
ham,  Mass.,  (800)  545-3976. 
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Pentium™  is  1  Sister  than  PowerPC™  No,  PowerPC  is  £  AS  ter  than 
Pentium.  No,  faster.  No  way,  W C1!©  faster.  Stop.  There's 

something  that  runs  Windows  NT™  faster  than  just  about  anything  out  there. 

Call  800-366-9782  for  the  benchmarks.  Ask  for  Info  Pack  #177. 
Get  the  real  story. 

Scrutiny :  Come  see  us  at  PC  Expo, 

Booth  #2260. 


©1994  NEC  Electronics  Inc.  Pentium 
i3  a  registered  trademark  of  Intel  Corp. 
PowerPC  Is  a  trademark  of  IBM  Corp. 
Windows  NT  Is  a  trademark  of 
Microsoft  Corp. 
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WordPerfect®  is  the  world’s  best-selling 
word  processor  ever.  And  right  now  is 
the  world’s  best  time  to  upgrade  ever. 
We’re  offering  three  great  new  versions 
— at  unbelievably  low  upgrade  prices 
(but  only  until  August  31).  And  you 
don’t  have  to  be  a  WordPerfect  user  to 
upgrade.  Owners  of  competitive  pack¬ 
ages  can  upgrade  as  well.  It’s  our 
biggest  promotion  ever. 

New  WordPerfect  5.1+  for  DOSt  will  give  you  6.0  file  compatibility 
and  new  features  like  fax  and  e-mail  support.  It  gives  you  high  perfor¬ 
mance  with  low  system  requirements.  There’s  also  WordPerfect  6.0  for 


The  Perfect  Time 
to  Upgrade  Promotion. 
Ends  August  31  st. 

(800)  526-2801 


*49» 

WordPerfect® 
5.1+  for  DOS 


$99 

$99 

WordPerfect® 

WordPerfect® 

6.0b  for  DOS 

6.0a  for  Windows 

DOS,  with 
advanced  desk¬ 
top  publishing 
and  spread¬ 
sheet  features, 
plus  the  option 
to  use  a  graphi¬ 
cal  interface.  And  if  you’re  moving  to  Windows™  there’s  no  easier  way 
than  with  WordPerfect  6.0  for  Windows.  It’s  the  world’s  first  document 
processor  integrating  text,  data  and  graphics  in  one  easy-to-use  program. 

Of  course,  each  upgrade  comes  with  the  best  toll-free  support  in  the 
industry.  So  look  for  our  display  at  participating  dealers,  or  call  us  today. 
Because  at  these  prices,  there  may  never  be  a  more  perfect  time  to  upgrade. 


•PRICES  LISTED  ARE  DIRECT  PRICES  FROM  WORDPERFECT  CORPORATION— RESELLER  PRICES  MAY  VARY  PRICE  DOES  NOT  INCLUDE  TAX,  SHIPPING  AND  HANDLING.  OFFER  GOOD  IN  THE  UNITED  STATES  ONLY.  OFFER  EXPIRES  AUGUST  31. 1994  fWORDPERFECT  5.1+  FOR  DOS  ALSO  INCLUDES  SPECIAL  EDITIONS  OF  STAIRWAY  SOFTWARE’S 
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Cindy  Charles 


IS  E-MAIL 


|  NELSON;  Don 't  violate  my  personal  rights 


|  BROWN;  There  are  times  when  you  need  to  read  mail 


Employers  have  no  right 
to  snoop  through  mail 


Companies  own  E-mail 
and  can  monitor  it 


BY  COREY  L.  NELSON 


Privacy  is  for  the  unemployed  — 
that  is  the  message  employers  are 
sending  these  days.  The  topic  of 
electronic-mail  privacy  in  the 
workplace  and  who  retains  the 
right  to  govern  E-mail’s  content 
and  access  is  highly  controversial. 
It  is  surprising  how  many  people 
think  companies  are  respecting 
their  electronic  privacy  when,  in 
fact,  invasive  corporate  monitor¬ 
ing  is  all  too  routine. 

1  am  stunned  that  companies 
think  employees  should  surrender 
cherished  liberties  and  subject 


personal  communications  and 
electronic  property  to  constant 
scrutiny  and  incessant  examina¬ 
tion.  If  the  government  tried  some¬ 
thing  like  that,  everyone  would  be 
Private,  page  137 


BY  BONNIE  BROWN 


An  electronic-mail  network,  in¬ 
cluding  messages  and  their  con¬ 
tents,  belongs  to  an  employer. 


SOUHDIiliil 


AT  ISSUE:  Companies  say  they  have  the  right  to  monitor  E-mail  in 
cases  of  suspected  impropriety.  But  some  people  feel  this 
monitoring  is  an  invasion  of  privacy.  On  which  side  are  you? 


Therefore,  the  employer  has  the 
right  to  access  E-mail  messages  if 
necessary. 

But  this  right  to  access  should 
not  be  used  frivolously.  After  all, 
there  is  a  certain  bond  of  trust  that 
must  exist  between  all  employers 
and  employees.  An  employer  who 
reads,  scans  or  just  plain  snoops 
into  messages  indiscriminately 
would  be  tel  ling  its  employees  that 
this  trust  does  not  exist. 

Most  managers  would  not  feel 
comfortable  following  an  employ¬ 
ee  around  and  listening  in  on  pri¬ 
vate,  face-to-face  conversations. 
In  the  same  manner,  it  is  inappro- 
Public,  page  137 
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Lotus 


Let's  face  it.  Those  envelopes 
with  the  little  rows  of  holes  and 
all  the  scratched  out  names  are 
definitely  not  cool.  The  ridic¬ 
ulous  red  string  -  who  can 
*  be  bothered? 

But  an  elegant,  automated  system  for  designing 
F forms  and  routing  them  through  the  company-now 
that's  another  story. 

mrs  m  new  lotus  forms.™ 

Winner  of  Byte  Magazine's  Best  Software  Category 
Award  at  Spring  Comdex  '94,  Lotus  Forms  consists  of 
two  components:  First  is  the  Lotus  Forms  Designer 
which  allows  you  to  create  templates  to  replace 
conventional  forms  for  just  about  any  task.  And  it 
includes  twelve  sample  templates  for  common  forms 
like  purchase  orders  or  expense  reports. 

Once  a  form  has  been  developed,  the  Lotus  Forms 
Filler  lets  end-users  complete  them  easily  and  effi¬ 
ciently.  And  they  can  use  built-in  tools,  like  the  red  pen 
and  Pop  Up  notes,  to  call  out  questions,  add  emphasis 
or  include  comments. 

And  Forms  includes  LotusScript™  2.0,  a  BASIC- 
compatible  language.  So  it's  easy  for  you  to  set  up 
form  routing  and  tracking.  You  could,  for  example, 
send  a  form  around  for  electronic  signature  approval 
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Lotus  Forms  automatically  routes  forms  across: 

Lotus  Notes f  Lotus ®  ao-Maily  and  MS®  Mali  systems. 

and  then  print  to  a  standard  form.  Lotus  Forms 
smoothes  the  process,  saves  the  cost  of  paper  forms 
and  reduces  time  spent  filling  them  out. 

Lotus  Forms  is  only  $395,*  and  it  includes  five 
licenses.  For  more  information  or  for  our  White  Paper 
about  Forms  Automation,  "Eliminating  Paperwork 
to  Streamline  Business,"  call  1-800-872-3387, 
ext.  9886,  or  visit  your  Lotus  Authorized  Reseller. 

Lotus  Forms-because  you  were  born  to  push 
the  envelope,  not  to  lick  it. 


Lotus. 


Working  Together 


1  Retail  Price.  In  Cai 


a,  call  1-800-G0-L0TUS.  ©  1994  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  All  rights  reserved.  Lotus,  Working  Together,  Lotus  Notes  and  cc:Mail  are  registered  trademarks  and 
Lotus  Forms,  LotusScript  and  the  Notes  Ready  logo  are  trademarks  of  Lotus  Development  Corporation.  MS  is  a  registered  trademark  of  Microsoft  Corporation. 


In  Depth:  Is  E-mail  private  or  public? 


CONTINUED  FROM  PAGE  135 

up  in  arms.  Such  a  practice  would  be 
deemed  unconstitutional. 

E-mail  instantaneously  distributes  in¬ 
teroffice  communications  discreetly,  it  is 
green  (saves  paper  and  makes  telecom¬ 
muting  more  viable),  and  it  provides  in¬ 
creased  productivity  while  savingmoney 
on  such  applications  as  payroll.  Why 
would  companies  want  to  discourage  the 
use  of  such  a  great  resource  by  making 
workers  paranoid  about  using  it? 

A  rigid  office  will  produce  only  op¬ 
pressed  workers  with  little  incentive  to 
go  that  extra  mile  when  the  company 
needs  it.  Productivity  does  not  flourish  in 


CONTINUED  FROM  PAGE  135 

priate  to  read  an  employee’s  E-mail  un¬ 
less  there  is  serious  reason  to  believe 
that  the  employee  is  jeopardizing  the 
bond  of  trust  between  employer  and  em¬ 
ployee. 

Even  in  an  environment  based  on 
trust,  however,  there  are  times  when  an 
employer  must  read  an  employee’s  E- 


a  hostile  workplace.  A  Big  Brother  atti¬ 
tude  only  squelches  creativity,  some¬ 
thing  on  which  American  industry  was 
built  and  on  which  it  very  much  depends 
to  compete  in  global  markets.  If  a  compa¬ 
ny  desires  contented,  productive  and 
long-term  employees,  it 
must  recognize  their 
right  to  privacy. 

If  an  employer  claims 
to  have  the  right  to  mon¬ 
itor  E-mail  at  its  discre¬ 
tion  (to  whatever  intan¬ 
gible  degree  that  might 
be),  then  how  long  be¬ 
fore  it  listens  to  our  pri¬ 
vate  calls,  reads  our 
mail  or  plants  a  micro¬ 
phone  by  the  water 
cooler?  Wireless  tele¬ 
phones  are  legally  required  to  have  writ¬ 
ten  notices  stating  that  communications 
aren’t  private.  Where  are  the  E-mail  pri¬ 
vacy  warnings? 

Wiretapping  is  against  the  law,  but 
sadly,  there  are  no  solid  laws  regarding 
E-mail  eavesdropping.  There  is  some 
movement  on  the  legislative  front:  U.S. 
Sen.  Paul  Simon  (D-M.)  is  drafting  legis¬ 
lation  that  would  require  companies  to 
tell  workers  that  their  messages  might 
be  monitored.  This  is  a  start  toward  get¬ 
ting  some  legal  definition  and  protection 
for  employee  privacy. 

In  the  meantime,  do  not  buy  into  ex¬ 
cuses  that  E-mail  probing  is  necessary 
“to  monitor  productivity”  or  “verify  hon¬ 
esty.”  Why  do  network  accounts  have 
passwords  if  not  to  assure  users  of  some 
level  of  security?  A 
company  has  no 
need  to  check  in  on 


things  before  there’s  any  hint  or  com¬ 
plaint  of  system  abuse.  Granted,  issues 
such  as  corporate  spying,  embezzlement 
and  sexual/racial  harassment  that  leave 
a  company  open  to  a  lawsuit  and  vulner¬ 
able  in  the  market  are  indeed  serious 


“What’s  next?  A  search 
of  my  briefcase  before  I 
can  leave  the  office?” 


COREY  L.  NELSON 

ones,  but  even  paper  trails  have  histori¬ 
cally  required  legal  courses  of  investiga¬ 
tion  (court  orders  come  to  mind). 

And  it’s  not  only  the  suspicious  people 
who  are  being  watched.  Bourke  v.  Nis- 
sanMotorCorp.  involved  a  man  who  was 
dismissed  for  inappropriate  jokes  and 
language  found  in  his  intercepted  E-mail. 
Thomcisson  v.  Bank  of  America  con¬ 
cerned  a  man  fired  when  E-mail  mes¬ 
sages  exposed  his  previous  work  as  a 
stripper.  InFlannigan  v.  Epson  Ameri¬ 
ca,  a  woman  was  fired  for  “gross  insub¬ 
ordination”  after  she  reported  on  a  fel¬ 
low  system  administrator  for  monitoring 
messages.  She  knewtoo  much. 

Employers  are  quick  to  argue  that  they 
own  the  hardware  and,  therefore,  retain 
control  over  its  use,  including  the  elec¬ 
tronic  message 
base.  Ridiculous! 
The  company  also 


owns  the  desk  on  which  the  networked 
computer  sits,  but  that  does  not  give  it  li¬ 
cense  to  rifle  through  the  drawers  or  file 
cabinets.  What’s  next?  The  use  of  a  com¬ 
pany  pen  makes  a  letter  subject  to  cor¬ 
porate  viewing?  A  search  of  my  briefcase 
before  I  can  leave  the  of¬ 
fice?  Gee,  I  hope  my  pa¬ 
pers  are  in  order  for  the 
guard  at  the  gate  so  I’m 
not  late  for  dinner. 

AMacworld  magazine 
survey  last  year  found 
that  60%  of  companies 
that  intentionally  per¬ 
form  electronic  eaves¬ 
dropping  conceal  doing 
so.  My  advice  is  that  if  it 
is  not  something  you’d 
leave  on  your  desk,  do  not 
put  it  in  E-mail.  We  have  to  remember 
that  all  E-mail  is  susceptible  to  viewing 
(even  unintentionally)  by  system  admin¬ 
istrators  just  doingtheir  jobs. 

Technology  is  progressing  rapidly,  but 
the  confidentiality  of  electronic  mes¬ 
sages  has  not  been  clearly  defined,  ei¬ 
ther  legally  or  in  daily  application.  The 
concept  of  E-mail  being  private  property 
seems  intuitive  considering  current  laws 
protectingpostal  mail  and  phone  conver¬ 
sations,  but  to  date  that’s  only  an  as¬ 
sumption  without  any  laws  to  back  it  up. 
Your  best  defense  is  to  find  out  exactly 
what  wTitten  policy  your  employer  has 
regardingE-mail  privacy. 

E-mail  might  be  a  privilege,  but  E-mail 
privacy  is  a  right.  ■ 


mail.  What  if  an 
employer  has  rea¬ 
son  to  believe  that 

an  employee  is  sending  information  det¬ 
rimental  to  the  company?  Not  only  can 
harmful  information  be  sent  within  the 
company,  but  with  X.400  connectivity 
and  connections  to 
public  carriers,  mes¬ 
sages  can  also  be 
sent  outside  the 
company  —  perhaps 
even  to  competitors. 

In  such  cases,  the 
employer  has  a  right 
and  an  obligation  to 
protect  itself.  That 
may  require  reading 
an  employee’s  E- 
mail. 

It  boils  dowu  to 

who  owns  the  E-mail  network.  Messages 
are  created  using  hardware  and  soft¬ 
ware  the  employer  has  purchased.  Main¬ 
taining  an  E-mail  network  requires  time, 
effort,  equipment  and  money.  The  costs 
of  hiring  staff  to  administer  the  E-maO 
network  are  substantial.  Employees  gen¬ 
erally  create  their  messages  during 
“work  hours.”  Should  an  employee  be  al¬ 
lowed  to  use  a  company’s  resources  to 
damage  that  company? 

However,  monitoring  someone’s  E- 
mail  account  should  never  be  considered 
a  substitute  for  good  management  prac- 


S0UH1  it- 


Nelson  was  owner  of  Testing  1, 2, 3. ...  a  com¬ 
puter  software  testing  service,  for  eight  years. 
She  lives  in  Livermore,  Calif. 


tices.  If  a  manager 
believes  that  an 
employee  is  using 
E-mail  for  private  discussions  rather 
than  for  business  communications,  then 
that  manager  should  review  the  situa¬ 
tion  with  the  employee.  Monitoring  an  E- 


“I  feel  the  employer  has  a 
right  and  an  obligation  to 
protect  itself.” 

BONNIE  BROWN 

mail  account  should  not  be  a  knee-jerk 
response. 

If  an  employer  is  going  to  retain  the 
right  to  monitor  E-mail,  then  all  employ¬ 
ees  must  be  told  as  plainly  as  possible 
that  their  accounts  may  be  accessed. 

This  policy  should  never  be  a  secret. 

Even  companies  that  have  an  open  pol¬ 
icy  about  E-mail  monitoring  cannot  read 
every  E-mail  message  sent  through  the 
network.  It’s  just  not  cost-efficient.  Most 
companies  wouldn’t  be  able  to  justify  hir¬ 
ing  people  to  read  messages  day  after 
day  or  hiring  programmers  to  code  pro¬ 


grams  to  scan  message  files.  This  is  not 
an  effective  use  of  time  and  resources. 

But  employees  should  not  feel  they 
have  complete  privacy  just  because  the 
logistics  of  monitoring  every  message  is 
staggering.  In  fact,  if  an  employee  wishes 
to  guarantee  private  communications 
via  E-mail,  he  should 
turn  to  the  many  pub¬ 
lic  carriers  that  would 
gladly  sell  him  a  mail¬ 
box  on  their  network. 

Sure,  by  purchasing 
his  own  mailbox,  an 
employee  would  pick 
up  the  tab  associated 
with  his  messages. 
But  in  exchange,  he 
gets  complete  privacy. 
Messages  generated 
by  these  private  mail¬ 
box  accounts  would  not  be  associated 
with  the  employer  and,  thus,  would  not 
be  the  employer’s  concern. 

While  there  are  circumstances  that 
justify  monitoring  E-mail,  such  a  deci¬ 
sion  shouldn’t  be  made  lightly.  There  has 
to  be  trust  and  respect  between  employ¬ 
er  and  employee.  Without  this  trust,  con¬ 
ducting  day-to-day  business  would 
quickly  become  impossible.  ■ 

Brown  is  a  project  leader  at  United  Parcel  Ser¬ 
vice,  Inc.  in  Mahwah,  N.J.,  and  a  member  of  the 
E  lect  ron  ie  M  essagin  g  Associa  t  ion . 
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names. . .  indispensable.  ” 

.  .finds  product  information  and 
client  information  quickly.  ” 

.  .full  base  text,  good  graphical  start 
for  each  article.  ” 

“Can  search  across  multiple  issues  and 
find  the  thing  I’m  looking  for.  Makes 
life  easier.  ” 

“The  sheer  volume  of  what’s  in  it.  Easy 
access  without  having  to  go  to  a  library 
service.  ’’ 

“It  has  information  not  found  on 
Computer  Select.  ” 

Source:  Survey  of  Computerworld  on  CD  subscribers.  May  1993. 


For  faster  service 
call:  (800)  285- 
3821.  (Outside 
the  U.S.  call 
(508)  879-0006). 


Snv® 
$100 


COMPUTERWORLD  on  CD 

Yes!  Please  reserve  my  Charter  Subscription  to  COMPUTERWORLD  on  CD  and 
send  me  my  first  quarterly  disk.  Ell  pay  just  $295*,  a  savings  of  $  100  off  the 
regular  annual  rate.  Send  no  money  now.  We’ll  bill  you  later. 


FIRST  NAME 


LAST  NAME 


TITLE 


COMPANY 


ADDRESS 


CITY 


STATE 


ZIP 


*U.S.  Only. 

To  complete  your  order,  mail  this  form  to:  Emerging  Technology  Applications,  ATTN:  Sales  Departmer 
1 1 1  Speen  Street,  Framingham,  MA  01701.  For  Credit  Card  orders  call:  (800)  285-3821.  CD/6-2 


Eliminate  mass  paper  storage. 


Now  you  have  a  better  way  to  recruit 
university  and  college  students 
planning  computer  careers: 


Com puterwor Id's  seventh  annual 
Campus  Recruitment  Edition 


j  .  Number  1 

.paring  for  computer 


993  •  Volume  6 
for  students  pref 


careers 


October  31.  i- 
Tbe  magazine 


Making  money  as  \ 

High-tech  CtOs  u  ‘ 
pick  k°l  fto  areas 

^elusive  Salary  survey  '<^0 

\  Vi 

fantasy  writer  ;  $, 

!S£!K-«*  ^ 

^minorities  status  report 


Issue  Date:  October  31, 1994 
Close:  September  16, 1994 

If  you  recruit  top  computer  career  students  on 
America’s  campuses,  your  message  in  this  special 
issue  will  target  more  of  them  than  any  other 
newspaper  or  magazine! 

Now  you  can  recruit  computer  talent  on 
campus  without  leaving  your  office! 

That’s  because  100,000  copies  of  this  special 
issue  will  be  distributed  to  America’s  best 
and  brightest  students  enrolled  in  Information 
Systems  (IS),  Computer  Science,  Computer 
Engineering,  Electrical  Engineering,  and  just 
about  any  other  computer-related  curricula. 

Finally  you  can  cost-effectively  reach 
the  quality  and  quantity  of  students 
you  need! 


And  you  can  do  it  with  just  one  ad  in 
Computerworld’s  Campus  Recruitment  Edition!  For  a 
rate  card  reflecting  complete  campus  distribution,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at  800/343-6474  (in  MA,  508/879-0700).  But  hurry  ... 
this  issue  closes  September  16,  1994. 


Planned  Editorial  Features: 

(subject  to  revision) 


•  Companies  where  computer  career  students 
want  to  work.  And  their  top  choices  for: 
Information  Systems,  Engineering, 

Sales  &  Marketing,  Technical  Support, 
Research  &  Development. 


•  Information  Systems  salaries  from 
Computerworld’s  annual  survey  with  the 
Association  for  Systems  Management 

•  And  much  more! 


“...Computer world  Direct 
Response  Cards  consistently 
generate  the  highest  profits 
of  any  deck  w  r 

•/  -  Mary  Cooper 

wwt/x^wt^v  /l  Vice  President 

we  ve  tried.  ^software,  inc. 


A  software  developer  based  in  Chicago, 
cfSOFTWARE  has  been  providing  communi¬ 
cations  solutions  to  computer  professionals 
in  the  IBM  and  compatible  arena  for  over  a 
decade.  Because  Computerworld  appeals 
to  a  large  base  of  both  mainframe  and  PC 
professionals.  Vice  President  Mary  Cooper 
just  recently  expanded  the  company’s 
Computerworld  Direct  Response  Card  ad¬ 
vertising  to  include  all  three  of  their  commu¬ 
nications  products. 

‘‘To  generate  sales  for  Across  the  Boards, 
a  communications  toolkit  for  developing  co¬ 
operative  applications,  and  pcMAIN- 
FRAME,  a  generalized  micro-to-mainframe 
file  transfer  system,  cfSOFTWARE  has  been 
advertising  in  Computerworld  Direct  Re¬ 
sponse  Cards  almost  from  the  very  start. 
Now,  based  on  our  past  success,  we’ve 
also  started  to  advertise  pc2POWER,  our 
newest  file  transfer  system.  Since  all  of  our 
products  facilitate  mainframe-to-micro  com¬ 
munication,  we  need  to  reach  IS  managers 
and  technical  support  professionals  on  the 
mainframe  side  as  well  as  end  users  on  the 
PC  side.  That’s  why  Computerworld  Direct 
Response  Cards,  with  their  large  audience 
of  buyers  most  apt  to  need  our  products, 
are  one  of  our  primary  advertising  vehicles. 

“Clearly,  Computerworld  Direct  Response 
Cards  take  the  ‘hit  or  miss’  out  of  advertis¬ 
ing  by  qualifying  our  audience  for  us.  We 
call  it  our  high-profile  deck  because  we  not 
only  get  hign  visibility  and  a  high  rate  of  re¬ 
sponse  but  also  convert  a  high  volume  of 
leads  into  sales.  With  their  excellent  cost 


per  lead,  Computerworld  Direct  Response 
Cards  consistently  generate  the  highest 
profits  of  any  deck  we’ve  tried. 

“In  fact,  we  can  always  tell  when  our  Com¬ 
puterworld  Direct  Response  Card  advertis¬ 
ing  hits  because  of  the  sudden  surge  in 
sales  activity.  Business  really  starts  hopping 
with  more  pnone  calls  and  more  mail.  It’s  a 
real  morale  builder!  But  most  importantly, 
every  time  we  advertise  in  Computerworld 
Direct  Response  Cards  we  receive  well 
over  1 00  leads.  Sometimes  we  even  get 
responses  six  months  later,  so  we  know 
Computerworld  Direct  Response  Cards 
have  a  long  shelf  life  that  gives  cfSOFT¬ 
WARE  valuable  exposure  for  building 
awareness  and  share  of  mind  over  the  long 
term. 

“While  reasonable  rates  for  color  and  mul¬ 
tiple  insertions  add  considerable  appeal, 
the  large  quantities  of  quality  leads  gener¬ 
ated  by  every  card  we  run  is  our  key  incen¬ 
tive  for  stepping  up  cfSOFTWARE’s  adver¬ 
tising  schedule  in  Computerworld  Direct  Re¬ 
sponse  Cards." 

Computerworld  Direct  Response  Cards  give 
you  a  cost-effective  way  to  reach  a  power¬ 
ful  buying  audience  of  over  1  39,000  com¬ 
puter  professionals  in  the  U.S.  They’re 
working  for  cfSOFTWARE  -  and  they  can 
work  for  you.  Call  Norma  Tamburrino,  Na¬ 
tional  Account  Manager,  Computerworld 
Direct  Response  Cards,  at  201/587-8278 
to  reserve  your  space  today. 


COMPUTERWORLD 

DIRECT  RESPONSE  CARDS 

Where  you  get  direct  access  to  quality  sales  leads. 


1 800  343-6474 

IN  MA  508  879-0700  x247 


Computer  Careen 


Some  companies  hire  client/server  programmers,  others  prefer 
to  grow  their  own.  Either  way,  there  are  a  number  of  plum 
opportunities  for  experts  to  earn  top  dollar. 


bidder 


By  Candee  Wilde 


“Make  hay  while  the  sun  shines”  could  be  the 
unofficial  motto  of  programmers  and  analysts 
whose  skills  are  on  the  cutting  edge. 

The  rising  demand  for  people  with  knowl¬ 
edge  of  client/server  architectures,  coupled 
with  a  short  supply,  allows  them  to  demand  un¬ 
precedented  compensation.  “You  can  almost 
name  your  price,”  says  Edward  Perlin,  presi¬ 
dent  of  Edward  Perlin  Associates,  Inc.  in  New 
York.  “In  many  cases,  it’s  not  a  question  of  a 
rational  compensation  policy.  It’s  a  question  of 
payingwhatever  is  necessary.” 

Developers  in  particular  are  heavily  in  de¬ 
mand  in  the  financial  sector,  experts  report.  In 
fact,  some  East  Coast  brokerage  houses,  banks 
and  other  financial  services  firms  are  offering 
five-year  compensation  packages  ranging 
from  $150,000  to  $200,000  per  year,  Perlin  says, 
which  include  bonuses  driven  by  profitability. 
“It’s  forcing  other  [companies]  to  start  paying 
those  salaries  to  stay  in  the  game,”  he  says. 

Change  will  come 

However,  this  heyday  won’t  last  forever;  new 
technologies  will  come  into  favor.  In  the  mean¬ 
time,  many  information  systems  managers  are 
training  staffs  internally  as  new  systems  are 
put  in  place.  “I’ve  been  in  the  business  a  long 
time,”  says  Jon  Palmer,  chairman  and  chief  ex¬ 
ecutive  officer  at  Barnett  Technologies,  an  af¬ 
filiate  of  Barnett  Bank  in  Jacksonville,  Fla. 


“There  is  always 

SOME  CRITICAL 
SKILL  IN  DEMAND. 

Today  it’s  client/ 
server.  Five  years 

AGO  IT  WAS 
SOMETHING  ELSE. 

Our  preference  is 

TO  DEVELOP 
ABILITIES  IN-HOUSE 
RATHER  THAN  HIRE 
MERCENARIES,” 
says  Jon  Palmer, 
CHAIRMAN  AND  CEO 
at  Barnett 
Technologies. 


“There  is  always  some  critical  skill  in  demand. 
Our  preference  is  to  develop  abilities  in-house 
rather  than  hire  mercenaries.” 

Furthermore,  few  IS  managers  say  they 
would  make  a  counteroffer  to  discourage  even 
the  most  valued  employee  from  leaving.  Manny 
Bhuta,  IS  director  at  GAF/BuildLng  Materials 
Division  in  Wayne,  N.J.,  voiced  an  opinion 
echoed  by  other  IS  chiefs:  “I  don’t  try  to  retain 
employees  who  are  recruited.  If  someone  has 
gotten  abetter  offer,  I  never  bargain.” 

Doing  whatever  It  takes 

Companies  that  opt  for  the  quick  fix,  however, 
are  willing  to  pay  for  it.  Richard  Wonder,  na¬ 
tional  director  of  the  IS  division  at  Robert  Half 
International,  Inc.  in  New 
York,  says  stock  options 
and  pay  incentives  are 
common  for  newlyhired  cli¬ 
ent/server  analysts,  partic¬ 
ularly  those  helping  with  a 
company’s  transition  from 
legacy  systems.  “The  tran¬ 
sition  may  take  from  six  to 
18  months  and  the  compa¬ 
ny  will  reward  participants 
with  bonuses  tied  to  the 
project,”  Wonder  says. 

Ed  Altman,  now  vice 
president  of  IS  at  Metro- 
Goldwyn  Mayer,  Inc.  (MGM) 
in  Santa  Monica,  Calif.,  re¬ 
calls  that  when  he  was  with 
Paramount  Pictures  Corp. 
two  years  ago,  he  was 


changing  some  applications  from  a  mainframe 
to  a  client/server  environment,  and  he  paid  the 
piper.  “We  got  some  great  mainframe  people  in 
the  $65-  to  $85-per-hour  range,  with  10  to  15 
years’  experience,”  Altman  says.  “In  terms  of 
client/server,  for  Sybase  and  system  architect 
skills,  we  paid  $95  to  $120  per  hour.” 

As  MGM  goes  through  a  similar  transition, 
Altman  is  taking  a  different  approach.  “I’m 
working  to  train  and  evolve  in-house  people 
and  complement  them  with  experts  from  out¬ 
side,”  he  says. 

Whatever  option  companies  decide  to  take, 
the  high-speed  evolution  of  technology  makes 
it  challenging  for  analysts  and  programmers  to 
keep  up,  and  difficult  and  expensive  for  depart¬ 
ment  heads  to  build,  develop  and  retrain  a 
skilled  staff.  “The  best  people  in  this  business 
make  a  lot  more  money  than  the  best  made  15 
years  ago  —  and  they  earn  it,”  Palmer  says.  ■ 

Wilde  is  a  free-lance  writer  in  Easton,  Conn. 


THE  SEARCH  CONTINUES 


Consultants  and  contract 
programmers  are  also  bene- 
fitingfromthe  client/server 
demand.  In  California  espe¬ 
cially,  skilled  programmers 
are  generally  not  “enticed  to 
switch  from  Company  A  to 
Company  B,”  says  Victor 
Janulaitis,  chief  executive 
officer  at  Positive  Support 
Review  in  Santa  Monica, 
Calif.  Instead,  he  says  it’s  a 
contract  programming 
house  that  persuades  them 
to  change  jobs. 


One  of  Janulaitis’  clients 
in  the  Los  Angeles  area,  for 
example,  is  three  months 
away  from  a  client/server 
rollout.  “Out  of  30  client/ 
server  specialists,  20  are  at 
risk  of  leaving,”  he  says.  And 
wiiy  not?  If  a  typical  pro¬ 
grammer  is  being  paid 
$35,000  to  $55,000  annually, 
Janulaitis  says,  the  offer  of 
$90,000  to  $100,000  per  year 
as  a  contract  programmer  is 
“difficult  to  refuse.” 

—  Candee  Wilde 


■ 


ROMAC  has  been  a  premiere 
national  Information  Systems 
recruiting  resource  for  over  25 
years.  We  service  hundreds  of 
leading  Consulting  and 
Corporate  clients  with  tremen¬ 
dous  success  ROMAC  has 
immediate  positions  in  multiple 
markets  for  professionals  with 
the  following  credentials: 

•  Big  6  Consulting 
'VisualBasic  -SYBASE 
•Windows  SDK,  C++ 

•  AS400  RPGIII 

For  immediate  consideration  of 
opportunities  that  can  shape 
your  career,  contact  ROMAC  at 
404  604  3880  today 

*teROMAC 

Three  Ravinia  Dr.,  Ste.  1460 
Atlanta,  GA  30346.  EEOC 


Carolinas/Southeast 


POWERBUILDER-P/As 
LANAVAN-TECH/CNE 
OCS/COBOL/DB2-P/A 
UN1X/C/C  +  ORACLE-P/A 
ORACLE  P/A  S-DBA  S 
SYBASE-P/A  S-DBA  S 
TELON/IMS-P/AS 
ORACLE/SOL/NO VE LUC  *  4 
AS/400  S/P'S-PAA  S 


Ail  expenses  paid  by  client  companies 
on  these  permanent  and  nationwide 
Opportunities 


Contact: 
Don  Mullis 
(704)  366-1800 
CORPORATE 
STAFFING 


PO  Box  221739 
Charlotte,  NC  20222-1739 
(704)  366-0070  (Fax) 


SOFTWARE 

CONSULTANTS/DEVELOPERS 

Positions  Available 

-  Permanent/Temporary 

PowerBuilder 

Omnis7 

-  Sybase/Oracle/SQL 

PM-SS 

SQL  Windows 

Unisys/CO  BOUTIP 

Sybase  DBA 

DB2 

SAP  -  ErWin 

-CSP/CICS/MicroFocus  COBOL 

Peoplesoft 

-OS2,  COBOLII 

Natri2/Adabas/DB2/Cnstrct 

Vantage/CK4 

Novell  -  CNE 

Mac/4th  Dimension 

Unix/Aix/LU6.2 

IDMS/ADSO 

TCP/IP,  C,  RS6000/AIX 

CICS/Cambar 

Uniface/RS6000 

AS400/Synon 

Vis  Basic,  C++,  SQLWin 

DB2  Systems  Programmer 

Smalltalk/Enfin 

Bachman  DBA 

IEF/Tandem/COB/DB2 

Apps  Mgr/Lot  123G/DB2-2/OS2 

AFP/COBO  LA/SAM 

IMS  DBA,  ADW 

FAX  or  mail  resume 

to  location  of  your  choice: 

IG  Systems  Inc. 

IG  Systems  Inc. 

2800  20th  St  #250 

1040  Crown  Pte  Pkwy  #945 

Santa  Monica,  CA  90404 

Atlanta,  GA  30338 

(31 0)  396-0042 

FAX  (310)  396-0061 

FAX  (404)  804-3105 

IG  Systems  Inc. 

Melco  Systems  Inc. 

1 1 1 1  3rd  Ave.  #2500 

5820  Stoneridge  Mall  Rd  #100 

Seattle,  WA 

Pleasanton,  CA  94566 

FAX  (206)  292-4965 

FAX  (510)  416-1567 

VM  PRODUCT  SPECIALIST 

Building  your  future  starts  with  our  solid  foundation. 
Kimball  International  Inc.  is  a  Fortune  500, 
diversified  manufacturer  that  focuses  on  quality 
products,  state-of-the-art  technology,  continued 
growth,  and  employee  development. 

This  position  is  at  our  corporate  data  center  located 
in  the  rolling  hills  of  southern  Indiana.  If  quality  of 
life  is  important  to  you,  we  think  youll  find  living  in 
this  area  is  the  perfect  tit 

We're  a  VM/ESA  2.0  based  operation  running  on  a 
large  IBM  ES-9000.  We're  looking  for  an  individual 
to  join  our  systems  programming  team  to  provide 
support  for  numerous  products  running  under  VM 
(i.e.  Office  Vision,  ADSM,  REXX,  SFS,  SYBACK,  CAD, 
SQL/DS,  etc.).  Ideal  candidates  will  have  at  least 
two  years  of  VM  systems  programming  experience 
including  knowledge  of  VMSES/E.  An  associate  or 
bachelor  degree  would  be  a  plus. 

We  offer  a  competitive  salary,  relocation  assistance, 
profit  sharing  retirement  plan  with  a  401  (k)  option, 
and  a  flexible  benefits  program  that  allows  you  to 
select  the  levels  of  health  life,  and  dependent  life 
insurance  which  best  fit  your  needs.  If  you  find  that 
your  qualifications  meet  our  requirements,  send  your 
resume  to: 

Kimball  International,  Inc 

1600  Royal  Street,  Jasper,  IN  47549 

Attn  Human  Resources  Manager  GOX-210 

An  Equal  Opportunity/Affirmatrve  Action  Employer 


Are  you  interested  in  employment  opportunities  in  a 
thriving  marketplace  with  one  of  the  Sunbelt's  premier 
consulting  firms?  The  Systems  Group,  Inc.  has  50  active 
clients  with  over  60  positions  available  immediately.  We 
have  an  unsurpassed  record  of  employee  retention  and 
customer  satisfaction  along  with  one  of  the  best  reputations 
in  the  industry.  We  offer  three  competitive  pay  plans  and  a 
comprehensive  benefit  package. 


If  you  arc  an  IS  professional  with  experience  in  any  of  the 
following: 


Oracle  or  Sybase 
Powerbuilder 
Visual  Basic 
Informix 

Progress  or  Paradox 
SAP/ABAP 
D&B  (MSA/M&D) 
DB/2  or  IMS 
PeopleSoft 


C++ 

C/Windows  SDK 
Network  Analyst  -  X.25,  SDLC 
Micro  Focus  COBOL 
I  AN /WAN 
Tandem 

COBOL/COBOL  II 
Cl  CS 

OS/2  or  UNIX 


Fax  your  resume  to:  214-243-3660 


The  Systems  Group,  inc. 

3030  Ly  Freeway,  Suite  910,  LB2 
Dallas,  Texas  75234 
214-243-1 020  800-969-4744 


COMPUTERWORLD  JUNE  27,  1994  141 


Computer  Careers 


Consider  The  Challenge. 


World-Class  Financial 
Software  For  A 
Changing  World. 


NATURAL/  ADABAS 
NATURAL/DB2 

Consist  International,  Ine.  offers  you  the  chance 
to  grow  with  an  established  International  team  of 
creative,  Innovative  consultants  and  developers 
committed  to  the  delivery  of  strategic  financial 
client/server  software.  At  Consist,  we  reward 
customer  service  and  commitment  as  we  continue  to 
design.  Implement  and  service  Industry-specific 
business  solutions. 


Worldwide,  Consist  counts  some  of  the  best 
known  names  as  business  partners 
Positions  are  available  which  will  allow  you 
to  work  closely  with  Industry  leaders  to 
provide  state-of-the-art  financial  sys¬ 
tems  along  with  Integrated  mission-critical 
niche  market  applications. 


PROJECT  LEADERS, 

TEAM  LEADERS  & 
PROGRAMMER  ANALYSTS 


Openings  available  for  Individuals  with  proven, 
hands-on  experience  with  NATURAL.  Experience 
Implementation  and/or  development  In  Accounting/ 
Financial  applications  Is  a  plus. 

If  you  re  looking  to  develop,  sell  or  service  competitive, 
multl-tlered  technical  and  functional  systems  In  a  fast- 
paced,  team-oriented  environment,  forward  resume 
with  sabry  history,  to:  Consist  International,  Inc., 
Director,  Implementation  Services,  3701 
Algonquin  Road,  #390,  Rolling  Meadows,  IL 
60008.  Fax:  (708)797-9780.  We  ore  an  equal 
opportunity  empbyer. 


CONSIST 


International 


UNITED  ARAB  EMIRATES 
UNIVERSITY 


JSMjssauLfflisi). 


OVERSEAS  OPPORTUNITIES  FOR  COMPUTER  SPECIALISTS 


The  United  Arab  Emirates  is  among  the  fastest  developing  economies  of  the  Middle  East,  which  provides 
challenging  career  opportunities  ottering  attractive  salaries  and  benefits  packages,  within  a  stimulating  cultural 
and  social  environment. 


The  UAE  University  Is  currently  Implementing  an  extensive  modernization  of  Its  computer  facilities  and 
applications,  to  support  the  education  of  some  10,000  students  across  a  range  of  faculties  and  to  prepare  the 
institution  for  the  demands  of  the  future.  A  program  of  expansion  of  hardware,  software  and  in-house  mainte¬ 
nance  resources  together  with  a  review  of  all  current  applications  Is  already  underway,  Including  plans  to  net¬ 
work  the  whole  university  utilizing  Internet,  and  extending  the  use  of  UNIX  and  Oracle.  To  support  these 
changes,  we  are  seeking  the  following  computer  specialists  who  are  required  to  take  an  active  role  In  the 
process  of  review  and  Implementation  of  such  developments: 


Systems  Programmer.  Computer  Center  Ref:  ccopi 

Requires  a  graduate  with  a  minimum  of  3  years  systems  operating  experience,  2  of  which  are  on  UNIX, 
together  with  knowledge  of  SUNSPARC,  RS6000  and  DEC;  4000. 

Senior  Network  Engineer.  Computer  Center  Ref:  ccop2 

Requires  a  graduate  with  at  least  4  years  experience  In  the  design  and  Installation  of  multi-vendor  net¬ 
works,  including  LANs,  WANs,  Internet  and  their  connectivity  together  with  knowledge  of  TCP/IP,  Novell, 
UNIX  and  SNMP 


Computer  Operations  Manager.  Computer  Center  -Ref:  CC0P3 

Requires  a  graduate  with  a  minimum  of  5  years  experience  In  computer  operations,  Including  applications 
development  and  client  services,  with  a  minimum  of  2  years  managerial  experience.  Knowledge  of  DEC 


f  2  ye 

4000,  AS/400,  RS6000,  Novell,  UNIX,  LANs  and  WANs  Is  Important 


Senior  Systems  Analyst.  Computer  Center  Ref;  ccapi 

Requires  a  graduate  with  a  minimum  of  5  years  as  a  systems  programmer  analyst  (managing  the  design 
and  installation  of  several  large  applications),  working  with  RDBMS  and  CASE  tools.  Unix  experience  in  an 
educational  environment  would  be  helpful. 


PEC  Systems  Engineer.  Faculty  of  Engineering  Ref:  fedse 

Requires  a  degree  In  Computer  Science  or  Engineering  together  with  a  minimum  of  3  years  experience  in 

DECS  '  1  . . 


DEC  system  management  using  VMS  and  Unix  operating  systems. 

Network  Engineer.  Faculty  of  Engineering  ssLiene 

Requires  a  degree  in  Computer  Science  or  Engineering  together  with  a  minimum  of  2  years  experience 

:ludlng  Decnet  and  Novell  N 


I  Netware. 


working  In  a  multi-vendor  environment  Including  L 

Unix  Paged  Workstation  Engineer.  Faculty  of  Engineering  Ref:  fewe 

Requires  a  degree  in  Computer  Science  or  Engineering  together  with  a  minimum  of  2  years  experience  In 

orxstations. 


running  Unix 


HP/ Apollo/Sun  Sparc  wort 


Applications  are  Invited  from  those  who  meet  the  specifications  above,  and  candidates  with  a  bilingual 
. - .  st.  Pte*  ‘  . -  ' 


ability  in  Arabic  and  English  will  be  of  particular  interest.  Please  send  your  application  including:  the  reference 
number  of  the  position  you  are  applying  for,  2  copies  of  a  curriculum  vitae  ana  degree  qualifications  to: 


Iv 

\  V 


Itv ! 

United  Arab  Emirates  Unlversib 


uty 

P.O.  Box  15551,  Al  Ain,  United  Arab  Emirates 

(Fax  No:  011-971-3-650544) 


J 


TANDEM  PROFESSIONALS 
COBOL  •  SC0B0L  •  TANDEM  C  •  SQL 
PROJECT  MANAGERS  • 
PROGRAMMER/ANALYSTS*ANALYSTS 

CIScorp 


Penn  Center  West  II,  Suite  430 
Robert  Douqherty-MS  0787 
Pittsburgh,  PA  15276 
(800)  969-0099,  (412)  787-3070  (fax) 

Equal  Opportunity  Employer 

CISCORP  is  a  preferred  service  provider  for  Tandem 
solutions  nationwide.  Office  locations: 
Pittsburgh,  Pennsylvania  •  Sunnyvale,  California 
•  Atlanta,  Georgia  •  Philadelphia,  Pennsylvania 


Third  party  products  mentioned  herein  are  trademarks  or  registered 
trademarks  ol  their  respective  companies. 


LET'S  TALK  ! 
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(BONUS:  Find  The  *  _ 


.  of  Swat*) 


MAIL/FAX  RESUME  TO: 

Excel  Partners,  Inc . 

461  Chestnut  Ridge  Rd. 


Woodcllff  Lake,  N.J.  07675 
(201)  391-6270  FAX  (201)  391-6740 


SOFTWARE  ENGINEER:  40  hrs/ 
wk.  8  a.m.  -  5  p.m.,  $48,000./yr. 
Analyze,  design,  and  develop  com¬ 
puter  s/w  systems  for  accounting  & 
financial  appications  on  IBM  m/f  uti¬ 
lizing  MVS,  IDMS/DC,  ADSO, 
CICS,  and  COBOL.  Carry  out  busi¬ 
ness  area  analysis  &  internal  de¬ 
sign.  Prepare  test  plans,  test  data, 
&  assist  in  user  training.  Requires 
Bachelor's  Degree  In  Computer  Sci¬ 
ence.  Wl  accept  4  yrs.  of  expr  In 
lieu  of  Bachelor's  Degree.  Reqr.  6 


expr.  In  analysis  &  development  of 
s/w  application  systems  on  IBM  m/f 
utilizing  MVS,  IDMS/DC,  ADSO, 
CICS  and  COBOL  "Employer  paid 
ad."  E.O.E.  Send  resumes  fo:  7310 
Woodward  Ave.,  Rm.  415,  Detroit, 
Ml  48202.  Ref.  No:  50094. 


Nationwide  Permanent 
or  Consulting 
TANDEM  Positions  for 
Junior  thru  Senior 
P/A’s  orS/A’s 

If  you  have  2-8  years  experience 
with  any  of  the  following  skills: 
PATHWAY,  SCOBOL,  COBOL, 
SQL,  TAL,  C,  C++,  GUI,  SNAX, 
OLTP,  CLIENT/SERVER,  UNIX 

Call  or  fax  resumes  to: 

JCiiy  nuniyw 

TALON 

Professionals,  Inc. 

(800)  298-2566  or 
Fax  (800)  298-2567 


We  ere  a  TANDEM  Alliance 
Partner 


Computer  Software  Developer, 
Market  Analysis:  Develop  and 
maintain  software  designed  to 
track  and  perform  marketing  anal¬ 
ysis  of  credit  card  and  other  pur¬ 
chasing  data.  Platforms  used  In¬ 
clude  Unisys  mainframe  and  Sun 
and  PC  workstation  networked 
environments.  Languages  used 
include:  C,  C++,  Oracfe  and  Vi¬ 
sual  Basic.  Duties  Include  devel¬ 
opment  of:  databases  and  Input/ 
output  related  utilities  featuring: 
custom  report  generation;  struc¬ 
tured  analysis  and  high  level  archi¬ 
tectural  models:  structured 
charts;  and  statistical  models  for 
credit  card  analysis  using  regres¬ 
sion  methods,  smoothing  meth¬ 
ods  and  multivariate  techniques. 
40  hour  work  week;  9  am  to  5  pm 
yearly  salary:  $31,500.  Requires 
Master's  degree  In  Computer  Sci¬ 
ence.  Other  special  requirements 
include:  Will  accept  completion  of 
all  requirements  towards  Masters 
degree  in  lieu  of  actual  degree. 
Will  accept  multi-discipline  degree 
in  Mathematics,  Statistics  &  Com¬ 
puter  Science  In  lieu  of  Computer 
Science  degree.  College  educa¬ 
tion  to  include  use  of  regression 
methods  and  at  least  one  dass 
each  In:  Multivariate  Statistical 
Analysis:  Principles  ol  Database 
Systems;  and  Probability  Statis¬ 
tics.  Must  have  proof  of  legal  au¬ 
thority  to  work  permanently  In  the 
U.S.  Send  TWO  copies  of  resume 
to:  ILLINOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITY,  401 
South  State  Street  -  3  South,  Chi¬ 
cago,  Illinois  60605,  Attention: 
Jack  Schaffer,  Reference  #V-IL 
11907-J.  NO  CALLS.  AN  EM¬ 
PLOYER  PAID  AD. 


ANALYST/PROGRAMMER  - 
From  requirements  develop 
specifications.  From  specifica¬ 
tions  analyze,  design,  develop, 
test,  document,  implement  soft¬ 
ware.  Req.  4  yrs  exp  in  job  or 
related  EDP  occupation.  Exp 
must  ind  ADABAS  NATURAL  II, 
JCL,  Structured  Analysis/De¬ 
sign  Development  Methodolo¬ 
gies,  Testing  Management 
Techniques.  $37,100/yr.  40hrs/ 
wk.  The  Job  Order  #  for  this  job 
is  KS5603532.  Please  apply  in 
or  submit  a  resume  re- 
ing  to  Job  Order  #  to:  To¬ 
peka  Job  Service,  1430  SW  To¬ 
peka  Blvd.,  Topeka,  KS  66612- 
1897.  Applicants  must  have 
proof  of  legal  authority  to  work 
in  the  U.S. 


MULTI¬ 
MEDIA 

fPA’s  or  SE’s  with  multi-1 
med,  UNIX,  C  or  C++, 
SQL.  Also  SQL  pgmrs. 
Exciting  work.  Establ. 
company.  SF  Bay  Area. 

S45-65K 

GENTRY,  INC. 

LCall  Pat  51 0-54 7-61 34J 
Fax  resume 
.  510-547-0119j 


SOFTWARE  ENQMEER:  40  hrs / 

wk.  8  am.  -  5  p.m.,  $51 ,200 Tyr.  An¬ 
alyze,  design,  and  develop  com- 
s/w  systems  tor  manufactr- 
-  "ms  on  TANDEM  m/f  uti- 
SCOBOL,  PATHWAY, 
TMF,  end  GUARDIAN. 
Develop  products  to  establsh  sys¬ 
tem  connectivity.  Prepare  product 
architecture.  Ctrry  out  Internal  de- 
scti  and  testing.  Requires  Bache¬ 
lors  Degree  In  Computer  Science, 
EtedricaT or  Mechanical  Engineering, 
Operations  Research.  Racy  4  yrs. 
expr.  in  job  offered,  or  4  yrs.  expr. 
as  Projyammer/Anatyst/Asst.  Con- 
sdtent.  Reqr.  work  expr.  on  TAN¬ 
DEM  m/f  utizing  TAL  SCOBOL 
PATHWAY,  ENSCRIBE,  TMF.  and 
GUARDIAN.  "Employer  paid  ad." 
E.O.E.  Send  resumes  to:  7310 
Woodward  Ave.,  Rm.  415,  Detroit. 
Ml  48202.  Ref.  No:  49494. 


POWERBUILDER 

PA’S 

& 

SYBASE/ 
ORACLE  DBA’s 


Long  term  contracts  available  In 
NC,  SC,  VA,  GA,  TN,  MD,  FL, 
D.C.,  NY,  TX,  NJ.  CA,  and  other 
states  for  sub-contractors  with  a 
minimum  of  1  year  PowerBuilder 
experience.  Sybase  SQL  Server 
and  Oracle  DBA  s  positions  also 
available  now.  Permanent  posi¬ 
tions  also  available. 


Please  mall  or  fax  resume  to: 

DILAN  Corporation 
4101 -B  Stuart  Andrew  Blvd. 
Charlotte,  NC  28217 
Fax  1-704-527-8755 


FREE 


We  will  distribute  your  re¬ 
sume  to  over  500 
"EMPLOYER  FEE  PAID" 
agencies  across  the  coun¬ 
try.  We  earn  our  revenues 
by  splitting  the  employer 
paid  fee  once  you  are 
placed.  If  you  are  degreed 
and  willing  to  consider  re¬ 
location,  send  a  copy  of 
your  resume  to: 


Advancement 
Recruiting 
P.O.  Box  209 
Avon,  OH  44011 


Q  ARIZONA  (36  positions  -  Apps  Dev) 

•  CICS/VSAM  •  CICS/DB2  •  MODEL  204 

•  Banking  P/A's  -  DDA,  TDA,  CPCS  fPkgs.  a  +) 

C*  OREGON  (54  positions  -  Apps  Dev) 

■  CICS/VSAM  •  CICS/DB2  •  IDMS/ADSO 

■  DBS  (MSA  or  M&D)  •  AS/400  -  SYNON 

■  Banking  P/A's  -  ACH,  LOANS,  ARP  fPkgs.  a  +) 

^  COLORADO  (60  positions  -  Sys  Prog) 

’  MVS  or  VM  •  DBA’s  •  Auto  Opps 

•  DASD  Mgmt  •  DB2  or  IMS  •  CICS  or  VTAM 

^DATRONICS  -Western  Region  Recruitment  Center 
151  Kalmus-Ste  C-200*Costa  Mesa-CA*92626-5963 
Phone:  714-751-3262  Fax:  714-751-3902 
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America’s  Leading  Corporations  Advertise 
Their  IS  Positions  in  Computerworld. 
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TESTING  ill,  WATER 

As  Cobol  developers  step  gingerly  into  object-oriented  Cobol,  one  expert  suggests 
looking  at  the  similarities  it  shares  with  traditional  Cobol  rather  than  the  differences 


By  Sally  Cusack 


Dan  Clarke  has  been  training 
Cobol  programmers  in  object- 
oriented  Cobol  for  two  years 
through  Micro  Focus,  Inc.’s 
•  beta-testingprogram. 

His  first  mistake  was  trying  to  teach 
Smalltalk  as  an  introduction  to  object- 
oriented  concepts.  The  goal,  the  object- 
oriented  products  manager  says,  was  to 
train  technical  support  staffers  in  a 
week.  “We  never  got  past  the  first  two 
days.  It  was  like  trying  to  drink  from  a 
fire  hose  —  too  much  to  swallow,”  Clarke 
says. 

The  combination  of  a  new  language 
with  new  concepts  and  terminology  was 
overwhelming.  Clarke  rethought  his 
training  strategy  and  hit  on  the  solution: 
When  he  introduced  object-oriented  Co¬ 
bol,  he  would  initially  focus  on  the  simi¬ 
larities  programmers  will  find  between 
the  old  languages  and  the  new.  “It’s  real¬ 
ly  not  as  complex  as  it’s  made  out  to  be,” 
Clarke  says. 

While  this  might  not  quell  program¬ 
mers’  fears  of  moving  from  procedural 
code  to  object-oriented  development,  a 
happy  compromise  may  yet  be  found  in 
object-oriented  Cobol. 

Under  construction 

Currently,  Micro  Focus  and  IBM  are 
working  together  and  separately  to  pro¬ 
vide  large  systems  Cobol  shops  with  a 
less  stressful  alternative  to  the  stringent 


world  of  pure  object-oriented  develop¬ 
ment.  Micro  Focus  introduced  the  Object 
Cobol  Option  this  spring,  and  IBM  will  re¬ 
portedly  unveil  an  object-oriented  Cobol 
for  MVS  next  year. 

An  add-on  to  the  Micro  Focus  Cobol 
Workbench  Version  3.2,  the  Object  Cobol 
Option  provides  a  complete  object-ori¬ 
ented  development  and  class  library  and 
enables  the  development  of  graphical  us¬ 
er  interface  applications.  Because  it  al¬ 
lows  object  and  procedural  code  to  coex¬ 
ist  and  cooperate,  the  Object  Cobol 
Option  lets  developers  migrate  existing 
Cobol  code  incrementally  to  the  object 
environment. 

While  moving  programmers  from  a 
purely  Cobol  background  to  object- 
oriented  languages  can  easily  become 
traumatic,  Clarke  says  he  tells  object- 
oriented  Cobol  candidates  that  they 


know  much  more  than  they  think  they 
do. 

For  example,  if  one  takes  a  series  of 
variables  declared  in  Cobol  to  be  differ¬ 
ent  data  types  and  then  takes  a  verb  and 
asks  A  to  add  to  B,  the  compiler  worries 
about  performingthe  results. 

It’s  a  form  of  polymorphism,  Clarke 
says,  which  is  one  of  the  features  inher¬ 
ent  in  object-oriented  development.  “It’s 
the  same  concept;  it’s  just  carried  for¬ 
ward  into  objects.” 

Glimpsing  the  familiar 

One  of  the  earliest  users  of  Micro  Focus’ 
product  is  Michelle  Young,  technical  spe¬ 
cialist  at  Nationwide  Insurance  in  Co¬ 
lumbus,  Ohio.  The  company  has  been 
evaluating  the  product  since  March  and 
is  examining  object-oriented  technology 
to  determine  how  it  can  best  be  leveraged 


at  the  company.  Currently,  there  are  four 
IBM  3090  mainframes  and  two  Tandem 
Computers,  Inc.  machines  runningCobol 
applications.  The  company  also  has 
Cobol  running  across  DOS  and  Unix. 

Young’s  first  impression  of  object-ori¬ 
ented  Cobol  is  that  “it’s  pretty  good.  The 
calls  and  variables  are  the  same,  and 
there  is  some  familiar  syntax  mixed  in 
with  stuff  that  is  really  foreign.”  Having 
worked  in  a  Cobol  environment  for  10 
years,  Young  says  she  cannot  estimate 
the  entire  learning  curve  involved.  How¬ 
ever,  she  says  she  is  learning  to  accom¬ 
plish  the  same  tasks  in  two  different 
ways. 

Micro  Focus’  goal  when  designing  ob¬ 
ject-oriented  Cobol  was  to  make  the  lan¬ 
guage  a  fairly  natural  extension  of  Cobol, 
Clarke  says.  He  estimates  there  are  12  to 
15  new  extensions  to  existing  verbs.  An 
advantage  to  the  object-oriented  tech¬ 
nology  is  that  it  hides  a  lot  of  detail  and  is 
reused  by  adding  code  —  not  changing 
it,  he  adds. 

Micro  Focus  isn’t  the  only  major  player 
in  the  market.  IBM’s  program  is  in  the  al¬ 
pha  test  stage  and  will  be  available  for 
general  release  by  the  middle  of  next 
year.  In  fact,  Young  says  IBM’s  entry  into 
the  market  will  encourage  other  compa¬ 
nies  to  join  it. 

Young’s  advice  to  other  Cobol  develop¬ 
ers?  “Don’t  panic,”  she  says.  Although 
working'with  a  pure  object-oriented  lan¬ 
guage  such  as  Smalltalk  may  leave  a  bad 
taste  in  your  mouth,  according  to  Young, 
“perhaps  you  can  [program]  in  object- 
oriented  Cobol  and  leverage  off  of  your 
knowledgebase.”  ■ 


Cusack  is  a  market  analyst  at  The  Standish 
Group  International,  Inc.,  a  consulting  firm  in 
Dennis,  Mass.,  that  focuses  on  reliable  enter¬ 
prise  computing. 


Make  it  manageable 

Cindy  Craine,  manager  of  Cobol  solutions  at 
IBM’s  Santa  Teresa  development  labs  in  California,  offers  the  following  advice 
for  Cobol  programmers  considering  a  move  to  object-oriented  Cobol  development: 

•  Remember:  Object-oriented  Cobol  is  a  natural  extension  of  the  Cobol  language. 

•  Start  to  do  pieces  in  object-oriented  constructs  where  you  feel  most  comfortable. 

•  Select  pieces  of  the  application  that  lend  themselves  most  readily  to  objects  (i.e., 
define  a  customer  profile  as  an  object  with  billing,  address  and  purchase  history). 

•  Visualize  the  tangibles  first,  and  then  start  coding  them  into  objects. 

•  Mix  object-oriented  with  procedural  development  to  enhance  comfort  level. 

•  Remember:  The  business  logic  can  still  be  written  in  Cobol! 


Creative  ♦  Intelligent  ♦  Dedicated 
Software  Developers 

Berkley  Information  Services  is  a  growing,  progressive  software  development 
company  serving  the  property/casualty  insurance  companies  of  W.R.  Berkley 
Corporation.  We  offer  the  best  of  all  worlds!  BIS  currently  employs  65  professionals, 
but  offers  the  opportunities  associated  with  being  a  part  of  a  large  corporation  (2,500+ 
employees  nationally).  We  have  the  security  of  small  town  living  and  the  convenience 
of  being  just  30  minutes  from  Sioux  Falls,  SD  ( rated  the  #1  place  to  live  in  America 
hy  Money  Magazine). 

BIS  offers  a  competitive  compensation  and  benefit  package,  but  we  think  you  will  be 
more  impressed  by  the  positive  working  environment  —  one  that  will  let  the  right 
individuals  achieve  great  job  satisfaction  and  personal  growth.  We  are  currently 
looking  to  fill  the  following  new  positions: 

An  experienced  Property  Casualty  programmer/analyst  with  proficiency  in 

♦  reporting  systems,  including  the  use  of  advanced  query  tools  in  a  client/server 
environment.  The  perfect  candidate  will  also  possess  knowledge  of  SQL, 
COBOL,  UNIX,  and  decision  support  systems  design. 

An  individual  to  lead  a  small  team  of  programmers  in  the  design  and  implemen¬ 
tation  of  an  advanced  insurance  billing  application.  The  environment  is 

♦  UNIX/Windows  client/server  using  MF  COBOL  and  RDMS.  The  ideal  candi¬ 
date  will  have  significant  experience  working  on  financial  systems.  Insurance 
experience;  previous  work  with  MF,  UNIX,  or  database  tools  is  a  plus. 

People  with  advanced  programming  skills,  capable  of  designing  and  implement- 

♦  ing  all  aspects  of  new  insurance  applications  in  COBOL.  Applicants  must 
understand  programming  at  a  high  level  (e.g.  performance  issues,  user  interfaces, 
etc.).  Years  of  experience  are  not  as  important  as  skill  and  ability. 

If  you  desire  a  dynamic  working  environment,  have  experience  and  the  desire  to 
excel  please  forward  your  resume  and  salary  history  to: 

Human  Resource  Director 
Berkley  Information  Services 
PO  Box  657 
Luveme,  MN  56156 

Fax:  507-283-2627 

Equal  Opportunity  Employer 


We  are 


COMDISCO 

one  of  the  world's  largest  provid¬ 
ers  of  solutions  that  help  busi¬ 
nesses  acquire,  manage  and  pro¬ 
tect  their  high-tech  equipment. 
We  provide  a  full  range  of  ser¬ 
vices  designed  to  reduce  tech¬ 
nology  cost  and  risk. 

Currently,  we  are  seeking  moti¬ 
vated  Project  Directors  and  Se¬ 
nior  Technical  Architects  In  the 
Open  Systems  area.  Qualified 
candidates  must  have  an  ad¬ 
vanced  degree  In  a  related  field 
and  a  minimum  of  7  years  experi¬ 
ence  consulting  with  corpora¬ 
tions  to  provide  systems  Integra¬ 
tion  solutions.  Experience  deal¬ 
ing  with  open  systems,  client 
server  technology,  and  distrib¬ 
uted  computing  also  required. 
The  Project  Director  position  re¬ 
quires  previous  management  of 
large  projects. 

For  immediate  confidential  con¬ 
sideration,  please  forward  a  re¬ 
sume  with  salary  history  to: 
COMDISCO,  Inc.,  Dept.  KM 
9002,  6111  N.  River  Road,  Rose- 
mont,  IL  60018.  Fax:  708-518- 
5008.  EOE  M/F/D/V. 


CONSULTANTS 
SHOULD  CONSULT , 


iluiiiiiD 


/  IMMEDIATE  \ 

/  CONTRACTS  \ 

/  Please  send  resume  &  call! 

/  Mimi  Simon  Assoc.  \ 

'  90  West  SL.  Suite  1 105.  NYC  10006  \ 

(212)  406-1705 
FAX  (212)  406-1768 


PROGRAM  & 


COMPUTER  SCIENTISTS 


New  Project  Implementation 
♦♦ENVIRONMENTAL  SERVICES** 

Lockheed  Environmental  Systems  and  Technologies,  a  division  of  Fortune  25 
Lockheed,  has  potential  long-term  positions  to  provide  systems  development  and  sci¬ 
entific  support  services  to  the  Environmental  Protection  Agency  (EPA).  As  a  result,  we 
are  seeking  degreed  Computer  Scientists  with  the  following  experience 

Experience  managing  technical  government  contracts  & 
projects  required.  Background  in  scientific  systems  analysis  & 
development  with  understanding  of  technology  transfer  &r 
implementation  a  must.  Prefer  candidates  with  knowledge  of 
EPA  Office  of  Research  &r  Development  (ORD),  Lab  Scientific 
Systems  &  EPA  contract  management. 

Experience  in  scientific  systems  analysis  & 
development  required.  Background  in  one  or 
more:  modeling,  visualization,  HPC,  GIS,  com¬ 
puter  networking  and  related  communication  a 
must.  Prefer  candidates  with  knowledge  of  EPA 
ORD  Lab  Scientific  Systems,  VAX/VMS,  UNIX 
and  open  architecture. 

We  have  ADDITIONAL  STAFF  openings  for 
professionals  experienced  in  Micrographics, 

Technical  Writing  and  Multimedia  presentation. 

THESE  NATIONWIDE  OPENINGS  ARE  LOCATED  IN: 

Las  Vegas,  NV,  Washington,  DC,  Research  Triangle  Park,  NC,  Cincinnati,  OH, 
Ada,  OK,  Gulf  Breeze,  FL,  Duluth,  MN,  N arraganset,  Rl.  Corvallis  &  Newport, 
OR,  Athens,  GA,  Grosse  He,  MI. 

Please  fax  or  mail  your  resume  which  must  include  salary  history  to: 
Carla  Dempsey,  Dept.  CW627,  FAX:  (703)  413-5775,  Lockheed  Environmental 
Systems  6ff  Technologies,  1725  Jefferson  Davis  Hwy,  Suite  300,  Arlington,  VA 
22202.  Equal  opportunity/affirmative  action  employer  m/(/d/v 


COMPUTER,  DBMS  & 
LABORATORY  AUTOMATION 
SPECIALISTS, 
SYSTEMS  ANALYSTS. 
PROGRAMMERS, 


Lockheed 

Environmental  Systems  &.  Technologies 
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SKS,  Inc.  is  a  leading  provider  of  sales  automation  systems  and  client  server  tools.  Our 
relationships  with  Microsoft,  Novell,  and  Apple  as  a  “Solutions  Provider”  has  positioned  us 
to  deiiver  advanced  client  server  solutions.  As  one  of  the  leading  technology  providers  in 
the  mobile  computing  industry,  SKS  will  give  you  the  opportunity  to  work  directly  with 
clients  on  the  most  technologically  advanced  environments.  Our  growth  and  expansion 
has  created  the  following  openings: 

Senior  Systems  Engineers 

(New  York  City,  Atlanta,  Chicago,  St.  Louis,  Dallas,  San  Francisco,  and  Los  Angeles) 
We  are  looking  for  highly  motivated  individuals  to  join  our  unique  team  of  client  server  pro¬ 
fessionals  in  the  field  to  help  corporations  implement  remote  client  server  solutions  for 
todays  mobile  users.  Three  to  five  years  pre-sales  experience  in  marketing  technology  to 
FORTUNE  500  companies,  mobile  computing  environments,  product  demonstrations, 
relational  database  technologies,  development  tools,  and  LAN/WAN  communications  is 
required.  Responsibilities  will  include  new  business  development,  sales  support,  cus¬ 
tomer  prototyping,  and  client  relations.  The  ability  to  learn  quickly  and  communicate  effec¬ 
tively  is  a  must. 

Director.  Research  &  Development  (St.  Louis) 

For  the  right  person  -  someone  committed  to  working  hard  and  is  seeking  challenge  and 
variety  -  SKS  can  provide  you  with  the  opportunity  to  grow  professionally.  This  dynamic 
individual  will  manage  multiple  integrated  client  server  projects  across  a  variety  of  plat¬ 
forms,  develop  budgets  and  forecasts,  integrate  protect  plans,  generate  protect  dates, 
drive  a  project  on  a  timeline  and  influence  management  decisions  in  the  use  of  advanced 
technologies.  A  working  knowledge  of  the  strategic  direction  of  Novell,  Microsoft,  other 
major  industry  players  in  the  systems  development  and  platform  environments  is  key. 
Minimum  4-6  years  experience  and  technical  leadership  communications  skills  is  a  must. 
Client  Server  Developers  (St.  Louis  and  other  locations) 

You  have  invested  a  lot  in  leading  technology  knowledge  in  the  mobile  computing  client 
server  industry.  Now  where  do  you  go7  Take  your  2-5  years  of  C,  C++,  OLE,  ODBC,  SQL 
Database,  communications  protocols,  and  LAN/WAN  experience  to  the  next  level  in  the 
development  of  mobile  user  systems  and  client  server  tools.  Additional  skills  in  transac¬ 
tion  processing,  MS  Access,  VIM/MAPI  and  APPWARE  preferred. 

Salaries  and  benefits  are  competitive  and  commensurate  with  experience. 

Please  send  your  resume  with  salary  requirements  to: 

Robert  Carpenter  CompuServe  Address: 

SKS  177000,1057 

10845  Olive  Blvd.,  Suite  190  or  call  800-779-7205 

St.  Louis,  MO  63141  and  ask  for  Robert  Carpenter 

SalesKit 
Software 

CORPORATION 


RDBMS  ENGINE  /  CLIENT  SERVER] 

ENGINEERS  /QA/S/E’s/  SUPPORT 

SYBASE  ORACLE  INGRES  INFORMIX  DB2 
DB2/2  DB2/6000  OODBMS  IDB  GUPTA  SQL 
M/S  ACCESS  API’S  ODBC  DRDA  X/Open  SAG 
XDB  CL1  Vortex  Gateways  DCE  DDE  RPC  OLE 
COM  LEX  YACC  TCP/IP  APPC  EHLLAPI  SNA  SDK 
APPLE  EVENTS  Power  Builder  Quest 

We  are  looking  for  50+  developers,  Q/A  and  S/E's  for:  Client 
servers,  RDBMS  engine  enhancements,  SQL  &  Smalltalk 
language  extensions,  ANSI/DB2  compatibility,  DML,  Query 
Optimizer,  OLTP  performance.  Buffer,  Log,  Bind,  Index  &  Cache 
Mgmnt,  Backups,  Compression,  Reorgs,  Copies,  Analyzers, 
Concurrent  &  Security  controls.  Storage,  API  s,  GUI’s,  Terminal 
Emulation,  Drivers  &  Multi  Media.  The  development  will  be  done 
in  C/C++,  Smalltalk,  Visual  Basic,  Assembler  St  MPW  on  0S2/PM. 

Windows/NT.  Unix.  Xwindows,  OS400.  MAC  &  MVS/ESA 
platforms  in  a  Start-Up  environment.  Sorry,  no  entry  level  jobs, 

3+yts  Commercial  Product  Dev.  Req.  Royalties,  Stock,  45-120k  Ca, 

Wa,  Tx,  DC,  II  or  Remote  TeieCommuting. 

Spencer  Software  Systems 
Fax  (408)  288-5162  Email  spencers@netcom.com 
2530  Berryessa  Rd.  #  1040  San  Jose,  Ca.  95 132 


Newly  Created  Opportunities 
r  With  ANATEC  ¥ 


As  one  of  the  most  experienced  Client/Server  Systems  Integration  Companies, 
ANATEC  is  a  leader  in  implementing  solutions  based  on  Client/Server 
Architectures.  RDBMS  and  4GL's.  Significant  gains  in  market  share  have  created 
opportunities  in  our  new  Customer  Service  Group: 

CONSULTING  SERVICES  DIRECTOR  -  Experience  managing  a  consulting 
group  that  utilizes  structured  process  methodology  and  business  process 
re-engineering  required.  Client/Server  and  Customer  Service  Application  expe¬ 
rience  preferred. 

SR.  PROCESSING  ENGINEER  -  Experience  in  structured  business  process  defini¬ 
tion  and  business  process  re-engineering  required.  Client/Server  and  Customer 
Service  Application  experience  prefened. 

fxrt  lent  compensation  and  benefits,  growth  opportunities,  and  new.  challeng- 
carters  involving  the  latest  systems  integration  technology  are  here  today 
it  ANATEC  If  qualified,  please  submit  resume  to  ANATEC,  Attn:  Michelle 
Tyree,  4301  Woodway  Dr.,  Suite  300E.  Houston,  TX  77056,  Fax:  (713) 
964-2721.  _ 

anaTec- 

The  Transitional  Systems  Integration  Company 


:i$tqual  Opportunity  Employe#;; 


COBOL 

PROGRAMMERS 


Good  rate/per  diem. 

50  immediate  openings 
in  the  Midwest. 
CICS,  DB2,  COBOL 

100  immediate  openings 
in  the  Midwest. 
COBOL.  JCL 

TAD  DATA  SERVICES 
125  S.  52nd  Street 
Tempe,  AZ  85281 
800-482-7130 
Fax  (602)  894-8767 
Equal  Opportunity  Employer 


CONSULTANTS 


AiC  has  over  35  locations 
servicing  our  Fortune  500  clients 
with  openings  in  a  wide  range  of 
tecWdogies.  Weoffera 
competitive  compensation 
package  on  either  a  project  or 
salaried  basis  with  comprehen¬ 
sive  benefits  for  individuals  with 
2+ years  professional  experience. 
EOE.  Send  or  fax  your  resume: 


Analysts  International  Corp. 
P.O.Box  39612 
Minneapolis,  MN  55439 
Fax  (612)897-4544 


Contract 

Positions 

Available 

•  PROGRESS  •  ORACLE 

•  TANDEM/TAL  •  DB2/TELON 

•  ADABAS/NATURAL 

Please  call  or  fax  resume  to 

ECOM 

10333  NWFwy  Ste414 
Houston,  TX  77092 
(713)686-9740 
Fax  (713)686-9454 

2351  W.  NW  Frvry,  Ste  1210 
Dallas,  TX  75220 
(214)358-6481 
Fax  (214)  358-6489 


Product  Manager  Lead 


Microsoft  has  a  unique  opportunity  in  Redmond, 
Washington,  for  a  top  performing  Product  Manager  with  a 
thorough  understanding  of  the  MIS  customer  segment 

You  will  have  the  opportunity  to  position  Microsoft  as  the  leading  provider 
of  tools,  technologies,  applications  and  services  to  help  MIS  respond  to  a 
rapidly  changing  business  environment. 

With  responsibility  for  leading  Microsoft’s  worldwide  MIS  customer 
marketing  efforts,  you’ll  manage  a  team  of  Product  Managers,  creating  and 
implementing  a  marketing  plan  to  win  MIS  manager  and  developer  hearts 
and  minds.  Your  efforts  will  encompass  cultivating  PR  potential  with  the 
trade  press,  advisory  boards  and  user  groups;  fostering  industry  partnerships; 
developing  corporate  sales  and  advocacy  tools;  and  acting  as  spokesperson 
on  corporate  development  topics. 

Qualified  candidates  must  have  a  minimum  of  10  years  experience 
technical  marketing  to  an  MIS  customer  segment  and  possess  a  broad  and 
in-depth  understanding  of  MIS  customer  needs,  wants  and  expectations. 
Experience  with  client/server  highly  desirable.  A  Bachelor’s  degree  in  a 
technical  or  business  discipline  is  required;  MBA  preferred. 

Microsoft  offers  a  competitive  salary  and  excellent  benefits.  For  immediate 
consideration,  please  mail  your  resume  with  salary  history  to:  MICROSOFT 
CORPORATION,  Attn:  Recruiting,  Dept.  A2232-0627,  One  Microsoft  Way, 
Redmond,  WA  98052-6399.  No  phone  calls  please.  We  are  an  equal 
opportunity  employer  and  support  workforce  diversity. 

Microsoft 


■  H— 


Prog-Analyst:  Invtvd  In  analysts, 
dsgn,  dvlpmnt  &  Imptmntn  of  com- 
prtisve  erdt  erd  presng  applctn. 
Cstmze  Oracle  Fnands,  SQL  Fms 
3.0,  Pro  C  1.4  &  SQL  ReptWrtr 
1 .1  in  UNIX  envmmnt  for  dwnldng 
data  fr  mnfrme  to  UNIX  bsed 
minemptr,  validate  tmsdn  &  prpre 
&  pmt  invc  for  erdt  crd.  Duts  req 
use  of:  SunSparc  &  Amdhal  mn- 
frme;  UNIX  4  DOS  bsed  mlnc- 
mptr;  MS-Windows,  Oracle  6.0, 
SQL  Fms  3.0,  Pro  C  1.4,  SQL 
ReptWrtr  1.1,  SQL  Menu,  Oracle 
Case  Tls,  Oracle  RDBMS,  &  Ora¬ 
cle  Fnands.  BS  Comp  Sc.  6  mths 
in  job  duts  or  6  mths  as  Analyst- 


SQL  Forms  3.0,  Pro  C  1.4,  SQL 
ReptWrtr  1.1,  SQL  Menu,  Oracle 
Case  Tls  &  Oracle  RDBMS;  Cst- 
mzng  Fms;  anlyss,  dsgn,  dvlpmnt 
&  implmntn  of  a  Fnand  Accntng 
Applctn.  $47,200/yr,  OT 
$22.70/hr  40hrs/wk,  9a-5p.  Must 
have  proof  of  legal  auth  to  work  In 
U.S.  Send  resume  to  Mr.  Bernard 
Childerston,  Nebraska  DOL,  P.O. 
Box  94600,  Lincoln,  Nebraska, 
68509  Refer  to  Job  Order  NE 
011524.  This  Ad  Is  paid  for  by  em¬ 
ployer. 


SYSTEMS  ENGINEER  reguired. 
Design  &  development  of  soft¬ 
ware  on  VMS/VAX  &  UNIX/C 
platforms  using  structured  meth¬ 
odologies  for  representation  & 
analysis;  design  of  optimization/ 
interface  algorithms;  object-ori¬ 
ented  programming;  techniques 
of  linear,  non-llnear  &  dynamic 
programming;  &  extensive  use  of 
2D  &  3D  computer  graphics  & 
data  modeling.  Interface  design 
using  C++,  MS  Windows  & 
SDK!  Masters  Degree  or  Its 
equivalent  required  In  a  Com¬ 
puter  Intensive  curriculum,  plus 
one  year  experience  In  the  job 
duties  described  above.  Univer¬ 
sity  level  project  experience  may 
be  used  to  satisfy  the  experience 
requirements.  Salary  -  $36,000/ 
year  for  a  40  hour  work  week. 
Job  location  -  Kansas  City,  MO. 
Must  have  proof  of  legal  author¬ 
ity  to  work  In  the  U.S.  Interested 
applicants  apply  at  Division  of 
Employment  Security,  Attn:  John 
F.  Soott,  421  East  Dunklin 
Street,  P.O.  Box  59,  Jefferson 
City,  Missouri  65104,  Phone: 
(314)  751-3773.  Refer  to  job 
number  129638.  Ad  paid  by  an 
Equal  Employment 
Employer. 


Systems  Analyst  -  Work  as 
or  team  of  experienced 
interface  GU  programmers  to  de¬ 
velop  statistical  and  graphics  win¬ 
dowed  application.  Including 
memory  manager,  editor,  text 
processor  and  statistical  mod¬ 
ules.  Develop  statistical  and 
graphics  windowed  application 
using  cross-platform  develop¬ 
ment  In  FORTRAN,  C  and  C++. 
Direct  and  coordinate  design  of 
statistical  software  wtth  scientific 
programmers,  statisticians,  math¬ 
ematicians  and  other  technical 
personnel  engaged  In  Russian 
joint  venture.  Experience  must  In¬ 
clude  development  of  statistical 
software  In  FORTRAN,  DOS,  C, 
C++  and  Microsoft  Windows. 
Experience  must  Include  expo¬ 
sure  to  Macintosh  System  7  ar¬ 
chitecture  and  UNlX/Motif.  Uni¬ 
versity  course  work  must  have  In¬ 
cluded  a  least  one  course  In  each 
of  the  following:  Multivariate  Sta¬ 
tistical  Analysis;  Discrete  Mathe¬ 
matics;  Mathematical  Logic  and 
Numerical  Methods.  Must  read, 
write,  and  speak  Russian.  If  the 
degree  Is  from  a  foreign  universi¬ 
ty,  the  degree  must  be  academi¬ 
cally  equivalent  to  a  U.S.  awarded 
B.S.  in  Applied  Mathematics  as 
judged  by  an  evaluator  or  creden¬ 
tials  evaluating  service.  1  year  In 
job  or  1  year  experience  as  Com¬ 
puter  Programmer  Analyst  re¬ 
quired.  40  hrs/wk;  Mon-Fri 
9:00am  to  5:00pm,  no  o.t. 
$45,000.00  per  annum.  Must 
have  proof  of  legal  authority  to 
work  permanently  In  U.S.  send 
resumes  to:  Illinois  Department  of 
Employment  Security,  401  South 
States  Street  -  3  South,  Chicago. 
Illinois  60605,  Attn:  Jack  Schaf¬ 
fer,  Reference:  V-IL  1 1 160-J  NO 
CALLS.  AN  EMPLOYER  PAID 
AD  -  SEND  2  COPIES  OF  RE¬ 
SUME 


Looking  for  qualified 

computer 

professionals? 

Look  no  further.  More  than  over  one  half  million  computer 
professionals  read  Computerworld  every  week.  And  you 
can  reach  all  of  them  --  or  just  the  ones  in  your  region  -- 
with  a  regional  or  national  recruitment  advertisement  in 
Computerworld' s  Computer  Careers  section.  For  more  in¬ 
formation,  call  Lisa  McGrath  at  800-343-6474  (in  MA, 
508-879-0700);  or  call  your  local  sales  office  listed  below: 

BOSTON 

Nancy  Percival 
375  Cochituate  Road,  Box  9171, 
Framingham,  MA  01  701  -91  71 
508-879-0700 


NEW  YORK 

Marty  Finn 

Mack  Center  1 , 365  West  Passaic  St., 
Rochelle  Park,  NJ  07662 
201-587-0090 


WASHINGTON,  D.C. 

Katie  Kress 
8304  Professional  Hill  Drive, 
Fairfax,  VA  2203 1 
703-573-41 15 


CHICAGO 

Patricia  Powers 
1 0 1  1  E  Touhy,  Suite  550, 
Des  Plaines,  IL  6001  8 
708-827-4433 


LOS  ANGELES 

Barbara  Murphy 
2171  Campus  Drive,  Suite  100, 
Irvine,  CA,  9271  5 
714-250-0164 
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Now  that  The  ASK  Group  is  merging 
with  Computer  Associates  International,  Inc.,  in 
a  move  that  strengthens  our  client/server  line¬ 
up,  we’re  looking  for  high-caliber  Sales 
Professionals  and  Pre  or  Post-Sales  Specialists 
—  familiar  with  ASK  software  —  for  our  offices 
across  the  United  States  and  around  the  world. 

CA  intends  to  expand  and  elevate  the 
sales  and  support  of  ASK  products  as  well  as 
to  increase  the  investment  in  ASK  technology. 

Sales  Professionals  should  have  a 
strong  background  in  software  sales  and  a 
track  record  in  building  strategic 
relationships  with  corporate  users. 

Pre  or  Post-Sales  Specialists 
should  have  leadership  ability  and 
feel  comfortable  working  as  part  of  a  team. 
Areas  of  responsibility  include  technical 
sales  interaction  with  clients, 
product  demonstration,  marketing  and 
problem-resolution. 

Knowledge  of  such  products  as  INGRES 
database  and  tools  family,  MANMAN, 


MANMAN/X,  and  SIM/400  would  be 
a  definite  plus  for  both  positions.  Travel 
is  also  required. 

The  successful  candidates  will  be 
invited  to  join  a  dynamic  sales/support  team 
at  the  world’s  leading  software  company,  and 
enjoy  complete  company-paid  benefits  along 
with  growth  opportunities  unsurpassed  in  the 
industry. 

For  immediate,  confidential 
consideration,  call:  1-800-454-3788,  or 
fax/mail  your  resume  to  Personnel 
Department-CWD,  Computer  Associates 
International,  Inc.,  One  Computer  Associates 
Plaza,  Islandia,  New  York  11788-7000.  (FAX) 
516-342-5737.  All  product  names  referenced 
herein  are  the  trademarks  or  registered 
trademarks  of  their  respective  companies.  CA 
is  an  equal  opportunity  employer  M/F/D/V. 

Gomputer1 

Associates 

Software  superior  by  design. 


With  Knowledge  of  ASK  Products? 
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Computer  Careers 


East 


TkMcaMiu 

Should  BeTWdiig 
About  Mellon. 

Think  about  this.  Mellon  Bank  has  long  been  recognized  as  a 
leader  in  the  information  technology  industry.  In  the  most  recent 
ComputerWorld  Premier  100,  Mellon  was  named  one  of  the  best 
companies  at  deploying  and  effectively  using  technology. 

As  a  result  of  corporate  strategic  plans,  we’ve  initiated  major  efforts 
to  leverage  our  existing  computing  infrastructure  while  introducing 
emerging  technologies.  Client/Server,  PC  Development  Workstations, 
Workgroup  Computing,  and  Imaging  are  some  of  the  advanced 
technologies  currently  deployed. 

To  support  this  growth,  the  following  career  opportunities  exist: 

•  Internetworking  Engineers  •  GUI  Designers 

•  Enterprise  Systems  Integration  •  Application  Programmers 

•  MVS  and  CICS  Systems  Programmers,  •  Process  Re-engineers 

Software  Engineers,  Product  Support 

If  you’re  interested  in  joining  one  of  the  fastest  growing  technological 
leaders  in  the  country,  send  a  resume  to  Mellon  Bank,  One  Mellon 
Bank  Center,  Room  735,  Department  AD063,  Pittsburgh,  PA 
15258-0001.  Faxes  may  be  sent  to  412-234-5466.  It’s  time  to  think 
about  a  great  future.  It’s  time  to  think  about  Mellon. 

@  Mellon  Bank 

Mellon  Bank  Corporation  is  an  EEO  &  AA  Employer 


Systems  Analyst.  Working  wtttiin 
an  airline  environment,  uses  Air¬ 
line  Control  Program/T ransaction 
Processing  Facility  (ACP/TPF), 
Airline  Line  Control  System 
(ALCS),  Reservation  System  ap¬ 
plications,  providing  advice  & 
support  for  online  projects.  Does 
analysis,  design  &  implementa¬ 
tion  for  Reservation  System  ap¬ 
plication,  such  as  Ticketing,  Mes¬ 
sage  Switching  &  Direct  Access. 
Provides  technical  direction,  sys¬ 
tem  design  &  analysis,  design 
development  &  preparation  of 
program  documentation  &  flow¬ 
charts,  program  coding  &  test¬ 
ing,  development  of  system  test¬ 
ing  &  system  release.  Reg.  BS  in 
Comp  Sd,  Math  or  Engineering 
and  2  yrs  exp  in  Job  offered.  40 
hrs  per  wk.,  $40,000/yr.  Job  site 
Norwalk,  CT.  Applicants  should 
send  resume  to  Job  Order 
#3131420,  Operational  Support 
Unit,  2nd  FI.,  CT  Dept,  of  Labor, 
200  Folly  Brook  Blvd.,  Wethers¬ 
field,  CT  06109. 


SOFTWARE  ENGINEER  -  Devel¬ 
op,  program  and  implement  a 
Data  Transfer  Interface  for  a  Fi¬ 
nancial  and  Statistical  Regres¬ 
sion  system.  Analyze,  design, 
program  and  implement  five  on¬ 
line  and  batch  subsystems  that 
will  constitute  the  application 
programming  interface.  Hard¬ 
ware  and  software  utilized:  VAX 
8600,  VAX  11/750,  ORACLE, 
SAS,  FORTRAN,  SPSS.  Req;d: 
Bachelor  in  Computer  Sd  or  En¬ 
gineering.  2  yrs  exp  in  position 
offered  or  2  yrs  exp  as  Software 
Analyst.  2  yrs  exp  must  indude 
work  in  a  VAX  environment  using 
either  the  VAX  3400,  8600  or  the 
PDP/11  processors;  Use  of  de¬ 
velopment  and  statistical  tools 
ORACLE  and  SAS  or  SPSS.  40 
Hrs/Wk.;  9  am  -  5  pm;  $32,000/ 
Yr.  Submit  resumes  to:  Debbie 
Lyons,  Dept,  for  Employment 
Services,  275  East  Main  Street, 
2W,  Frankfort,  KY  40621;  Refer 
to  JO#0345715.  "Equal  Oppor¬ 
tunity  Employer". 


IDMS  Database  Analyst 


FISHER  SCIENTIFIC,  a  leader  in  the  Health  &  Scientific  Products  field,  constantly 
strives  to  maintain  a  progressive,  “state-of-the-art"  environment  in  our  Pittsburgh 
Data  Center. 


Individual  will  act  as  a  consultant  for  applications  development  Position  requires:  3 
years  experience  supporting  an  IDMS  Database  Management  System  and  2  years 
logical  and  physical  data  design  along  with  5  years  total  data  processing  experience 
in  positions  of  increasing  responsibility.  Prior  experience  working  in  a  large  IBM 
mainframe  environment  operating  under  OS/MVS  utilizing  IDMS/ADSO  is  also 
required.  Experience  with  Data  Base  2  software  is  a  plus. 

This  position  offers  challenge,  recognition  and  career  growth  along  with  a 
competitive  salary  and  a  comprehensive  benefits  program. 


Systems  Analyst  for  Management 
Services  firm.  40-hour  week,  9 
AM  to  5  PM,  $27,300  per  year. 
Will  design  and  program  custom¬ 
ized  application  software  for  com¬ 
pany  and  dients;  will  install  equip¬ 
ment  and  software;  train  end  us¬ 
ers  and  provide  technical  support. 
Will  maintain  application  software; 
Implement  and  manage  all  neces¬ 
sary  Data  Bases;  monitor  Local 
Area  Network  Installed  In  compa¬ 
ny.  Prepare  hardware  and  soft¬ 
ware  proposals;  elaborate  and  re¬ 
vise  administration  and  operation 
procedures.  Bachelor  of  Science 
or  equivalent  In  Computer  Infor¬ 
mation  Systems  and  2  years  ex¬ 
perience.  Will  supervise  2  employ¬ 
ees.  Submit  resume  to:  Job  Ser¬ 
vice  of  Florida,  701  SW  27th  Ave., 
Room  47,  Miami,  FL  33135-3014 
Re:  Job  Order  #FL-1051899. 


Please  send  or  fax  a  detailed  resume  along  with  your  salary  requirements  to: 
Maureen  Teague,  Employee  Relations  Supervisor,  FISHER  SCIENTIFIC,  711  Forbes 
Avenue,  Pittsburgh,  PA  15219.  Fax:  412-562-1725.  Equal  Opportunity  Employer. 


Fisher  Scientific 


Excellence  in  Serving  Science.. .Since  1902 


PROGRAMMER/ 

ANALYSTS 


(PERMANENT/CONTFtACT) 

Tampa,  Orlando,  Jacksonville, 
S.  Florida,  Charlotte,  Raleigh. 
Atlanta 

RPG 111/400,  POWERBUILDER, 
SMALLTALK,  C++, 
VISUAL  BASIC,  TANDEM,  DB2, 
IMS-DB/DC,  CICS, 
TELON,  ORACLE 

ISG 

1304  SW  160th  Avenue 
Suite  542 
Surtse.FL  33326 

800/776-3190 
305/389-3198  (fax) 


Growth 


Developer  ol  a  manufactur¬ 
ing  CIM  package  seeks 
Ingres  6.4+  experienced 
SEs.  MFG  application  exper¬ 
ience  major  factor.  Modern 
headquarters,  Salary  and 
incentives.  Flexible  benefits. 

Telesis  Computer 
Corporation 
207  Sigma  Drive 
Pittsburgh,  PA  15238 
(412)  963-8844 
wiz@telesis.com 


Computerworld 

recruitment 

advertising 

works! 

That’s  because  more  computer  pro¬ 
fessionals  read  more  recruitment  ad¬ 
vertisements  in  Computerworld  than 
in  any  other  newspaper. 

For  more  information  or  to  place  your 
ad,  call  Lisa  McGrath  at  800-343- 
6474  (in  MA,  508-879-0700). 

Weekly,  Regional.  National. 

And  it  works. 

An  IDG  Communications  Publication 
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Work  wi 


Innovate 


Become  the  benchmark. 


Excellence.  That's  what  Microsoft  is  all  about.  In  our  products.  In  our  peo¬ 
ple.  In  our  services.  Chances  are,  it's  this  commitment  to  excellence  that's 
made  us  the  world's  largest  developer  and  marketer  of  software  applica¬ 
tions. 

For  Systems  Engineers  and  Sales  professionals  who  have  the  unique  combi¬ 
nation  of  skill  and  knowledge  it  takes  to  set  new  standards,  Microsoft  is 
holding  an  Open  House  By  Invitation  on  July  19th,  from  4pm  to  8pm  in 
Manhattan  to  discuss  opportunities  available  in  New  York  and  New 
Jersey. 

Systems  Engineers 

Responsibilities  include  supporting  the  sales  organization  in  communicating, 
integrating  and  implementing  Microsoft  products  within  targeted  accounts 
while  ensuring  customer  satisfaction.  The  ideal  candidate  will  possess 
detailed  knowledge  of  Windows,  Wndows  NT  and  Windows  Office 
Applications  and  related  software;  application  integration  into  a  workgroup 
environment;  OLE  2.0  and/or  Visual  Basic  (Visual  Basic  for  Application 
desired).  Experience  in  one  or  more  of  the  following  preferred:  database 
technology  such  as  Access  or  SQL  Server,  enterprise  connectivity  such  as 
SNA  or  TCP/IP  environments;  OS/2;  UNIX.  Macintosh  experience  is  a  plus 
for  some  positions. 

The  ideal  candidate  will  have  a  bachelor's  degree  in  Computer  Science, 
Computer  Information  Systems  or  the  equivalent  with  3+  years  of  related 
experience.  Microsoft  Certified  Professional  status  is  a  plus.  Excellent  presen¬ 
tation  skills  are  required,  as  well  as  an  ability  to  work  well  with  customers, 
and  a  very  strong  drive  to  get  things  done  independently,  while  working 
closely  with  other  Microsoft  team  members.  Dept.  CSE627. 

Account  Representatives 

Responsibilities  include  developing  relationships  and  positioning  technology 
with  prospects  and  customers  to  achieve  sales  goals  and  customer  satisfac¬ 
tion.  Using  your  strong  presentation  skills  and  knowledge  of  the  PC  soft¬ 
ware  industry,  vendors,  competitors  and  marketplace,  you'll  sell  to  one  of 
the  following  segments:  Fortune  500  accounts,  small  to  medium  size  busi¬ 
nesses  or  VARS. 

The  ideal  candidate  will  have  a  bachelors  degree  or  equivalent  (MBA  pre¬ 
ferred)  with  5+  years  of  industry  sales  experience.  Your  technical  knowledge 
must  include  familiarity  with  enterprise  computing  environments,  client  serv¬ 
er  and  distributed  computing;  Wndows  and  Windows  application  software. 
In  addition,  you  must  be  able  to  work  with  clients  at  every  level  and  possess 
superior  presentation  and  communication  skills.  Dept.  CAR627. 

For  more  information  on  these  positions  and  our  July  19  Open  House, 
please  send  your  resume  with  salary  history,  indicating  the  appropriate 
department  code  and  location  preference,  (ONE  REPLY  ONLY)  to: 
Microsoft  Corporation,  9  Hillside  Avenue,  Waltham,  MA  02154. 
FAX:  (617)  487-5751.  No  phone  calls  please.  We  are  an  equal  opportu¬ 
nity  employer  and  support  workforce  diversity. 

Microsoft 


1  RECRUIT  THE  BEST! 


Place  your 
advertisement 
in  regional 
or  national 
editions  of 
Computerworld’ s 
Computer  Careers  section. 

For  more  information  call  Lisa  McGrath. 
800-343-6474  In  MA,  508-879-0700 
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Computer  Careers 


East 


JOBS  IN  EAST  TENNESSEE 


Programmer/Analysts 

AS/400  COBOL  or  RPC.  Retail,  Finance  and  other 
business  applications.  3+  years  experience 
required.  Top  ft.  Relocation  packages. 

Mail  or  FAX  resume  to: 


Western 

TECHRIC1L  SERVICES, 

A  D1  vision  of  ¥*T»ie»n Temporary  Services 


Western  Technical  Services 
Att  DP  Recruiter 
9041  Executive  Park  Dr,  Ste.  201 
Knoxville,  TN  37923 
FAX:  615/693-9090 


r  Consulting  Positions  t 

Programmer  Analysts  Systems  Analysts 
Database  Administrators 
Software  Engineers 
Applications  Programmers 

The  New  York  City  Department  of  Personnel  Is  seeking  consultants  to 
evaluate  candidates'  work  experience  as  part  of  computer  software 
exams.  All  evaluations  will  be  performed  on  the  premises  of  the 
Department  of  Personnel,  2  Washington  Street,  New  York,  N.Y.  10004. 
Consultants  must  be  available  for  any  40  business  days,  starting  In 
August  and  ending  In  October  1994.  Consultants  will  receive  training  at 
the  beginning  of  the  project 

Requirement i:  A  Baccalaureate  degree  and  four  years  of  recent  comput¬ 
er  software  experience  working  on  a  mainframe,  or  LAN. 

Submit  your  resume  to: 

John  Becker,  Department  of  Personnel 
2  Washington  Street,  18th  floor,  New  York,  NY  10004 
^  Fax:212-487-6693  A 


Consultant,  Software  Develop¬ 
ment  -  Represent  computer  con¬ 
sulting  firm  In  software  develop¬ 
ment  &  systems  support  servic¬ 
es;  design,  develop,  &  Implement 
freight  management  software  In 
a  VAX  &  UNIX  mainframe  envi¬ 
ronment  with  ORACLE  RDBMS 
&  Case  tods,  Structured  Query 
Reportwrtter  (SQR),  C,  SQL  Win¬ 
dows,  &  object  oriented  technol¬ 
ogies  enivronment;  develop  Inter¬ 
faces  using  artificial  intelligence 
tods;  implement  on-line  batch 
modules;  provide  technical  sup¬ 
port.  debug,  test  &  troubleshoot 
client  systems;  prepare  technical 
support  manuals.  $39,000/yr.  40 
hrs/wk.  M-F.  BSCS  or  equivalent 
degree  in  CS  or  Computer  Eng. 
&  2  years  exp.  Background/ex¬ 
perience  must  indude  software 
design  &  development  skills  us¬ 
ing  ORACLE  RDBMS,  C  & 
Structured  Query  Reportwrtter 
on  UNIX  operating  systems  plat¬ 
forms.  Submit  resume  to  Job 
Service,  500  W.  Trade  St.,  Char¬ 
lotte,  NC  28202  or  to  the  nearest 
Job  Service  Office.  ATTN:  Job 
Order  #NC2637019.  Applicant 
resume  MUST  indude  SS#. 


Leading  Information  Service 


DB  ANALYST:  3  positions  tor 
data  collection/db  production 
specialists  Contact  wih  govt, 
umv  &  private-sector  sources 
nationwide.  E>?>r.  reqr.  w/data 
provider  coordination,  incL  data 
collection,  conversion  (parsing/ 
mapping),  and  production. 

PROD.  ANALYST:  1  position 
for  an  exp.  prof,  specializing  in 
development  and  maintenance 
of  software  tools  lor  database 
production  Establish  format 
standards,  develop  and  imple¬ 
ment  conversion/normalization 
prgms.  and  maintain  tools  for  da¬ 
tabase  prod.  Eq>r  reqr  w/Win- 
dows,  Mac.  Cipper.  FieMaker 
and  Word/WP  &  Novell. 

Fax  Resume:  (610)  687-2704 


Systems  Analyst.  Working  within 
an  airline  environment,  uses  Airline 
Control  Program/Transaction  Pro¬ 
cessing  Fadhy  (ACP/TPF),  Airline 
Une  Control  System  jALCS),  Res¬ 
ervation  System  applications,  pro- 
advice  &  ~  ' 


vktng 


support  for  onlne 
Does  analysis,  desist  & 
mentation  for  Reservation 
System  appfcabon,  such  as  Direct 
Connect  &  Access.  Equal  Host, 
Direct  Link  to  Travel 
&  Passenger  Name  Re- 
I  modMIcattons.  Provides  tech¬ 
nical  dreebon.  system  design  & 
analysis,  design  development  & 
preparation  of  program  documen¬ 
tation  &  flowcharts,  program  cod¬ 
ing  &  testing,  development  of  sys¬ 
tem  testing  A  system  release  2 
Req.  BS  In 
Sd.  Math  or  Enakteertng 
and  2  yrs  exp  In  job  offered.  40  hrs 
per  wk„  $40,000/yr.  Job  site  Nor- 
wafc,  CT.  Apptcarrts  should  send 
resume  to  Job  Order  #3131316, 
Operational  Support  Unit,  2nd  FT. 
CT  Dept,  of  Labor,  200  Foiy  Brook 
*  “06109. 


Blvd  , 


.  CT  ( 


data  processing 


IS  Professionals 


American  Computer  Profess¬ 
ionals  is  an  established  profes¬ 
sional  and  information  services 
firm  with  immediate  needs  in 
the  Carolinas,  East  Tennessee 
and  North  Florida. 

•  PICK,  P/A 

•  SAP,  ABAP 

•  COBOL  CICS,  DB2 

•  (programmer,  systems 
and  data  analysts) 

•  Pl/I.CICS,  IMS 

•  Natural/ Adabas 

•  AS400 

•  VAX,  Fortran,  Ingres 
or  Oracle 

•  SMS  Medical  System 

•  and  many  more... 

If  you  are  an  IS  Professional 
with  3+  years  experience  con¬ 
tact  ACP  to  find  out  more 
about  our  opportunities,  com¬ 
petitive  salaries  and  excellent 
benefits.  E.O.E. 


Depl  CW-627 
140  Stoneridge  Drive 
Suite  350 

Columbia,  SC  29210 

800-933-9227 
FAX:  803-779-1955 


SOFTWARE  MANAGER 

Major  Northeast  high-technology 
company,  wtth  operations  world¬ 
wide.  needs  a  Software  Manager 
to  be  based  In  South  Florida.  Must 
have  strong  background  In  Com¬ 
munications  and  Telecommunica¬ 
tions  software,  and  be  able  to 
manage  a  staff  of  20+  program¬ 
mers  a  field  staff.  Environment  In¬ 
cludes  UNIX.  FORTRAN,  ASSEM¬ 
BLER,  C,  SQL,  RDBMS,  DEC, 
SUN,  RF,  TELEPHONY,  etc. 
Should  be  bilingual  Eng/Spanish, 
and  able  to  do  50%+  bevel. 

INFOWARE 

TECHNOLOGIES  GROUP 

7700  N.  Kendal  Drive.  #300 
Miami,  FL  331 56 
Phone  (305)  279-9478 
(305)59 


Fax  (3 


598-9692 


Multiple  DP  Positions 
Throughout  the  USA 


Use  your  PC  &  Modem  to 
explore  our  on-line  service, 
register  your  skills  &  find 
your  next  job. 

1-813-791-0101 

SEUSA  (8-1-N) 

1-703  379  05S3 

Metro  DC  Area  (8-1-N) 

The  J-Connection 

There  we  no  fees  to  the  person  looking  (or 


PROGRAMMING 

PROFESSIONALS 


SUN-TEK  Consultants,  Inc.,  a  leader  In  the 
Software  Consulting  Industry  has  program¬ 
ming  opportunities  in  the  Southeast  SUN- 
TEK  offers  competitive  salaries,  full  bene¬ 
fits,  insurance,  vacation,  and  401 K.  If  you 
have  2+  years  experience  in  any  of  the  fol¬ 
lowing,  fax  or  mail  your  resume  to  one  or 
both  of  our  locations. 

♦  COBOL  CICS,  DB2 

♦  COBOL  CICS,  Credit  Card 

♦  COBOL  CJCS,  APS,  Banking 

♦  MSA,  M&D,  Payroll 

♦  UNIX,  C,  C++ 

♦  TANDEM,  TACL  SCOBOL  TAL 

♦  IMS  DB/DC 

♦  IMS  DB/DC,  DB2,  APS 

♦  CLIENT  SERVER 

♦  ORACLE,  SQL  'FORMS 

♦  SYBASE,  SUN,  C,  C++,  POWERBUILDER 

♦  INFORMIX,  C,  C++ 

♦  MICROFOCUS  COBOL 


SUN-TEK  Consultants,  Inc. 


101  Sunnytown  Rd,  Ste  300 
Casselberry,  FL  32707 
407-830-1185 
407-834-9010  fax 


112  S.  TryonSt,  Ste  1760 
Chariotte,  NC  28202 
704-332-6655 
704-332-6142  fax 


SOUTHEAST 


Join  Computer  Consulting  Group,  one  of  the  Southeast’s  most 
dynamic  consulting  firms,  and  watch  your  career  soar  We  are 
seeking  talented  and  motivated  programmer/analysts  and  have 
immediate  staff  openings  through  our  offices  in  Richmond,  VA; 
Raleigh  and  Charlotte,  NC;  Greenville  and  Columbia,  SC.  Our 
immediate  and  continuing  needs  are: 


•  POWERBUILDER 

•  UNISYS/MAPPER 

•  PC  FOCUS 

•  NOVELL  NETWARE 
4.0  SPECIALIST 

•PL-1/DB-2/CICS 


•  CICS/DB-2 

•  INFORMIX  P/A  OR  DBA 

•  AS400/C0B0L  OR  RPG 

•  PC  SUPPORT 
SPECIALIST/WINDOWS 


CCG  offers  competitive  salaries,  attractive  benefits,  relocation 
assistance  and  MORE!  For  immediate  consideration  send 
resume  or  call  NOW! 


Computer 

Consulting 

Group 


Contract  Professional  Services 


One  Monckton  Boulevard 
,  Columbia.  SC  29206 

1-800-222-1273  •  FAX  (800)539-3339 

Member  NACCB 


The  Butler  Advantage 


Join  our  team  of  software  applica 
tion  development  employees 
and  consultants.  Weekly  pay¬ 
roll,  401  (k)  plans,  insurance 
programs. 

SMALLTALK 
COBOL/CICS/DB2 
SYBASE  or  ORACLE 
OO  DEVELOPERS 
POWERBUILDER 
PEOPLESOFT 

For  immediate  assignments,  contact  us  today: 
Tel:  1-800-889-2880,  Fax:  1-201-573-9095 


ft 


BUTLER  TECHNOLOGY  SOLUTIONS.  INC. 

1 10  Summit  Avenue >  Montvale,  NJ  07645 


Mtecruiter 

Tk«  Exjwrii  it  looking  fa  luyiatni  ana  #f  tlw  fattart  j rewin j  taftwara 
aarvieat  firm  in  Florid*  with  •  taataaaf  coni  net  labor  raeruitar  that 
Imi  it  Inti  twi  yarn  if  arparianee.  tin  Eipartt  affart  aalary, 
eanniliMi,  vacatiaai,  Inlidiyi,  partannal  lint,  401 K  ia4  i  jraat 
working  tiNirmntnl.  Wa  in  1 1 raidy  in  tha  vm/w'i  lilt  in  wiry 
nijor  account  thraujliaut  Florida  m4  tha  nquinninti  in  nil. 


»iCi 


’he  Experts 


07  W.  Commercial  blvd .  04500 
Tort  Lauderdale  TL  33309 
(BOO)  666  0730  /  (305)  7309853  tax 


WELCOME  TO  OUR 
WORLD  OF  TECHNOLOGY 


Explore  world-class  technology  in  a  challenging  international  environ¬ 
ment  with  INTELSAT,  the  world’s  largest  international  satellite  tele¬ 
communications  provider.  Opportunities  are  available  at  our 
headquarters  in  Washington,  D.C.  for  the  following: 

Manager,  Integration  &  Test  Facility 

You’ll  be  responsible  for  operating,  staffing  and  equipping  our  soft¬ 
ware  and  RF  hardware  development  lab.  This  includes  management 
of  budget  and  inventory  control,  CM,  and  troubleshooting.  Requires 
BSEE/CE  or  equivalent  and  5+  years’  experience  in  electronics  and 
telecommunications  including  the  following:  RF  theory,  electronic  cir¬ 
cuits,  transmission  equipment,  computer  systems  theory/operations, 
data  communications  and  networking. 

Data  Processing  Analyst 

You’ll  be  responsible  for  all  operational  and  technical  aspects  of  com¬ 
puter  hardware  and  software  installation  and  support  in  our  satellite 
control  facilities.  Requires  a  degree  in  CS  or  engineering,  5+  years' 
experience  in  satellite  or  other  real-time  operations  environment,  and 
3+  years'  with  UNIX-based  systems  (HP-UX),  HP-RTE  and  MS-Windows. 

Computer  Systems  Engineer 

For  our  present  and  future  computing  systems,  you  will  perform 
requirements  analysis/definition,  systems  analysis/design,  and  proto¬ 
typing.  Requires  advanced  technical  degree  emphasizing  OR  and 
Statistics  with  5+  years’  experience  in  systems  engineering  and  pro¬ 
gramming  in  a  distributed  environment  including  UNIX,  MS-Windows, 
OS/2,  C/C++,  ORACLE,  Token  Ring,  Ethernet,  network  modeling  and 
simulation  tools,  ATM,  INTERNET,  EDI,  TCP/IP  and  X.25. 

ORACLE  Database  Administrator 

To  support  our  global  network  and  in-house  business  functions,  you'll 
administer  ORACLE  data  structure  and  applications  and  develop  stan¬ 
dards  and  procedures  for  production  databases.  Requires  a  BSCS  or 
equivalent,  2+  years’  experience  as  an  ORACLE  DBA,  3+  years'  expe¬ 
rience  with  UNIX  (preferably  HP-UX),  LAN,  TCP/IP,  and  proficiency 
with  C/C++  programming. 

Compensation  is  highly  competitive 
and  includes  generous  benefits. 
Relocation  assistance  is  available. 

To  learn  more,  send  your  resume  to: 
INTELSAT,  3400  International  Drive, 
^  NW,  Box  24CW,  Washington,  DC 

20008-3098.  U.S.  citizenship  NOT 
I  MTe  L5rrT  required 


Gartner  Group,  a  leading  high-tech  market  research  and  consulting  firm,  is 
seeking  seasoned  professionals  for  the  following  positions  located  at  their  world 
headquarters  in  Stamford,  CT. 

Business 

Technology  Writer 

You'll  put  your  writing  skills  to  work  preparing  a  wide  variety  of  high- 
quality,  key,  and  time-sensitive  articles  and  publications  that  are  circulated 
among  our  clients,  which  are  largely  Fortune  500  Companies.  A  good  working 
knowledge  of  the  computer  and  telecommunications  industry,  and  a  grasp  of 
overall  business,  is  necessary.  A  college  degree  in  English  and/or  Journalism  is 
required.  Knowledge  of  desktop  publishing  techniques  desired. 

Copy  Editors 

You  must  be  highly  organized  and  able  to  meet  demanding  publishing  deadlines. 
As  well,  you  must  be  PC  literate  -  experience  with  Macintosh  (MS  Word  and 
related  software),  required.  A  college  degree  in  English  and/or  Journalism  and  at 
least  four  years  of  editorial  experience  (preferably  technical  material),  is  required 

We  offer  a  pleasant  working  environment,  competitive  salaries  and 
excellent  benefits.  To  apply,  send  your  resume,  stating  which  position 
you  are  applying  for.  with  salary  history  to  Kelley  LeRose.  Human 
Resources,  at  the  address  below.  No  phone  calls  please. 

<5)  Gartner  Group,  Inc. 


56  Top  Gallant  Road,  Stamford,  CT  06904-2212 
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Pros. 
Performers. 
Partners  in  Excellence. 


However  we  describe  them,  our  people 
make  us  great. 


We're  Decision  Consultants,  Inc.,  one  of  the  largest  privately 
held  information  consulting  firms  in  the  country.  Our  outstand¬ 
ing  people  make  client  service  their  priority— and  our  contin¬ 
ued  growth  in  each  of  the  last  10  years  proves  the  point. 


Sr.  Oracle  CASE  Consultants 

With  experience  in  any  of  the  following: 

•  Forms  4.0 

Financial  applications  2.3 


•  Oracle  RDB  5.0, 5.1 

SAP  Programmer  Analysts 


With  experience  in  any  of  the  following: 

•  Financial  Module 

•  Asset  Management  Module 

•  Capital  Tracking  Module 

•  SAP  R/3  exp.  using  ABAP4 


We  offer  competitive  compensation  and  exceptional  benefits 
that  include  tuition  reimbursement,  401  (k)  and  profit  sharing. 
For  consideration,  please  contact:  Carol  Hogg,  DECISION 
_  _  CONSULTANTS,  INC., 

nCCMStan  5000  Quorum  Drive,  Suite 

consultants  4’°'  Da||as. TX  /M40- ph- 

gnr<$  1-800-304-4DCI,  Fax  214- 

386-0741.  EOE  M/F/D/V. 


Action  Technologies  D&B  Software 

Lotus  Notes  People  Soft 

Target  Systems 


Leading  Consulting  Firm  seeking  additional  profes- 

plei 


sionals  to  assist  clients  in  the  design  and  implemen¬ 
tation  of  Financial,  Human  Resource,  Customer 
Service,  and  Workflow-enabled  Applications.  DB2, 
Oracle,  or  Sybase  experience  desired. 


Send  Resume  to: 
Beacon  Application 
Services  Corp. 

8-C  Pleasant  Street 
South  Natick,  MA  01760-5622 


BeacoN 


PROGRAMMER 

ANALYST 


Join  the  largest  Workers'  Com¬ 
pensation  Insurance  provider  In 
the  state  of  Florida.  FEISCO,  the 
established  leader  In  our  Industry, 
provides  a  dynamic  team-ori¬ 
ented  environment  and  a  success¬ 


ful  history  of  career  growth  oppor¬ 
tunities.  We  currently  need  Pro¬ 


grammer  Analysts  to  work  in  our 


i  home  office,  to  produce 
secured,  documented,  quality 
computer  applications  In  support 
of  FEISCO 


EISCO  operations. 


Qualifications  for  the  position  In¬ 
clude  Bachelor's  degree  with  an 
emphasis  In  computer  science  or 
a  related  field,  and  3  to  5  years  of 
experience  Including  2  years  of 
system  design  and  development 
with  large^  scale  applications  on 


the  AS/4 


FEISCO  offers  competitive  com¬ 
pensation,  benefits  package,  (In¬ 
cluding  paid  training  &  develop¬ 
ment  opportunities,  full  paid  bene- 
i  to  the  employee,  a  retirement 


fits  l 

plan,  and  eligibility  for  an  annual 
bonus).  Qualified  candidates 
I  send  resume  to: 


FEISCO 

Human  Resource*  (PR  1 -COM) 
P.O.  Box  46954 
Sarasota,  FL  34230-5954 
Equal  Opportunity  Employer 
DRUG  FREE  WORK  PLACE 


Software  Development  Manager, 
'  *  ‘  n,  $42,000/ 


40hrs/wk.,  9am  -  5pm, 
year.  Supervise  software  engi¬ 
neers  in  the  design,  modification, 
and  refinement  of  computer  in¬ 
formation  systems  for  civil  engi¬ 
neering  applications.  Projects  in¬ 
clude:  three  dimensional  graph¬ 
ics;  user  interface  design  andTm- 
plementation  and  compatibility 
across  platforms;  computational 
geometry  and  coordinate  geome¬ 
try  algorithms  and  techniques  in 
civil  i 


eling;  oc 
design; 
platform 
ing  stat 
design,  ii 
dinafion 

tions  for  the  civil  engineering 
field.  Tools:  MS  Windows;  X- 


compatibillty  issues  us- 
state-of-the-art  techniques; 


design,  implementation  and  coor¬ 
dination  of  client-server  applica- 


Windows;  Motif;  Open  GL;  Mi¬ 
crostation  Development  Lan¬ 
guage  (MDL);  C;  C++;  MS  DOS; 
UNIX;  CLIX;  Novell.  M  S.  in  Com¬ 
puter  Science  as  well  as  six 
months  experience  as  a  Soft¬ 
ware  Development  Manager  or 
Software  Engineer  required.  Pre¬ 
vious  experience  must  include: 
design  of  computer  systems  for 
civil  engineering  applications;  MS 
Windows;  MDL;  X-Windows; 
Open  GL;  Motif;  C.  Submit  a  re¬ 
sume  to:  Job  Service  of  Florida, 
2312  Gulf-to-Bav  Blvd.,  P.O.  Box 
C,  Clearwater,  FL  34618-4090, 
Re:  Job  Order  Number  FL- 
1054580. 


SOFTWARE  ENGINEER:  40 

hrs/wk.  8  a.m.  -  5  p.m., 
$44,500./yr.  Design,  develop, 
and  test  computer  s/w  applica¬ 
tion  systems  on  TANDEM  mil 
utilizing  UNIX,  TCP/IP,  C,  and 
Local  Area  Networks  (LAN).  Pre¬ 
pare  functional  specifications, 
unit  and  system  test  plans,  and 
test  beds.  Carry  out  the  devel¬ 
opment  of  drivers  and  stubs, 
and  the  system's  tests  accord¬ 
ing  to  comprehensive  test  plans. 
Requires  Bachelor's  Degree  in 
Computer  Science,  Electrical  or 
Electronics  &  Comm.  Engineer¬ 
ing.  Reqr.  3  yrs.  expr.  in  job  of¬ 
fered,  or  3  yrs.  expr.  as  Systems 


I  system  < 
sign  &  development  utilizing 
UNIX,  TCP/IP,  C,  and  LAlT 
"Employer  paid  ad.”  E.O.E. 
Send  resumes  to:  7310  Wood¬ 
ward  Ave.,  Rm.  415,  Detroit,  Ml 
48202.  Ref.  No:  49294. 
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America’s  Leading 
Corporations  Advertise 
Their  IS  Positions  in 
Computerworld. 
Shouldn't  You? 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS 


For  over  two  decades,  Computerworld  has 
delivered  qualified  job  candidates  to  Ameri¬ 
ca’s  employers. 


And  ever  since  Computerworld’s  first 
weekly  issue  in  1967,  America’s  companies 
have  relied  on  Computerworld  to  target 
America’s  most  qualified  computer  job  can¬ 
didates. 


To  place  your  ad  regionally  or  nationally, 
call  John  Corrigan,  Vice  President/Classified 
Advertising,  at  800/343-6474  (in  MA, 
508/879-0700). 


COMPUTERWORLD 


Where  the  qualified  candidates  look.  Every  week. 


■  - 

CAREER  SURVEY:  Pharmaceuticals  | 

REGIONAL  GROWTH  ANALYSIS 


26.9% 


OVERALL  GROWTH  RATE 


4.2% 


Stable 


Growing  at 
LESS  THAN  25% 


Growing  at 
more  than  25% 


Shrinking 


10.9% 


1-8%  4,7%  t.4% 


■7%  .6% 


Survey  base:  299  technology  firms 
involved  in  Pharmaceuticals 


Survey  conducted  between  November  ‘93  and  May‘94 


Northern  Eastern  Central  South-  South-  Northern  Southern  Great  Mid-west  New  North-  Mid-  New 

New  Lakes  u.5.  cast  west  California  California  Lakes  U.S.  |ersey  6  west  Atlantic  York 

England  U.S.  U.S.  Delaware  U.S.  Metro 

Valley 


:  copyright  1994,  Corporate  Technology  Information  Services,  Inc.,  Woburn,  Mass. 


CorpTech,  a  directory  publisher  in  Woburn,  Mass.,  tracks  the 
U.S.’  35,000  TECHNOLOGY  MANUFACTURERS.  THIS  SURVEY  RELATES  TO 
THE  25,252  TRACKED  FIRMS  WITH  FEWER  THAN  1,000  EMPLOYEES. 


148  Computerworld  June  27,  1994 


Computer  Careers 


Advancing  Careers  Through 
Advanced  Technology 

Join  Florida’s  Leader  In  Consulting, 
Training  and  Permanent  Placement. 

IBM  MAINFRAME: 

•  Natural/Adabase  •  IMS  DB/DC  and  DB2  •  DB2/CICS 

APPLICATION  PACKAGE  SOFTWARE: 

•  COVIA  •  Arthur  Andersen  DCS  •  Peoplesotl  •  D&B  Software 

•  PRISM  •  MAPICS  •  Software  2000 

IBM  MIDRANGE 

•  AS400  Programmers  with  COBOL  or  RPG400 

CLIENT/SERVER  ENVIRONMENTS 

•  SmallTalk  •  PowerBuilder  with  Sybase  or  Oracle 

•  C.  Unix  and  X-Windows  •  C++  with  Sybase 

•  C++  with  Oracle  and  Unix  •  WindowsNT 

•  MS-Windows  with  SQL  Server 

TANDEM 

•  Tandem  Cobol/Scobol/SQL 

•  Tandem  TAL/C/Unix 
OCCUPATIONS 

•  Configuration  Management 

•  Client/Server  Designers  and  Implementation  Experts 

•  Datacommunications  Specialists  (with  AS400) 

•  Business  Analysts  (with  ADW  or  IEF  Exper.) 

•  Data  Base  Administrators  (IMS,  DB2,  ORACLE  or  Datacomm) 

•  Sr.  Programmer/Analysis 

•  Project  Leaders  | 

1  Protect  Planners  1  Tampa  Bay  Area 

12225  28th  Street  North,  Suite  A 
St.  Petersburg,  FL  33716 
800-329-2626  *  FAX  81 3-572-1 153 

Ft.  Lauderdale  Area 

3265  Meridian  Pkwy.,  Suite  122 
Ft.  Lauderdale,  FL  33331 
800-777-8603  *  FAX  305-389-0204 

Orlando  Area 

201 E.  PINE  ST.,  Suite  1305 
Orlando,  FL  32801 

800-299-9953  *  FAX  407-843-8153 


T 


echnology  Consulting,  Inc.  is  a  dynamic 
and  rapidly  growing  Software  Development 
Firm  with  challenging  assignments.  We  are 
a  leader  in  application  outsourcing. 

Current  client  projects  and  our  regional 
development  center  require  the  following 
skills: 


CLIEWSERVER 

-C.C++,  Smalltalk,  Visual  Basic/ C++, 
Oracle,  Sybase,  PowerBuilder,  Lotus  Notes, 
Gupta,  SQL  Windows,  Windows  NT,  UNIX, 

,  FOXPRO 


Cal!  Us. 


AS/400 

|  RPG/400,  COBOL/  400 

MAINFRAME 

CICS,  IMS  DB/DC.  DB2,  PL/1,  APS.  Telon. 
Natural,  Construct,  ALC,  EDI,  Informix,  CSP 

DISASTER  RECOVERY 
ARTIFICIAL  INTELLIGENCE 
COMPUTER  -  TELEPHONY  INTEGRATION 
INFORMATION  WAREHOUSING 
RACF,  TOPSECRET 

TCI  offers  competitive  salaries,  attractive 
benefits,  and  relocation  assistance.  For 
consideration,  send  resume  or  call  502- 
589-3110. 


TCI 

1800  Meidlnger  Tower,  Louisville,  KY  40202 
FAX:  502-589-3107 


TECHNOLOGY 

CONSULTING 

INC. 


CLIENT  SERVER 


TANDEM 


Leardata  Info-Services  is  a  nationally  known  consulting  firm  and 
Software  House,  in  business  since  1979.  Leardata  has  requirements 
from  coast  to  coast  for  the  following  expertise. 

•  GUARDIAN  •  PATHWAY  • 

•  ENSCR1BE  •  SQL  •  ORACLE  •  SYBASE  • 

•  TAL  •  “C”  •  “  C++”  •  COBOL85  • 

•  UNIX,  •  Windows  •  Motif 

Leardata  Provides: 

Excellent  compensation  packages. 

Benefits  including  paid  medical  and  dental. 

401K  Savings  Plan. 

Varied  and  challenging  national  projects. 

Unlimited  Travel  Opportunities. 

For  more  information  on  employment  opportunities  call 
(800)  676-9008  or  send  resume  to: 


Jlnfo-Services 

ATandem  Alliance  Partner  Since  1983 

5910  North  Central  Expressway, 

Suite  1900.  Dallas.  TX  75206 

(214)  363-1384  Fax 


You're  sitting  at  your  desk. 


u,  it's  not  really  your  desk. 


» 'ooks...  different.  In  fact. 


everything  looks  different. 


Opportunities  surround  you. 


Customers  in 


over  35  industries. 


More  than  30  locations  that  span  the  globe. 


And  a  company 


that's  changing  as  fast  as 


the  world  around  it. 


You  pinch  yourself,  thinking  this  place  can't 


be  real. 


^  is.  It's  EDS. 


Programmer  Analysts  •  Client/Server  Programmer  Analysts  •  Business  Applications  Programmer  Analysts  • 
LAN/WAN  Systems  Administrators  /PC  Support  and  Oracle  DBAs  -  wake  up  to  the  possibilities  of  a  career  with 
EDS.  With  unlimited  opportunities,  competitive  salaries  and  benefits,  it  could  be  the  career  move  you’ve  been 
dreaming  of.  For  more  information  on  opportunities  in  a  wide  range  of  technologies  and  industries,  including  the 
latest  Client/Server  environments,  please  mail  or  FAX  your  resume  to  the  EDS  representative  nearest  you: 


NORTHERN 

CALIFORNIA 

Thom  MacFarlane 
11060  White  Rock  Road 
Suite  110,  Dept.  2347 
Rancho  Cordova,  CA  95670 
FAX  (916)  638-0883 


SOUTHERN 

CALIFORNIA 

Michele  Caputo 
2121  Park  Place 
Dept.  2347 

El  Segundo,  CA  90245 
FAX  (310)  335-7055 


COLORADO 
Lura  Pittman 
6950  W.  Jefferson  Ave. 
Dept.  2347 

Lakewood,  CO  80235 
FAX  (303)  470-7920 


DALLAS/ST.  LOUIS 
KANSAS  CITY 
Donna  Cannon 
5400  Legacy  Drive 
H4-GB-35,  Dept.  2347 
Plano,  TX  75024 
FAX  (214)  605-2643 


EDS  is  an  equal  opportunity  employer,  m/f/d/v.  EDS  is  a  registered  trademark  of  Electronic  Data  Systems  Corporation 


TANDEM 


COBOL,  PATHWAY, TAL, 
SCOBOL.C,  SQL, X. 25 


STRATUS 


PL1 , COBOL, C, ON/2 


MUMPS  UNIX 


SUN,  HP,  RS/6000,  GUI,  SDK 
PowerbuHder,  C++,  Visual  Basic 
FJhme/Consuftng  Positions 
available  in  the  US  ABROAD 


STRATEM 


800-582-JOBS 
TEL  (212)967-2910 
FAX  (212)967-4205 

124  W.  30th  St.  Suite  #302 
New  York,  N.Y.  10001 


$xf>  rfl  rfl 

^  .p  ^  A 

WHERE  ON  EARTH  CAN  YOUR  TALENTS 
$  MAKE  A  DIFFERENCE? 

Saudi  Arabia 

$ 


$ 


ALL  EXPENSES  PAID/TAX-FREE 


$ 

$ 


$ 

$ 


JAD  Facilitator/ ADW 
PowerBu  Uder/ORACLE 
PowerBuilder  Instructor 
IMAGE  PLUS 


ADW  A naly st/Systems,  Planning 
TELON,  IMS,  DB2,  COBOL,  ADW 
NOVELL  CNEW/ RDBMS  $ 

RACF/ACF2  Conversions 


RCG 

800-877-5383  ext  138 
FAX:  713-956-1705 


$ 


$ 


$<*>  tf'  ^  m 

m  A  Jy 


Systems  Technician 

$2,947  -  $3, 762/month 

Reciuitment  #94-31 
The  Consolidated  Computer  Center  for  the  city  of 


The  Consolidated  Computer  Center  lor  the  city  ot 
Vancouver/Clark  County,  Washington  has  an  immediate 
opening  for  a  systems  technician.  The  individual  in  this 
position  will  perform  a  vanety  of  technical  duties  involving 
system  software  support,  documentation,  troubleshooting, 
and  support  of  vanous  computer  system  hardware  and 
software  subsystems. 

Application  malenals  are  available  at  the  Citizens  Service 
Center,  First  Floor,  1313  Main,  PO  Box  1995,  Vancouver, 
WA  98663-1995,  or  by  calling  (206)  696-8419.  Completed 
application  and  supplemental  questionnaire  materials  must 
be  RECEIVED  at  the  Citizen  Service  Center,  Attn:  HRRS 
by  5  p.m.  July  15, 1994. 

Equal  Opportunity  Employer 
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Waiting  for  wireless 

Most  companies  won’t  plan  for  Cellular  Digital  Packet 
Data  until  1995,  but  IS  managers  may  want  to  start 
examining  the  technology  and  its  requirements  while 
waiting  for  CDPD  to  take  hold 

By  Julie  Hart 


The  mobile  work  force  isn’t  new.  Insur¬ 
ance  agents,  salespeople  and  others 
have  always  taken  their  work  on  the 
road.  What’s  new  is  an  emerging  wire¬ 
less  network  technology,  Cellular  Digital 
Packet  Data  (CDPD),  that  is  expected  to 
revolutionize  the 
mobile  work  envi¬ 
ronment. 

The  brains  be¬ 
hind  this  move¬ 
ment  is  a  consor¬ 
tium  of  U.S. 
cellular  carriers, 
which  joined  forc¬ 
es  in  1992  to  estab¬ 
lish  a  standard  for 
sending  data  over 
existing  cellular 
networks  using 
packet  data  tech¬ 
nology.  The  result 
is  CDPD,  a  commu¬ 
nications  technol¬ 
ogy  that,  unlike 
digital  solutions, 
works  with  exist¬ 
ing  analog  cellular 
networks. 

Designed  to 
send  data  in  short  bursts  during  the  idle 
time  on  a  channel,  CDPD  is  expected  to 
provide  a  more  cost-effective  means  of 
data  transmission  than  circuit-switched 
technology  and  has  unlimited  applica¬ 
tion  possibilities. 

“It’s  not  difficult  to  find  a  use  for  this 


technology,”  says  Thomas  Nolle,  presi¬ 
dent  of  CIMI  Corp.  in  Haddonfield,  N.J. 
“CDPD  is  part  of  an  effort  to  move  tech¬ 
nology  closer  to  the  process.” 

Workers  in  major  automobile  holding 
yards,  for  example,  will  be  able  to  use  a 
CDPD-enabled 
computer  to 
record  the  exact 
location  of  each  ve¬ 
hicle.  When  a  deal¬ 
ership  requests 
200  two-door,  blue 
cars,  workers  will 
be  able  to  easily  lo¬ 
cate  the  vehicles. 

“CDPD  is  in  ear¬ 
ly  deployment 
now,”  says  Rober¬ 
ta  Wiggins,  direc¬ 
tor  of  wireless  mo¬ 
bile  communica¬ 
tions  at  The  Yan¬ 
kee  Group  in  Bos¬ 
ton.  “But  it  will  be 
at  least  two  years 
before  nationwide 
connectivity  and 
coordinated  bill¬ 
ing  is  available.” 

In  fact,  Nolle  says  most  companies  will 
only  start  to  plan  for  CDPD  applications 
in  1995.  “Then,  it  won’t  be  until  18  to  24 
months  later  that  we’ll  begin  to  see  CDPD 
peak,”  Nolle  says. 

Meanwhile,  the  CDPD  consortium 
must  resolve  a  number  of  complex  is¬ 


sues,  including  the  automation  of  cellu¬ 
lar  roaming,  standardization  of  multi¬ 
vendor  equipment  and  the  creation  of 
distribution  channels,  Wiggins  says. 
“Mobile  users  need  to  be  able  to  travel 
from  one  service  area  to  another,”  she 
says.  “Currently,  it  costs  more  to  do  this, 
and  it  isn’t  as  seamless  as  it  could  be.” 

When  users  are  outside  their  CDPD 
area,  for  example,  it  takes  extra  time  for 
calls  to  be  rerouted,  Wiggins  says.  Wire¬ 
less  services  such  as  Advanced  Radio 
Data  Information  Services  (ARDIS)  and 
RAM  Mobile  Data  feature  automatic 
roaming,  which 
cuts  costs  and 
eliminates  rerout¬ 
ing  slowdowns. 

CDPD  has  been 
implemented  by 
carriers  at  a  speed 
of  19.2K  bit/sec.  in 
all  current  service 
areas.  ARDIS,  on 
the  other  hand,  op¬ 
erates  at  4.8K 
bit/sec.  in  most 
areas  and  19.2K 
bit/sec.  in  limited 
areas.  RAM  Mobile 
Data  operates  at 
8K  bit/sec. 

The  downside  to 
CDPD  is  that  the 
cost  may  still  out¬ 
weigh  the  benefit. 

For  example, 

CDPD  modems 
could  be  installed 
in  vending  and  lot¬ 
tery  machines  and 
video  games.  “If 
you  had  a  CDPD 
modem  inside  of 
1,000  vending  ma¬ 
chines,  each  ma¬ 
chine  could  ‘speak 
up’  when  it 
jammed  or  was  out 
of  stock,”  says  Ira 
Brodsky,  president 
of  Datacomm  Re¬ 


search  Co.  in  Wilmette,  Ill.  “But  does  it 
make  sense?  You’d  have  to  sell  a  lot  of 
candy  bars  to  pay  for  the  modems  and  the 
carrier’s  monthly  service  charge.” 

“Cost  is  always  a  problem  with  new 
technology,”  Nolle  says.  “When  wireless 
LANs  came  out,  everyone  could  think  of 
ways  to  use  them.  But  they  cost  more 
than  regular  LANs  and  didn’t  have  as 
much  bandwidth.  Let’s  hope  CDPD  does 
what  it  promises  at  a  cost  that  will  result 
in  a  solid  [return  on  investment].”  ■ 


Hart  is  a  free-lance  writer  in  Sunnyvale,  Calif. 


COMING  TO  A  LOCATION  NEAR  YOU 

Isolated  islands  of  cellular  digital  packet  data  are 
available  in  many  areas,  but  analysts  predict  it 
will  be  a  solid  two  years  before  nationwide 
service  exists. 

CARRIER 

SERVICE 

AREA 

COMMERCIAL 

AVAILABILITY 

AirTouch  Cellular 

San  Francisco 

June  1994 

AirTouch  Cellular 

Other  major 
markets 

End  of  1996 

Ameritech  Cellular 
Services 

Chicago 

June  1994 

Ameritech  Cellular 
Services 

Other  major 
markets 

1996 

Bell  Atlantic  Mobile 

Baltimore, 

Washington, 

Pittsburgh 

Available  now 

Atlantic  Mobile 

All  service  areas 

End  of  1994 

GTE  Mobilenet 

— 

GTE  Mobilenet 

San  Francisco, 

San  Jose,  Calif., 
Houston 

Other  major 
markets 

Mid-1994 

1994-1995 

McCaw  Cellular 
Communications,  Inc. 

Dallas,  Seattle, 

Miami,  Las  Vegas 

Available  now 

Sprint  Cellular  Co. 

New  Mexico 

June  1994 

Source:  The  Yankee  Group,  Boston;  McCaw  Cellular  Communications,  Inc.,  Wireless  Data 
Division,  Kirkland,  Wash. 

TECHNOLOGY  AT  WORK 

Expected  to  move  technology  closer  to 
the  work  process,  CDPD  may  have 

virtually  unlimited  applications,  analysts 
predict.  Examples  include: 

►  Database  queries  and  electronic-mail 
access  via  laptops  and  palmtops  without 
phone  line  connection. 

►  Access  to  a  central  database  by  insurance 
agents  at  an  accident  scene  using  a 
CDPD-enabled  device. 

►  Use  of  CDPD  by  personal  digital  assistants 
to  provide  intelligent  voice  applications  by 
coupling  voice  with  data. 

►  Use  of  CDPD  to  disseminate  bulletins,  such 
as  company  functions,  new  products  or 
fraud  warnings  to  corporate  mobile  users. 

►  Wireless  bar-coding  in  manufacturing. 

Source:  McCaw  Cellular  Communications,  Inc., 

Wireless  Data  Division 


Optical  Disk  Storage 
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E-mail  Systems 


E-mail  with  MIME  and  MAPI 

►  Open  Systems  Internet  E-mail 

►  Incorporates  MIME  for  easy  transmission  of  any 
attachment  in  an  SMTP  messaging  environment 
and  across  the  Internet 

►  Implements  Microsoft’s  Extended  MAPI 
architecture,  connecting  your  desktop  applications 
to  the  rest  of  the  world 

►  User-friendly  Windows  interface 

►  Dispenses  with  the  need  for  gateways 

►  Internet-enable  your  PC  applications  with  MAIL-IT, 
available  now. 


MAIL-IT 


For  more  information 
local  distributors,  a  free 
30-day  demo  copy  or 
fgp  details.  E-mail  or  call 
us  direct: 


infocom©  unipalm.co.uk 
Voice:  1-800-368-0312 


Marketplace 


lee  us  at  PC  Expo  Booth  #644 


Computer  Products 


I*? 


IBM,  COMPAQ,  APPLE. ..They  bring  you 
the  technology.  We  make  it  AFFORDABLE! 

The  New  To  You™  Technology  Company 


COMPUTERS 


IBM 

PS/1  PRO  386/20/2MB/80/120  MBHD/VGA.  .  $995/51,195 

PS/2  8530-E21  286/ 1 0/ 1  MB/ 1 44/20M8HD  S275 

PS/2  8550-021  286/1 0/1  MB/ 1  44/20MBHD,  ,  5275 

PS/2  8560-041/071  286/ 1 0/1  MB/1 .44/40MBHD .  5325/350 

PS/2  8535-040  386SX/20/2MB/ 1 44/80/ 1 30/200MBHD  5470/5485/5510' 

PS/2  8S5S-031/061  386SX/16/2MB/1  44/30MBHD  S360/S390 

PS/2  8557-055  386SLC/20/4MB/80MBHO  S895 

PS/2  8557-259  Ultimedia  MS7SLC  w/CD  ROM/3865LC/20/4MB/ 1 60MBHD  51,095 

PS/2  8570-E61  3B6DX/16/2MB/1  44/60MBHD  S450 

PS/2  85704)61/121  386DX/20/2MB/1  44/60/ 120MBHD  S525/S675 

PS/2  8580-111  386/20/2MB/1  44/1 1 5MBHD  5675 

New  VALUEPOINT  line  in  stock  Most  models.  CALL! 

APPLE 

Mac  SE  20  2.5MB/800K  FI/20MBHD  ✓  $375 

Mac  Ilex  4MB/80MBHD/W/M0401  13”  High  Res  Color  Mon  ✓  $795 

Mac  llsi  3MB/40MBHD/W/12*  RGB  Color  Mon  (New'  $765 

Mac  llsi  5MB/75MBHD  ✓  S575 

Mac  llvx  4MB/230MBHD/w/14"  Performa  Plus  Color  Mon  (New)  $1,345 

Mac  Color  Classic  4MB/80MBHD  (New)  $1,095 

Mac  Classic  4MB  80MBHD  1  ;i  Software  (New)  $695 


LAPTOP/NOTEBOOK/PORTABLE 


AMBRA 

NC425SL  486SX-25/SL  Enhanced/4MB/  120MB  HD/Dual  Scan  Color  iNew(  $1,645 


SN425C  486SX  25/4  MB/170  MB  HD/Stn.  Color  Screen  SI, 995 

SN425-80  486SX/25SL/4MB/80MD  HD/Monochrome  Screen  $1,395 

SN425-170  486SX/25SL/4MB/170MD  HD/Monochrome  Screen  $1,495 

N433C  486SX/33/4MB/120MD  HD/Dual  Scan  Color  $1,895 

AST  (Remanufactured  by  AST  in  original  AST  Cartons) 
Explorer  486S>  25/4MB,  1  “OMBHD/Mono  $1,799 

Advantage  386Sty25/2MB/60MBHD/Mono  $989 

Power  Exec  386EL/25/2MB/80MBHD/Mono  $1,149 

Power  Exec  386EL/2S/4MB/120MBHD/Mono .  $1,299 

Power  Exec  386SL/2 5/4M8/60/ 1 20MBHD/Mono .  $1,199/$1,449 

Power  Exec  386SL/25/4MB/ 1 20/1 60MBHD/Passive  Color  S1.599/S1.699 
Advantage  386SXL/25/4MB/60MBHD/Mono  .  SI, 045 

TOSHIBA 

T1 200/80C86/1 0Mhz/640K/720K  FI/20MBHD/2400  bd  modem/battery  & 

charger/carrying  case  ✓  $395 

IBM 

8573-061  PS/2-P70/80386/20/4MB/ 1  44/60MBHD/Kbd  $775 

COMPAQ 


MISC.  ACCESSORIES/PARTS 


5.25"  1.2MB  External  Floppy  8  Cables  ✓  S75 

Mitsubishi  Numeric  Co-processors  (New).  CALL! 

Intel  80387/33Mhz  Co-processors  (New)  CALL! 


Micropolis  1518  1 3  Gig  Hi  (Formatted)  ESDI  Interface  (Qtvs )  (New)  5895 


Powerbook140  4MB/40MBHDV  ,  ,  51,095 

Powerbook  14S  4MB/40MBHD  ✓  51,195 

COMPAQ 

386SX/16/2MB/120MBHD  /ind,  420T  VGA  Mon  5795 

386SX/1 6/2MB/40/1 1 0MBHD /ind  420TVGAMon  5595/5745 

386SX/16/2MB/40/60/80MBHD  ind  420T  VGA  Mon.  S595/5645/5695 

386  Network/2MB/40MBHD  /ind.  420TVGA  Mon . 5645 

486SX/16/4MB/120MBHD  /ind  420TVGA  Mon . 5995 

AST  (Remanufactured  by  AST  in  original  AST  Cartons) 
Power  Premium  Desktop  486SX/25/8M6/210  M8HD/.28  SVGA  ,  $1,350 

Advantage  Pro  Desktop  486SX/25/2MB/170MBHD/SVGA  Mon  .  51,050 

Advantage  Pro  Desktop  486DX/33/4MB/240MBHD/.28  SVGA  51,450 

Advantage  Pro  Desktop  486SX/33/4MB/170MBHD/  28  SVGA  51,275 
Advantage  Pro  LC2  Desktop  486SX/25/4MB/170MBHD/SVGA  Mon. .  51,075 
Premium  Server  EISA  Tower  486DX/33/8MB/500MBHD/  28  SVGA  52,150 
Advantage  Plus  Mini  Twr  486DX2/66/4MB '240MBHD/  120MB  Tape/  28 SVGA  SI, 950 


IBM  COMPATIBLE 

Compuvision  486SX/20  4MB/1  44/1,2  FI/100MBHD  S700 

Compuvision  486SX/20  4MB,.  1  44/1.2  FI/10QMBHD  w/,39  SVGA  MonV  5850 
Laser  386SX/16  1MB/40MBHD/VGA  Color  Mon.  (Demo)  5575 

Laser  386SX/25  2M8/85MBHD/VGA  Color  Mon  (Demo)  5795 

NEC  Powermate  386/25  2MB/60/120  MBHD/Kbd  S895/S995 


PRINTERS 


APPLE 

Personal  LaserWriter  LS  w/ Accessory  Kit  (New)  $450 

LaserWriter  II  F/LW  Eng.  &  Toner  Cartridge  (New),.,  ,  $890 

Imagewriter  II  ✓  $275 

Stylewriter  Laser  Quality/. 5  ppm/360  dpi  (New)  ....  $295 

Seikosha  SP-2415AP  9  pin/150  cps  w/push  tractor  (New)  $295 

IBM  COMPATIBLE 

HP  Deskjet  Plus  1 20  cps  at  1 0  cpi/300x300  dpi  ✓  S395 

HP  Laserjet  III  8  ppm/1  MB  RAM  ✓  $950 

IBM  4029-040  Laser  1 0L/ 1 0ppm/300dpr/ 1  MB/Network  Version  (New)  $950 
IBM  4202-002  Proprinter  II  XL/9  pin/200/40cps/wide  carriage  ✓  $1 50 

IBM  4070-001  Inkjet  Prrnter/360x360  dpi  ✓  S188 

IBM  4072-001  Executive  Jet/6ppm/360  dpi/300-600  cps/wide  carriage  ✓  S290 
IBM  4212-001  24  pm/192/64  cps/narrow  carriage  ✓  $195 

Seikosha  SK-3005*  9  pin/300  cps/wide  carriage  (New)  $295 


MONITORS 


IBM 

63144)01 14‘  SVGA/1 02 4x768  Color/  28  dot  pitch/Valuepomt  Mon,  (New)  5345 


8511- 001  14-  VGA  Color/  39  dot  pitch  (New)  5265 

8512- 001  14-  VGA  Color/  39  dot  pitch  ✓  S165 

8513- 001  12'  VGA  Color/  28  dot  pitch  ✓  S175 

8514- 001  16'  SVGA  Color /1024x768/,31  dot  pilch  ✓  5275 

8515- 001  14'  SVGA/.28  dot  pitch/1024x768  5275 


NC3 


CALL  FOR  TRADE-IN  COMPUTER  VALUES! 


One  CIS  Parkway,  P.O.  Box  4785,  Syracuse,  New  York  132214785 

Ph:(31 5)  438-4400,  Fax:(315)438-4213 

Call  for  complete  listing  of  products  Savings  between  30  90%  every  day 
Fax  Excess  Inventory  Lists  to:  NC3,  Inc.  (315)  4384213 


■  Partial  list  only  Call  for  additional  listings  Over  SI  Million  in  inventory  and  growing  every  flay'  —Factory  Remanufactured 

■  Equipment  is  pre-owned  with  a  30  day  back  todepot  warrant*  unless  otherwise  noted 

•  New  Ambta  NC425SI  Notebook  comes  w / 1  yr  manufacturers  warianty  plus  IBM  Tech  support.  7  days/wk,  24  hours/day 
All  othets  equipment  comes  with  a  1  year  limited  manulacturer's  warranty 

•  New  Apple  equipment  comes  with  a  one-year  wananty  with  the  manufacturer 

•  New  Micropolis  Drives  come  with  a  5  yeat  manf  acurer s  wananty 

•  Seikosha  equipment  comes  with  a  two  year  wananty  with  the  manulactuter 

•  Equipment  is  subject  to  pnor  sale,  poring  may  change  wrthoul  notice  This  ad  could  contain  lech  meal  inaccuracies  or  typographical  errors 

•  Equipmeni  is  FOB  our  Syracuse  New  Yoil  facility  Terms  are  Visa,  Mastercard,  COD  Cash  or  Prepaid 

•  Authored  returns  of  products  for  refund  are  subject  to  a  20%  restocking  charge  and  are  limited  to  15  days  (torn  invoice  date 


Connectivity  Software 


Turns  Windows  NT  into  a  NetWare 
server  for  DOS  and  Windows  clients. 


Check  out  these  well-balanced 
BW-MultiComiect  features: 

SI 


/  Worlds  first  and  onl\  full  NetWare 
server  emulation  for  Windows  NT!" 
y  Seamless,  worldwide  access  to 
Windows  NT  files  and  printers. 

/  Extends  1PX/SPX  protocol  stack  to 
any  W'indows  NT  or  NTAS  system. 
y  High  performance  multi-threaded 
file  server. 

y  No  additional  software  needed  on 
DOS/Windows'" client  workstations 
running  NetWare. 

/  Support  for  multi-platform  W  ANS. 
y  Scalable  for  RISC  &  SMP  platforms. 
y  Get  started  with  a  5-user  license 
for  as  little  as  $849. 

For  FREE  30-day  evaluation 
call  1-800-463-6637. 

Let's  Connect! 

Beame 

- & 


Whiteside 

Software 


Trademarks  are  the  property  of  their  respective  owners.  Tel:  (919)  831-8989,  Fax:  (919)  831-8990.  ©1994  Beame  &  W  hiteside  Software,  Inc.  (039D) 


■  On  The  info  Htey.  IV/fh  Corf  ft  Fret/bv 


Security 


Kablit™  Security 


NOW! 


STOP  COMPUTER  THEFT 

IN  THE  OFFICE  —  ON  THE  ROAD 

Secure  Computer  or  Notebook 
to  desk,  table,  etc. 

Lock  disk  drive  —  Protect  Data 

Lifetime  Guarantee 

Kablit™  II 


$24.95  to 
$49.95 

Retail  Price 


Sentinel 


Disk  Drive  Lock 


Fixed  Location 


Quick  and  Easy  to  Install! 

Compact  —  Lightweight! 

Available  For  Macintosh  Computers  Too! 


Padlock  Security 
Provided  by 
Master  Lock 


Order  Now  —  800 -  451-7592 


18  Maple  Courl,  East  Longmeadow,  MA  01028 

the  particular  Master  lock  trademarks  used  ore  trademarks  at  the  Master  tork  Company  and  are  used  by  Secure-ll,  Inc  under  license. 


Computer  Presentations 


Bright  color.  Bright  price. 

$2,299. 

The  BOXLIGHT 1280  ColorShow  Special. 


m  Call  today  1-800-762-5757 


BOXLIGHT:  Your  direct  source  for  all 
the  bright  answers. 

No  one  else  offers  the  one-stop  shopping... the  selection... 
the  value. ..the  immediate  delivery.. .and  the  knowledgeable 
service  and  support  you  gel  from  the  projection  panel 
experts. 


lie  BOXLIGHT  1280 
rue  Color  Projection 
'anel.  At  $300  off,  it's  an 
nbeatable  value. 
Brightest  image 
Compact  Ik  portable 
PC  &  Mac 

FREE  remote  &  cable 


♦  The  projection 
panel  specialists 

♦  More  than  50 
models  in  stock 

♦  Instant  availability 

♦  Overnight  shipping 

♦  30-day  guarantee 

♦  Technical  support 
hotline 
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Marketplace 


Buy  /  Se!!  /  Lease 

I  BUY  •SELL*LEASE«RENT  »NEW  'USED  •  ALL  BRANDS  &  MODELS 


UNIX-  &  RISC-BASED 

WORKSTATIONS 

.  IBM  RS/6000 
.  IBM  RT-  61 50 

•  HP  3000/9000 

•  SUN  MICRO 

•  SGI 

•  dec/vax/alpha 

•  Data  General 

»  BULL 

•  All  Others 


SYSTEM  UPGRADES 


Controller  boards 
Disk  drives 
Graphics  upgrades 
Raid  systems 
Tape  drives 
Processor  upgrades 
Adapters  of  all  kinds 


COMPUTER  SALES 

ALL  BRANDS  &  MODELS 


#  Systems 
9  features 
9  displays 
9  terminals 
9  Raid  Systems 
9  modems 


•  Mass  storage 

•  Printers  & 

•  PLOTTERS 

•  X-STATI0NS 

•  Connectivity 

•  All  peripherals 


702-782-5208 

FAX:  702-782-5244 


NETWORK  BUY/SELL 

•  canoga  Perkins  •  networth 

•  proteon 

•  Synoptics 

•  WELLFLEET 
,y  Token  Kino  &  Ethernet  Cards 


•  Andrew  9Chipcom 

•  blackbox  •  cisco 

•  Cabletron  •  Madge 


Systems  Et  Services 


Dempsey:  Where  IBM®  Quality 
Is  Second  Nature! 


RS/6000 
•  AS/400 
SERIES/1 
•  ES/9000 
•  PS/2  &  VP 

Dempsey 

BUS/NESS  SYSTEMS 

18377  Beach  Blvd.,  Suite  323  •  Huntington  Beach,  CA  92648 
(714)  847-8486  •  FAX  (71 4)  847-3149 


Sales  &  Rentals 

•  Processors 

•  Peripherals 

•  Upgrades 

IBM 

Authorized 

Distributor  Products 

Integrator 


Call  Today  for  Pretested  Equipment, 
Technical  Assistance  &  Overnight  Shipping! 


Outsourcing  /  Remote  Computing 


(800)  888-2000 


ALICOMP,  INC 


5 

The  “Boutique”  of  the  Computer  Services  World 

Outsourcing  Remote  Computing 

VM,  MVS,  VSE 

Two  State  of  the  Art  Locations: 

^ALICOMP  |  ®CBS 

20,000  sq.  ft.  Manhattan  complex  105,000  sq.  ft.  Secaucus,  NJ  complex 

“Our  Platform  is  Excellence” 

Serving  Clients  Since  1980 

(212)  886-3600  •  (800)  274-5556 


Outsourcing  /  Remote  Computing 
mm 


Your  best  choice  for  mainframe  computing  services. 


o 


. 


PUT 


Extensive  Software  Library 

Tsienet  Tymnet 
Advantis  CompuServe 


Extraordinary  Customer  Service 
Migration  Management 


MVS/ESA 

IMS/DBDC 

VM/ESA 

CICS 

SAS 

VSE/ESA 

TSO 

DB2 

708-574-3636 

New  England  617-595-8000 
815  Commerce  Drive,  Oak  Brook,  IL  60521 


FANEUIL 


SYSTEMS 


Conference  Software  Management 


FINALLY...  A  Conference  for  Soflv/ure  ponojement  Professionals 
m  Offers  ttEAL  Solutions  for  'Saul  7/orld'  Prohleins! 


MANAGING  SOFTWARE  ASSETS  IN  A  CHALLENGING  NEW  WORLD 

The  8th  Annual  Meeting  and  Conference  of  the  Software  Management  Association 
9-1 1  November  1994  •  Phoenix  AZ  •  The  Crescent  Hotel  (Tutorials:  8  November  1994) 

Why  You  Don't  Want  to  Miss  This  Conference 

It's  the  only  event  where  you'll  find  a  unique  spectrum  of  information  on  the  latest  technologies  and  proven  techniques 
to  help  you  manage  your  company's  software  assets  in  the  most  effective  way  possible. 

It  gives  you  direct  access  to  the  accumulated  wisdom,  solutions,  and  insights  of  professionals 
grappling  with  the  same  issues,  challenges  and  concerns  you  are. 

Bottom  Line:  You'll  receive  valuable  tools  you  can  immediately  use  to  enhance  technical  productivity  and  reduce  company  costs. 


JAD  •  Optimizing  Customer  Partnerships  •  Scope  Control  •  Reducing  Lifecycle  Costs  •  Project  Management  •  Cost  &  Schedule  Performance 
•  Re-engineering  •  Salvaging  &  Enhancing  Systems  •  Process  Improvement  •  Preparing  for  New  Technology 


Conference  tuition  as  low  as  $700  •  Tutorials  start  at  $300 
SMB  Call  now  for  more  information  and  to  enroll.  Ask  about  our  Group  and  Student  discounts!  SMB 
800/292- 1 490  or  602/722-3955  (phone  or  fax) 


Buy  /  Sell  /  Lease 


Associates  inc. 


HP  9000 
Data  General 
RS/6000 
Data  Products 
PC's  Workstations 

(617)  982-91 


Fax  (617)  871-4456 


Outsourcing 


If  Outsourcing  is  your  objective... 

You  can  maximize  your  information  technology  investment  by 
outsourcing  part  -  or  all  -  of  your  IS  operation.  Whether  it’s  a 
transitional  or  long-term  total  services  partnership,  American 
Software’s  the  right  place  to  rightsize. 

Even  software  developers  enjoy  the  cost  and  time-saving  benefits 
of  outsourcing  with  us.  Call  today  and  we’ll  tell  you  why. 


/A 


" The  Outsourcing  Group 

A  Unit  of  American  Software  USA 
470  E.  Paces  Ferry  Road 
Atlanta,  GA  30305 
404-264-5770 


Windows  /  Internetworking 


TCIYIPfor  Windows 


j| 


More  Windows  applications  than  any 
other  TCP/IP  package _ 


NEW! 


Applications: 

Telnet  (VT100,  VT220,  TVT),  TN3270,  TN5250,  FTP,  TFTP,  SMTP  Mail 
with  MIME,  News  Reader,  PROFS  Mail,  LPR/LPD,  Ping,  Bind,  Finger, 
Whois,  Gopher,  Phonetag,  Scripting,  Statistics,  Custom,  SNMP  Agent 

Developer  Tools: 

Windows  Socket  API,  Berkeley  4.3  Socket  API,  ONC  RPC/XDR,  WinSNMP  API 


Gopher  Client,  TN5250 


MIME  Support  in  Mail 


100%  DLL  implementation 
Requires  only  6KB  of  base  memory 
Installs  in  5  minutes 

For  overnight  delivery  call: 

BSNetMtmgf 

(408)  973-7171 


10725  North  De  Anza  Blvd.,  Cupertino, 
CA  95014  USA  Fax  (408)  257-6405 
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Marketplace 


Computer  Presentations 


PouierTools  for  the  Pouier  Presenter 


For  the  latest  in  color  projection  panels  and  projectors  call 
the  experts  in  LCD  technology.  Your  satisfaction  guaranteed 
or  your  money  back.  Quick  delivery  via  Fed-X  or  UPS. 


Call  fi)r  (mOG  1 800  7S6  3599 


101  The  Embarcadero  Ste.  100-A,  San  Francisco,  CA  94105 
Hours:  6:30  to  5:30  PST,  9:30  to  8:30  EST 
VOICE:  41 5  772  5800  FAX:  41 5  986  381 7 


Engineering  •  Buy  •  Sell  •  Rent  •  Parts  •  Repair 


800-553-0592 

Ui©  UD  DOTH  PRODUCTS 


Computer  Training 


FREE  PC  TRAINING  CATALOG 


Why  use  one  method  to  train  your 
staff  on  Windows,  DOS,  Macintosh, 
UNIX  or  any  other 
software 
application? 

Our  catalog 
includes 
hundreds  of 
videos, 
software 
tutorials, 
multimedia 
and  classroom 
courseware  products...  guaranteed 
to  appeal  to  every  type  of  learner. 

Choose  from  more  than  3000 
products  that  will  save  you  money 

on  end  user  and  systems  training. 

No  personal  or  dealer  Inquiries. 


MICROCOMPUTER  TRAINING 


Call  Elin  today  and  see  how 
we  can  help  you  maximize 
your  training  dollars. 

800-363-5611 

Elin  Computer  Resources,  Inc. 

100  Walnut  Street,  Champlain,  NY  12919 
Fax:  514-483-1754  IntT:  514-483-4641 


Computerworld 
Editorial  Calendar 
for  July,  1 994 

July  4:  CW  Guide  to: 
LAN-to-SNA  Networking 

July  11:  Management 
Special:  The  transition  from 
legacy  systems 

July  18:  Mainframe  DBMS 

July  25:  CW  Guide  To: 
Client/Server  Development 
Tools 

Contact  your  local  sales 
representative  for  more 
information  about  placing 
your  advertisement  in 
Computeworld’s 
Marketplace  Pages! 


Buy  /  Sell  /  Lease 


Eg 


M  §ysiiinra§  •  •  Part#  I* 


SPEC*  A 


ZING  IN 


NEW  &  USED  IN  STOCK 


t>  RISC  System/6000(i 


Workstations 


Complete  Technical  Center, 
Installation,  Stock  Parts  & 
Features  for  RISC. 


Parts  &  Features 


AS/400^ 


Novell  Networking 


Sun  &  Dec 


Authorized  Distributors 
for:  Seagate  •  Xerox 
Kingston  •  Cal  Comp 
Motorola  •  UDS/Codex 
Decision  Data  Products 


Personal  Computers 


Data  Communications 


8  Nationwide  Locations 


UPS  Systems 


Peripherals  &  Upgrades! 


System  36  Conversions 


AutoCad 


COMPUTER 

MARKETPLACE 


A  Publicly  Traded  Company 
NASDAQ:  MKPL 


Computer  Marketplace 
prides  itself  on  being 
your  one-call  computer 
hardware  solution. 


oO 


•858-1144 


TEL  (909)  735-2102  • 

1490  Railroad  Street 


FAX  (909)  735-5717 
Corona,  CA  91720 


)  IBM  Trademark 


s-ni  a 

L-L/L/l 
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Marketplace 


Large  Systems  Computers  &  Peripherals 


New  &  Used 


SERIES/1 


...and  more! 


Computers 


' 

■ 


amdahl 

Cisco 

Concurrent 

IvData  General 


HEWLETT 

PACKARD 


Memorex- 

Telex 


Buy  •  Sell  •  Rent  •  Lease 


Prime 


SPECTRA 

(800)  745-1233 

(714)  970-7000  •  (714)  970-7095  Fax 

Anaheim  Corporate  Center 
5101  E.  La  Palma  Ave.,  Second  Floor 
Anaheim,  CA  92807 


♦ Sun 

TANDEM 


Texas 

Instruments 


UNISYS 

XEROX 


Bids  &  Proposals 


MS  CENTRAL  DATA  PROCESS¬ 
ING  AUTHORITY 

Sealed  proposals  will  be  received  by 
CDPA,  301  N.  Lamar  St.,  301  Bldg, 

Suite  508,  Jackson,  MS  39201  for  the 
following: 

RFP  2585  due  Friday,  September  2, 
1994  @  3:30  P.M.  for  the  acquisition  of 
the  hardware,  software  and  services  for 
the  turnkey  implementation  of  a  remit¬ 
tance  processing,  data  capture,  image 
assisted  data  entry,  and  imaging  system 
that  will  be  known  as  the  Deposit, 
Remittance  and  Data  Capture  system 
(DRDC)  for  the  Mississippi  State  Tax 
Commission.  This  system  will  be  used  to 
front-end  the  State  Tax  Automated 
Revenue  System  (STARS).  The  select¬ 
ed  DRDC  vendor  will  be  responsible  for 
developing  the  Interfaces  between 
DRDC  and  the  STARS  system  and  will 
have  to  work  with  the  STARS  contractor 
to  develop  these  interfaces.  $100 
Charge. 

Bidders  are  required  to  attend  a 
MANDATORY  BIDDERS  CONFER¬ 
ENCE  to  be  held  on  Tuesday,  July  26, 
1994  @  9:00  A  M.  in  Conference  Room 
A,  12th  floor,  Robert  E.,  Lee  Building, 
239  North  Lamar  Street,  Jackson,  MS. 

RFP  2626  due  Tuesday,  August  9, 
1994  @  3:30  P  M.  for  the  acquisition  of 
the  hardware,  software  and  services  for 
the  turnkey  implementation  of  LAN- 
based  imaging  system  for  the 
Mississippi  Department  of  Archives  & 
History.  $10  Charge. 

A  written  requres  with  payment  is 
required  for  RFP's  with  a  charge.  No 
phone  request.  Acceptable  forms  of 
payment  are:  corporate  check  on  a  MS 
bank,  certified  check  or  POSTAL 
MONEY  ORDER  made  out  to  CDPA. 

No  case  or  out-of-state  checks.  CDPA 
reserves  the  right  to  reject  any/all  bids 
and  to  waive  informalities. 


Real  Estate 

LOCATE 
NEXT  TO 

GOLF  1 
COUSE! 


Central  U.S.A.  500+  acre  industrial 
park.  Campus  setting  with  lakes! 
Next  to  Best  Power  Technology, 
manufacturer  of  uninterruptable 
electrical  power  supply.  Will  divide; 
seller  financing  possible.  (512)  918- 
3435,  P.O.  Box  20221,  Austin,  TX 
78720-2211. 


Put 

Computerworld 
Marketplace 
to  work  for 
you! 

Our  readers  buy 
product  - 

your  product 


Time  &  Services 


Most  Vendors 

have  well-equipped  data  centers... 


They  have  large  systems  with  the  software  you  need,  plenty  of  MIPS,  and 

UPS  systems. 

Only  one  will  exceed  your  expectations! 

Only  one  runs  your  work  as  its  own. 

fCf 

>■  Only  one  minimizes  your  risk  and 

maximizes  your  cash  flow. 

>-  Only  one  will  get  the  job  done  totally. 

CompuSource 

CSC  CompuSource  -  dedicated  to 

A  Unit  of  Computer  Sciences  Corporation 

outsourcing  since  1980. 

110  MacKenan  Drive 

You’re  in  control  when  you  put  us 

Cary,  North  Carolina  27511 

in  control! 

919.481.9341 

COMPUTERWORLD's 

"5th  Wave"  Cartoon  Mouse  Pad 

COMPUTERWORLD  brings  humor  to  a 
mouse  pad  featuring  a  cartoon  from  “The 
5th  Wave”  series  by  Rich  Tennant.  Not 
available  in  stores,  this  colorful  foam- 
backed  pad  will  keep  your  mouse  clean 
and  protect  your  desktop. 

Best  of  all,  it’s  only  $4.99*.  Send 

your  name,  address  and  check  or  money  order  to  COMPUTERWORLD, 
P.O.  Box  9171,  Framingham,  MA  01701,  Attn;  Product  Fulfillment.  For 

•In  U.S.,  for  each  unit  ordered,  add  $1.25  for  postage  and  handling;  orders  outside  U.S.  add  $2.50  each. 
Residents  of  MA,  CA,  GA,  NJ,  and  DC  add  applicable  sales  tax.  Canada  residents  add  G.S.T. 


Search  over 
25,000  articles 
in  30  seconds 
from  your 
desltop 


COMPUTERWORLD,  the  weekly  newspaper  for  information  systems  now  brings  you 
a  valuable  resource  tool  -  COMPUTERWORLD  on  CD.  With  over  4  years  of  full  text 
articles,  you  can  use  it  to: 

•  Search  comprehensive  product  and  vendor  information  quickly. 

•  Follow  critical  technology  trends. 

•  Execute  key  word  searches  on  any  topic  in  seconds. 

•  Eliminate  mass  paper  storage. 


Updated  on  a  quarterly  basis,  a  one  year  subscription  is  just  $295.  COMPUTER- 
WORLD  on  CD  operates  on  a  PC  (DOS  and  OS/2),  Mac,  Windows,  and  Sony 
Multimedia  CD-ROM  player  environments. 


To  subscribe  call:  (800)  285-3821 

COMPUTERWORLD 

The  Newspaper  of  IS 
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Application 

Development... 

Critical  software  technologies, 
ncluding  products  that 
snhance  the  development  of 
mission  -  critical  client/server 
ipplications,  are  of  primary 
nterest  to  IS  professionals. 
A/ith  today's  focus  on  maxi¬ 
mizing  productivity,  these  pro- 
essionals  -  Computerworld 
eaders  -  are  looking  for 
jroven  application,  develop¬ 
ment  tools.  Fast  sophisticated 
:ools  for  designing,  develop- 
ng,  and  implementing  com¬ 
plex  applications  for  today's 
diverse  environments. 


Looking  for... 

. .  .Application  development  tools  from  an  experienced 
developer? 

The  AD  Toolbox  has  just  what  you’re  looking  for  . .  .flexible, 
portable,  and  maintainable  tools  for  your 
environment/platform.  Simply  locate  the  developers  pro¬ 
viding  your  solutions  -  and  give  them  a  call. 

And,  if  you’re  a  developer  with  solutions  to  sell, 

call  800/343-6474,  ext  744 

Then  watch  the  AD  Toolbox  go  to  work  -  for  you! 


APPLICATIO 


DEVELOPER'S 


TOOLBOX 


Security 


Protect  Your  Software  and  Revenues 

Stop  piracy  -  Increase  revenues.  Sentinel® is  the 
world  s  leading  software  protection  solution.  Call  today 
for  your  Sentinel  Developer’s  Kit! 

SEfUinEL  800-852-8569 

Securing  the  future  of  software 

Rainbow  T echnoloqies.  Inc.  fax:  7 1 5-454-8557 


MS  -  DOS 


Lahey 

Computer  Systems,  Inc. 


FORTRAN 

FORTRAN  77  Professional  and 

Student  Versions 

♦ 

New  Code  or  Downsizing 
Complete  Suite  of  Tools 
Free  Technical  Support 

A  Decade  of  PC  Fortrans 
(800)  548-4778  or  (702)  831-2500 
Fax:  (702)  831-8123 


MS  -  DOS 


Windows  Imaging 


Royalty-Free 
DOS  Extender! 


Plus  a  Windows  linker  and  DOS 
dynamic  overlay  linker,  all  in  one 
product  for  the  same  price! 

Why  use  a  multitude  of  programming 
tools  when  one  will  do?  BLINKER  3.0 
features  a  fully-functional  DOS  extender 
to  directly  access  up  to  16Mb  of  extend¬ 
ed  memory,  the  world’s  fastest  Windows  linker 
and  the  fastest  dynamic  overlay  linker  to  automatical¬ 
ly  design  and  manage  overlays  within  640KB.  You 
can  even  create  a  single  dual  mode  program  to  auto¬ 
matically  run  in  either  protected  mode  or  real  mode, 
depending  on  the  runtime  machine's  resources. 
Compatible  with  C,  C++,  CA-Clipper.  FORTRAN, 
Assembler,  etc.  BUNKER  saves  hours  of 
valuable  programming  time. 

-  No  risk,  30  day  money-back  guarantee 
Order  BUNKER  3.0  today  for  only  $299 
FREE  DEMO  disk  available  on  request  Blinkinc 
Call  Now  804-747-6700  Or  FAX  to  804-747-4200 


1MS\G  9 A  s  1  c 


r 

SCANNING 

•  Pixel  Translations 

•  Kofax  •  Xionics  •  Dunord 

OCR  ’c** 

•  Nestor 

•  Ocron 

WOT  *Xera* 

m  a 

DISPLAY  |j| 

VISUa  I 

PROgRamming 

l~Otl  I  P  fcr 

Imaging  Magazine  'votes® 
Product  of  the  Year 

•  Customize  ALL  aspects  of  your  imaging  system 

•  Superior  forms  processing  capabilities 

■  Industry  standard  components  are  in  use  by  over  100.000  users 

•  30-day  money-back  guarantee  eliminates  risk  of  trying  product 

DIAMOND  HEAD  SOFTWARE,  INC. 

Call:  1-800-IBTOOLS  Fax:  (808)  545-7042 


Windows 


Is  F-A-S-T! 

How  Fast?  Well,  how  about  40  TIMES 
faster  than  other  Windows  data-engines. 
That’s  SPEED!  Add  that  to  SIxBase’s 
multi-user  xBase  support  (including 
Fox/IDX-FPT  &  Clipper/NTX-DBT) 
Encryption,  Query-optimization  and 
omVery  HOT  Browse/Grid  and  Data- 
aware  VBX  controls  and  you've  got  the 
most  action-packed  Windows 
database  engine  around. 

Now  Only  $149 

(30  Day  Money-back  Guarantee) 

(800)  683-1657 
(909)  699-9657 

FAX  (909)  695-5679 

SuccessWare  Int’l 


PROGRAMMING 

HhRdLeS 


Getting  You 
Down? 

You’ve  Turned  to 
the  Right  Place! 

Because.. .every  week,  you'll 
find  the  right  tools  for  the  right 
jobs  —  right  here.  In  the  new 

Application 
Developer’s  Toolbox 
in  Computerworld 
Marketplace. 


Proven  Programming 
Solutions  Are  Just 
Phone  Calls  Away! 

Once  you’ve  found  the  application 
development  tools  you  need  most,  sim¬ 
ply  pick  up  the  phone  and  give  those 
Application  Developer’s  Toolbox 
advertisers  a  call.  They’ve  got  just  what 
you’re  looking  for... 

...Experience  and  expertise 

...Sophisticated  tools  for  complex 
programming 

...Plus  technical  service  and  support 

Bottom  line,  they  deliver  price/perfor- 
mance  solutions  that  can  help  your 
organization  make  better  business  deci¬ 
sions  —  faster.  And  they’re  waiting  to 
hear  from  you  now! 


Watch  Us  Grow 
Tool  by  Tool! 


Pool  by  tool,  we’ve  got  plans  to  add  all 
kinds  of  popular  programming  solu¬ 
tions.  Solutions  like  database  and  file 
managers.  Object-oriented  data  man¬ 
agement  systems.  3GLs/utilities  such  as 
compilers,  editors,  GDIs,  frontware,  and 
object-oriented  languages.  Higher-level 
language-based  tools  like  4GI.s  and 
report  writers.  CASE  tools.  SQE  transla¬ 
tors.  Forms  builders.  Ad  hoe  query  tools. 
E-mail  tools.  Plus  others! 

So,  week  after  week,  turn  to  the  new 
Application  Developer’s  Toolbox  in 
Computerworld  Marketplace  —  and 
watch  us  grow  with  more  programming 
solutions  -  for  you! 


■  Tools  to  build  applications  that  are  portable  across  a  multitude  of  platforms. 

■  Tools  that  speed  application  development  and  make  programming  much  less  painful. 

■  And  tools  for  mission-critical  applications  that  improve  your  organization's  competitiveness. 

So  turn  here  again  next  issue  —  and  every  issue  —  for  expert  help  in  overcoming  your 
I > rogramm i ng  It urdles! 
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To  list  your  Company  so  that  Computerworld’s  readers  can  contact  you  directly,  call  800/343-6474,  X744. 


Solutions  Directory 


401(k)  ADMINISTRATION 


DELTA  DATA  SERVICES,  INC . . . 

(800) 451-3188 

Defined  contribution  administration  software  for 
the  plan  sponsor.  Interfaces  with  payroll  for  ad¬ 
ministration  of  401 K,  ESOP,  thrift,  and  profit  shar¬ 
ing  plans.  Daily  or  periodic  processing,  distribu¬ 
tions,  loans,  ADP/ACP  testing,  user  defined 
statements,  voice  response.  Runs  on  AS/400. 
Client/server  version  available  mid-1994. 


4GL 

CompuSolve  Associates 

River  Edge,  NJ . (800)  847-6583 

ACCTG  SOFTWARE/SERVICES 

Management  Information  Consulting,  Inc. 

Falls  Church,  VA . (703)  845-5800 

OPEN  SYSTEMS®  Accounting  Software 

Open  Systems  Holdings  Corp . (800)  328-2276 

ACQUISITIONS  -  PUBLIC  CO. 

Looks  to  acquire  contract  programming  companies. 
Call  confidentially . (516)  437-3302 

APPLICATIONS  CONVERSION 

Forecross  Corporation 

San  Francisco,  CA . (415)  543-1515 


MIGRATION  -  CONSOLIDATION 

SERVICES: 

VSE  to  MVS  Migrations/MVS  Re-Design 
Data  Center  Consolidations 
DFSMS  Migrations 
Project  Management 

COBOL/VS  to  COBOUII/370  Conversions 

Systems  Integration  &  Re-Design,  Inc. 
(504)  834-2293 


APPLICATIONS  DEVELOPMENT 

AS-400/CICS/UNIX/Client-Server  applications 


AMPERSAND  CORP . (818)  548-9100 

CompuSolve  Associates 

River  Edge,  NJ . (800)  847-6583 

IMPACT  SOLUTIONS,  Inc.,  PC  or  Mac,  Nationwide 
Foxpro,  Omnis,  4D  Server . (800)  858-8330 

Is  your  shop  ready  for  the  “Turn  of  the  Century”? 
. (800)  999-0757 

RESOURCE  SOLUTIONS  (800)  825-8684 

CASEBASE  V.4,  PC  guide  to  600+  products 


from  250  vendors,  makes  software  development 
tool  selection  a  snap.  Instant  access  to  individual 
or  comparative  reports.  $195  (lyr)  or  $295  (2yr). 
6050  Peachtree  Parkway,  Suite  340-228,  Nor- 
coss,  GA  30092 


Micro  Focus  COBOL/CICS/XDB/DB2 
SilverStone  Systems,  Inc.  NY  .  .  (212)  786-4079 

Planet  Data/Paradox  Windows  Programming 
Moriches,  New  York . (516)  878-6603 

CABLING  SERVICES 

Hi-Speed  Printer  Cables  30ft-200ft 

Autotime  Corp . (503)  452-8577 

Nationwide,  250+  Local  Service  Locations 
Premises  One  LAN  SERV . (800)  LAN-SERV 


CLIENT  SERVER  DEVELOPERS 


S448-CHEN 

/Server?  Or, 


Chen  &  Associates,  Inc. 

Downsizing  from  mainframe  to 
converting  from  one  platform  to  another?  Call  the 
DBMS  specialists.  No  job  too  small.  Superior 
quality  at  great  prices.  Money  back  guarantee. 


High  performance  OLTP  design  and  imple¬ 
mentation  specialists.  We  utilize  memory  resi¬ 
dent  databases,  Sybase,  SQL  Server  and  Oracle, 
as  appropriate  on  Windows  NTAS,  Stratus/VOS/ 
FTX  and  UNIX  Servers  with  either  Windows  or 
Unix  Clients. 

Developers  Edge  Ltd.  1-800-EDGE-SYS 


innovision  Technologies,  Inc. 

(PowerBuilder  Specialists)  (313)  591  -7472 
Quality  Client  Server  GUI  Applications.  Develop¬ 
ment/Testing  using  formal  methodologies.  OOA, 
OOD,  OOP,  Integration  Testing,  System  Testing, 
Acceptance  Testing.  PowerBuilder,  C/C++, 
Auto  Testing.  Oracle,  Informix,  Sybase,  Ingres. 


NIIT  -  Software  Division  ....  (404)  804-6446 

Developers  of  client  server  applications  using 
Sybase  and  Oracle.  Option  for  offshore  software 
development  available.  For  more  information, 
contact  us  at  400  Perimeter  Center  Terrace, 
Suite  900,  Atlanta,  GA  30346.  Fax:  (404)  804- 
6445. 


PowerCerv  (PowerBuilder  Specialists) 

Tampa,  FL  (9  branch  offices)  . .  (813)  226-2378 
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CONSULTANTS 

ADW  &  IEF  &  PowerBuilder  Analyses  &  Design 
Bridgton  Consulting . (404)  933-8992 


FREE  Technical  Help  on  Oracle 

DBA,  SQL,  Embedded  SQL,  Cobol  under  UNIX 
or  MPE/IX.  We  may  answer  your  short  tech, 
question  right  on  phone.  Call  703-448-8484  Mon, 
Wed  &  Fri  6:30  to  9  PM  EST.  Better  Fax  703- 
448-5639  (any  time)  before  calling.  Limited  time 
offer. 


CONTRACT  PROGRAMMING 


For  your  every  computing  need...  We  are  a 

storehouse  of  talent  in  ORACLE  7.0,  SYBASE, 
POWERBUILDER,  UNIFACE,  IBM  (CICS,  DB2, 
VSAM,  COBOL),  UNIX,  WINDOWS,  C,  C++. 

Call  us  at  (609)  951-9195. 

Hexaware  Technologies,  Inc. 


INFORMIX/ORACLE/SYBASE/UNIX 

ACJ  &  Associates . (800)  264-6686 

AS/400,  RPG/400,  S2K,  PRISM,  CUSTOM  APPS 
Skyrise  Designs,  Inc . (503)  382-4788 

DATA  CONVERSION 

Data  Conversion,  Inc. 

Minneapolis,  MN . (800)927-0677 

DATA  WAREHOUSING 

UNLOCKING  THE  POWER  OF  INFORMATION 
Solveris  Inc . (800)  999-4829 

DBMS 

CompuSolve  Associates 

River  Edge,  NJ . (800)  847-6583 

DISASTER  RECOVERY 

CHI/COR  Information  Management,  Inc. 
(312)322-0150 

Recovery  Planning  Made  Easy.  PC  software  tools 
guide  network,  data  center,  and  business  unit 
planning.  Includes  complete  methodology  to 
teach  novices  recovery  planning  concepts  and 
relational  database  for  easy  planning.  MS-Win¬ 
dows  and  LAN  compatible. 


Raymond  Professional  Management,  Inc. 
Roswell,  GA . (404)  587-4090 

Strohl  Systems 

LDRPS  Software  . (800)  634-2016 

EDUCATION  &  TRAINING 

Object-Oriented  Analysis  &  Design  Training 
aLigra  Systems . (800)  347-6903 


IS  Training  Services  (508)  635-98 1 9 

Specializing  in  technical  and  non-technical  train¬ 
ing  solutions  and  educational  consulting  services 
designed  to  support  the  entire  IS  function  --  in¬ 
cluding  the  clients  of  IS.  40+  years  of  experi¬ 
ence!  Contact  BoyTan  &  Associates,  5  Old 
Meadow  Lane,  Acton,  MA  01720. 


Skill  Dynamics,  An  IBM  Company 

A  full  service  training  company  that  specializes  in 
technical  and  business  training,  consulting,  out¬ 
sourcing  and  customized  offerings.  Call  1-800- 
IBM-TEACh  for  a  free  catalog. 


LEARN  C++  ONLINE:  Instructor-led!  Experien¬ 
tial  format  teaches  basic  C++.  Participants  com¬ 
plete  a  variety  of  tasks  checking  both  conceptual 
&  practical  understanding  and  interact  in  teams 
to  produce  an  automated  library.  Contact  ISIM, 
1  -800-441  -ISIM,  Box  470640,  Aurora,  CO  80047. 


LAKEVIEW  TECHNOLOGY  INC. 


Instructor-led  AS/400  education  . (800)  962-4081 

MIS  T raining  Institute  (508)  879-7999 

Audit  &  Security . Fax(508)  872-1 1 53 


James  Martin  World  Seminar 
(312)  346-7090 

Business  Process  Redesign  and  Enterprise  Engi¬ 
neering  in  computer  industry's  most  valuable 
seminar.  Three  days  with  Dr.  James  Martin  that 
will  change  your  professional  life.  Also,  Software 
Reuse  Engineering  and  Client/Server  tutorials. 
Call  for  seminar  dates  and  prices. 


NIIT  -  Training  Division . (404)  804-6446 

Developers  of  custom  Computer  Based  Training 
(CBT),  Multimedia,  and  Performance  Support 
Systems.  Development  site  is  ISO-9001  certified. 
For  more  information,  contact  us  at  400  Perime¬ 
ter  Center  Terrace,  Suite  900,  Atlanta,  GA  30346. 
Fax  (404)  804-6445. 


Object  Oriented  Preparation  Services,  Inc. 
Robbinsville,  NJ . (609)  259-0601 

Sybase,  SQL  Server  Training 

Larson  Software  . (800)  394-7966 

VISUAL  BASIC  Training 

Texas  Software  Svcs . (214)  404-1055 


ELECT.  DATA  INTERCHANGE 

Impact  Int’l  Technologies,  Inc. 

Princeton,  NJ . (609)734-7411 

EXECUTIVE  INFO.  SYSTEMS 

XENOS  Corporation 

Dallas,  TX  . (214)869-9860 

FAX-ON-DEMAND 


COMPUTER-FAX  INTEGRATION 

Planning  a  fax-on-demand,  fax  broadcasting  or 
fax  server  system???  Get  professional  help  in 

•  Indentifying  and  Analyzing  Needs 

•  Developing  Requirement  Specifications 

•  Implementation.  Startup  &  Training 

GET  MORE  INFORMATION  BY  FAX  AT  408-243- 
2275 

ABConsultants  1  -(800)  982-3715 


FOCUS 

FOCAL  SYSTEMS,  INC.:  Focus  Consulting 
Seattle,  WA . (206)788-4467 

HELP  DESK 

PowerCerv  (PowerBuilder  Application) 

Tampa,  FL . (813)226-2378 

HUMAN  RESOURCE  S/W 

SPECTRUM  Human  Resource  Systems  Corporation 
Denver,  CO . (800)  334-5660 

IMAGING 

Document  Mgt,  Workflow  for  AS/400 
Acknowledge  Inc . (800)  533-1776 

ISO  9000  Doc.  Mgmt.  Systems 

OXKO  Corporation  . (410)  224-3314 

MANUFACTURING  SOFTWARE 

Intrepid  Software,  Inc. 

Burlington,  MA . (617)  273-2920 

PowerCerv  (PowerBuilder/Sybase  Application) 
Tampa,  FL . (813)226-2378 

MARKETING  INFO.  SYSTEMS 

PowerCerv  (PowerBuilder  Application) 

Tampa,  FL . (813)226-2378 

MEMORY 

MEMORY  CONVERSIONS  DIP/SIP  30/72  SIMM 
Autotime  Corp . (503)  452-8577 

MICROFILM/MICROFICHE 

COLD,  Direct  Attach  for  AS/400 

Acknowledge  Inc . (800)  533-1776 

NEWTON  CONSULTING 

Avalon  Engineering . (617)247-7668 

Custom  Newton  Products  and  Solutions 

OBJECT  CLASS  LIBRARY 

MetaSolv  Software,  Inc. 

(Powersoft  CODE  Partner)  .(214)  239-0623  x104 
PowerCerv  (PowerBuilder  Object  Library) 


Tampa,  FL . (813)226-2378 

OBJECT  ORIENTED  DEV. 

R  Systems,  Inc.,  California  . (916)  631-1503 


Quality  Software  Developed  in  India  SAVE  $1 

OFFSHORE  SOFTWARE  DEV. 


We  are  organized  to  deliver...  ORACLE, 
SYBASE,  POWERBUILDER,  UNIFACE,  IBM/UNIX 
solutions.  State-of-the-art  software  factory. 
Project  references  on  request. 

Call  us  at  (609)  951-9195. 

Hexaware  Technologies,  Inc. 
Princeton  •  Bahrain  •  Dammam  •  Bombay 


OFF-SITE  SOFTWARE  DEV. 

AS-400/CICS/UNIX/Client-Server  applications 
AMPERSAND  CORP . (818)548-9100 

OUTSOURCING 


ALICOMP  and  CBS  Data  Services  formed  a 
business  alliance  to  offer  the  highest  level 
of  technical,  operational,  and  managerial 
expertise  within  a  single  mandate:  loyalty 
and  the  highest  quality  computer  services 
with  flexible  pricing. 

ALICOMP/CBS 
(800) 274-5556 

(See  Our  Ad  in  the  Marketplace) 


IBM  MVS/ESA  TIMESHARING 

CICS  DB2  IMS 

Current  IBM  software  releases.  Specializing  in 
outsourcing  for  software  developers. 

BOOLE  &  BABBAGE 
COMPUTER  SERVICES 
(800)  22-BOOLE 


OUTSOURCING/REMOTE  COMPUTING 

For  26  years  we  have  nationally  located  out¬ 
sourcing  services  on  all  platforms.  NEVER  a  fee 
to  our  buyers  because  we  are  paid  by  our  sellers. 
Call  us  today  and  join  over  1 ,500  satisfied  cus¬ 
tomers! 

COMPUTER  RESERVES,  INC. 

(800)  882-0988 


MCRB  Service  Bureau,  Inc. 

3090  Computer  Services . (800)  941 -MCRB 

PAYROLL  SYSTEMS 

SPECTRUM  Human  Resource  Systems  Corporation 
Denver,  CO . (800)  334-5660 

PROJECT  MANAGEMENT 

Pitagorsky  Consulting/Training 

New  York,  NY . (212)  696-9687 

PURCHASING  SOFTWARE 

Commerce  Software,  Inc.  (PurchaseSQL®) 
Elmsford,  NY . (800)447-7172 

QPII®  PURCHASING  MANAGEMENT  SYSTEM 
Dynamic  Software,  Greer,  SC . (800)  627-1218 


REMOTE  COMPUTING 

ALICOMP,  Inc . (800)  274-5556 

(See  Our  Ad  in  the  Marketplace) 

RIGHTSIZING 

MCRB  Service  Bureau,  Inc. 

3090  Computer  Services  .  .(800)  941 -MCRB 

SECURITY 

JANUS  Software . (800)  TO-JANUS 

MVS  Security  Audit  Sftw  &  Info  Security  Consulting 


Security  Audits,  Training  and  Consulting 

NCSA  is  the  leading  source  of  computer  security 
educational  materials.  We  also  conduct  security 
audits,  training  and  can  help  you  develop  secu¬ 
rity  policies  and  procedures.  Request  our  free 
32-page  security  resource  catalog. 

National  Computer  Security  Association 
(717)258-1816  Fax  (717)  243-8642 

75300.2557@compuserve.com 
CompuServe:  GO  NCSAFORUM 


RSH  Consulting,  Inc. 

Newton,  MA  . (617)969-9050 

System  613,  Inc. 

RACF/Systems . (914)  425-7758 

VANGUARD  Integrity  Professionals 
Security/Audit  MVS  Software . (714)  939-0377 

S/W  INTERNATIONALIZATION 

International  Systems  Design,  Inc. 

S/W  Loclztn/overseas  distnb  .  .  (415)788-1812 

S/W  QUALITY  ASSURANCE 


RESOURCE  SOLUTIONS  (800)  825-8684 

SQABASE,  PC  guide  to  over  100  products, 
makes  SQA  software  selection  a  snap.  Select  in¬ 
dividual  or  comparative  reports.  Developed  for 
the  Quality  Assurance  Institute  (QAI).  1  year  sub¬ 
scription  $135.  6050  Peachtree  Parkway,  Suite 
340-228,  Norcoss,  GA  30092 


SOFTWARE  REUSE 


RPM® 

Reuse  Process  Manager  ® 

"a  windows  and  C/S  based  process  manager 
with  a  customizable  environment  for  defining, 
measuring  and  practicing  reuse-driven  software 
development” 

developed  by  Dr.  Carma  McClure 

Extended  Intelligence,  Inc. 

(312)  346-5245  x360 


TELESERVICES 

IBM  Rochester  TeleServices 

Rochester  MN . (800)  365-4426  ext.  500 


‘Don’t  panic!  Just  push 
the  escape  key.” 

Ceramic  10  oz  Mug. 


‘What’s  the  digital 
bathroom  scale 
doing  in  my  laptop 
case?" 

32.  oz.  Sip-it  Bottle 
with  insulator. 


‘Oops  - 1  forgot  to 
log  off  again.” 

One-size  fits  all 
50/50  ble?u!  Cotton/ 
Polyester.  Made  in 
U.SA. 


‘Bud  and  Elliot 
Grundt  develop 
the  first  Main¬ 
frame  Mouse.” 

Mousepad. 

8 1/2"  x  7 3/4". 


«wi,» 


‘What’s  the  digital 
bathroom  scale  doing 
in  my  laptop  case?” 

Roomy  100%  natural 
cotton  canvas  with 
webbed  straps,  14"  x  9". 


COWp<rrr#w< 


‘The  5*W«vs 


atts  a  a mWH 

SMMUttlMr&P* 


‘Don’t  panic!  Just 
push  the  escape  key 

Durable  and  roomy, 

16"  x 9"  black  cotton 
canvas  -  includes 
sturdy  webbed  straps  & 
zipper.  Made  in  U.SA. 


SiehlfsiuK. 


Don't  pU'-Jt.  '  Jest  p.&h  the  Escape  Key  ' 


Give  the  gift  of  laughter. 


What’s  so  funny  about  technology? 

Plenty  —  especially  if  you  follow  the  cartoons  of  Rich  Tennant  in 
Computerworld. 

The  fact  is,  Tennant’s  whimsical  “5th  Wave”  series  has  brought  smiles  to 
the  faces  of  hard-working  Computerworld  readers  since  it  first  appeared 
in  1990. 

Now  we’ve  taken  some  of  his  all-time  funniest  cartoons  and  turned  them 
into  a  line  of  custom  products  that  are  guaranteed  to  delight  and  amuse. 


Having  trouble  finding  the  right  gift  for  a  business  associate  who’s  just 
been  promoted?  Looking  for  an  affordable  birthday  present  for  a 
co-worker?  Need  creative  holiday  gifts  for  client’s  in  the  IS  industry? 

Computerworld  products  are  just  the  ticket. 

You  don’t  need  a  special  occasion  to  give  a  Computerworld  gift. 

But  you  do  need  to  order  right  away,  since  supplies  are  limited. 

Just  fill  out  the  attached  form  or  call  us  at  1-800-222-7545  or  fax 
your  order  to  (508)  626-8258.  And  give  the  gift  of  laughter. 


ORDER  FORM 

To  order  a  Computerworld  gift,  fill  out  this  form 
and  fax  or  mail  it  to: 

COMPUTERWORLD 

P.O.Box  9171 

Framingham,  MA  01701  U.S.A. 

Attn:  Product  Fulfillment 

Can’t  wait? 

Call  1-800-222-7545  or 
Fax  (508)  626-8258 

(Monday-Friday  8:30-5:30  EST) 

SHIP  TO: 


Name 


Company 

Address  (Please  use  street  address;  UPS  does  not  deliver  to  P.O.Box) 


City 

State/Province 

Zip/Postal  Code 

•  Country 
|(  ) 

Daytime  Phone 


To  order:  Fax  508-626-8258  or  Call  1-800-222-7545. 


Item 

Price 

Quantity 

Amount 

C1AD3  Mug 

$7.99 

C2AD3  Sip-it 

$7.99 

C3AD3  Mousepad 

$4.99 

C4AD3  T-shirt 

$15.99 

C5AD3  Sweatshirt 

$24.99 

C6AD3  Duffle 

$16.99 

C7AD3  Tote  Bag 

$12.99 

AVOID  DELAY!  Please  include  Shipping  &  Handling 

If  your  merchandise  subtotal  is: 

UP  TO  $10.00  $2.50 

$10.01  -  $20.00  $3.95 

$20.01  -  $35.00  $4.95 

$35.01  -  $50.00  $6.95 

$50.01  -  $100.00  $9.95 

OVER  $100.00  $13.95 

*  For  Canada  and  International  orders,  please  add 
$5.00  per  item  for  Shipping  and  Handling 

Subtotal 

Shipping  & 
Handling* 

Sales  Tax** 

Total 

—  McMotK 

<J2^> 


'  Residents  of  MA,  CA,  NJ,  GA  and  DC,  add  applicable  sales  tax.  Canada  residents  add  G.S.T 


Method  of  Payment  (in  U.S.  dollars  only) 

Check  or  Money  order  payable  to:  COMPUTERWORLD 

□  VISA  □  MC  □  AMEX 
Card  No. 

rTTTTT  i  T1  MINIM 

Exp.  Date _ 

Signature  _ _ 

Your  credit  card  will  not  be  charged  until  your  items  are  shipped. 

Thank  you  for  your  order! 

COMPUTERWORLD 

The  Newspaper  of  IS 
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dilute  to  the  Winners 

e  1C04  Information  Technology  Leadership  Awards 


Established  in  1990  to  enhance  the  Computerworld 
Smithsonian  Awards,  Leadership  Awards  recognise 
individuals  whose  vision  and  values  have  set  positive 
examples.  Recipients  are  individuals  or  teams  who 
have  demonstrated  outstanding  dedication,  courage 
and  cooperative  spirit. 


Sponsors  of  Leadership  Awards  select  their  own  nominating 
committees,  typically  enlisting  the  expertise  of  colleagues, 
customers,  influential  business  associates  and  policy  makers. 
Nominating  committees  have  a  balanced  mix  of  perspectives,  with 
representatives  from  corporate  America,  technology,  and  academic 
and  public  policy  bodies. 


The  Price  Waterhouse 
Information  Technology 
Leadership  Award  for 
Lifetime  Achievement 


Douglas  Engel bart 


President ,  Bootstrap  Institute, 
Stanford  University 


The  MCI  Information 
Technology  Leadership 
Award  for  Innovation 


Chairman  of  the  Board, 
Cray  Computer  Corporation 


The  Computerworld 
Smithsonian  Information 
Technology  Leadership 

Award  for  Education 
Sponsored  by 


The  C  E.  Stone  Foundation 


Vice  President  ofAjfiliate  Programs, 
Curriculum  Television  Corporation 


The  Science  Applications 
International 
Corporation  Information 
Technology  Leadership 
Award  for  Global  Integration 


The  Cray  Research 
Information  Technology 
Leadership  Award  for 
Breakthrough 
Computational  Science 


David  McQueen  & 
Charles  Peskin 


President  and  CEO, 
Oracle  Corporation 


Commit  Institute  of  Mathematical 
Sciences,  New  York  University 


The  Computerworld  Smithsonian  Awards 
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Soirnds  crazy,  hull?  Well 
it  isn’t.  If  you’ve  been 
try  in  a  to  figure 
out  how  to 
squeeze  better 
returns  from  your 
IT  investment,  you 
should  call  ROL?  * 

We  can 

help  protect  your 
investment  because 
our  phone  systems  work  within 
your  existing  LAN,  PC,  or  mainframe  environment.  We 
can  also  help  your  business  nut  a  lot 
more  efficiently.  Adding  thousands  to 
your  bottom  line. 

The  IT  department  for  Collin 
County,  Texas  couldn’t  agree  more. 
With  just  a  handful  of  staff  members, 
they  had  to  service  a  comity  that  was 


ROLM  is  part  of 
the  Siemens  family, 
the  world's  largest 
private  communication 
systems  manufacturer. 
We  have  the 
technology  to  help 
your  business 
work  more  efficiently 
worldwide. 


chose  to  install 
a  ROLM  phone 
.  Now  they 
can  easily  handle 
the  increase  in  incoming  calls  and 
transmit  data  through  those  same  lines. 

The  result:  an  improved  data  transmission 
system  that  will  save  them  850,000  annually,  not  to 
mention  an  additional  $60,000  on  their  annual  phone 
bill.  And  they  estimate  dtey’ll  save  two  million  dollars 
over  the  next  ten  years  when  they  take  into  account  the 
increased  volmne  of  calls. 

If  you’d  like  to  help  your  company  reduce  costs, 
increase  revenues  or  improve  customer  service,  call  the 
phone  number  below.  We’ll  be  glad  to  send  you  our  free 
booklet  entitled  “101  Ways  To  Make  Or  Save  Money 
Willi  Your  Phone  System"  And,  of  course,  it’s  a  free  call. 

See,  we’re  already  saving  you  money. 


grow  ing  fast.  Rather  than  subject  this  influx  of  callers 
to  busy  signals  and  long  hold-times,  their  IT  department 


U'rn  HOIJI 


A  Siemens  Company 

1-800-R0LM-123  ext.CW9 
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Nichimen  Corp . 1 16 

Nichimen  Data  Systems . 116 

Nippon  Telegraph  and  Telephone  Corp. ...  12 

Northeast  Consulting  Resources,  Inc . 85 

Norwest  Mortgage . 6 

Novell,  Inc . 1,4,8,10,16,81 

. 82,85,90,96.106 

Numera  Software  Corp . 69 

NynexCorp . 85,163 

On-Demand  Technologies,  Inc . 12 

Open  Software  Foundation .  24,82,106 

Oracle  Corp . 1,20,166 

Pacific  Bell . 40 

Pacific  Gas  &  Electric  Co . 6 

PaineWebber,  Inc . 104,130 

Palindrome  Corp . 16,73 

Paramount  Pictures  Corp . 141 

Patricia  Seybold  Group . 20 

Pennant  Systems . 106 

PeopleSoft,  Inc . 20 

Performance  Computing . 7 

Peripheral  Strategies,  Inc . 16 

Perot  Systems  Corp . 1 

Philips  Electronics  N.V. . 8 

Pitney  Bowes,  Inc . 24 

Platinum  Software  Corp . 102 

Price  Waterhouse . 12 

PrimericaCorp . 24 

Procom  Technology . 69 

Promark . 96 

Prudential  Insurance  Co . 24 

Prudential  Securities,  Inc . 104 

Q+E  Software . 7 

Reebok  International  Ltd . 1 

Relay  Technology,  Inc . 83,104 

Reliability  Ratings,  Inc . 73 

Retix,  Inc . 90 

Rheome  tries,  Inc . 14 

Robert  Half  International,  Inc . 1 4 1 

Robertson  Stephens  &  Co . 30 

Roseville  Telephone  Co . 121 


S 


Saber  Software  Corp . 8 

Sales  Technologies,  Inc . 83 

Samsonite  Corp . 6 

SAP  America,  Inc . 104 

Sears,  Roebuck  and  Co . 1 

Security  Dynamics,  Inc . 6 

Sentry  Market  Research . 1 16 


Sequent  Computer  Systems,  Inc . 8 

Shared  Medical  Systems . 116 

Sheetz,  Inc .  127 

Silicon  Graphics,  Inc . 12,73 

SofTouch  Systems,  Inc . 69 

Software  PublishingCorp . 45 

Southern  California  Edison  Co . 4 

Southern  Pacific  Lines . 1 

Southland  Corp . 127 

Spectra-Physics  Scanning  Systems,  Inc . 8 

Speech  Systems,  Inc . 73 

Sprint  Corp . 1,8,26 

SQ  Software,  Inc . 76 

Stac  Electronics . 30 

Standard  Microsystems  Corp . 90 

Star  Enterprise . 16 

Storage  Technology  Corp . 12 

Store  24 . . . 127 

Strata  Group . 130 

Sturdy  Memorial  Hospital . 73 

Sun  Microsystems,  Inc . 1,10,26,73 

. 102,106,125 

SunDiskCorp . 69 

Sungard  Data  Systems,  Inc . 1 

SunSoft,  Inc . 1,82 

Sybase,  Inc .  1,10.20,26,76 

SynOptics  Communications,  Inc . 81 

Tandem  Computers,  Inc . 12,24,143 

Techbridg'e  Technology  Corp . 125 

Technology  Management,  Inc . 24 

Teknekron  Corp . 102 

TeleChoice,  Inc . 12 

Telecom  Australia . 4 

Tesoro  Petroleum  Co . 102 

Texas  Instruments,  Inc . 37,104 

The  Acer  Group . 26 

The  Chase  Manhattan  BankNA . 99,113 

The  Home  Depot,  Inc . 99 

The  Santa  Cruz  Operation . 85 

The  Software  Edge,  Inc . 116 

TheTorringtonCo . 37 

TheTowerGroup . 102 

The  Willbern  Group . 132 

The  Yankee  Group . 20,150 

Topcall  Corp . 83 

Toshiba  America 

Information  Systems,  Inc . 37,40 

Toshiba  Corp . 40 

Travelers  Insurance  Co . 24,99 

Traveling  Software,  Inc . 8 

TrinzicCorp . 121 

Turner  Broadcasting  System . 130 

Twinhead,  Inc . 26 


u 


Unisys  Corp . 24 

United  Microelectronics  Corp . 69 

USG  Annuity  and  Life  Co . 90 

Wildwood  Ltd  . 16 

Wellfleet  Communications,  Inc . 24,165 

Wilson  Sporting'Goods . 132 

Wiltel . 85 

WinBook  Computer  Corp . 69 

WordPerfect  Corp . 10,30,45 

Worksright  Software,  Inc . 106 

World  Software  Corp . 106 

\  *  iii,'  i  i . 

XcelleNet,  Inc . 83 

Xerox  Corp . 37,40 


Zenith  Data  Systems . 37 
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COMNET  '95 

CONFERENCE  &  EXPOSITION 

Leading  Communications 
into  the  Global  Age 

January  23-26, 1995 
Washington,  D.C. 


ComNet  ’95  Highlights: 

■  400+  key  industry  vendors 

■  Hundreds  of  new  product  introductions 

■  LiveNet  —  a  real-world  model  corporate  network 
with  business  solutions  up  and  running 

■  The  Wireless  Pavilion  —  where  “anytime/anywhere” 
productivity  comes  alive 

■  Keynote/plenary  sessions  with  the  spotlight  on 


ComNet’s  Got  Them  Covered! 

Linking  people  and  information  through  global  enterprise  networking  has 
evolved  into  a  frontline  competitive  advantage  of  successful  organizations 
around  the  world.  And  ComNet  has  become  the  proving  grounds  for  net¬ 
working’s  newest  products  and  hottest  technologies  and  the  training 
center  for  the  enterprise  network  manager  who  puts  it  all  together. 

Advanced  Technologies.  Business  Applications. 

Through  its  world-class  conference  and  exposition,  ComNet  explores  the 
leading-edge  technologies  and  emerging  business  applications  that  are 
the  building  blocks  of  the  global  enterprise  network  — ATM,  internet¬ 
working,  LANs,  WANs,  FDDI,  Frame  Relay,  network  management,  multi- 
media,  videoconferencing,  wireless,  digital  convergence,  the  Internet  and 
more.  ComNet  is  the  exclusive  forum  where  the  professionals  who  design, 
build  and  manage  the  enterprise  network  converge. 

The  Latest  Networking  Products. 

Year  after  year,  the  #1  reason  that  people  come  to  ComNet  is  to  see  new 
products.  And,  year  after  year,  ComNet  delivers.  Over  250  truly  new 
products  were  introduced  at  ComNet  '94  alone.  In  fact,  ComNet  has 
earned  the  reputation  as  the  industry's  new  product  “launch  pad.”  Its 
timing  as  the  first  major  networking  show  of  the  year  also  helps  make 
ComNet  the  perfect  venue  for  exhibitors  to  introduce  new  products  when 


users  are  looking  to  buy. 


Technical  Expertise.  Global  Reach. 

ComNet’s  distinguished  technical  conference  explores  the  latest  tools, 
technologies  and  trends,  focusing  on  digital  convergence  topics  including 
the  Information  Superhighway,  advanced  communications  technologies/ 
applications,  and  high-level  coverage  of  the  Internet.  In  addition,  ComNet’s 
controversial  Town  Meeting,  lively  plenaries  and  distinguished  keynotes 
clarify  and  define  the  state-of-the  industry. 


ComNet’s  Got  You  Covered! 

Find  out  how  ComNet  can  provide  end-to-end  solutions  for  your  business. 
For  information  about  attending  or  exhibiting,  fill  in  and  fax  the  coupon 
below  to  (508)  872-8237  or  phone  800-225-4698. 


□  I'd  like  to  attend  ComNet  '95.  Send  me  FREE  ADMISSION  to  over  400  exhibiting  companies 
plus  detailed  information  on  global  enterprise  networking  solutions  at  the  ComNet  conference, 
January  23-26, 1995,  Washington.  D.C. 

j  □  I'd  like  to  exhibit  at  ComNet  '95.  Send  me  a  FREE  EXHIBITOR  INFORMATION  KIT  with  the 
facts  on  how  to  reach  over  40.000  global  enterprise  networking  decision  makers. 

|  cwi 

NAME _ 

TITLE _ 

COMPANY  _ 

STREET  _ 

,  CITY _  STATE _ ZIP _  COUNTRY  _ 

PHONE _ FAX  _ 

Return  to:  ComNet '95,  P.O.  Box  9107.  Framingham.  MA  01701-9107.  Or  fax  to  508-872-8237. 

ComNet'"  is  produced  and  managed  by  IDG  World  Expo,  an  International  Data  Group  company.  ComNet  and  LiveNet  are  trademark^ 


technological  innovation 

■  30  full-day,  intensive  tutorials 

■  Over  50  conference  sessions  in  7  tracks 


■  Firsthand  experiences  of  real  users 


■  Hot  topics  —  cable  convergence,  the  Internet  vs.  the 
Information  Superhighway,  ATM  promise  vs.  reality, 
the  local  loop,  and  many  more 


Friday  Stock  Ticker 


Gainers  Losers 


Percent 


Group  1  Software 

23.2 

Lotus  Development 

-31.4 

Software  Spectrum  Inc. 

12.2 

Quarterdeck  Office  Sys. 

-25.4 

Bachman  Info.  Systems 

6.3 

Hogan  Systems  Inc. 

-25.3 

Silicon  Graphics 

6.2 

FilenetCorp. 

-25.3 

Interleaf  Inc. 

5.4 

Integrated  Silicon  Systems(L) 

-22.5 

Netrix  Corp. 

5.0 

Corel  Corp. 

-22.5 

Peoplesoft 

3.5 

Magic  Software  Enterprises 

-21.7 

Storage  Technology 

3.1 

Gateway  2000  Inc. 

-21.1 

Dollar 


Group  1  Software 

1.63 

Lotus  Development 

-16.25 

Autodesk  Inc. 

1.38 

BMC  Software  Inc. 

-7.88 

Silicon  Graphics 

1.25 

FilenetCorp. 

-5.50 

Software  Spectrum  Inc. 

1.25 

Corel  Corp. 

-5.00 

U  S  West  Inc. 

1.13 

Newbridge  Networks  Corp.(L) 

-4.88 

Peoplesoft 

1.13 

Sybase  Inc. 

-4.50 

Storage  Technology 

1.00 

Integrated  Silicon  Systems(L) 

-4.50 

Oracle  Corp. 

0.69 

Scientific  Atlanta  Inc. 

-4.25 

Lotus  Development  Corp.’s  poor  earnings  announcement  led  the  way  to  another 

TOUGH  WEEK  FOR  TECH  STOCKS.  THE  SERVICES  AND  RESELLER  SECTOR,  LED  BY  SOFTWARE 

Spectrum,  Inc.,  fared  best. 


Newbridge  looks  to  regain 
lost  momentum,  boost  profit 

Newbridge  Networks  Corp.  (NNXCF)  was  one  of  the  indus¬ 
try’s  top  stock  performers  in  f992  and  1993,  but  the  commu¬ 
nications  gear  company  has  suffered  a  dramatic  reversal  of 
fortune  since  last  October.  Newbridge  set  a  new  52-week  low 
last  week. 

Newbridge  supplies  multiplexers,  terminal  adapters  and 
other  network  equipment  to  such  companies  as  NynexCorp. 
and  MCI  Communications  Corp.  According  to  a  report  from 
Smith  Barney  Shearson,  Inc.,  Newbridge  stands  a  good 
chance  of  turning  its  fortunes  around  again  on  the  stock 
market. 

One  reason  is  the  company’s  excellent  gross  margins.  In 
the  most  recent  quarter,  the  company  reported  gross  mar¬ 
gins  of  just  under  70%,  holding  steady  from  the  previous  se¬ 
quential  quarter.  Excellent  manufacturing  efficiency  has  al¬ 
lowed  Newbridge  to  maintain  high  margins,  accordingto  the 
Smith  Barney  report.  Newbridge  beat  analysts’  expecta¬ 
tions  for  revenue  in  the  quarter,  ringing  up  more  than  $164 
million  in  sales. 

Smith  Barney  analyst  Therese  Murphy  issued  a  Buy  rat- 
ingfor  Newbridge  shares. 

— Derek  Slater 


Exch  52-Week  Range 


)une  24  Wk  Net  Wk  Pct 
3  pm  Change  Change 


Communications  and  Network  Services 

OFF  6.11% 

OTC 

63.75 

19.63 

3  COM  Corp. 

45.50 

-0.50 

-1.1 

NYS 

45.56 

36.25 

AMERITECHCorp. 

39.38 

-1.88 

-4.5 

NYS 

65.00 

49.50 

AT8tT 

54.13 

-2.50 

-4.4 

OTC 

26.50 

13.00 

Banyan  Systems  Inc. 

14.25 

-0.25 

-1.7 

NYS 

69.13 

49.00 

Bell  Atlantic  Corp. 

55.00 

-0.50 

-0.9 

NYS 

63.88 

53.00 

BellSouth  Corp. 

60.00 

-1.13 

-1.8 

NYS 

21.50 

7.38 

Bolt,  Beranek  &  Newman 

11.50 

-1.00 

-8.0 

OTC 

15.75 

9.50 

Brooktrout  Technology 

10.75 

-1.25 

-10.4 

NYS 

132.50 

82.63 

Cabletron  Systems 

88.88 

-0.38 

-0.4 

OTC 

43.00 

17.75 

Centigram  Communications 

19.75 

-2.00 

-9.2 

OTC 

60.25 

34.00 

ChipcomCorp.  (L) 

34.63 

-0.63 

-1.8 

OTC 

40.75 

20.13 

Cisco  Systems  Inc. 

22.38 

-2.00 

-8.2 

OTC 

18.38 

9.25 

Compression  Labs  Inc. 

10.38 

-0.88 

-7.8 

OTC 

12.38 

6.50 

Computer  Network  Tech. 

7.00 

0.06 

0.9 

OTC 

33.75 

8.50 

CrossComm 

9.25 

-0.25 

-2.6 

OTC 

3.38 

1.50 

Data  Switch  Corp. 

2.53 

-0.41 

-13.8 

OTC 

36.56 

18.63 

DSC  Communications 

18.63 

-2.06 

-10.0 

OTC 

3.50 

0.50 

Gandalf  Technologies  Inc. 

0.63 

0.00 

0.0 

NYS 

17.63 

8.00 

General  Datacomm  Inds. 

14.13 

-2.13 

-13.1 

NYS 

39.88 

29.50 

GTE  Corp. 

30.25 

-1.50 

-4.7 

NYS 

95.97 

76.97 

ITT  Corp. 

82.75 

-2.75 

-3.2 

OTC 

29.88 

21.38 

MCICommmunications  Corp. 

22.38 

-1.25 

-5.3 

OTC 

7.75 

1.50 

Microcom  Inc. 

5.88 

-0.25 

-4.1 

OTC 

23.50 

11.50 

NetManage  Inc. 

13.25 

-0.38 

-2.8 

OTC 

7.25 

3.50 

Netrix  Corp. 

5.25 

0.25 

5.0 

OTC 

10.25 

3.75 

Network  Computing  Devices  (L) 

4.00 

-0.25 

-5.9 

NYS 

11.13 

6.63 

Network  Equipment  Tech. 

8.13 

-0.25 

-3.0 

OTC 

23.38 

9.75 

Network  General 

14.63 

-3.25 

-18.2 

OTC 

9.88 

6.38 

Network  Systems  Corp. 

6.63 

-0.25 

-3.6 

OTC 

73.88 

30.38 

Newbridge  Networks  Corp.  (L) 

30.38 

-4.88 

-13.8 

NYS 

33.75 

21.38 

Northern  Telecom  Ltd. 

28.25 

-2.25 

-7.4 

OTC 

28.00 

14.63 

Novell  Inc. 

14.63 

-1.13 

-7.1 

NYS 

48.88 

33.25 

NynexCorp. 

36.00 

-2.13 

-5.6 

OTC 

30.00 

16.50 

Octel  Communications  Corp.  (L) 

17.75 

-1.25 

-6.6 

OTC 

18.25 

9.00 

Optical  Data  Systems  Inc. 

13.00 

-1.25 

-8.8 

OTC 

7.50 

3.50 

Penril  Data  Comm  Networks  (L) 

3.50 

-0.13 

-3.4 

OTC 

27.25 

10.00 

PICTURETEL  CORP. 

12.25 

-1.94 

-13.7 

OTC 

8.25 

3.63 

Proteon  Inc. 

4.13 

-0.75 

-15.4 

OTC 

14.38 

5.88 

Racotek  Inc. 

6.75 

-0.25 

-3.6 

NYS 

38.88 

24.88 

Scientific  Atlanta  Inc. 

33.50 

-4.25 

-11.3 

NYS 

47.00 

36.75 

Southwestern  Bell  Corp. 

42.38 

-0.75 

-1.7 

NYS 

40.25 

31.38 

Sprint  Corp. 

34.25 

-1.50 

-4.2 

OTC 

26.75 

13.88 

Standard  Microsystems  Corp.(L)  13.88 

-1.88 

-11.9 

OTC 

23.75 

11.38 

Stratacom  Inc. 

20.75 

-1.00 

-4.6 

OTC 

40.75 

14.38 

Synoptics  Communications  (L) 

14.50 

-1.56 

-9.7 

OTC 

15.25 

2.88 

TelebitCorp. 

5.44 

-0.56 

-9.4 

OTC 

46.00 

22.25 

US  Robotics 

26.13 

-0.63 

-2.3 

NYS 

50.75 

38.25 

U  S  West  Inc. 

42.88 

1.13 

2.7 

OTC 

43.88 

19.38 

Wellfleet  Communications 

22.25 

-2.38 

-9.6 

OTC 

28.25 

14.00 

Xircom 

14.00 

-2.00 

-12.5 

OTC 

30.00 

12.50 

Xyplex  Inc.(L) 

12.75 

-1.00 

-7.3 

PCs  and  Workstations 

OFF  4-75% 

OTC 

7.50 

2.63 

Advanced  Logic  Research 

5.25 

-0.13 

-2.3 

OTC 

45.25 

22.00 

AppleComputer  Inc. 

26.13 

0.00 

0.0 

OTC 

33.00 

13.00 

AST  Research  Inc.  (L) 

13.00 

-1.25 

-8.8 

NYS 

39.88 

14.38 

CompaqComputer  Corp. 

32.00 

-1.50 

-4.5 

OTC 

30.75 

13.50 

Dell  Computer  Corp. 

24.63 

-1.13 

-4.4 

OTC 

25.00 

10.75 

Gateway  2000  Inc. 

10.75 

-2.88 

-21.1 

NYS 

93.63 

64.38 

Hewlett  Packard  Co. 

75.88 

-2.25 

-2.9 

NYS 

26.88 

16.00 

Silicon  Graphics 

21.38 

1.25 

6.2 

OTC 

31.38 

18.50 

Sun  Microsystems  Inc.  (L) 

18.50 

-2.00 

-9.8 

NYS 

50.75 

28.13 

TandyCorp. 

34.63 

-1.75 

-4.8 

OTC 

5.13 

2.38 

Zeos  International  Ltd. 

2.50 

0.00 

0.0 

Large  Systems 

OFF  6.95% 

ASE 

7.88 

4.38 

AmdahlCorp. 

5.75 

-0.50 

-8.0 

NYS 

7.63 

3.63 

Convex  Computer 

5.50 

-0.13 

-2.2 

OTC 

4.50 

0.50 

Cray  Computer 

1.00 

-0.09 

-8.6 

NYS 

33.75 

19.13 

Cray  Research  Inc. 

22.50 

-0.63 

-2.7 

NYS 

10.75 

6.63 

DataGeneralCorp. 

7.13 

-0.38 

-5.0 

NYS 

43.13 

18.25 

Digital  EquipmentCorp. 

19.88 

0.13 

0.6 

NYS 

52.25 

36.38 

Harris  Corp. 

45.63 

-1.38 

-2.9 

NYS 

65.00 

40.63 

IBM 

60.75 

-1.88 

-3.0 

OTC 

18.75 

8.13 

NetFrame 

8.13 

-1.63 

-16.7 

OTC 

26.00 

4.38 

Parallan  Computer  (L) 

4.38 

-0.63 

-12.5 

OTC 

23.25 

5.88 

Pyramid  Technology  (L) 

5.88 

-1.38 

-19.0 

OTC 

20.00 

11.13 

Sequent  Computer  Sys. 

13.25 

-1.63 

-10.9 

OTC 

6.84 

1.75 

Sequoia  Systems  Inc. 

3.38 

0.00 

0.0 

NYS 

33.25 

20.25 

Stratus  Computer  Inc. 

28.25 

-1.63 

-5.4 

NYS 

16.38 

8.50 

Tandem  Computers  Inc. 

11.63 

-0.75 

-6.1 

OTC 

30.00 

9.75 

TriCord  Systems 

11.13 

-1.88 

-14.4 

NYS 

16.50 

8.88 

Unisys  Corp.(L) 

8.88 

-0.13 

-1.4 

Software 

OFF  7.26% 

OTC 

34.50 

16.25 

AdobeSystems  Inc. 

26.13 

-0.38 

-1.4 

OTC 

34.50 

13.50 

Aldus  Corp. 

25.06 

-0.31 

-1.2 

OTC 

8.38 

4.50 

American  Software  Inc. 

4.75 

-0.50 

-9.5 

OTC 

15.75 

6.75 

Ask  Computer  Systems 

13.25 

0.25 

1.9 

OTC 

61.75 

37.00 

Autodesk  Inc. 

49.38 

1.38 

2.9 

OTC 

4.50 

2.00 

Bachman  Info. Systems 

2.13 

0.13 

6.3 

OTC 

34.00 

20.50 

BGS  Systems  Inc. 

24.50 

-0.50 

-2.0 

OTC 

71.00 

42.25 

BMCSoftware  Inc. 

42.25 

-7.88 

-15.7 

OTC 

30.75 

22.50 

Boole  &  Babbage 

27.50 

-2.50 

-8.3 

OTC 

23.25 

8.50 

Borland  Int’l  Inc. 

8.75 

-0.19 

-2.1 

OTC 

25.00 

10.00 

Brock  Control  Systems  Inc. 

18.75 

-2.25 

-10.7 

OTC 

4.63 

2.38 

CE  Software 

2.75 

-0.38 

-12.0 

ASE 

30.34 

6.25 

Cheyenne  Software  Inc.  (L) 

7.63 

-0.38 

-4.7 

OTC 

14.25 

7.00 

Cognos  Inc. 

11.63 

-0.25 

-2.1 

NYS 

44.88 

27.00 

Computer  Associates 

38.75 

-1.00 

-2.5 

NYS 

5.38 

2.13 

Computer  vi  sion  Corp. 

3.25 

0.00 

0.0 

OTC 

48.25 

21.00 

Compuware  Corp. 

40.25 

-2.50 

-5.8 

OTC 

14.00 

5.75 

Comshare  Inc. 

12.25 

-0.13 

-1.0 

OTC 

25.00 

7.63 

Corel  Corp. 

17.25 

-5.00 

-22.5 

OTC 

7.75 

3.38 

Easel  Corp. 

4.13 

-0.75 

-15.4 

OTC 

29.25 

11.25 

Filenet  Corp. 

16.25 

-5.50 

-25.3 

OTC 

25.00 

4.00 

4th  Dimension 

4.00 

-0.75 

-15.8 

OTC 

12.50 

5.25 

Frame  Technology 

9.25 

-1.25 

-11.9 

OTC 

13.00 

7.00 

Group  1  Software 

8.63 

1.63 

23.2 

OTC 

31.75 

9.75 

Gupta 

11.25 

-0.63 

-5.3 

OTC 

12.00 

7.50 

Hogan  Systems  Inc. 

7.94 

-2.69 

-25.3 

OTC 

29.50 

16.00 

IMRS 

23.63 

-0.88 

-3.6 

OTC 

44.75 

12.50 

Information  Resources 

14.13 

-1.13 

-7.4 

OTC 

27.25 

14.25 

Informix  Corp. 

14.50 

-1.00 

-6.5 

OTC 

12.38 

8.50 

Intergraph  Corp. 

9.38 

0.13 

1.4 

OTC 

8.88 

4.88 

Interleaf  Inc. 

6.06 

0.31 

5.4 

OTC 

15.50 

4.75 

Intersolv  Inc. 

9.38 

-2.00 

-17.6 

OTC 

50.00 

27.00 

Intuit  Inc. 

31.50 

-2.00 

-6.0 

OTC 

18.75 

7.25 

Knowledgeware  Inc. 

7.25 

-1.25 

-14.7 

Exch 

52-Week  Range 

June  24  Wk  Net  Wk  Pct 

3  pm 

Change  Change 

OTC 

37.00 

15.50 

LegentCorp. 

25.75 

-3.25 

-11.2 

OTC 

86.50 

30.25 

Lotus  Development 

35.50 

-16.25 

-31.4 

OTC 

18.50 

6.75 

Magic  Software  Enterprises  (L) 

6.75 

-1.88 

-21.7 

OTC 

18.50 

6.00 

Manugistics  Group  Inc. 

7.50 

-1.00 

-11.8 

OTC 

10.00 

3.63 

MathSoft 

3.75 

-0.50 

•11.8 

OTC 

11.25 

4.50 

McAfee  Associates 

7.25 

-0.50 

•6.5 

OTC 

17.25 

8.38 

Mentor  Graphics 

10.38 

•1.00 

•8.8 

OTC 

32.13 

11.50 

Micro  Focus 

15.38 

-2.38 

-13.4 

OTC 

11.63 

4.75 

Micrografx  Inc. 

6.50 

-0.25 

•3.7 

OTC 

54.63 

35.19 

MicrosoftCorp. 

50.13 

-3.13 

•5.9 

OTC 

38.25 

21.19 

Oracle  Corp. 

37.13 

0.69 

1.9 

OTC 

44.75 

23.38 

Parametric  Technology  (L) 

23.38 

-3.13 

•11.8 

OTC 

24.50 

14.25 

ParcPlace  Systems  Inc.  (L) 

14.50 

-2.50 

-14.7 

OTC 

41.38 

26.00 

Peoplesoft 

33.63 

1.13 

3.5 

OTC 

6.25 

3.50 

Phoenix  Technologies 

4.75 

-0.25 

-5.0 

OTC 

69.50 

24.25 

Powersoft 

49.25 

-1.50 

•3.0 

OTC 

39.75 

3.50 

Platinum  Software 

5.94 

0.00 

0.0 

OTC 

14.75 

7.25 

Platinum  Technology 

12.25 

-0.88 

-6.7 

OTC 

60.25 

29.00 

Progress  Software  Corp.  (L) 

29.44 

-1.81 

5.8 

OTC 

4.13 

1.94 

Quarterdeck  Office  Sys. 

2.75 

•0.94 

-25.4 

OTC 

32.00 

13.00 

Rainbow  Technologies  Inc. 

13.50 

0.25 

1.9 

OTC 

11.38 

4.00 

Rasterops 

4.50 

-0.38 

-7.7 

OTC 

14.50 

3.44 

Ross  Systems  (L) 

3.44 

-0.69 

-16.7 

OTC 

28.75 

3.63 

Sapiens  Intl.  Corp.  N.V.  (L) 

3.75 

-0.50 

-11.8 

OTC 

14.63 

9.75 

Softkey  International  Inc. 

12.94 

0.06 

0.5 

OTC 

8.63 

3.75 

Software  Publishing  Corp. 

4.38 

-0.56 

-11.4 

OTC 

13.75 

5.00 

State  of  the  Art 

5.88 

0.13 

2.2 

NYS 

35.63 

18.50 

Sterling  Software  Inc. 

31.50 

-2.50 

-7.4 

OTC 

21.63 

9.13 

Struct.  Dynamics  Research 

10.00 

-0.63 

-5.9 

OTC 

57.00 

25.75 

Sybase  Inc. 

46.75 

-4.50 

-8.8 

OTC 

20.50 

10.63 

Symantec  Corp.  (L) 

10.63 

-1.13 

-9.6 

OTC 

52.75 

33.75 

SynOpsys 

35.50 

-1.75 

-4.7 

OTC 

24.25 

11.75 

System  Software  Assoc. 

13.63 

-0.50 

-3.5 

OTC 

6.75 

2.88 

TrinzicCorp. 

4.00 

-0.13 

-3.0 

OTC 

30.00 

14.75 

ViewLogic  Systems  (L) 

15.75 

-1.25 

-7.4 

OTC 

13.25 

5.50 

Walker  Interactive  Systems 

8.25 

-1.00 

-10.8 

OTC 

60.00 

19.00 

Wall  Data  Inc. 

36.75 

-1.25 

-3.3 

Semiconductors 

OFF  5.27% 

NYS 

32.75 

16.75 

Advanced  Micro  Devices 

24.38 

-1.50 

-5.8 

NYS 

31.13 

19.13 

Analog  Devices  Inc. 

27.25 

-1.38 

-4.8 

OTC 

29.63 

10.94 

Atmel  Corp. 

24.13 

•1.38 

-5.4 

OTC 

7.50 

3.38 

Chips  and  Technologies 

4.00 

-0.13 

-3.0 

OTC 

44.63 

15.75 

CirrusLogic 

28.63 

-1.88 

-6.1 

NYS 

19.88 

11.25 

Cypress  Semiconductor  Corp. 

16.38 

-1.25 

-7.1 

NYS 

20.13 

13.00 

Dallas  Semiconductor 

18.25 

-0.50 

-2.7 

OTC 

27.75 

15.50 

Integrated  Silicon  Systems  (L) 

15.50 

-4.50 

-22.5 

OTC 

74.50 

49.25 

IntelCorp. 

58.50 

-1.00 

-1.7 

NYS 

26.38 

13.00 

LSI  Logic  Corp. 

23.63 

-0.13 

-0.5 

OTC 

26.75 

12.25 

Lattice  Semiconductor 

18.13 

-0.38 

-2.0 

NYS 

39.91 

14.41 

Micron  Technology 

33.00 

-0.88 

-2.6 

NYS 

54.88 

41.25 

Motorola  Inc. 

45.25 

-1.88 

-4.0 

NYS 

25.00 

14.38 

National  Semiconductor 

17.63 

-1.00 

-5.4 

OTC 

10.13 

6.50 

Sierra  Semiconductor 

7.75 

-0.88 

-10.1 

NYS 

89.50 

55.75 

Texas  Instruments 

75.50 

-2.50 

-3.2 

OTC 

18.88 

8.88 

VLSI  Technology 

13.13 

-0.75 

-5.4 

OTC 

14.38 

3.38 

Weitek 

4.00 

0.00 

0.0 

ASE 

20.38 

3.63 

Western  Digital  Corp. 

12.25 

-0.38 

-3.0 

OTC 

59.75 

34.00 

XlUNX 

35.00 

-1.50 

-4.1 

OTC 

40.75 

23.75 

Zilog  Inc. 

30.63 

-3.88 

-11.2 

Peripherals  and  Subsystems 

OFF  5.84% 

OTC 

30.50 

15.50 

American  Power  Conversion  (L) 

15.50 

-1.75 

-10.1 

OTC 

24.75 

17.25 

Banctec  Inc. 

19.25 

-2.13 

-9.9 

OTC 

7.75 

3.25 

Cambex  Corp. 

4.75 

-0.38 

-7.3 

ASE 

7.38 

2.63 

CognitronicsCorp. 

2.63 

-0.38 

-12.5 

NYS 

20.50 

9.00 

Conner  Peripherals 

12.38 

-0.63 

-4.8 

OTC 

19.63 

8.75 

Creative  Technologies  Inc. 

17.63 

0.00 

0.0 

OTC 

17.75 

4.75 

Data  Race  Inc. 

5.75 

-0.75 

-11.5 

ASE 

10.75 

4.13 

DataramCorp. 

4.19 

-0.06 

-1.5 

NYS 

23.00 

10.13 

EMC  Corp. 

13.25 

-1.25 

-8.6 

OTC 

8.25 

3.13 

Emulex  Corp. 

7.00 

0.13 

1.8 

OTC 

21.00 

14.25 

Evans  &  Sutherland 

14.50 

-1.00 

-6.5 

OTC 

22.50 

7.50 

Exabyte 

14.38 

-1.38 

-8.7 

OTC 

34.00 

5.13 

Intelligent  Info.  Systems  (L) 

5.38 

-0.38 

-6.5 

OTC 

4.38 

2.00 

Iomega  Corp. 

2.38 

-0.13 

-5.0 

OTC 

9.75 

3.75 

IPL  Systems  Inc.(L) 

4.13 

-0.38 

-8.3 

OTC 

28.50 

13.75 

Komag  Inc. 

18.13 

-0.63 

-3.3 

OTC 

8.63 

4.38 

Maxtor  Corp. 

4.81 

-0.81 

-14.4 

OTC 

8.75 

4.88 

Micropolis  Corp. 

5.63 

-0.13 

-2.2 

OTC 

22.50 

10.00 

Pinnacle  Micro  Inc. 

13.75 

-2.25 

-14.1 

OTC 

9.75 

6.25 

Printronix  Inc. 

9.63 

-0.13 

-1.3 

NYS 

11.75 

7.25 

QMS  Inc. 

7.25 

-0.38 

-4.9 

OTC 

20.25 

9.38 

Quantum  Corp. 

12.13 

-1.25 

-9.3 

OTC 

9.13 

3.63 

Radius  Inc. 

4.50 

0.00 

0.0 

NYS 

17.75 

8.38 

Recognition  International 

8.38 

-0.63 

-6.9 

OTC 

6.88 

3.63 

Rexon  Inc. 

5.75 

-0.50 

-8.0 

OTC 

28.75 

14.88 

Seagate  Technology 

19.88 

-1.75 

-8.1 

NYS 

41.63 

23.75 

Storage  Technology 

33.25 

1.00 

3.1 

NYS 

33.38 

21.38 

Tektronix  Inc. 

28.88 

0.50 

1.8 

NYS 

104.88 

69.88 

XeroxCorp. 

98.00 

-2.00 

-2.0 

OTC 

25.50 

14.88 

American  Mgmt.  Systems  (H) 

23.50 

-1.25 

NYS 

4.25 

2.50 

Anacomp  Inc. 

3.13 

0.00 

0.0 

OTC 

23.50 

14.50 

Analysts  Int’l 

15.75 

-1.25 

-7.4 

NYS 

56.88 

47.00 

Auto  Data  Processing 

52.88 

-2.00 

•3.6 

OTC 

18.25 

9.25 

Cambridge  Tech.  Partners 

15.00 

-1.38 

•8.4 

NYS 

25.13 

14.00 

Ceridian  Corp. 

24.25 

-0.50 

-2.0 

NYS 

24.25 

14.00 

Comdisco  Inc. 

18.75 

-1.38 

-6.8 

OTC 

12.50 

4.84 

Computer  Horizons 

8.63 

-0.38 

-4.2 

NYS 

44.00 

26.22 

Computer  Sciences 

41.38 

-1.63 

-3.8 

NYS 

9.75 

6.00 

Computer  Task  Group  (H) 

8.50 

-0.63 

-6.8 

NYS 

34.75 

8.63 

CompUSA  Inc.  (L) 

8.63 

-0.38 

-4.2 

OTC 

13.50 

7.75 

ControlDataSystems  Inc. 

9.50 

-0.63 

-6.2 

OTC 

11.00 

6.63 

Egghead  Discount  Software 

7.25 

0.13 

1.8 

NYS 

38.00 

26.00 

General  Motors  E  (EDS) 

33.63 

-1.50 

-4.3 

OTC 

22.75 

7.50 

Inacom  Corp. 

8.00 

-0.25 

-3.0 

OTC 

28.00 

12.63 

Intelligent  Electronics 

16.44 

-1.88 

-10.2 

OTC 

22.50 

8.00 

Merisel 

8.50 

-1.13 

-11.7 

OTC 

32.50 

8.66 

MICROAGE  Inc. 

18.25 

-2.50 

12.0 

OTC 

40.50 

26.00 

Paychex 

29.75 

-1.75 

-5.6 

NYS 

39.75 

21.63 

Policy  Management  Sys. 

30.88 

-3.38 

-9.9 

NYS 

25.50 

18.00 

Reynolds  and  Reynolds 

23.25 

-0.88 

-3.6 

OTC 

28.50 

15.25 

SEICorp. 

19.00 

0.00 

0.0 

OTC 

29.38 

17.50 

Shared  Medical  Systems 

23.50 

-1.75 

-6.9 

OTC 

11.00 

5.63 

SHLSystemhouse 

6.25 

-0.38 

-5.7 

OTC 

30.75 

9.25 

Software  Spectrum  Inc. 

11.50 

1.25 

12.2 

OTC 

42.75 

29.75 

Sungard  Data  Systems 

35.25 

-1.25 

•3.4 

KEY:  (H)  =  New  annual  high  reached  in  period  (L)  =  New  annual  low  reached  in  period 
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DELL.  THE  OFFICIAL  SERVERS  OF  THE  1994  PC  EXPO 


NetWare 

TutodovJ 

Approved 


At  PC  Expo,  you  just 
cant  afford  to  have  your 
computers  go  down.  Not 
with  the  whole  industry  looking 
over  your  shoulder.  That’s  why 
the  organizers  chose  Dell  as  the 


official  servers.  Stop  by  our  booth 
for  more  information. 
Because  if  our  servers 
can  run  a  show  like  this, 
just  think  of  what  they 
®  can  do  for  your  office. 


(#3734) 


D0LL 

FOR  ADVANCED  SYSTEMS  INFORMATION,  CALL 

800-365-1480 

HOURS:  MON-FRI 7AM-9PM  CT  SAT  10AM-6PM  CT  SUN  12PM-5PM  CT 
CANADA,  800-666-3021,  MEXICO  CITY,  228-7811.  KEYCODE  #)1HM2 


Novell  and  NetWare  are  register ed  trademarks  of  Novell,  Inc.  Dell  disclaims  proprietary  interest  in  the  marks  and  names  of  others.  ©1994  Dell  Computer  Corporation.  All  rights  reserved. 


News 


Sun  planets  eclipsed 


CONTINUED  FROM  PAGE  1 

Some  large  organizations  avoid¬ 
ed  any  collision  with  the  planets, 
by  virtue  of  the  sheer  volume  of 
their  Sun  orders.  “We’re  such  a 
large  account  for 
them  that  we  have  a 
sales  representative 
assigned  to  us  that 
handles  all  that,”  said 
Bill  Niemi,  director  of 
distributed  systems 
at  Fidelity  Invest¬ 
ments,  Inc.  in  Boston. 

The  hardware  busi¬ 
ness  and  mainstay  of 
Sun  —  Sun  Microsys¬ 
tems  Computer  Corp. 

—  wall  be  unaffected 
by  SunSoft’s  reorga¬ 
nization.  Sources 
said  the  direct-order 
unit,  SunExpress,  will 
also  be  untouched  by 
the  change.  Sun  did  not  say  wheth¬ 
er  job  cuts  would  be  part  of  the  re¬ 
organization. 

Listening  to  users 

IT  sers  said  the  eclipse  of  the  planet 
companies  shows  that  SunSoft  is 
responding  to  long-standing  com¬ 
plaints  about  finger-pointing  and 
telephone  round-robins  among 
the  business  units,  which  supplied 
various  pieces  of  software  needed 
to  complete  a  Sun  systems  instal¬ 
lation. 

The  planetary  problem  also 
slowed  Sun’s  move  from  a  techni¬ 
cal  workstation  company  to  an  en¬ 
terprise  player,  analysts  said. 
That  became  more  critical  as  prof¬ 
it  margins  narrowed  for  worksta¬ 
tions,  which  still  account  for  the 
bulk  of  Sun’s  $4.3  billion  in  sales. 

“The  planets  were  starting  to  go 
into  their  own  orbits,”  said  Rikki 


Kirzner,  a  principal  analyst  at  Da- 
taquest,  Inc.  in  San  Jose,  Calif. 
“The  planets  are  being  reminded 
where  the  Sun  is.” 

Mike  Rembis,  vice  president  of 
the  Sun  User  Group,  Inc.,  said  last 
week  that  in  the  past, 
having  one  Sun  sales 
representative  as¬ 
signed  to  an  account 
did  not  necessarily  re¬ 
move  the  need  to  call 
various  planet  sales 
offices  directly.  He  re¬ 
called  one  search  for 
two  missing  technical 
manuals  that  took 
more  than  sixweeks. 

“From  my  point  of 
view,  it’s  still  Sun,”  he 
said.  “I  want  to  talk  to 
one  person,  and  it’s 
up  to  him  to  figure  out 
which  planet  to  talk 
to.” 

“Ordering  was  always  easy  be¬ 
cause  you  always  had  your  same 
salesman,”  said  Rembis,  who  is  a 
network  manager  at  the  Ericsson 


GE  Mobile  Communications  divi¬ 
sion  in  Cypress,  Calif.  “But  if  some¬ 
thing  went  wrong,  I  didn’t  know 
who  to  call,  and  neither  did  they.” 
Rembis’  site,  which  designs 
switching  equipment,  has  150  Sun 
workstations  and  15  Sun  servers. 

Absorbing  the  planets 

The  four  business  units  had  been 
part  of  Sun  Technology  Enter¬ 
prises  (STE)  when  STE  merged 
with  SunSoft  in  February,  but  they 
retained  their  separate  identities 
in  the  first  step  of  the  reorganiza¬ 
tion.  Those  units  included  Sun- 
Connect  for  networking  products, 
SunPics  for  imaging  products, 
SunPro  for  development  products 
and  SunSelect  for  PC  connectivity 
products. 

As  SunSoft  absorbs  the  busi¬ 
ness  units,  it  will  create  five  inter¬ 
nal  business  groups  for  product 
development,  which  will  focus  on  a 
range  of  products  (see  story  be¬ 
low). 

The  Solaris  unitwill  support  the 
Sun  SPARC,  Intel  Corp.  and  IBM/ 
Apple  Computer,  Inc./Motorola, 
Inc.  PowerPC  hardware  architec¬ 
tures,  Zander  said. 


Divvying  up  the  business 


SunSoft’s  internal  busi¬ 
ness  units  will  divide 
product  development  re¬ 
sponsibilities  as  follows: 
•  Solaris  operating  system  de¬ 
velopment. 

•  Networking  products,  includ- 
ingwide-area  network  and  LAN 
software,  and  IBM  connectivity 
products. 

•  Enterprise  management,  in¬ 
cluding  network  management 
and  SunNet  Manager,  systems 


administration  tools,  high- 
availability  software  and  back¬ 
up  and  restore  utilities. 

•  Development  products,  in¬ 
cluding  compilers,  develop¬ 
ment  tools  and  SunPro  prod¬ 
ucts. 

•  PC  application  environment 
products,  including  the  Wabi 
Windows-on-U nix  software 
package  from  SunSelect,  Mac¬ 
intosh  connectivity  products 
and  other  desktop  software. 


SunSoft  President  Ed 
Zander:  ‘...we  ’re  go¬ 
ing  to  operate  under 
one  unified  sales,  ser¬ 
vice  and  support  or¬ 
ganization’ 


3Com  breaks  into 
router  high  end 

By  Stephen  P.  Klett  Jr. 

■  3Com  Corp.  will  plug  a  major  gap  in  its  router  lineup  this 
week  when  it  announces  multiprocessing  support  for  its 
NetBuilder  II  router  family. 

Analysts  said  the  move  positions  NetBuilder  against  high- 
end  boxes  from  rivals  Cisco  Systems,  Inc.  and  Wellfleet  Com¬ 
munications,  Inc. 

In  the  fourth  quarter,  3Com  will  ship  add-in  cards  for  the 
NetBuilder  chassis  that  include  an  on-board  processor  for 
route  caching.  By  separating  this  function  from  the  chassis’ 
host  processor,  the  cards  will  scale  NetBuilder  IPs  perfor¬ 
mance  from  roughly  70,000  packet/sec.  to  more  than  200,000 
packet/sec.,  3Com  said. 

This  performance  boost  will  enable  customers  to  use  Net¬ 
Builder  routers  for  high-end  applications  such  as  collapsed 
backbones — the  stomping ground  of  Cisco  and  Wellfleet . 

3Com’s  high-end  offering  lags  behind  Cisco’s  and  Well- 
fleet’s  platforms  —  the  Cisco  7000  and  Backbone  Node,  re¬ 
spectively  —  by  more  than  a  year.  While  it  may  be  behind  in 
terms  of  market  share,  3Com  could  make  up  ground  in  a 
hurry,  analysts  said. 

Backward-compatible 

“It’s  rare  in  the  router  industry  to  find  card-level  compati¬ 
bility,”  said  Valentin  Sribar,  director  of  global  network  strat¬ 
egies  at  Meta  Group,  Inc.  in  Reston,  Va.  “You  get  this  across 
the  majority  of  3Com’s  product  line,  which  is  very  important 
from  an  investment  protection  standpoint.” 

Wellfleet  and  Cisco  each  have  a  different  low-,  mid-  and 
high-end  platform  with  completely  different  architectures. 
This  often  forces  users  to  scrap  their  existing  equipment 
and  move  to  a  higher  level  of  performance. 

NASA  Goddard  Space  Flight  Center  in  Greenbelt,  Md.,  for 
example,  currently  uses  a  mix  of  NetBuilder  II  routers  for 
low-  and  midrange  applications.  The  center  uses  Cisco 
AGS+  routers  primarily  at  the  high  end  but  has  been  slow 
to  move  to  Cisco’s  7000  platform  because  it  is  not  backward- 
compatible. 

While  it  will  continue  to  use  both  Cisco  and  3Com  routers, 
the  center  may  evaluate  the  multiprocessing  version  of  Net¬ 
Builder  for  possible  use  in  areas  it  has  traditionally  relied 
on  Cisco  for,  said  Tom  Maufer,  a  senior  systems  engineer. 

The  first  multiprocessing  module  scheduled  to  ship  is  a 
six-port  Ethernet  card,  due  in  the  fourth  quarter  for  $7,995. 


Oracle 

CONTINUED  FROM  PAGE  1 

on  low-end  hardware  “isn’t  terribly  ag¬ 
gressive”  compared  with  Microsoft 
Corp.’s  estimated  $150  per-user  price  for 
SQL  Server,  Shattuck  noted. 

It  is  unclear  whether  Oracle  plans  to 
extend  per-user  pricing  to  its  so-called 
Workgroup  Server  database  versions  for 
Microsoft’s  Windows  NT,  Novell,  Inc.’s 
NetWare  and  IBM’s  OS/2,  which  are  the 
products  that  compete  directly  with  Mi¬ 
crosoft’s  SQL  Server. 

Stripping  fees 

Further,  Oracle  is  also  expected  to  strip 
away  at  least  some  of  the  administrative 
fees  it  has  charged  users  who  move  ap¬ 
plications  from  one  platform  to  another, 
Hagan  said. 

Previously,  if  a  user  wanted  to  down¬ 
size  an  application  from  an  IBM  main¬ 


frame  to  a  Sun  Microsystems,  Inc.  Solaris 
server,  for  example,  Oracle  would  charge 
reconfiguration  and  other  fees  that  could 
sometimes  run  more  than  40%  of  the  orig¬ 


inal  license  price,  explained  Matt  Rea¬ 
gan,  head  of  a  Digital  Equipment  Corp. 
special  interest  group  within  the  Inter¬ 
national  Oracle  Users  Group. 

“I  don’t  mind  paying  for  the  privilege 
of”  changing  platforms  and  moving  us¬ 


ers,  Reagan  said.  “What  I  do  mind  is  pay¬ 
ing  such  a  huge  chunk  for  doing  that.  ” 

Oracle  plans  to  heed  that  call  by  issu¬ 
ing  only  a  “nominal”  charge  for  new 
disks  and  documen¬ 
tation,  Hagan  said. 
However,  he  declined 
to  specify  the  new  fee. 

Strict  user-based 
fees  could  mean  less 
expensive  database 
software  for  many 
Oracle  users. 

For  example,  an 
eight-user  license  for 
Oracle  on  a  Digital  Al¬ 
pha  server  costs 
$19,000,  according  to 
Reagan.  That  same  li¬ 
cense  for  eight  concurrent  users  would 
be  priced  at  $9,600  under  Oracle’s  new 
scheme. 

“Wow!  I  can  live  with  that,”  Reagan 
said. 

Users  buyingOracle’s  latest  version  — 


Release  7.1  —  will  be  the  first  to  experi¬ 
ence  the  simpler  pricing  scheme.  Un¬ 
veiled  last  week,  Release  7. 1  sports  what 
Oracle  has  dubbed  a  “parallel-every- 
thing”  architecture  and  includes  fea¬ 
tures  designed  to  split  up  several  routine 
database  tasks  among  multiple  proces¬ 
sors,  such  as  indexing,  query,  loading 
and  backup. 

But  such  a  parallel  universe  may  be 
out  of  reach  for  some  users  until  prices 
on  multi-CPU  hardware  come  dowm,  Rea¬ 
gan  noted. 

Resolving  update  conflicts 

Oracle  also  unveiled  full-fledged  replica¬ 
tion  capabilities  that  expand  on  its 
“snapshot”  duplication  feature.  Release 
7.1  includes  the  ability  to  resolve  con¬ 
flicts  when  two  or  more  sites  try  to  write 
to  or  update  the  same  data,  Oracle  said. 
Comparable  products  from  Sybase,  Inc. 
do  not  have  such  a  conflict  resolution 
feature,  but  Ingres, /Replicator,  from  The 
ASK  Group,  Inc.,  does. 


Oracle’s  new  prices 


Oracle  splits  the  hardware  world  into  two  categories 


Sample  boxes  start^ngprice* 

Low-end 

•  Intel-based  PCs  <r 

•  Small  Unix  workstations 

High-end 

•  Unix  servers 

•  Symmetrical  multiprocessors  $9>6oo 

•  Massively  parallel  machines 

*For  a  minimum  eight-user  license 
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INDUSTRY  PULSE:  Midrange  Systems  O 


Computer  Intelligence/InfoCorp  defines  midrange  as  those  systems 
COSTING  BETWEEN  $25,000  AND  $700,000 


Worldwide  unit  shipments 


544,81 1 

485,254 

532,900 

■ESS 

Source:  Dataquest,  Inc.,  San  Jose,  Calif. 


Top  5  midrange  vendors  based  on  user  expenditures 
for  new  systems  and  software 


1991 


1992 


1993 
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Source:  Computer  Intelligence/InfoCorp,  La  Jolla,  Calif. 


IBM 

$8.7B 

$8.3B 

$10. 3B 

$9-7B 

Hewlett-Packard 

$4-5B 

$4.iB 

$5-7B 

$6B 

Digital 

$5.6B 

$5-iB 

$4-7B 

$4B 

Sun 

$1.2B 

$1.46 

$2.4B 

$2.6B 

AT&T 

$1.2B 

$i.4B 

$i.7B 

$iB 

Worldwide  end-user  expenditures 


*U6B  &36B  ■  s:}(>u  ^^"1  #3GB  «36B  I 


New  systems  and  software 


1991  1992  1993 

Source:  Computer  Intelligence/InfoCorp,  La  Jolla,  Calif. 
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Inside  Lines 


The  latest  from  DECTV 

At  the  Client/Server  Database  show  in  Boston  this  week.  Digital 
and  Oracle  are  expected  to  brief  the  press  on  their  forthcoming 
database  clusters,  which  are  expected  in  July.  The  clusters  will 
use  Oracle  7. 1  parallel  server  technology  on  high-end  Alpha  sys¬ 
tems  running,  most  likely,  OSF/1.  Meanwhile,  sources  said  layoffs 
at  Digital  are  accelerating  and  may  well  exceed  the  target  of  7,000 
during  this  fiscal  quarter.  Half  of  the  Paris  office  was  wiped  out,  a 
source  close  to  the  company  said,  and  Denver  and  Albuquerque, 
N.M.,  were  hit  hard.  Rumors  continue  to  swirl  around  the  sale  of 
the  storage  business  unit,  with  Seagate  named  as  top  suitor. 

Shell-shocked 

It  appears  IBM’s  Personal  Software  Products  group  will  not  ship  a 
version  of  the  Workplace  Shell  for  its  PC-DOS  line  of  operating  sys¬ 
tems  until  next  year.  The  scaled-down  version  of  the  Workplace 
Shell  for  DOS,  the  full-blown  version  of  w-hich  is  the  graphical  front 
end  to  OS/2,  was  expected  to  be  delivered  in  the  first  half  of  this 
year.  Sources  say  the  delay  has  nothing  to  do  with  technical  prob¬ 
lems  but  everythingtodo  with  marketing  and  positioningconcerns 
relative  to  the  company’s  other  operating  systems. 

Motorola  reveals  ardor  for  ARDIS 

Motorola  will  announce  in  the  next  week  or  two  that  it  has  pur¬ 
chased  IBM’s  share  of  the  ARDIS  network  for  $100  million,  accord¬ 
ing  to  industry  sources.  Motorola  will  now  have  complete  owner¬ 
ship  of  ARDIS.  The  sources  expect  Motorola  to  target  the 
antiquated  network  for  an  upgrade  from  4.8K  bit/sec.  to  19.2K 
bit/sec.  service  (only  a  few  ARDIS  cities  have  19.2K  bit/sec.  now). 
Motorola  may  eventually  resell  it  to  a  wireless  player. 

Some  of  the  prices  weren’t  right 

IBM  this  week  is  expected  to  change  the  AS/400’ s  new  user-based 
software  pricing  structure  to  soften  the  blow  of  some  price  in¬ 
creases  that  would  have  hit  customers  with  large  numbers  of  users 
on  them  systems.  When  it  announced  the  user-based  pricing  for 
the  OS/400  operating  system  [CW,  May  9],  IBM  said  increases 
would  be  mitigated  by  lower  hardware  costs  and  a  reduction  in 
the  number  of  OS/400  pricingtiers. 

Uh,  about  that  install . . . 

Voice  recognition  vendor  Kurzweil  Applied  Intelligence  was  talk¬ 
ing  quickly  last  week,  calling  about  a  hundred  or  so  early  recipi¬ 
ents  and  reviewers  of  its  Kurzweil  Voice  for  Windows  product  and 
warning  them  not  to  install  the  product.  Kurzweil  said  a  destruc¬ 
tive  virus  had  been  detected  in  one  of  the  installation  disks. 

Money  changes  everything 

This  week’s  settlement  between  Microsoft  and  Stac  Electronics, 
which  involved  Microsoft’s  taking  an  equity  stake  in  its  former 
nemesis,  was  something  of  an  about-face  for  the  software  giant. 
Gary  Clow,  Stac’s  chairman  and  CEO,  has  done  an  about-face  as 
well.  Last  month,  Microsoft  Chairman  Bill  Gates  walked  out  of  a 
TV  interview  with  CBS  anchorwoman  Connie  Chung  when  she  re¬ 
peated  Clow’s  statements  that  competing  with  Microsoft  was  like 
being  in  a  “knife  fight.”  Clow’s  new  stance  is  much  more  concilia¬ 
tory.  He  said  those  earlier  statements  were  not  personal  and  added 
he  has  a  "high-degree  of  respect”  for  Microsoft. 

Philippe  Kahn  may  be  feeling  lonely  these  clays.  A  recent  lim¬ 
ited  edition  of  Borland ’s  Sidekick  for  Windows  includes  a  disk 
labeled  '‘Philippe’s  Personal  Rolodex.”  Jeff  Henning,  an  ana¬ 
lyst  at  BIS  Strategic  Decisions,  found  his  own  name  in  it  as 
well  as  that  of  another  BIS  analyst.  The  curious  thing  is,  nei¬ 
ther  of  them  has  ever  spoken  to  Kahn.  “/  seriously  doubt  I’m  in 
Philippe’s  personal  Rolodex,  but  I  guess  I’m  willing  to  be  his 
friend,''  Henning  said.  Whatta  guy.  To  get  friendly  with  Com¬ 
puterworld  about  news  items  or  tips,  call  out  24-hour  voice- 
mail  tip  line  at  (508)  820-8555  or  our  toll-free  number  at  (800) 
343-6474.  News  editor  Maryfran  Johnson  can  be  reached  by 
phone  at  (508)  820-81 79,  via  the  Internet  at  mjohnson@cw.com 
or  through  MCI  Mail  at  590-801 7. 
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LOTUS  NOTES  HAILED 
AS  A  POWERFUL  WEAPON 
IN  THE  DRUG  WARS. 


Today,  the  pharmaceutical/biotech¬ 
nology  industry  is  an  intensely  competitive 
business.  To  gain  an  advantage,  a  young 
and  fast  growing  company  called  ARIAD 
Pharmaceuticals  has  structured  its  organi¬ 
zation  around  Lotus  Notes®  the  industry 
standard  in  groupware. 

In  the  biotech  business,  being  first 
is  everything.  Being  first  in  scientific  dis¬ 
covery  means  being  first  to  the  patent 
office  which  means  being  first  to  protect 
your  discovery. 

When  ARIAD  Pharmaceuticals  started 
setting  up  their  business  and  scientific 
systems  back  in  1992,  they  chose  to  make 
Lotus  Notes  the  foundation.  They  felt  that 
collaboration  between  scientists  and  man¬ 
agement  was  essential  to  accelerating  the 
drug  discovery  and  development  process. 
With  Notes,  every  scientist 
and  manager  can  always 
have  the  most  current 
findings  on  each  project 
with  up-to-the-minute 
updates  on  critical  issues. 

Easily  accessing  the  col¬ 
lective  knowledge  and 
expertise  of  other  scien¬ 
tists  from  different  fields, 


NOTES  FROM  THE  FIELD. 


Manager  of 
Information  Technology 


Research 

Biologist 


V.P.  Biomedical 
Operations 

ARIAD’s  Notes  administrator  sets  up  a  new  project  database. 
Scientists  and  managers,  working  on-site  and  remotely,  share 
research  results,  ideas  and  progress  reports  in  real  time.  With  everyone 
working  together  concurrently.  ARIAD's  patent  attorney  monitors 
the  project,  compounds  new  ideas,  to  make  informed  decisions  on 
protecting  ARIAD's  inventions.  Then  he  uses  the  Notes  database  to  get 
the  information  for  quickly  drafting  patent  applications. 


all  team  members  can  contribute  to  the 
progress  of  the  team,  wherever  they  are. 
Scientists  traveling  to  labs  and  confer- 


project  management  of  the  latest 
new  drug  compounds  being  devel¬ 
oped  and  tested,  to  the  corporate 
calendar  and  employee  handbook 
(which  is  instantly  updatable  and  uni¬ 
versally  available  to  all  employees). 

Because  all  the  project  and 
product  development  information 
is  already  in  a  Notes  database,  it's 
easy  for  ARIAD's  patent  attorney  to 
stay  on  top  of  advances,  discoveries 
and  other  timely  developments  from 
ARIAD’s  scientific  community.  This 
improved  flow  of  information  makes  for 
better  interaction  with  the  patent  office 
and  FDA.  This  means  better  results  in 


ences  around  the  world  stay  current  E:  File  Edit  Uieoi  Mail  Tools  Window  'JD 

and  actively  participate  using  Notes 
and  their  Apple®  PowerBooks™  over 
an  OS/2  server. 

Naturally,  in  such 
a  highly  competi- 
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At  ARIAD. 
almost  all  business 
tabes  place  on 
Notes  databases. 


tive  field,  the  sophisticated 
security  available  with  Notes 
is  a  critical  feature. 

Now  the  whole  com¬ 
pany  uses  Lotus  Notes, 
over  100  users  in  all.  Data¬ 
bases  range  from  the 


the  marketplace. 

And  that's  a  big  strategic  advantage. 

To  learn  what  Lotus  Notes  can  do 
for  your  company  call  1-800-828-7086, 
ext.  9872*  for 
our  free  “Discover 
Notes'  video.  Working  Together 


Lotus 


•In  Canada  call  1  -800-GO-LOTUS  ©  1 994  Lotus  Development  Corporation.  55  Cambridge  Parkway.  Cambridge  MA  02142  Lotus  Notes  and  Working  Together  are  registered  tr  -  :  m>r» 

Apple  PowerBook  is  a  trademark  and  Apple  is  a  registered  trademark  of  Apple  Computer  Inc 


Borland  Report  on  dBASE  for  Windows 


dBASE  for  Windows  makes  it  easy 
to  be  a  great  Windows  developer 


Borland  will  soon  release  the 
mast  powerful  dBASE®  ever. 

It  revolutionizes  the  creation  of 
Windows  database  applications 
and  makes  object-oriented  devel¬ 
opment  truly  easy. 

m  The  promise  of 
Rapid  Application 
Development  is  fulfilled 

Only  dBASE  for  Windows  pro¬ 
vides  unique  Two-Way-Tools™  that 
reduce  development  time  by  let¬ 
ting  you  work  interchangeably 
between  the  visual  design  tool 
and  dBASE  source  code.  As  you 
design  forms,  queries,  and  menus, 
dBASE  for  Windows  automatically  generates  object-oriented 
dBASE  code  for  you.  You  can  edit  the  source  code  directly,  and 
your  changes  are  instantly  reflected  back  in  your  visual  design.  As  a 
result,  you  dramatically  reduce  the  time  required  to  develop 
Windows  applications. 

dBASE  for  Windows  makes  object- 
oriented  development  easy 

As  a  developer  you  know  that  object-oriented  programming  offers 
very  real  benefits.  Objects  are  reusable,  so  it  takes  less  time  to  develop 
new  applications  and  those  applications  are  more  reliable,  and  easier 
to  extend  and  maintain.  But  you  may  have  heard  that  object-oriented 
programming  is  difficult  to  learn.  Not  anymore. 

One  of  the  biggest  breakthroughs  in  dBASE  for  Windows  is  how  the 
English-like  dBASE  language  makes  it  easy  to  learn  object- 
oriented  development.  dBASE  for  Windows  adds  new  object  exten¬ 
sions  to  the  dBASE  language  that  millions  of  developers  already  know. 
When  you  use  the  Two-Way-Tools  to  build  your  menus  or  forms, 
dBASE  automatically  generates  the  object-oriented  code.  Since  the 
code  is  there  for  you  to  examine,  you  learn  object-oriented  program¬ 
ming  simply  by  using  the  visual  designer.  You  get  the 
benefits  of  object-oriented  programming  without 
going  through  a  steep  learning  curve. 


dBASE  for  Windows  also  includes 
built-in  objects  that  are  ready  to 
go.  All  the  properties  and  proce¬ 
dures  that  define  the  object  are 
already  built  for  you.  So  you  don’t 
need  to  know  a  thing  about  object- 
oriented  development  to  start 
doing  it.  With  Borland’s  unique 
Object  Inspector®  you  can  instant¬ 
ly  modify  the  object  just  by  point¬ 
ing  and  clicking  with  the  mouse. 
Since  you’re  working  with  proven, 
prebuilt  components,  you  develop 
faster  and  create  applications  that 
are  more  reliable,  and  more  easily 
maintained.  As  you  become  famil¬ 
iar  with  object-oriented  develop¬ 
ment,  you  can  use  the  dBASE  lan¬ 
guage  to  create  your  own  custom 
objects.  As  a  final  step  to  completing  your  application  development, 
dBASE  has  a  full  Integrated  Development  Environment  (IDE)  with 
state-of-the-art  debugger,  allowing  you  to  set  breakpoints,  evaluate 
expressions,  watch  variables,  and  single-step  through 
your  program. 

ft  Open  “Plug-and-Play”  Architecture 
opens  a  world  of  opportunity 

The  open  architecture  of  dBASE  for  Windows  lets  you  “plug  in”  prac¬ 
tically  any  component  to  build  solutions  faster  than  ever  before.  Call 
the  Windows  API,  connect  to  SQL  data,  or  load  any  Windows  .DLL 
or  custom  control  (e.g.,  VBX,  or  one  you’ve  created  in  dBASE).  Once 
plugged  in,  they  work  just  like  everything  else  in  dBASE.  Thus, 
dBASE  for  Windows  gives  you  incredible  power  and  flexibility  to 
mold  the  Windows  environment  to  suit  your  design.  Now  dBASE 
developers  can  instantly  add  virtually  any  kind  of  functionality  to  their 
applications — spreadsheet,  communications,  graphics,  and  more! 

#  Take  the  first  step 

As  a  developer,  you  need  to  be  instantly  productive  and  deliver  applica¬ 
tions  fast.  Let  dBASE  for  Windows  show  you  the  future 
of  application  development  today.  Call  now  to  order. 

1-800-336-6464,  ext.  8811 


With  dBASE  for  Windows ,  you  can  plug  in  virtually  any  component , 
access  local  or  remote  SQL  data  and  leverage  your  dBASE  DOS 
knowledge  to  build  great  Windows  applications  in  record  time. 
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BASE  for  Win 


dBASE  for  Windows  makes  it  easy 
to  be  a  great  Windows  developer 


Borland  will  soon  release  the 
most  powerful  dBASE ®  ever. 

It  revolutionizes  the  creation  of 
Windows  database  applications 
and  makes  object-oriented  devel¬ 
opment  truly  easy. 

$  The  promise  of 
Rapid  Application 
Development  is  fulfilled 

Only  dBASE  for  Windows  pro¬ 
vides  unique  Two-Way -Tools™  that 
reduce  development  time  by  let¬ 
ting  you  work  interchangeably 
between  the  visual  design  tool 
and  dBASE  source  code.  As  you 
design  forms,  queries,  and  menus, 
dBASE  for  Windows  automatically  generates  object-oriented 
dBASE  code  for  you.  You  can  edit  the  source  code  directly,  and 
your  changes  are  instantly  reflected  back  in  your  visual  design.  As  a 
result,  you  dramatically  reduce  the  time  required  to  develop 
Windows  applications. 


dBASE  for  Windows  also  includes 
built-in  objects  that  are  ready  to 
go.  All  the  properties  and  proce¬ 
dures  that  define  the  object  are 
already  built  for  you.  So  you  don't 
need  to  know  a  thing  about  object- 
oriented  development  to  start 
doing  it.  With  Borland’s  unique 
Object  Inspector®  you  can  instant¬ 
ly  modify  the  object  just  by  point¬ 
ing  and  clicking  with  the  mouse. 
Since  you're  working  with  proven, 
prebuilt  components,  you  develop 
faster  and  create  applications  that 
are  more  reliable,  and  more  easily 
maintained.  As  you  become  famil¬ 
iar  with  object-oriented  develop¬ 
ment,  you  can  use  the  dBASE  lan¬ 
guage  to  create  your  own  custom 
objects.  As  a  final  step  to  completing  your  application  development, 
dBASE  has  a  full  Integrated  Development  Environment  (IDE)  with 
state-of-the-art  debugger,  allowing  you  to  set  breakpoints,  evaluate 
expressions,  watch  variables,  and  single-step  through 
your  program. 


With  dBASE  for  Windows,  you  can  plug  in  virtually  any  component, 
access  local  or  remote  SQL  data  and  leverage  your  dBASE  DOS 
knowledge  to  build  great  Windows  applications  in  record  time. 


4  dBASE  for  Windows  makes  object- 
oriented  development  easy 

As  a  developer  you  know  that  object-oriented  programming  offers 
very  real  benefits.  Objects  are  reusable,  so  it  takes  less  time  to  develop 
new  applications  and  those  applications  are  more  reliable,  and  easier 
to  extend  and  maintain.  But  you  may  have  heard  that  object-oriented 
programming  is  difficult  to  leam.  Not  anymore. 

One  of  the  biggest  breakthroughs  in  dBASE  for  Windows  is  how  the 
English-like  dBASE  language  makes  it  easy  to  learn  object- 
oriented  development.  dBASE  for  Windows  adds  new  object  exten¬ 
sions  to  the  dBASE  language  that  millions  of  developers  already  know. 
When  you  use  the  Two-Way-Tools  to  build  your  menus  or  forms, 
dBASE  automatically  generates  the  object-oriented  code.  Since  the 
code  is  there  for  you  to  examine,  you  learn  object-oriented  program¬ 
ming  simply  by  using  the  visual  designer.  You  get  the 
benefits  of  object-oriented  programming  without 
going  through  a  steep  learning  curve. 


0  Open  “Plug-and-Play”  Architecture 
opens  a  world  of  opportunity 

The  open  architecture  of  dBASE  for  Windows  lets  you  “plug  in”  prac¬ 
tically  any  component  to  build  solutions  faster  than  ever  before.  Call 
the  Windows  API,  connect  to  SQL  data,  or  load  any  Windows  .DLL 
or  custom  control  (e.g.,  VBX,  or  one  you’ve  created  in  dBASE).  Once 
plugged  in,  they  work  just  like  everything  else  in  dBASE.  Thus, 
dBASE  for  Windows  gives  you  incredible  power  and  flexibility  to 
mold  the  Windows  environment  to  suit  your  design.  Now  dBASE 
developers  can  instantly  add  virtually  any  kind  of  functionality  to  their 
applications — spreadsheet,  communications,  graphics,  and  more! 

B  Take  the  first  step 

As  a  developer,  you  need  to  be  instantly  productive  and  deliver  applica¬ 
tions  fast.  Let  dBASE  for  Windows  show  you  the  future 
of  application  development  today.  Call  now  to  order. 

1-800-336-6464.  ext.  8811 
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